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LINWOOD PARK APARTMENTS, rorr tet 
e e e 
One of the largest housing projects in New Jersey 
L 
TWENTY-SIX FITZGIBBONS STEEL BOILERS r 
will be used to provide warmth and comfort for the 2,486 
families that will occupy this attractive group of garden 1 
apartments, ideally situated just across the Hudson River 
adjacent to the northern part of New York City. Another 
of the big housing developments whose mere size indicates 
“i most careful discrimination in equipment selection. 
Architect: Max M. Simon 
Heating Contractor: Paramount Heating and The best buildings deserve “‘the best in stec! 
umbing Co. 
amet boiler heat’’—The Fitzgibbons Boiler. 
Sa ee Se ee Ce ee a ee SS Eee — = we nee ee ee oe —_—_ 
| Fitzgibbons Boiler Company, Inc. pom 
101 PARK AVENUE, NEW YORK 17, N. Y. 
} Send me the “D” TYPE Boiler Catalog. 
} Name:. Se ee Soe, eM ENE Rie Be LON PEE OE 
<. Address: 
Reg. U.S. Pat. Of. y  Cityz..... og a Serna HEE _ 
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Time ls Getting Short... 


INSTALL VOGEL FROST-PROOF 
CLOSETS AND HYDRANTS NOW ! 


Not many months hence, the installation of frost-proof closets and hydrants will be a 





difficult task. Now, while the weather is mild, is the ideal time for installation. And, of 


course, the ideal equipment to install is VOGEL. 





VOGEL No. 4 FROST-PROOF CLOSET 


A rugged, dependable frost-proof closet that will never 
freeze when properly installed. A great convenience installed 
in the yard or on a rear porch. 





BOWL... Vitreous China, Top Supply. Just as durable as 
iron and easier to keep clean. Bowl is so constructed that it will 


never freeze no matter how low the temperature may go. 
SEAT... Hardwood with Galvanized Malleable iron hinge. 


VALVE... Heavy brass supply and flush valves assembled with 
Galvanized Pipe Casing. 


TANK... Twelve Gauge Steel, Galvanized—white enamel 


finish. 











VOGEL FROST-PROOF HYDRANT 


For farms, dairies, garages, service stations, industrial plants 












and many other types of installation. A sure dependable 
source of running water at all times of the year. Will never 
freeze when properly installed. 


Users like the Vogel Hydrant because it never 
fools them. When they see the handle in 
an upright position they know the water 

is surely shut off. Any Hydrant that does not 
positively close, may waste water in 
Summer, and is sure to FREEZE in Winter. 





VOGEL 
HYDRAN 


JOSEPH A. VOGEL COMPANY - WILMINGTON 99, DEL. 
Over a Million Vogel Frost-Proof Closets and Hydrants have been sold. 
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REPUBLIC€ 


IVING America’s families 

the best ‘‘dollar for dol- 
lar’ heater value, has cre- 
ated the greatest demand 
for REPUBLIC. More peo 
ple use, more people specify 
REPUBLIC than ever be 
fore. Over a million satisfied 
users are helping to make 
REPUBLIC the greatest 


name in water heaters. 


The HEATER that 
has EVERYTHING 


Distinctive in every detail. 
Smartly finished in gleam- 
ing white Dupont Dulux 
enamel and trimmed in 
sparkling chrome. Features 
the amazing one-piece Banjo 
Burner with raised ports to 
equalize heat distribution. 
Grayson Unitrol Jr. with 
Electro-Magnetic Pilot as- 
sures safe, economical per- 
formance....and a continu- 
ous supply of hot water. 
Fiberglas insulation retains 
heat. 


SOLD ONLY 
THROUGH JOBBERS & DISTRIBUTORS 


REPUBLIC 
AUTOMATIC HEAVY DUTY 
AND DELUXE MODELS 
(Available for L.P. gases at slight 


shales — FOR HOT wu x / 
REPUBLIC HEATER CORP. 05 Gor Ul, 


2231 RANDOLPH STREET 
HUNTINGTON PARK, CALIFORNIA 


FES COLE 
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Your journeyman’s time 
costs you 5 a minute! 















Low quality fixtures can 
murder your profits! 


Low quality plumbing fixtures are ill-fitting and tough 
to install. They’re not even worth what you pay for 
them. They make customers unhappy, they damage your 
reputation and THEY MURDER YOUR PROFIT! 





HIGH QUALITY FIXTURES BY PRICE- 
PFISTER ARE AVAILABLE AT LOW COST 


Price-Pfister keeps quality UP and prices 
DOWN by a simple formula: 


1. Nothing but the finest raw materials. 

2. Modern, streamlined production methods 
that are highly mechanized and largely 
automatic. 

. All-under-one-roof operation. 

. Aggressive salesmanship. 

. Sound management. 


3 
4 
5 


THE SAVINGS ARE PASSED ON 
TO YOU AND THE ULTIMATE CONSUMER 


Next time you’re comparing plumbing fixture 
prices, compare the costs of installation. Re- 
member that your journeyman’s time costs you 
5c a minute and that Price-Pfister high quality 
can help you save it. And remember also, from 
a customer good-will standpoint, that with 
Price-Pfister .... 


“ance you Wasti — v0 trouble ar il 


FIND OUT FOR YOURSELF... 
Write for illustrated price list 
Sold through Plumbing Wholesalers 


POD WER? israss MANUFACTURING COMPANY © 3011 HUMBOLDT STREET © LOS ANGELES 31, CALIFORNIA 
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The cost of heating 
takes a beating 


at Columbia Carpet 





What's the job? 





Here’s the Heater for it! 











MAny firms today are paying too much for heat, but not Columbia Carpet 
Mills, Inc., Philadelphia. Columbia has the cost of heating well under 
control with a Carrier installation. Circled here are some of the units that 


do the job. 


These Carrier Horizontal Discharge Unit Heaters have a lot to recommend 
them. Their revolutionary single-row coil construction offers less air resistance, 
reduces power consumption, facilitates cleaning. Their adjustable discharge 
louvers provide control of the heat flow where it’s needed, eliminate dead 
spots. Though light in weight, they’re so ruggedly built they’re right for 
heavy duty in factories and garages. And they’re so handsome they're also 
ideal for quality stores and exclusive shops. 


Whatever the job, you can count on Carrier Unit Heaters to provide 
superior performance at low cost for your customers — and make a good 
profit for you. The Carrier name is your assurance of a square deal. Carrier 
Corporation, Syracuse 1, New York. 








Carrier 46U Horizontal Discharge Unit Heater. Sturdy and attractively styled. With 
steam or hot water. Capacities: 13,400 to 200,000 Btu’s per hour. 


Carrier 46S Four-way Directed-flo Unit Heater. For quick heat from relatively high 
ceiling suspension. With steam or hot water. Capacities: 49,000 to 500,000 Btu’s per hour. 


Carrier 46T Gas-fired Unit Heater. AGA approved. With LP gas, and manufactured, 
mixed and natural gases. Heart of Aluminized Steel for long life. Capacities: 70,000 to 


230,000 Btu’s per hour. 


Carrier 46PQR Heat Diffusers. For heating large enclosed areas at low cost. With 
multiple outlets and adjustable louvers. Floor, wall or ceiling mounted. Capacities: up to 
1,500,000 Btu’s per hour. 


Air Conditioning - Refrigeration - Industrial Heating 











Augt 
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des Now... The Hottest News 
in Modern Water Heating! 


the units that 
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GENERAL 
ALL-COPPER 
TANKLESS HEATE! 


GENERAL FITTINGS CO. 


PROVIDENCE, R. f, 


THE 
GENERAL 500 
ALL COPPER 


TAN KLESS Here’s a new, family-size tankless that takes full advantage of up-to-date design 
methods and modern lightweight materials. It’s so compact and light-in-weight 
that installation is an easy, speedy, one-man job! 

The new General All-Copper Tankless has a tough sheet-copper shell, as well 
as copper waterways .. . and complete insulation of featherlight fiber-glass. 
Delivers 4 g.p.m., yet weighs only 35 lbs. (1/3 as much as previous tankless 
heaters of this capacity). Measures only 15” high by 12” diameter. 

Designed with convex shell headers and tubing coils that pitch continuously 
upwards, this heater can be quickly and completely drained for shut-downs or 
routine flushing. Attractive outside jacket is finished in durable maroon that 
harmonizes with the modern heating plant or rumpus room. 

ly styled. With There’s a substantial price saving, too, over equivalent, heavier tankless heaters. 
Write for complete information on the new General All-Copper Tankless. 
General Fittings Co., 118 Georgia Ave., Providence 1, R. I. 
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Heres the latest: 
in Protection and , Control for. .. 














.. with Watts 


Watts has produced these outstanding 

new products for hot water space heating 

systems. They embody new advanced 

engineering principles never before of- 

fered in conventional RELIEF VALVES AND i 
4 





DUAL-CONTROLS for hot water systems, 
and contribute to the industry a higher 
standard of protection and control. 





Boller eShty Relief Valve 













Watts No 14 Features THIS 1S A COMBINATION WATER PRESSURE AND STEAM 
. PRESSURE RELIEF VALVE. Into this new A.S.MLE. pressure Si 
; relief valve for hot water heating boilers has gone every possible re- ec 
1 Pressure seal isolates finement of mechanical design. The new, different, yet simple features f 
all working parts against of construction present a precision valve. 4 
flow of water or steam. \ After thermal expansion pressure increase has been relieved, tight } or 
reseating is assured. Also, if excess steam pressure is released, positive | 
and instantaneous reseating is assured. « 
The high B.T.U. steam discharge capacity in this one valve alone pro- F 
Unusually high lift prevents vides full pressure protection for over 80% of all hot water space = | ' 
heating installations. 4 § 


wire drawing of seat and 
disc. 


No. 135 H.W. 
Feed Valve. | No. 74 T 
[4 Relief Valve. hi 


d 7 .- — : om 
3 Its newly developed : - Ske: 
high heat and erosion Bm ae 
resisting disc—flexible~ © | 1 | nia, 








van 
it is 
ae th 
and resilient—assures ee. The 
positive reseating. NS a b prov 
b =. This 
HO 


4 Renewable bronze 


seat. 























WATTS is making NEW" and “BETTER THAN EVER” produ | 








or, ., Hot Water Heating Systems 





UC TS | 


ND STEAM 
A.E. pressure 
y possible re- 
mple feawres 


lieved, tight 
ased, positive 


ve alone pro- 
water space 


y 








' No.45-A Features 


| sei high temp- 

erature resisting 
synthetic rubber 
diaphragm with 
nylon insert. 


mee, 


) sion disc _ 
easily accessible fF 


for cleaning 





2a ear, 








or renewing. 


Extra 
large area 


bronze screen 
cloth strainer. 


Mf is a new hot water heating dual control possessing ad- 
vanced engineering principles developed by Watts. Externally, 
it is basically similar to previous controls except the drain of 
the relief valve extends from the side due to the internal design. 
The reducing valve employs a new principle of operation which 
provides an unusually large capacity for QUICK FEEDING. 
This enables a full flow to fill the system and then it AUTO- 


7 





~ Watts No.45-A 











Dual Control 


Positive stainless 
steel spring for 
accurate relief. 


4 


High temperature 
resisting silicone 
disc. Reseats 


tightly under all 


conditions. 
b Renewable 
Sensitive stainless — \ — seat 
steel, compensating i si ‘lined 
eine. streamline 
waterways. 


MATICALLY regulates the system pressure as required. By 
AUTOMATIC FAST FEEDING, it makes a by-pass not only 
unnecessary, but undesirable. The relief valve has, operational 
characteristics never before incorporated in dual control con- 
struction. It not only will discharge excessive water pressure 
from thermal expansion, but also can discharge steam pressure 


if boiler temperature should reach the pressure boiling point. 


1878 - 1350 


ATTSs Regulator Company 


LAWRENCE, MASSACHUSETTS 











PLUMBING and HEATING 


MANUFACTURERS 


SAFETY VAL VES 


CONTROLS 






































OF SPARKLING BEAUTY... 


OW you can plus all the famous construction 

features of Alliance Ware with the added sales 
advantage of COLOR as well as gleaming white. 
Mr. & Mrs. American Home Builder are more color- 
conscious than ever. Whether for a new bath or a 
remodeled job, color offers you a powerful sales 
appeal. 
Best of all, AllianceWare color is relatively in- 
expensive—only 10% more than white. You're free 
to buy the brass goods of your choice. 


And AllianceWare color has all the qualities of 


ALLIANCEWARE, INC. ¢ Alliance, Ohio | 





Bathtubs « Lavatories « Sinks 
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Alliance Ware white—dense, hard surface—easy to 


clean; stainproof finish of lifetime beauty; and 
modern styling of bathtubs and lavatories that 
answers the demands of builders of fine homes in 
every section of the nation. 

Ask your jobber to show you color samples of 
AllianceWare—blue, green, suntan, and pink; or 
write us for color charts. 


Allliane are 


POoactiain On sree 
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} 
NIBCO SOLDER END 
GATE VALVE 


lqlit for Copper Plumbing 


You wouldn't install an old-fashioned pitcher 







pump in a modern home. No need to use make- 
shifts for gate valve installations either. At no 
extra cost the NIBCO Solder End Gate valve, fig. 
729, makes you a better job on copper tube 
plumbing. Saves fittings. Saves labor. Gives you a 
better profit. 

This quality of being right for the job in per- 
formance, appearance, and price is typical of the 
whole NIBCO line of valves and fittings for 
copper tube plumbing. Ask your jobber for 
NIBCO Catalog F or write Northern Indiana 
Brass Co., 804 Plum Street, Elkhart, Indiana. 


NORTHERN INDIANA BRASS CO. 
804 PLUM STREET, ELKHART, INDIANA 


Send me Catalog F on NIBCO valves and fittings. 
Name 
Address 


Lo  — State 




















age - 
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AMAZING JET-TOWER with 
EXCLUSIVE HYDRO-BRUSH ACTION 





Revolutionary idea completely modernizes 
dishwashing. Sixty-four whirling jets of water 
(booster-heated to ideal washing tempera- 
ture) brush-flush every hollow and contour 
of every dish and utensil. Hydro-Brush Ac- 
tion from top to bottom, followed by piping- 
hot double rinse, and presto! Dishwasher 
stops, pops open cover for practically in- 
stantaneous flash drying. All in just 954 min- 
utes—autorgatically, electrically! 


DOMESTIC ENGINEERING 


Youngstown Kitchens Electric Sink 
combines Jet-Tower Dishwasher and Youngs- 
town Kitchens Food Waste Disposer (op- 
tional at extra cost) in beautiful 48” Cabinet 
Sink. One-piece top of acid-resisting porce- 
lain-enameled steel. Comes complete with 
no-splash, 8” bowl; swinging mixing-faucet, 
rinse spray, crumb-cup strainer. 


August, 1950 














} | 


Youngstown Kitchens Automatic Dish- 
washer in gleaming, white-enameled steel 
cabinet (27” wide) fits snugly by any sink. 
One piece, acid-resisting porcelain-enameled 
steel top. Back-splash protects walls, inset 
toe space makes standing easy. Simple oper- 
ating mechanism, Matches other Youngs- 
town units. 
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An exciting new principle that completely modernizes dishwashing . . . 

two beautiful new units developed and made by the world’s largest 

makers of steel kitchens . . . the new Youngstown Kitchens Automatic 

Dishwasher and Electric Sink enter a tremendous, wide-open market 
with the biggest send-off ever given a dishwasher! 


Here’s the answer to the-only major household task still 
done in the old-fashioned, “by-hand” way .. . 


An answer that can bring the dealer tremendous profits as 
this huge, hardly touched market is blasted wide open by 
these new JET-TOWER DISHWASHERS that completely 


modernize dishwashing! 


The beautiful Youngstown Kitchens Electric Sink and 
Automatic Dishwasher give complete Hydro-Brush Action 
from top to bottom . .. wash with sixty-four whirling jets 
of booster-heated water . . . double rinse . . . open auto- 
matically for practically instantaneous drying, all in just 
94 minutes (normal water pressure)! 


You’ll recognize the features on sight that make this Dish- 
washer so appealing to housewives: the easy loading (no 
heavy, loaded baskets to lift) . . . the thoroughness, the 
speed of operation! For complete information, see your 
Youngstown distributor, or write direct. Mullins Manufac- 
turing Corporation, Warren, Ohio. 


IF INTERESTED IN THIS 
NEW SALES OPPORTUNITY 
WRITE OR WIRE TODAY! 


DOMESTIC ENGINEERING 


STREAMLINED, MODERNIZED 
MERCHANDISING METHODS! 


Here’s the same vigorous, sales- 
wise promotion that has made 
Youngstown Kitchens world- 
famous . . . now applied to Dish- 
washer selling—for your profit! 


New display ideas! A new, dynamic 
method of display and demonstration 
—special equipment designed to help 
you show HOW and WHY the JET- 
TOWER does a better, faster job—to 
help you demonstrate to more pros- 
pects easily, effectively! 


New merchandising approach! 
More enthusiasm, a stronger adver- 
tising send-off than any dishwasher 
has ever been given . . . new, basic 
appeals that can’t miss the market’s 
bull’s-eye: “Completely modernizes 
dishwashing!” “The greatest helper 
a housewife ever had!” 


New traffic-getters! A bold and dar- 
ing bid for greater store traffic . . . 
a gigantic give-away promotion to 
bring prospects flocking in for dem- 
onstrations! 500 Dishwashers, 28,000 
working-model miniatures to be 


awarded FREE! 
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| WESTINGHOUSE 


Offers a New Home Precipitron’ 
Electronic Air Cleaner 


The new Westinghouse Home PRE- 
CIPITRON Unit is the most efficient, 
modern air cleaner on the market. 
Twenty-two major improvements 
have been made in this new unit, 
which incorporates the best features 
and cleaning capacity of former 
models. It is listed by Underwriters’ 
Laboratories. 


TOP CLEANING EFFICIENCY 


Electronic air cleaning is the revolution- 
ary new way to clean air in the home. The 
electronic method of taking dirt, soot, dust, 
and pollen out of the air stream begins 
where other methods of cleaning leave off. 
It will even remove particles as fine as 
1/250,000 of an inch—even smaller than 
those which comprise cigarette and cigar 
smoke! 


ECONOMY OF OPERATION 


Total energy consumption is only 60 watts. 
This means that the unit costs less than a 
dollar a month to operate. 


SMART STYLING 


Advanced design and attractive finish make 
the cabinet suitable for installation in 
recreation rooms or utility rooms. 


COMPLETELY ASSEMBLED UNIT 
PRECIPITRON comes in one unit, assem- 
bled for installation. Internal piping and 
wiring are complete, and holes are punched 





HOW PRECIPITRON WORKS 


a 


Seer 


a a CLEAN 


) —— 











PRECIPITRON removes dirt from the 
air electronically. Air-borne particles 
receive a positive charge as they 
pass through an electrostatic field, 
and are unfailingly forced to ground- 
ed collector plates. Here they cling 
until flushed down the drain by pe- 
riodi¢ washings. PRECIPITRON is in- 
stalled on the inlet side of a forced 
warm gir heating system. PRECIPI- 
TRON is a development of the basic 
air cleaning principle originally pio- 
neered in the Westinghouse labora- 
tories. 




















for electrical conduit connections. This 
assures an attractive installation in a min- 
imum of time. 


HORIZONTAL AIR FLOW 
Straight horizontal air flow through the 
PRECIPITRON cell, with baffles on both 
entering and leaving sides, assures uni- 
formity of air flow and maximum cleaning 
efficiency. 


ADVANTAGES OF PRECIPITRON 
PRECIPITRON has no moving parts— 


nothing to clog or wear out, and no filters 
to replace. “Push-button” cleaning by a 
self-contained washer is completely auto- 
matic, and the cleaner returned to opera- 
tion once the home owner starts the cycle. 














Units now in operation in homes a 
out the country have proven that PRE 
CIPITRON (1) greatly reduces house work 
hy keeping walls, ceilings, and furnishings 
clean and (2) means substantial savings 
by reducing laundering, cleaning, and re- 
painting or redecorating expenses. More- 
over, the removal of pollen and bacteria- 
laden dust can bring relief from allergies 
and hay fever. 


SOLD ONLY BY DISTRIBUTORS 
Westinghouse Home PRECIPITRON is 
sold directly to home owners by author- 
ized installing distributors. For full infor- 
mation, write to Westinghouse Electric 
Corp., Sturtevant Division, 122 Damon 
St., Hyde Park, Boston 36, Mass. 


J-80195 
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Magnesium Magic 
sells ’em! 


You’re a big step closer to a sale when you 
point out that your water heater’s tank is 
protected against rust by Alcoa Magnesium 
Anode. Customers know about it, because 
they see Alcoa advertisements, like the one 
at the left, in Better Homes & Gardens. 
They want it, because it saves trouble, 
saves expense. 


ASK HIM ABOUT WATER HEATERS 
EQUIPPED WITH ALCOA ANODES 


Here’s a tip that’s helping thousands of home- 
owners find a better value in water heaters. 
Before you buy, be sure your new water 
heater’s tank is protected against rust by a 
genuine Alcoa Anode. This magnesium rod, 
installed in the tank, gradually sacrifices itself, 
keeps rust from attacking the inner tank 
walls. In most localities, it adds years to tank 
life, keeps water cleaner. Can be replaced easily. 








s throu h- Many popular-make water heaters offer the 
that PRE- best in tank protection—made by ALCOA, 
ouse work first in light metals for over 60 years. Ask 
urnishings your plumbing dealer about the advantages 
al savings of Alcoa Anodes in your community. 
ig, and re- FREE FOLDER! Tells how anodes protect, how 
ses. More- you can get one. Write for copy of Tank 
1 bacteria- ; Insurance. State whether you want pro- 
it allergies tection for your present heater or a new 

one. ALUMINUM COMPANY OF AMERICA, 

1431H Gulf Building, Pittsburgh 19, Pa. 
team Boost your sales by tying in with our | 
» eath Be Gap national advertising. Make the Alcoa Anode 
ull infor- Ne a key talking point. It’s a common-sense 
> Electric competitive advantage that ever 
d customer 
2 Damon Tank P ‘ e y “ 
; Protection can appreciate. 

Ask your water heater distributor about 





5-80195 





Al M i Anodes, th tecti 
FOR WATER HEATERS ainda. laiatmussieieniiie cama 
, ALUMINUM COMPANY OF AMERICA, 1431H 


SOLID CAST ANODES | NOTCHED ANODES Gulf Building, Pittsburgh 19, Pennsylvania. 
FOR NEW TANKS FOR REPLACEMENT 
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» No one make 


LAZY \BACK 


Only MURRAY has the wonder- : 
ful Lazy-Back design! a 




















SMOOTH BOTTOM 


MURRAY tubs have smooth bot- 
toms for easy cleaning; no corru- 
gations to unsteady your footing! 





SPECIAL QUALITY PORCELAIN ENAMEL 


MURRAY tubs are all covered with 
acid and stain resistant porcelain 
enamel at no extra cost! 


MORE INS§DE SPACE 


MURRAY 5-foot models have 3- 
inches more inside space than 
old-fashioned kind! 
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bathtubs like... 


MURRAY 


that’s why MI U R RAY is the 


MONEY-MAKER! 


HERE’S THE BIG OPPORTUNITY 
to sell a line that’s far ahead .. . 
bathtubs that are the last word in 
design, durability and beauty. All 
made the new Murray way .. . spe- 
cially developed mass-production 
methods that are the result of auto- 
motive experience! 


NO ONE MAKES STEEL BATHTUBS 
with the desirable, comfortable 
Lazy-Back! Only Murray has the 
“know-how” to make tubs this way. 


HIGH QUALITY combined with 
sensible Low cost is what you sell 





when you carry the new Murray 
line. Beside the features illustrated 
on the opposite page here are more 
facts that make you the money- 
maker! 

1. Four beautiful colors, in addition to 
white: Desert Tan, Azure Blue, Ver- 
dant Green, Sunlit Ivory. 


2. Heavy-gauge steel throughout as- 
sures proper “set”—great rigidity. 

3. Raised flanges around wall-rims of 
tub prevent moisture seepage. 


4, All the popular sizes: 4\4- and 5-foot 
recess; 5-foot corner units. 








MURRAY 


Lavatories: Beautifully designed. Standard 
and deluxe. Also efficient lavatory cabinet. 
Matching cclors! 





MURRAY 


Drainboard Kitchen Sinks: Three popular 
sizes 66’, 54’, 42” long. Double and single 
drainboards and sinks. Gleaming porcelain 
enamel. 


Easier to install! 


The remarkably light weight of a Murray 
tub saves you considerable cost. Now one 
man can set and install! Now you can 
save on the cost of handling and labor 
with for installation! And, what’s more—you 
elain keep your mark-up! 


ENAMEL 





Save on warehousing! 


Instead of lining up tubs over expensive 
warehouse area, you can now stack them 
—if they’re made by Murray! They only 
iy, weigh about 130 pounds. Crated, only 
a a about 150. You save on warehousing, 


save on trucking! 








Flat Rim Sinks: For modern, built-in bathroom 
sinks. Ideal with plastic or Formica tops. 
Double or single sink models. 











MU RRA WY 


ACT NOW! we sure you are in with 
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Murray the money-maker! Take immediate 4 Home Appliance Division, Dept. 8 4 

advantage of the biggest news in plumbing. \ 1208 South Washington, Scranton, Pa. 1 

it's; : : . 2 

ful pnt caplet 4 THE Gentlemen: Please — full — about thenew | 

There are still a number of desirable dealer- L] MURRAY ee ' 

ships open . . . valuable distributor franchises, I CORPORATIO!I ene i 

too! , 

If you are a wholesaler, kindly write on your : OF AMERICA Address “ 

letterhead. I t | 

If a master plumber or dealer, use coupon. I City. Zone State i | 
a 


sen ae ge pe me Sate ee en ee eee 
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ADVANCE-DESIGN 
TRUCKS 


POPULARITY LEADERS Chevrolet 


trucks are the favorites by far! In every 
postwar year truck users have bought more 
Chevrolets than any other make. And that’s 
proof of the owner satisfaction they have 


earned! 


PERFORMANCE LEADERS ctev- 


rolet trucks give you high pulling power 

over a wide range of usable road speeds 
. cut down total trip time with high 

acceleration on the straightaway. 


PAYLOAD LEADERS Careful design 


and rugged construction permit you to haul 
more goods more miles—at lower cost per 
ton mile! You enjoy real savings on oper- 
ating and repair costs. 


PRICE LEADERS You're money ahead 


with Chevrolet trucks! Chevrolet’s rock- 
bottom initial cost—outstandingly low cost 
of operation and upkeep—high-trade-in 
value, all add up to the lowest price for you. 
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Packed with VALUE... 
Primed with POWER 


Chevrolet Advance-Design trucks have everything it takes 
—and plenty to spare. Rugged construction to withstand 
the wear and tear. Handling ease and comfort to lighten the 
load of a day’s work. And more power than ever! Two 
great Valve-in-Head engines—the Loadmaster 105 h.p, 
and the Thriftmaster 92 h.p.—make these the most power- 
ful trucks Chevrolet has built! Yes, these new jobs 
bring you peak value—and at a low price. They cost 
surprisingly little to buy, to run and maintain. That’s why 
Chevrolet trucks outsell them all! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICH. 


AHEAD WITH ALL THESE PLUS VALUES 


@ TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load- 
master and the Improved 92-h.p. Thriftmaster—to give you greater 
power per gallon, lower cost per load e THE NEW POWER-JET 
CARBURETOR: smoother, quicker acceleration response e DIA- 
PHRAGM SPRING CLUTCH for easy action engagement @ SYNCHRO- 
MESH TRANSMISSIONS for fast, smooth shifting e HYPOID REAR 
AXLES—5 times more durable than spiral bevel type @ DOUBLE- 
ARTICULATED BRAKES—for complete driver control e WIDE-BASE 
WHEELS for increased tire mileage @ ADVANCE-DESIGN STYLING 
with the “Cab that Breathes’” e BALL-TYPE STEERING for easier 
handling @ UNIT-DESIGN BODIES—precision built. 
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Po Cl mew GAS UNIT HEATER BUILT LIKE A BOILER 


N STYLING 
for easier 








It’s new! It’s attractive and functional! It’s built like a boiler! That's the Trane 
Gas Fired Unit Heater. 
bath Heart of the unit is the exclusive Torrid Tube Heat Exchanger. Its steel tubes, 
- | generously sized for easy air passage, are rolled into heavy end sheets, boiler tube 
style — fortified with additional outer and inner rolled flanges. Completely leakproof. 
Built for continuous, heavy duty service. THESE G 
Note, in illustration below, the new, improved one-piece burner assembly. Cast iron REAT FEATURES 
burners, together with mixing tubes, pilot light and valves are mounted so that Sturdily attractive unit tiie: ons 
they can be withdrawn as a unit for quick, easy maintenance. Pr _— sa 
The Trane office in your area is ready to Pal ' td heat exchanger 
supply you with complete details on the long- — my, ae 
life design of this ruggedly attractive Trane il - ean Secondary air 
high capacity gas unit heater. / te i 


“built like a 


Openings 


an ast iron burners and 
er 1g tubes permanently Correct 
ni 
tary design of burners pilot 


NEW COMPLETE CATALOG valves speeds maintenanc 
e 


Just in from the printers — 12-page 
bulletin contains details on construc- 
tion advantages, capacities, and other 

rtinent data on all seven gas unit 
see sizes. Ask the Trane Sales office 


in your area for your copy now. Trane Gas Unit Heaters carry 


both AGA and UL approval. 


TURN THE PAGE! 


GAS UNIT HEATERS 
New Fans, New Pro 
New Diffusers are announced. * 











Trane 
Type BI Fan 
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(1 oetl COMPLETE FAN LINE 


NEW WIDE RANGE OF SIZES — NEW CONSTRUCTION 
FEATURES — CERTIFIED RATINGS 





Now — a new Trane Fan Line. The manufacturing engineers who introduced the 
H THESE FEATURES convector — perfected the projection heater — developed new methods of multi- 
room air conditioning, present an entirely new and more complete line of centrifugal 
fans. Trane, drawing on its quarter-of-a-century in building fans separately and for 
hundreds of thousands of heating and cooling units, has created 
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utlet Openings -- 1. A new Trane Type BI Fan with Backwardly Inclined Blades. 
3. Maximum 0 ee p J 
outlet velocities 2. A new Trane Type FC Fan with Forward Curved Blades. 
minimum 


4. Quality Construction: — 
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TURN THE PAGE! 


This is the second of four great new Trane Products 
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Class | and Il Fans 

The new Trane Fans are available in Class I and II 
construction. They can now be used in every heating 
and air conditioning installation as well as 
most industrial applications. 


Certified Ratings 


Trane Fans have Certified Ratings. Each 
Trane Fan is rated in accordance with the Standard 
Test Code for Centrifugal Fans approved jointly 
by NAFM and the ASH&VE, and close man- 
ufacturing tolerances are rigidly maintained. 


Complete Line 

The line is complete: Type BI Fans are 
available in 23 sizes. Type FC in 21 sizes. Wheel 
diameters range from 12” to 108”. All arrangements. 
All direction of rotations. 


Complete Accessories 


To make the Trane Fan Line even more comprehen- 
sive, a complete array of special features and acces- 
sories have been made available. Included are such 
items as discharge dampers, inlet vanes, inlet screens, 
high temperature modifications, sparkproof fans, fans 
of special metals or with corrosion resistant coatings, 
gas tight housings with shaft seal and many more. 


NEW LITERATURE 


THAT TELLS EFFICIENCY 
AT A GLANCE 


Trane Fan Line literature is ready. Featured for 
the first time is an entirely new idea in fan data. 
Rating tables tell fan efficiency at a glance. Each 
rating table is divided into easy to see efficiency 
zones. Now you can know without calculation, how 
efficient the fan you select really is, and there is a 
constant reminder to select fans in the best zone of 
Operation. 






Type BI Fan Catalog » 
DS-348B 


First of three new Trane 
Catalogs — 88 pages — 
complete in every de- 
tail— write for a free 
copy now. 
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THE TRANE COMPANY 





Multi-Feature Fans 


Feature upon feature has been crammed into the new 
Trane Fan Line. Trane Fans are finished in clorinated 
rubber base enamel for corrosion resistance — 
an exclusive feature. Other features include 
low horsepower, low noise level, and mini- 
mum outlet velocity. Literature is the most 
complete in the industry. Contact your nearest 
Trane Sales Office for complete information 
on the new Trane Fan Line and learn why 
Trane Fans are superior to any other fan line. 


AUTHORIZED BY | 
NAF M © 
— To make fan application even easier Trane 
engineers have perfected an entirely new duct 
calculator. Direct readings, from one setting. This 
new calculator is available through The Trane Edu- 
cational Division at a non-profit price of $1.00 each. 


New Duct Calculator 


CONSTRUCTION FEATURES 


i) Lock seam construction on all smaller units 

prevents air leakage. Larger sizes have all- 
welded construction for air tightness and 
greater strength. 


Uninterrupted inlet collar on all fan sizes 
simplifies duct connection. 


Stiffening rings provide extra rigidity to the 
wheel where size of fan and kind of duty 
require it. 


Streamlined inlets scientifically designed to 
increase fan efficiency and produce exception- 
ally quiet operation. 


Split housings make it possible to disassem- 
ble larger fan housings in horizontal and 
vertical sections. 


a a a aa 


LA CROSSE, WISCONSIN 

















The Trane y = Above: Projection Heater with- 
Projection Heater ‘ q out diffuser. 
with zi a . : Below: Louver Cone Diffuser. 
Louver Cone Diffuser. ‘ 


- ATTRACTIVE PROJECTION HEATER PLUS 
A NEW DIFFUSER THAT IS COMPLETELY ADJUSTABLE 


Now the Projection Unit Heater — the unit originally intro- distance of vertical discharge as much as 60%. 
duced by Trane — has been succeeded by a completely new model. With cone blades closed, warmed air is spread 
The new 1950 Projection Heater has even more features than its over an extremely wide area. Any point be- 
history-making predecessor. tween these extremes easily results from simple 

Big feature is a new attractiveness that makes the unit ideal adjustment of the blades. 
for commercial as well as industrial application. The bottom 
plate has been given new, graceful yet strength-producing lines. 

The top has been streamlined for neater appearance, greater Close the blades completely 
: z 4 and the diffuser forms a 
strength and simpler suspension. cone for low ceiling mount- 

Among its many other new features are — 1. Coil expanded ie 
hydraulically at pressures exceeding 3000 pounds gparantees 
against coil leakage. 2. New coil for more heat per pound of : 

= : . Only a touch of the fingers 
metal. 3. Motor removable from the bottom in larger sizes for in romulved to adiest the ta- 
easier maintenance. 


New Adjustable Diffuser 
By varying the pitch of 


To make the Projection Heater even more versatile and to solve sis tases Sas aie tame 
on-the-job diffusion problems easily, Trane engineers have devel- be directed to any angle 
: ’ —some of it straight 
oped a remarkable new diffuser — the Louver Cone. It’s attrac- down, the balance in a 
tive and positive in its action. But more important — it’s com- aan incr 
pletely adjustable. Now, a projection heater can be installed 
and then adjusted to meet exactly every requirement. Once 
installed the heater can be adjusted easily to meet any changes 
in the building arrangement. 
When blades of cone are wide open, increased velocity increases 


THE TRANE COMPANY ...LACROSSE, WIS. 
EASTERN MANUFACTURING DIVISION, SCRANTON, PA 
Manufacturing Engineers of Heating, Ventilating and Air 
Conditioning Equipment—Unit Heaters, Convector-radia- 
tors, Heating and Cooling Coils, Fans, Compressors, Air 
Conditioners, Unit Ventilators, Special Heat Exchange 
Equipment, Steam and Hot Water Heating Specialties 

IN CANADA, TRANE COMPANY OF CANADA, LTD., TORONTO 





FOUR NEW PRODUCTS 


ABOVE ARE ANNOUNCEMENTS OF TWO OF FOUR GREAT NEW TRANE 
PRODUCTS. INFORMATION ABOUT NEW TRANE FANS AND NEW TRANE GAS 
UNIT HEATERS APPEARS ON PRECEDING PAGES. 


MANUFACTURING ENGINEERS OF HEATING AND AIR CONDITIONING EQUIPMENT © OFFICES IN 80 CITIES 


1949-181-750 PRINTED IN U.S.A. 8Y?' 
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THE GREAT DIPPER 


tthe ine , This isn’t exactly the kind.of dip we recommend 
for schoolboys on hot summer days. But it’s the best kind 
of dip we know of for providing clean surfaces for 
the heavy hot-dip galvanized coating that comes next in 
the process of making more enduring galvanized steel pipe. 
The Wheatland practice of thoroughness in quality-control 
makes Wheatland’s “pipe with the yearmark’”’ 
quality pipe through and through. 


ON, PA 
and Air 
or-radia- 
sors, Air 
xchange 
ties. 


ORONTO 


WHEATLAND TUBE COMPANY “Wie 
Bankers Securities Bldg., Juniper and Walnut Sts., Philadelphia 7, Pa. 


BO CITIES 


IN U.S.A. BY #* 
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Now.-- A Brand-New [951 De Luxe 


este be a big jump ahead of com- 70's. 












petition with this new conversion are 

burner. Never in heating equipment sudc 
history has there been as powerful a A 

selling feature as ‘‘Magic-Heet’’ has 
& Control. Operating with the famous enteé 
A.O. Smith modulating burner,* A.O. 
2 2 ““Magic-Heet” Control automatically Burt 
varies the flow of gas to produce just + Om 

MODEL 205 the right amount of heat at all times. be su 
No more layer-cake heat and “cold zero ' 





GAS CONVERSION . 
BURNER 0 eeere|e 


ee 58 * Outside “push-button” ignition. No difffeult 
= lighting. Light it. Forget it! * Removable-type 

MAG (- H r a C0 NTROL ; safety pilot «¢ All controls readily accessible. 

’ at e May be easily removed if servicing is ever nec- 


essary * Correct heat distribution without baffles ~ 
orradiants ¢ Fits in any furnace from 18 inches 4 
c 






























to 30 inches—adjustable gas supply tube + De- 
signed for use with Natural Gas, Mixed (Natural and 
Manufactured) Gas, and Manufactured Gas. Burner 


















input rating 177,000 B.T.U.'s per hour, or as low as 60,000 Her 
B.T.U.’s per hour * For warm air, hot water and steam F 

installations ¢ Adjustable legs for leveling burner into 
correct position for furnace installation ¢ Attractive two- This 
tone grey housing with hammerloid finish protects controls stag 
- prevents dust troubles * Meets 95% of all domestic supp 
heating plant requirements! ood 
fe pr 
fall 
a wi 
requ 
ratec 

Certified 
by A.G.A. 
Bea 
Stev 
hou 
1. Famous A.O. Smith (Burkay) Modulating Gas Burner mer 
2. Thermo-Electric Type Safety Pilot ¢ 3. Armored sale 
Electric Cable «* 4. Factory-installed Tubes for Venting 

Both the Gas Pressure Regulator and Diaphragm Gas Valve Eas: 
to the Combustion Chamber + 5. Ash-Pit Door Panel less 
6. Gas Pressure Regulator * 7. Main Gas Supply Line Enti 
8. Adjustable Pilot Gas Supply Valve «+ 9. Push-Button doo 







Ignition with Igniter Tube-Removable « 10. Pilot Manifold 
11. Diaphragm, Automatic Gas Valve * 12. Gas Input 
Adjusting Valve ¢ 13. Burner Height Adjustable by Front 
Burner Support ¢ 14. Thermostat Wire ¢ 15. Aluminum 
Tubing for Extending Pilot Gas Supply to the Manual 
Gas Shut-Off Valve «* 16. Manual Gas Shut-Off Valve 
with Pilot Gas Valve * 17.110 Volt—24 Volt Transformer 
18. Room Thermostat «¢ 19. Attractive Two-Tone Grey 
Housing with Hammerloid Finish. Complete Protection for 
All Controls * 20. Burner Height Adjustable by Rear 
Burner Support * 21. Pilot Supply Line * 22. Main Burner 
Gas Supply Line ¢ 23. Pilot Igniter Tube «+ 24. Pilot 
Mounting Bracket 
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70’s.” Steady, even home temperatures 
are maintained, regardless of any 
sudden temperature changes outside. 
And remember... only A. O. Smith 
has “Magic-Heet” Control. It’s pat- 
ented—and exclusive—with the 
A.O.Smith Model 205 Gas Conversion 
Burner. 
* Only the A. O. Smith modulating burner can 


be successfully modulated from full input to 
zero without flashback. 





Here’s How the A. O. Smith Burner 
Provides Perfect Combustion 
and Modulation 


This burner’s exclusive, patented two 
stages of primary air, plus an auxiliary 
supply of secondary air—air entrainment 
that automatically produces the proper 
“gas-air’’ mixture for perfect combustion 
—provides highest efficiency at either 
full or reduced input. It is adaptable to 
a wide range of installations that may 
require a lower gas input than the normal 
rated capacity of the Gaiden. 


Beautiful .. . Styled by Brooks 
Stevens. Compact, attractive control 
housing has beautiful two-tone ham- 
merloid grey finish that lends extra 
sales appeal. 


Easy to Install and Service. ..Takes 


less time than other conversion jobs. 
Entire assembly fits in center of ash 
door. All controls except pressure 


—— 
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Unit That Outperforms All Others § ‘dl 





How ‘‘MAGIC-HEET”’ Control Proportions the Gas Flow 


““Magic-Heet” Control is installed in the 
gas line ahead of the electric gas valve. 
It is actuated by the temperature of the 
cold air duct or by the return water tem- 
peratures of a forced hot water system. 


Shipped to you all-in-one package, 
ready for quick, easy installation. All 
controls completely assembled at factory. 
Exclusive A. O. Smith “Burkay” Modu- 
lating Burner may be quickly and easily 
centered in the combustion chambers of 
Hot Air Furnaces and Boilers from 18 
inches to 30 inches in diameter. 


regulator completely assembled and 
checked at the factory. No complicated 
adjustments to make. 


Can be operated manually if power 
fails. Controls resume automatic 
operation when power returns. 


Most Economical in Operation 
.No other burner can match the 


proved efficiency of this great burner. 


Name ___ 


Dept. DE-850, Toledo 7, Ohio 
Without obligation, send us complete information 
on the A. O. Smith Model 205 Gas Conversion 
Burner with exclusive new 


CONTROL. 





You Can't Match Aut THESE A. 0. SMITH ADVANTAGES 


. That means 


Made by A.O. Smith . . 
the engineering skill and manufac- 
turing “know-how” of this famous 
76-year-old corporation stands 
squarely behind this tested and 
proved product. 


One Year Warranty. . . Covers repair 


or replacement of any part defective 
in materials or workmanship. 


MAGIC-HEET 





Firm ___ = 
Address __ 
City 


State 





NT 
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ge-Old beauty but todays utility! 
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For radiant heated churches, 
steel pipe is first choice 
The inspiration of religion upon the lives of men has been re- 

flected down the centuries, in the beauty and perfection of our NATION 
houses of worship. Be it a cathedral or a “little brown church in the > eg 
vale” the traditions of architectural purity have been carried on i 
by succeeding generations. carried 
homes | 


In the preservation of this age-old beauty, even concessions to 
the use of modern conveniences and facilities can be harmoniously 
achieved. Among heating systems, for example, none is more 
adaptable for this purpose than modern radiant heating. Com- 
fortable warmth from concealed sources helps to maintain the 
simple, dignified atmosphere. Large areas can be heated uniformly. 
Decorating and cleaning costs are minimized. 

Just as radiant heating blends comfort with beauty, so steel pipe 
blends durability with economy. That's why steel pipe is first choice 
for radiant systems in churches, public buildings, plants and ware- 





houses as well as homes. It is natural that it should be so. For Partial view of side and bell tower, while under 

more than 60 years steel pipe has a record of proved performance construction, of St. Ann’s Church, Cleveland, O. 

- . m Radiant heating, with steel pipe will provide com- 
~ in conventional steam and hot water heating systems. plete comfort without marring interior beauty. 





COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 59 
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CONSUMER APPEAL—Timed Cycling—‘“‘The 
Thermostat With a Brain” —is a sales natural 
because it virtually eliminates the many 
heating discomforts your customers had 
accepted as inevitable—and Timed Cycling 
is available at no extra cost, in DETROIT ther- 
mostats for every type of heating system! 





NATIONALLY ADVERTISED—The tre- 
mendous power of The Saturday Evening 
Post and Better Homes and Gardens, 
reaching over 7,000,000 people, has 
carried news of Timed Cycling into the 
homes of your potential t s! 





CONSUMER LITERATURE—DETROIT'S 
colorful, informative booklet on how 
Timed Cycling brings truly modern heat 
control, is being currently mailed to 
homeowners and homebuilders the 
country over! 





1, while under 


Cleveland, O. 
1 provide com- T T 
ae a FE. © i 
» LUBRICATOR COMPANY 
5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 
Division of Amrnicay Raptor & Standard Sanitary conronarion 
Canadian Representatives: RAILWAY & ENGINEERING D 
] SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 
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CERTIFIED — The Timed Cycling Room 
Thermostat, like all DETROIT controls, is 





certified by the manufacturer for re- 
liability, performance and engineering 
excellence! 


COMPLETE LINE—DETROIT offers a com- 
plete line of superior automatic heating con- 
trols from one convenient source—the only 
heating controls certified for successful 
operation! 


Gives You All 
These Sales Advantages! 


All of the advantages listed above--and more! 
For Detroit's broad line of finely engineered heating 
controls is backed by a nation-wide organization, trained 
to help you with your sales and service problems. It will 
pay you to demand DETRoM's complete line of controls 
from your wholesaler because it’s one sure way to profit 
through greater sales and customer satisfaction. Further 
information on Timed Cycling and the complete line of 
DETROIT certified controls is yours on request. Write today 
for Form No. 1545 and Bulletin No. 227. 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
SAFETY CONTROLS @ FLOAT VALVES AND OIL BURNER EQUIP- 
MENT e DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES © STATIONARY AND LOCOMOTIVE LUBRICATORS 


RON 


* KEWANEE BONERS © ROSS HEATER © TONAWANDA 


DETROIT LUBRICATOR 
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CAN MAKE MONEY FOR YOU... 





How often have you needed advice on installa- 
tion problems or help in closing a big sale? You 
can put all that behind you now because Tiletone 
offers you a new in-the-field service. Factory 
trained representatives traveling your territory 
are available in an unbelievably short time to 
help you on any sales or installation problem. 
We believe Tiletone Shower Cabinets are the 
easiest of all to install but once in awhile you may 
need help...SOQ CALL ON TILETONE. We 


Factory Trained Tiletone 
Representatives Give 
In-The-Field Help on Sales 
and Installation Problems 


believe Tiletone Shower Cabinets are the easiest 
of all to sell because of superior beauty and 
utility, but it is good to have help in making a sale 
..-SO CALL ON TILETONE. Yes, for service 
that counts, for shower cabinets that sell, get 
behind the Tiletone line and get ahead in profits. 


LETONE 
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BRIDGEPORT'S 
BASKET SINK STRAINERS 


Site vales-claichous 


in a quality line! 







No. 666 


For 342” or 4” outlets 


BRIDGEPORT BR 





HANDLE IS DAINTY TO USE 
— fingers never touch refuse > 
A flip of the handle converts it 
into a stopper or strainer 


LARGE REMOVABLE BASKET 
many perforations for 
quick drainage 


FLUSH WITH SINK _=-——W? 


permits free drainage 


/ 
in THREADED TO FIT 
all types of sinks 


cast iron, stainless steel 
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Here’s the finishing, visible touch to a plumb- 
ing installation that sells Bridgeport conven- 
ience and quality right down the line—and 
brings you permanent customer satisfaction 


and profitable sales. 


For new sinks, or for modernizing old 
ones, Bridgeport’s sink strainers stress utility 
and quality. Basket strainers become stop- 
pers or strainers at the flip of a handle. The 
entire line is made of solid, corrosion-resist- 
ing brass with a lustrous, chrome-over-nickel 
finish that gives long-lasting service. 


To maintain your sales and your reputa- 
tion, Bridgeport Brass plumbing goods are 
designed for highest quality right down the 
line—traps, sink strainers and sink and tray 
wastes, bath wastes and overflows, TRAx- 
ROD* shower curtain rods, etc. Be sure to 
carry profit-building sales-clinchers—specify 


Bridgeport all along the line! —*Reg.u.s. Pat. of. 


BRIDGEPORT BRASS COMPANY 


“ee BRIDGEPORT 2,CONN. + ESTABLISHED 1865 
vy, Mills at Bridgeport, Conn., and Indianapolis, Indiana 


In Canada: Noranda Copper and Brass Limited, Montreal 


a 





No. 670 


For 2” or 22" outlets 


SS 
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LOW COST HOT WATER CONTROLS 


THRUSH Radiant Hot Water Heat is a leader . . . in economy, al 
in efficiency, in popularity. Thrush Flow Control System offers the simplest 
yet most satisfactory method of automatically controlling temperature of 
radiant ceiling, wall or floor panels. This system provides uniform heating 
comfort without continuous Circulator operation. Inexpensive No. 201 
Thrush Radiant Heat Control, illustrated below, maintains a constant room 
temperature and system water temperature without variation. Thrush FLOW CONTROL 
Forced Circulating Flow Control System is easy to install. It provides VALVE 
economical heating plus summer as well as winter supply of domestic hot “!TH AIR TUBE 
water for laundry, bath and kitchen use. 














THRUSH FLOW CONTROL 
SYSTEM OF HOT WATER HEAT 


Send for booklet giving the complete story of 
Thrush Radiant Hot Water Heat. The same 
simple equipment may be used for zoning 
apartments inexpensively and is ideal for 
modernizing home heating plants. Ask your 
wholesaler about it or write Dept. A-8. 














WATER CIRCULATOR 


H. A. THRUSH & COMPANY: PERU, INDIANA 


NO. 201 RADIANT HEAT CONTROL 


Augius 
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LOOK! The Sensationally New 























patentee Why 


The new Combustioneer “Aristocrat” oil-fired 
winter air conditioning furnaces feature the 
new “TVV’* burner. The Combustioneer 
“Aristocrat” features slip-joint construction; 
heavy 10-GAUGE steel heat exchanger com- 
bining up draft-down draft design. All surfaces 
are PRIMARY heating surfaces—permitting 
maximum heat extraction and low stack 
temperature. Stainless steel Combustioneer 
humidifier provides healthful humidity. 








TOP PROFIT LINE FOR 1950 


Dealer Franchise with a Future 


New! Exclusive f 


Dealerships open—direct, factory-to-you basis. Combustioneer Fran- 
chises are backed by a complete heating line, liberal co-op plan, 


TVV* OIL BURNER— 
practical selling helps, factory sales, service and engineering assist- 


* ® 
TRIPLE VELOCITY VISORHEAD ance. Combustioneer can triple your sales this year! The time to act is 
% High velocity air above nozzle de- now—obtain complete details. Write or wire us! Factory repre- 
flected downward by visorhead. sentatives wanted! 


* Swirling velocity around nozzle 


hly intermixes oil with air. COMBUSTIONEER DIVISION 


* Low velocity below nozzle permits THE STEEL PRODUCTS ENGINEERING CO. 
downward deflection. 1209 West Columbia St., Springfield, Ohio 


Manufacturers of Heating Equipment since 1928 











RCULATOR 


CONTROL 
Qnbustoneor OIL BURNERS, GAS BURNERS, STOKERS, COAL- GAS-OIL FURNACES, HUMIDIFIERS 
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your SPANG CW distributor 
~ Believes in Chali 


tty, 


Your Spang CW Distributor places a high value on cus- 
tomer goodwill. And he does a lot of things to maintain it. 
For instance, he stocks quality products. That’s why he 
handles Spang CW Pipe. He knows that he can recom- 
mend it with full confidence . . . that it will deliver long, 
economical life in an infinite variety of applications. 
Furthermore, he knows that Spang CW Pipe has the 
kind of quality that makes it easy to weld, bend, cut 


and thread. 
And your Spang CW Distributor likes to provide quality 
service ... the kind that you can depend on all, the 
time ... anytime ... in any emergency. 


Next time you need pipe, fittings, fixtures, valves or 


other piping materials, call your Spang CW Distributor 
first. We think that you'll see what we mean. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


Do Slr OM: Ateneo hc Dur How ot Anat QUALITY 
that 16 


wherever ppe asia 
fs USE 
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Husbands and wives who have been pre-sold by John Wood’s “Mr. 
and Mrs.” magazine, newspaper, radio and television advertising 
campaign will spend their money with dealers handling John Wood Auto- 
matic Gas Water Heaters. You should be one of those dealers. Here’s 
why: You’ll find a ripe and ready market awaiting you—home 
owners who have seen, read and absorbed the story of John Wood’s 
original heat-saving internal flue design with helical heat 
retarder baffles, the electric weld time-tested galvanized tank, 
the new higher inputs, the exclusive compact design, the heavy. 
insulation, magnesium anodes and the warranty plans providing up 
to 10 years’ protection. Get on the inside track to these water 
heater profits now! Sell John Wood Heaters. 


Conshohocken, Pennsylvania 
Chicago, lilinois ¢ Toronto 6, Canada 
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New Ht NewS in ZONE-CONTROLLED Gas Heat... 
STEWART-WARNER J@/C7/@0/0/ HEATING UNITS! 










































































st ino eee aes! 
Hm cHEck 
sie33| ®@ Small, pact units applicable to 
one room, a suite of rooms or an entire building! 
® All combustion products vented directly 
























through a small, exterior wall vent! 








®@ No room air is used for combustion! 


® Dependable, low-cost zone-heating with manual or 
thermostat control! 
@ Easily recessed into walls of wood, brick, plaster, 
stucco or cement-block construction ! 
® Input ratings from 13,000 BTUs per hour 
to 31,000 BTUs per hour! 








is the word for Stewart-War- 

ner’s new developments in 

zone-controlled gas heating! With 

single or multiple installations, safe, reliable heat 

is assured for any hard-to-heat room, any remote 
zone, or for an entire building. 

The new “Safety-Sealed” Saf-Aire model, for 
example, is a completely independent, automatic 
gas heating system. Every room or zone is heated 
to its individual requirements with convenience, 
comfort and economy unattainable with conven- 
tional-type central heating plants. 

Exclusive “Safety-Sealed” construction seals all 
combustion air and products from contact with 
heated room air. The patented exterior wall vent 
draws in outside air for combustion, then vents all 
combustion products outside. 

Easy to install in any exterior wall, this “pack- 
aged” heating unit needs no chimney, ducts or 
electricity ! Only one utility connection is required 
PA TEI, HOTS —the gas line. No basement, closet or floor space is 
tion chamber and burner wasted. 
fit right into the small Available in Ivory, Beige or Aluminum finish 
wall recess. Interior room with manual or thermostat control. Saf-Aire oper- 
panel extends only 4 ates with complete silence on natural, manufac- 
inches from the wall sur- tured or LP gas. 
face. Connects to the 


“Safety-Sealed” exterior WZATA 
wall vent. WRITE VOW for free information, speci- 


fications and performance data on the complete 
line of Stewart-Warner “Safety-Sealed” Gas Heat- 
ing Units. Select dealerships are still available in 
some territories. Address inquiries to 1561 Drover 
Street, Indianapolis 7, Indiana. 


ye) @) Approved by American Gas Association 


DOMESTIC HEATING 


Exclusive “Safety-Sealed” Design > 


positively seals all products of combus- 
tion from contact with heated room air. 
The “Safety-Sealed” exterior vent draws 
all combustion air from outdoors. Vents 
all combustion products outside without 
a single moving part. 

Model 991-14 14,000 BTU/HR 18” x 24” x 4” 
Model 992-20 20,000 BTU/HR 18x 3812" 4” 
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Quick, Easy Installation 


« in any outside wall. 





SOUTH WIND ZONE HEATING SYSTEM 

Easily installed in any inside or outside % . Be ; 

wall. Two suitcase-size units heat aver- away under the floor, in a closet or any. 
5 cen- 


i age home. Autom y 
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Making service calls or making deliveries... 
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NEW \NTERNATIONALS 


with ‘Metro bodies save you money! 


Here are 7 reasons why the announcement of new 
versions of America’s most popular multi-stop de- 
livery truck is good news to your pocketbook: 


1. New Metro body improvements. Wider front 
doors, lower floor height, more interior height — Metro 
body improvements throughout cut loading and un- 
loading time and effort to a minimum. 


2. New driver conveniences. New conveniences for 
the driver mean a better job done for the owner. These 
conveniences include maximum visibility, easy ven- 
tilation control, comfortable seating, and simplified 
driving control location. 


3. New maneuverability and ease of steering. New 
Metro models thread more easily through traffic, turn 
in the shortest practical turning circles—thanks to the 
new steering system and wider-tread front axles. 


4. New smart styling. You'll like the looks of the 
new Metro. New functional styling throughout adds to 
the unit’s advertising value as well as to its usefulness. 


5. New Silver Diamond Engine. This new valve-in- 
head power plant represents a $10,000,000 invest- 
ment by International in better engine performance. 
It will pay off for you in new power and economy. 


INTERNATIONAL 


INTERNATIONAL HARVESTER COMPANY 


6. New heavy-duty engineered International chas- 
sis. Every new International multi-stop chassis is 
heavy-duty engineered to save you money. This means 
that the same values that have kept International first 
in heavy-duty sales for 18 straight years can now cut 
the cost of your delivery operation by cutting main- 
tenance. 


7. New models. Now there are 6 models ranging from 
5,400 to 10,000 pounds gross vehicle weight. Metro 
bodies are 734, 914, and 12 feet long. 


Add to this all the traditional Metro advantages 
and, any way you figure it, you’ll be money ahead to 
find out more about new Internationals with Metro 
bodies. See your nearest International Truck Dealer 
or Branch. 


*Metro. Registered trade mark of The Metropolitan Body Company, Inc., 
subsidiary of the International Harvester Company. 


International Harvester Builds 9 

McCormick Farm Equipment and Farmall Tractors a 
Motor Trucks . . . Industrial Power F “4 

Refrigerators and Freezers Lr 


Tune in James Melton and “Harvest of Stars” 
NBC, Sunday afternoons 





(INTERNATIONAL 
\ i 


7 TRUCKS 


CHICAGO 
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= Positive Venting Yo 
stilton: in 
Easy Cleanin . 
W 
We had to enlarge it a y ea g not 
to show it to you, for Pros 
the actual size is only No Sharp Corners We 
5/,” wide, by 11/,” over- W 
all length. Easy To Sell deal 
* e 
Automatic Foolproof Operation 
oes can make money selling No. 10 Vent-Rite Automatic 
Air Vents. 

The No. 10 Vent-Rite is handsomely designed, and packaged 

Order the and boxed for attractive display. It has more important fea- 

VENT-RITE tures, so that it leads the field in useful, efficient operation. 

N o 10 Send for circular 
ren Your Anderson Products, Inc., Cambridge, Mass. 
er Ser Makers of a Complete Line of VENT-RITE 

















Air and Vacuum Controlled Venting Valves 


= 
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| 98% 
WIN KLE R 


Oil and coal- Oil 
fired Furnaces 
and Boilers 


WHY ? 


Burners 


You can see from the above illustration that the Winkler 
line of heating equipment is complete! You can tell from 
the Winkler sales record that the line is good! 

Winkler has never offered for sale a product which could 
not be easily demonstrated to be superior. Every Winkler 
Product offers to the buyer an opportunity to save money, 
improve comfort and reduce service headaches. And 
Winkler dealers can prove it! 

Winkler doesn’t believe in dumping its products into a 
dealer’s lap with a hope for the best. On the contrary, 


Furnaces 


Wall r és 
Gas-fired 


Furnaces Burners 


Stokers 


Because you can’t beat this combination of outstandingly better 
product backed up by the training in successful selling given to 
Winkler dealers! That’s why Winkler sales have practically 
doubled the first six months of this year! 


Winkler has developed amazingly successful dealer selling 
processes for uncovering prospects, exciting interest and 
closing the sale. 

These selling methods are taught to dealers and their 
salesmen in the Winkler Sales Training School and Engi- 
neering Institute. After individualized instruction by fac- 
tory experts, trainees are able to start earning immediately 
—close sales every month of the year. 

Better send now for information on how to tie-in 
with this profit-making line! 


U.S. MACHINE CORPORATION 


Dept. F80, Lebanon, Indiana 





Conversion 
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“What About Installed Costs — Bill?” 





“They're lower than ever 
oS since | switched 
to 


It’s a fact. Norge Heat products are designed for easy, 
low-cost installations. “Packaged” winter air condi- 
tioners—for gas and oil—are the rule rather than the 
exception with Norge Heat. A factory-assembled unit 
means a saving of a ten or twenty dollar bill on the 
“Installed Cost.”” Where time and labor are premium, 
this saving is important. It’s basic with Norge Heat! 


y COMPLETE LINE For information on the line that sells—that makes 


‘ . money—write to Norge Heat, 672 E. Woodbridge, 
with each unit specially engineered Detroit 26, Michigan. 


for GAS, OIL oF COAL 








6 Sizes Gas Lowboy 6 Sizes Gas Hi-Boy 4 Sizes Gas Gravi izes Ga 
80—220 M/B.T.U.'s 62.5—120 M/B.T.U.’s 75—~150 M/B TUG we weTUe 





5 Sizes Oil Low : 4 Sizes Oil Hi-Boy 5 Sizes Oil Gravi 3 Sizes Oil St 
—180 M WBT is 70—120 M/B.T.U.’s 50—120 M/BT U's 80—180 M/BT U's 





Sizes Coal Gravity 
& W.A.C.'s 20—27 in. 


fro Division of Borg-Warner Corporation 


Gas Burners wings a treat wi » Heat 
2 Mods. 50—300 M/B.T.U.'s \N g with Norge HK 
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weeee Fight in 
Fuel Oil Customers’ Homes! 


Let's face it. More aggressive gas heat competition is 
with us. Are you prepared to meet and beat it? 


Every fuel oil tank not equipped with VENTALARM 
Signal is a salesman for gas heat: And there are still 
some 2,000,000 home fuel oil tanks in this category. Can 
the industry afford such a weakness within its own ranks? 


CLEANLINESS and CONVENIENCE head the answer 
list again and again when home owners are surveyed 
for preferences in home heating systems. You can bet 
that the home owner will have them one way or another. 


VENTALARM Whistling Tank Fill Signal is the auto- 
matic provision for cleanliness and convenience in the 
fuel oil delivery field. No spills; safe, accurate fills . . 
no invasion of home privacy. The driver “just fills ‘til the 
whistle stops.” 

You can help turn 2,000,000 gas heat salesmen into 
ambassadors of goodwill for your own industry. To do”’so 
requires only one thing: your decision to equip old and 
new accounts with VENTALARM Signal. You can't lose. 
Your customer benefits. Your mndustry benefits. And you 
save 15% to 30% on your present delivery costs. Act now! 


40 MODELS for old and new tanks 
available at your regular Supply House 
... or write for particulars to 


SCULLY SIGNAL COMPANY 
72B First Street, Cambridge 41, Mass. 


VENTALARM: 


WHISTLING TANK FILL SIGNAL 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
FULLY PROTECTED BY U.S. AND FOREIGN PATENTS 











The Finest 


Za CONVERSION 





DELUXE 
MODEL 
JD-05 











_ $ $ ‘ POW BAOBAE K AGES 
| F 
TURNERS Suer Built; 
nitrol 
ao CLIMAXING 30 YEARS OF 
fie 6©=6-: OUTSTANDING ENGINEERING LEADERSHIP 


Twenty-four years ago, Surface Combustion marketed 
the first completely packaged, fully automatic, safety 
controlled gas conversion burner. 

Ever since, Janitrol equipment has /ead the field in 
advanced design, a/ways. with the dealer in mind to 
simplify installation, service and maintenance work. 


Now, with the most complete line of gas conversion 
burners to carry the famous Janitrol nameplate, 
dealers will have complete Janitrol heating packages 
to meet any heating requirement from 50,000 up to 
3,200,000 Btu/hr. 
The star performer of the four lines of new burners 
.. the DeLuxe Model JD-05, has many new, 
exclusive features that will quickly earn even greater 
public acceptance than previous Janitrol models that 


SURFACE COMBUSTION 


CORPORA TLON 


have built an unrivaled record of time-proven 
performance. 


Only when you lift the attractive blue and gray, 
chromium trimmed burner cover, will you realize how 
new improvements have made other burners obsolete 
by comparison. 


Imagine a control assembly of 33 parts doing a better 
job than a unit with 279 parts... that’s just part of 
the story of Janitrol’s advanced design. 


To fully appreciate the great value and the increased 
sales appeal of the finest built, most complete line of 
Janitrol Gas Conversion Burners, get in touch with 
your local Janitrol representative or write direct to 
Surface Combustion Corporation, Toledo, Ohio. 


adaptio™ 





TOLER. (on. me) 
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seu Westinghouse. .. THE LINE THAT’S 


WEIGHTED FOR SALES 

















Put yourself in your customers’ shoes. 
Wouldn’t you more readily buy products 
bearing a well-known name than un- 
known, off-brand merchandise? 

That’s why sales come easier selling 
Westinghouse Appliances. Not only is 
the name familiar to the buying public, 
but millions of Westinghouse Appliances 
are now giving satisfaction in home use. 


Exclusive engineered sales features are 


yours with Westinghouse, be it a Water 
Heater, Dishwasher, Waste-Away, Vent 
Fan or a Water Cooler ... an: there’s an 
important additional advantage, because, 
of course, it’s electric! 

Don’t pass up a good bet. Build your 
business on the sound basis of giving 
“user satisfaction”’. Investigate your profit 
possibilities with Westinghouse. Contact 


your Wholesaler, today! 


WESTINGHOUSE ELECTRIC CORPORATION 


APPLIANCE DIVISION 


——~ 
—— 


i =. a —— 
i Se 
us i 


MANSFIELD, OHIO 
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_New DELCO-JET 
Convertible Pump 


has the features, the quality and 
price that make it easy to sell ! 


















MDISING 





IGINEERED 
SALES 
EATURES 






Horizontal Jet Pump 


It’s value-packed! It’s priced to sell! And the sensational new 

















Delco-Jet Convertible offers a combination of features found in 
no other pump—features that add to its saleability, dependability 
and ease in servicing: 
Shallow well pump— 7 
; convertible to deep! e Built and backed by General Motors 
* Y e Famous Delco Rigidframe Motor is capacitor-start— has built-in 
y overload protection and lifetime lubricated ball bearings. 
’ ; e Motor and pump are close- coupled — impeller fastens directly on 
Hh: motor shaft. 
Customers like to know that it isn’t nec- ie . ‘ é 
essary to buy a new pump if the water e Utilizes exclusive Delco-designed impeller and volute. 
table falls—and that their Delco-Jet “Con- e Motor and all moving parts of pump are assembled as unit — re- 
vertible” can easily be modified to pump movable without disturbing pipes. 
er water from lower levels. ; ‘ : : 7 
e Diaphragm-type regulating valve is streamlined to permit free flow 
at And Delco Water Systems Dealers of water. 
n needn’t stock separate pumps for deep e Pebble trap in double-pipe jet assemblies keeps dirt from jet and 
and shallow wells —because, with adap- nozzle. 
e, ters, the new Delco-Jet Convertibles can I Lai | i 
ip caleiiiiabie-audhes type of well. e Internal air separator prevents loss of prime. 
e Rotary seal protects against leakage. 
ir 
2 Now, more than ever — Delco Water Systems Dealers have the 
; ideal pump for every domestic water need! 
1t 
! DELCO APPLIANCE DIVISION, Dept. DE-8 
i General Motors Corporation, Rochester 1, New York 


Clip and Please send me 


3 i x 0 More information about the Delco-Jet Convertible Pump. 
I mail this C Information about the Delco Water Systems franchise. 


coupon Name ee a eee 
I NOW | Address edit eis 
I 
t 














Also Delco-Heat equipment for automatic home heat- 
ing, automatic oil and gas-fired water heaters, and 
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fractional horsepower electric motors. Cn — ee Ge es es es ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
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Send for 
- Complete Prices 
- and Descriptive 
Literature 


RAFAEL RODRIGUEZ BARRIL, INC. ABBOTT G CO 
Tis MUTUAL BLDG. 


P.O. BOX 3668 
SAN JUAN 17, P.R. RICHMOND 19, VA. 


T' ARTHUR GIBBONS CO. 


It § ~ -/ 
1355 MA 410 WEST FIRST ST. 
SAN FRANCISCO. ‘3, CALIF. DAYTON, OHIO 


REPRESENTED BY: 
R. H. GAEBLER: COMPANY 
4060 WEST PINE BLVD. 
. LOUIS, MO. 

GROSSMAN CO. 


3614 EUCLID AVE. 
CLEVELAND, OHIO 


MITCHELL LOVE CO. 
712 N. 16TH ST. 
PHILADELPHIA 30, PA. 


ee yo ne sp SALES CO. 


NTWORTH AVE. 
CHICAGO" 5. ILLINOIS 
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B. M. VAUGHAN G CO. 
2912 CRAWFORD STREET 
HOUSTON 4, TEXAS 


BARNET WEINER 
80 BATTERYMARCH ST. 
BOSTON, MASS. 
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Most household valves are closed only once or twice a year— 
some even less. But this infrequent operation can be tougher on 
valves than the normal wear of valves used more often. On 
PO the a gal ig’ most valves left standing idle, the packing dries out and cracks, 
g “allowing water to leak through. The fibre discs in some valves 

often warp or come apart so that positive shutoff is impossible. 





Be assured of a valve that can stand both the wear of frequent 
operation and the deterioration of long periods of idleness— install 
O-B valves instead of just any valve. 
O-B valves are equipped with graphite-impregnated asbestos 
p packing, which remains soft and pliable and resistant to leakage 
ny even when idle for several years. This packing is reinforced with 


xed: A gcc: NO. 6 - 100 LBS. W.S.P. lead and copper inserts for strength and long life. 
SOLDER-TYPE ; 
GLOBE OR ANGLE -, Discs, too, are of the finest quality composition. On all cold or hot 


water plumbing and heating valves, O-B uses the same disc nor- 
NO. 7 - 100 LBS. WSP. ; fe mally used on steam service—an extra precaution against warping 
SOLDER-TYPE WITH BBS ae “" or splitting, so common with the fibre discs used in many other 
ae valves. 
A full line of plumbing and heating valves are stocked by your 
local O-B distributor. See him for your valve needs. 


OHIO BRASS COMPANY, MANSFIELD 2 OHIO 


l] ‘ ! : goin, 4024-V 


ne 


ER NAEES Ba 
NO, 25 - 100 LBS. W.S.P. 
GATE VALVE 


* L ALVES - 


NER 
= FOR DOMESTIC AND INDUSTRIAL USE 
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ATTIC EXPANSION 
TANKS 











RANGE BOILERS 


eRe HY DK PNEUMATIC 
‘ TANKS 


BASEMENT EXPANSION TANKS 








HOT WATER STORAGE TANKS 
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The Security of Your Business 
1S BUILT UPON QUALITY PRODUCTS 
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The quality you find in Scaife Range 
Boilers and other containers is no acci- 
dent. It is the result of painstaking study 
and investigation of all materials and 
methods of construction employed in 
the manufacture of Scaife products. The 
photographs above show two of literally 
dozens of engineering research projects 
conducted on a scientifically planned 
basis, to make sure that the metals, coat- 
ings and fabricating methods employed 





OAKMONT 


by Scaife will produce containers of 
uniformly high quality. This activity is 
part of a long-range program that in- 
cludes thorough metallurgical investi- 
gations, studies of welding, stress-strain 
analyses, corrosion and other studies. 
Since the success of your business is 
dependent upon the satisfaction your cus- 
tomers get from the products you sell, the 
quality of Scaife Range Boilers and other 
tanks is of vital importance to you. 


2 COMPANY 


(Pittsburgh District), Pa. 
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Packed in convenient 50-lb. package 


Super ‘66” Mineral Wool Insulating Cement is the 
easiest, most economical and efficient way to insulate 
all domestic heated equipment. You simply mix with 
water, and trowel on. It goes on smoothly, has great 
adhesiveness, sticks on either flat or curved surfaces, 
and it stays on! Tests show an average load of 240 lbs. 
is required to break the bond between Super “66” and 
a metal disk six inches in diameter. 

Due to its “springy ball” mineral wool construction, 
Super ‘66” doesn’t lose its efficiency. The springy 
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for stokers 





for all domestic installations 


pellets of mineral wool do not collapse upon applica- 
tion... and these pellets contain thousands of ‘‘dead”’ 
air cells per square inch, which retain their ability to 
block heat flow after application. Super ‘66’ is rust- 
inhibitive, prevents rust or corrosion, and can be re- 
used when used on equipment whose temperature 
does not exceed 1200° F. 

That’s why Super ‘‘66” Insulating Cement is the most 
efficient insulation for all domestic heated equipment, regard- 
less of the size or type of job, for temperatures up to 1800° F. 


6-83 


EAGLE-PICHER INSULATIONS FOR igh 04 Cutompendy, 


EAGLE 


Since 1843 


THE EAGLE-PICHER COMPANY 


Cincinnati (1), Ohio 


mn 
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*\ GENUINE HAMMON 
IRON PIPE AND ¢ 





No. 602 Gate Valves join 


the line of Hammond Indi- 





vidually Packaged Valves. 
All sizes, from % in. 
through 2-in., will from 
now on be shipped in 
attractive, easily identified 
orange-colored boxes as 


illustrated here. 


Standard of value with 
the trade for more than 


40 years. 





Originators of 
Individual 


co 2 nee weemesion mae 


Valve Packaging 





HAMMOND BRASS 


HAMMOND, INDIANA 


se WAREHOUSE STOCKS AT: Los Angeles, San Francisco, Cal.; 
Denver, Colo.; Hartford, New Haven, Conn.; Washington, D. C.; 
Atlanta, Ga.; Chicago, Ill.; Indianapolis, Ind.; Baltimore, Md.; Boston, 
Cambridge, Mass.; Detroit, Mich.; Minneapolis, Minn.; Kansas City, 
St. Louis, Mo.; Harrison, Trenton, N. J.; Buffalo, Woodside, L. I., New 
York, N. Y.; Cincinnati, Cleveland, O.; Johnstown, Philadelphia, 
Pittsburgh, Pa.; Seattle, Wash.; Milwaukee, Wis. 
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WHEN SATISFACTION IS AT STAKE 


CRAMPTON 
Patented FLUSH TANK LEVERS 


ugust, 1950 





@ Only Crampton Flush Tank Levers give you 
exclusive ‘‘staked-in construction”. . . guarantee 
long service and satisfied customers. On Cramp- 
ton pre-assembled levers, the brass lift arm is 
firmly staked into the handle, making arm and 
handle one solid unit. Years of use won't budge 
it. There are no screws to loosen... no knurls 


to wear... nothing to “give”. 


Master plumbers know the advantages of 
Crampton flush tank levers. These pre-assem- 
bled units are quick and easy to install . . . sturdy 
and handsomely designed. Now at new lower- 
than-ever prices, they are in top demand for origi- 
nal equipment and replacement. 


Check your stocks now. 
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take a good look 
at the Walworth 


IDENTIFICATION DISC: An aluminum mork- “4 ve o J) 
ing plate on all Walworth No. 225P’s facili- 


fates inventory control and makes reordering 


no. 225P Globe 


\ 








- the Toughest Bronze Valve Your Money Can Buy 


NEWLY DESIGNED HANDWHEEL: Potented 
cir-cooled, finger-fit hondwheel affords sure 
grip even with greasy gloves. 


The stainless steel, corrosion resistant seats and discs are heat treated to a 
hardness of 500 Brinell — hard enough to scratch glass and crush nails! The 
valve can be closed on sand, slag, and pipe scale without injury to the seating 
surfaces. “Wire drawing” is practically eliminated. All parts are accurately 
machined and gaged. Years of tight, positive shut-off are assured. 

Available in both globe and angle types (angle type: No. 277P) in sizes 
4,” to 2”, this quality valve is recommended for 350 Ibs. W.S.P. at 550 F, 
and 1000 Ibs. non-shock service on cold water, oil, gas, or air. 

For full data on this long-life, economical Walworth Bronze Valve, see F 
your local Walworth distributor, or write for Circular. 


IMPROVED PACKING: Moided packing of 
lubricated asbestos reinforced with copper 
wire. Suitable for practically every service. 
Valves can be repccked under pressure when 
fully opened. 


4 
HEXAGONAL UNION BONNET ‘ 
CONNECTION, DEEP STUFFING > a SEATS AND DISCS: Plug type seats and discs 
BOX AND RUGGED STUFFING OVERSIZE STEM: of stainless steel, heat-treated to 500 
NUT: Union bonnet connection The high-tensile strength Brinell hardness and machined simultane- 
eliminates any chance of distortion or leak- silicon-bronze stem assures ously to a mirror-like finish, with accurate 
age even though valve is repeatedly taken long life and protection topers assures tight positive shut-off with 


epart ond reossembied. against weor. minimum handwheel effort. 


WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥, 


EXTRA STRONG BODY: Made of Composi- 
tion M (ASTM B61) bronze. Thick walls and 
rugged hexes provide a high safety factor. 
Valves undergo hydrostatic shell test of 


senha DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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AVERAGE THREADING TIME FOR THE CHIEF 


Note that this is not a speed test, but average time for 
average workmen on this machine. 





Pipe Size Threading Time R ing Time Cut Off Time 
y" 8 Sec. 5 Sec. 
%," 10 Sec. 5 Sec. 

head 15Sec. You ream as you 5 Sec. 
1%" 16 Sec. thread—no time lost 6 Sec. 
1%” 17 Sec. 7 Sec. 
ro 19 Sec. 8 Sec. 











Automatic chucking is only one of the 
meny outstanding features which have 
made the Quijada ‘Chief’ the top 
threader for 1950. There is no other 
mechine with which it can be com- 
pared 


below. 


August, 1950 § Augus! 
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S>— GCHIEF—> 


PORTABLE PIPE AND BOLT THREADER 


The patented automatic chucking feature of the Qui- 
jada “Chief” alone places it in a class by itself. The 
illustration below shows the front jaws (cover re- 
moved) in action gripping and centering 1/2" pipe. 
A simple pull of the switch and the positive, unfailing 
automatic chucks go to work instantly. 
















The time saved by automatic chucking 
alone repays the original cost of “44” 
within a few months. 
unbelievably high speed on the table 


Check its almost 








Pipe Size Threading 
YY" 6 Sec. 
JA ‘a 8 See. 
J JAD 2" 14 Sec. 
a” 24 Sec. 
oad 52 Sec. 





Since ‘23 


YOU REAM 
AS YOU 
THREAD 
NO TIME 

LOST 


AVERAGE OPERATING TIME FOR THE "44” 


Cut Off Time 


3 Sec. 
5 Sec. 
8 Sec. 
9 Sec. 
14 Sec. 











SOLD ONLY THROUGH JOBBERS 


QUIJADA TOOL COMPANY, INC. 


5474 ALHAMBRA AVENUE, LOS ANGELES 32, CALIF. 








‘*THREAD-O-MATIC 44” Pipe 
Threader for the big shop in indus- 
try. Powerful, compact, safe, effi- 
cient. Range, 2” to 4”. Precision 
production operation. 









4 


IREADER 
ire of the Qui- 
| by itself. The 
ws (cover re- 
ing 2" pipe. 
tive, unfailing 


TIC 44” Pipe 
shop in indus- 
ct, safe, effi- 
4”. Precision 





2, CALIF. 
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Type C unit with optional louvered plenum base for floor mounting illustrated. 
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It’s the NEW 
Modine Cabinet Unit 


HE new Modine Cabinet Unit — yours for fast, positive distribution of 
heated or cooled air! Perfect for stores, showrooms, schools, lobbies . . . all 
modern commercial and public buildings. Available in 5 capacities — from 120 


to 640 Edr. 


@ Winter's chill, summer's hot blast are 
problems no more! Single unit for forced hot 
water heating... cold water cooling. Steam 
models for heating only. 


@ For fresh air ventilation, non-freeze steam 
ol, lleakel 


coil and built-in mixing per av 





@ Hushed performance insured by skillful 
silencing of mechanical and air-rush noises. 


WRITE FOR 
NEW BULLETIN 550 TODAY! 


You'll find your Modine 
Representative listed in the 
classified section of your 
phone book. Or write direct. 
Modine Mfg. Co., 1502 
Dekoven Ave., Racine, Wis. 





@ New, specially designed water coil gives 
you high capacity hot water heating — 2 
Ibs. steam performance on 180° water. 

@ Smartest styling is yours... with beige- 
gray enamel finish, Parker-Bonderized for 
lasting beauty. 

@ You get easy accessibility to motor, blow- 
ers, coil, and piping simply by removing the 
front panel. 


CABINET UNITS 


FOR HEATING & COOLING 


Design and Mechanical Patents Pending 











Type C — basic unit for wall 
mounting. Adaptable to other 
installations. 







3 he 

| 

— Aa 

Type C, with optional inlet grille, 

for ceiling mounting. Duct con- 
nectors also available. 





Type CR with face outlet grille 
and plenum base for recessed 


installation. 
U-1066 


wr 
N 
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The second permit you'll never need! 


When you use cast iron soil pipe — and fittings — 
from the roof vent to the street sewer, you insure 
from,the necessity of a new permit to open the street 
and from the cost of trench excavation, back-fill, re- 
paving and insurance, plus the inconvenience of 
having the plumbing system disconnected. The few 
dollars you might save by not using permanent 
cast iron soil pipe — and fittings — can prove very 


Alabama Pipe Company 

The American Brass & Iron Foundry 
Anniston Foundry Company 

Anniston Soil Pipe Company 

Attalla Pipe & Foundry Company, Inc. 
Buffalo Pipe & Foundry Corporation 
The Central Foundry Company 
Charlotte Pipe & Foundry Company 
Combustion Engineering—Superheater, Inc. Sanitary Company of America 
Crown Pipe & Foundry, Inc. 

The Eastern Foundry Company 
East Penn Foundry Company 
Emory Pipe & Foundry Company 
Hajoca Corporation 





CAST IRON 
SOIL PIPE 
INSTITUTE 








costly to your customer in cash — and to you in 
reputation. And remember, cast iron soil pipe — 
and fittings — are plumbers’ material, requiring 
your skill for proper installation with lead-locked 
joints that remain water and gas tight, even under 
ground settling and small movement. 

Make any line you bury as permanent as time 
itself . . . use cast iron soil pipe — and fittings. 


This advertisement is sponsored by 


Herco Foundry, Inc. 

T. C. King Pipe & Foundry Company 

Pacific Cast Iron Pipe & Fitting Company 

Peerless Pipe & Foundry Company, Inc. 

Reading Foundry Company 

Rich Manufacturing Company of 
California 

Rudisill Foundry Company 


Somerville Iron Works 

Tyler Pipe & Foundry Company 

Walker Machine & Foundry Corporation 
Western Foundry Company 
Williamstown Foundry Corporation 
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THEY’RE HOT! 


they’re fast moving. . . and priced right 
CAPITOL KWIK - HEAT 


FURNACE COILS ~ 


CONTOUR COIL 





STRAIGHT LOOP COIL 

















| | ie. Now is the time to merchandise STRAIGHT CONTOUR 
® 77 . Capitol Kwik-Heat Furnace Coils. LOOP COILS COILS 
| Scientifically designed for faster Pe uni tee 
o you in . “1s %” x 20” %"” x 22” 
‘ heating, each coil is made from new ” ” ' " 
I pipe — Ys 22 Ys 24 
‘equiring tested pipe of uniform wall thickness, wm” x 24” %” x 26” 
Aig %"” x 26” %,” x 28” 
d-locked ' pressure tested after fabrication and ie 4 ia na 
. dus 7 Ya 28 Ys 30 
os bending; inspected five times. %" x 30” 
as time re — 20" 
ings. Supplied in both %” and 1” pipe i 
sizes, with 22” centers and offset nee 
ends, for universal application. * » 3" 
” 30” 
Jobbers only — Write today for full information and prices. 
mpany REPRESENTATIVES IN PRINCIPAL CITIES 
1g Company 
pany, Inc. 
of = ——— 
Stee paeemata = 
. peeren) eee bee 
y i ~ ; ’ L= — 
rporation se <a 
COUPLINGS — NIPPLES — UNIONS — HEX BUSHINGS — CAPS COLUMBUS, OHIO 
ition FURNACE COILS — WELL SUPPLIES — STEEL PIPE SPECIALTIES 




















HEATERS 





HOT WATER OUTLET 
at top of tank for silent 
withdrawal 


SPIRAL BAFFLE 
gets extra heat value 
from the fuel 


SIDE INLET and OUTLET 
conceals unsightly pipes 


* 
*%, 


HEAVY GAUGE HOT DIP 

GALVANIZED TANK, 
individually tested at 
355 pgunds pressure 


\ 
N 
iN 


al 


—-s 


1 COLD WATER INLET 
x disperses water uniformly 











Look at the features of the 
SAF-T-HOT! 

2 FULL INCHES OF INSULATION 
ALL AROUND TANK (4 inches 

on top) .. . and sixteen other good 
reasons why 


SAF-T-HOT SELLS! 


Sold on one, five and ten year 
protection plans. Write for name of 
nearest jobber. Ask about complete 


Saf-T-Hot Electric line, too. 


Sold only through the Plumbing Trade. 


eae “THE HEDGES LINE 


M. M. HEDGES MANUFACTURING CO., INC. © WATER HEATER SPECIALISTS @ CHATTANOOGA, TENNESSEE 
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FOR THE LAST 
BIG RUN ON 
HUNDREDS 


“COURT OF FLAME” oF Prizes 


JLATION Automatic Gas Water Heater Get this Pree Catalog 


| §$ALES CAMPAIGN 














he 


th 
or oe March 1 to September 30, 1950 
STILL AVAILABLE — hundreds of merchandise prizes for 
! retail water heater salesmen. Every retail salesman can still get 


prizes because EVERY SALE gets prize points. Retail salesmen 
entering 1950 “Court of Flame” Sales Campaign NOW, WITH- 
ar OUT DELAY can win prizes of their choice shown in this big, 
32-page Prize Catalog. Free copies to each salesman. SEND 



























ime of R 
NAMES, GIVE HOME ADDRESSES. 
>mplete ere 
This Campaign Conducted by the Water Heater Division of 
Gas Appliance Manufacturers Association, inc. 
60 East 42nd Street, New York 17, N. Y. 
we SPONSORS 
ALLCRAFT MANUFACTURING COMPANY, Inc. GENERAL WATER HEATER CORPORATION PENNSYLVANIA RANGE BOILER COMPANY 
AMERICAN GAS MACHINE COMPANY HANDLEY BROWN HEATER COMPANY PERFECTION WATER HEATER COMPANY 
BASTIAN-MORLEY CO., Inc. M. M, HEDGES MANUFACTURING COMPANY, Inc. PIONEER WATER HEATER CORPORATION 
BRYANT HEATER DIVISION, HOLLYWOOD WATER HEATER COMPANY REPUBLIC HEATER CORPORATION 
AFFILIATED GAS EQUIPMENT, Inc. THE HOTSTREAM HEATER COMPANY RHEEM MANUFACTURING COMPANY 
TWE CLEVELAND HEATER COMPANY HOYT HEATER COMPANY RUDD MANUFACTURING COMPANY 
THE COLEMAN COMPAN HOYT HEATER CO. OF NORTHERN CALIFORNIA celdiaietitais Canes aliliede 1, @, Geelerd Co 
COMBUSTION ENGINEERING. SUPERHEATER, Inc. LAWSON MANUFACTURING COMPANY SECURITY MANUFACTURING COMPANY ie 
CONTINENTAL WATER HEATER COMPANY LOVEKIN WATER HEATER COMPANY 
DAY AND NIGHT DIVISION, MISSION APPLIANCE CORPORATION SERVEL, Inc. 
AFFILIATED GAS EQUIPMENT, Inc. MUSTEE HEATER COMPAN A. O. SMITH CORPORATION 
FAUCEHOT HEATER COMPANY NATIONAL STEEL CONSTRUCTION CO.OF INDIANA JOHN WOOD COMPANY 





NNESSEE 
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Nebel YOUR KEY TO BIGGER PROFITS... 
Naliondd wee WATER HEATERS 


are made in the Table Top or Round models. The latest addi- 
tion to the line is the much-in-demand 52 Gallon Table Top. 
There is a size and price range for every need. 


Augu 
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£ EXCLUSIVE IMMERSION-TYPE HEATING ELEMENTS 
are 100% efficient. All the heat generated is rapidly trans- 
ferred directly into the water. They are quickly removable 
without the need of draining the tank. 








2 PATENTED SNAP ACTION THERMOSTAT, submerged in water 
in a thermal-sensitive copper well. SNAPS on and off. Elimi- 
nates chatter and arcing of points. May be easily serviced 
or removed without the need of draining the tank. 











Continental us WATER HEATERS 


have been engineered to give the most hot water, in the 
fastest time... and yet take up the smallest space. Your 
customers are looking for all three of those features. 


3 Most models are equipped with the mushroom 
burner. This unique burner has gas ports on 
the side to prevent clogging. The side ports 
are consistently clean; thus heating water 
faster over a longer period of time than 
other heater types. 


4 The Condensation Sump is a specially built-in indentation 
in the floor pan of the heater. Condensation is captured 
there until it is evaporated. No water escapes to the floor. 





National’s complete line of water heaters—electric, gas, oil—with exclu- 
sive engineering sales features is the open sesame to you for greater 
profit selling. Sold only through leading plumbing wholesalers. 


For further information, write 


NATIONAL STEEL CONSTRUCTION CO. 7 


500 Myrtle St., Seattle 8, Wash. with plants at Seattle, Wash.; Los Angeles, Calif.; Logansport, Ind. 


CONTINENTAL WATER HEATER CO. 


1801 Pasadena Avenue, Los Angeles, Calif. 


also manufacturers of: RANGE BOILERS, SEPTIC TANKS, HYDRO-PNEUMATIC TANKS, 
OIL FIRED WATER HEATERS, WATER STORAGE TANKS 
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Approved 
Ant-Siphon 


FLOAT VALVE 


The accompanying illustration 
shows our WE/V No. 93 Ap- 
proved Anti- Siphon Float 
Valve equipped with rubber 
—“O” Ring Plunger Packing and 
Nylon seat. 


Pisa fitting is silent in oper- 
ation —requires no adjustment 
—snap action closing under 


high pressure. 


Packed in individual box with 


rod and refill. 








Individual security INSURES FREEDOM and 
LIBERTY. e& Social Security leads to Regimen- 
tation and LOSS OF LIBERTY. 





It’s a privilege to live in a Republic. 
Only God can help the people who live in 


Democracies. 
ee Kk A - - 
WV Use ° 
Vy GEA 


/ President 


al 


INDIANA BRASS CO,, Inc. 
INDIANA 





C 





FRANKFORT - - - - 
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Hercules is again making a 
time with 5 nationally advertions ft items ... every one 
designed to give a lifetime of re and dependable 
service. 
See below how you can obtain these by ordering any 
of the four great Hercules Boiler Compounds listed. 
And remember, whether you keep these attractive 
Swank and Ronson items for your own enjoyment, or 
ive them as gifts to a member of your family or a dear 
riend, you'll congratulate yourself each time you take 
advantage of this opportunity to obtain such valuable 
and useful gifts. 


Here’s the simple set-up: 
ey four Hercules Deal Units for 1950 are shown 
Ww. 
Purchase of any one Deal Unit entitles you to a 
Swank Wrench Tie Clip (Fig. 1) 
Purchase of two Deal Units (identical or different) 
entitles you to either: Smart Swank Key Chain, Tie Clip 


NOTE: This offer expires at midnight, 
jobber today. Tae OF? a ee 





Any One Or More or “ Combination of Thess Deals Can Be 
Purchased To Get The Gifts Shown Above _ 


12 one-qt. cans of = ring nmyl 
HERCULES (net wt.) cans o 
Boiler Liquid Ee ng nee 

oiler Cleaner 
at $1.10 per can (Powder) 


ideal for repairing 
cracked or leaking 
boilers in high or low 
pressure steam or hot 
water systems. Will 
withstand 500 pounds 
of pressure. 


at $1.20 per can 


Assures quick dry 
steam from new, oily, 
rusty or very dirty boil- 
ers. Eliminates prim- 
ing and foaming, fuel 
waste and sluggish 
steaming. 





The Right Hand of The Plumbing Industry for over 35 Years. 
ae . = bo 2a —s 


oer 


\ 


332) Cen Ae ST... 


Prices slightly higher west of the Mississippi. 
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December 33, 1980." $e don't miss the boot! Cash in by 
mee 
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Fig. 1—Swank Wrench 


Tie Clip. Retail price: 
$2.50 plus 20% tax. 


Fig. 2—Swank Key 
Chain. Tie Clip and 
Cuff Link Set. Retail 
price: $4.00 plus 20% 


Fig. 3—Ronson 
Standard’ 

Lighter. Retail 

price: $6.00. 


Fig. 5—Ronson 
‘‘Newport’’ Table 
Lighter. Retail 
rice: $9.00 plus 
0% tax. 

Fig. 4—Ronson 

**“Mastercase’’ 

Lighter. Retail 

price: $10.00. 


and Cuff Link Set (Fig. 2),or Hi 

(Fig. 3) be. 
Purchase of three Deal Units ent 

entitles you to either: Beautiful, handy ‘Master: 

ro Py ety ee ~— case and lighter 

Table Lighter (Fig. 5) . be . a beautiful gift for the ladies. 


Here's the simple procedure: 


All you have to do, after ordering one or more Deal 
Units from your jobber, is to; 

(a) send the bill of sale to Hercule: 
pany, 332 Canal Street, New Yor! é 

(b) if you have purchased two ‘or more Deal Units, 
indicate on the bill of sale the “ —_ you would like 
to receive. 

(Don’t forget you can choose gift item in a 
quantity, s any charac 4 of fait nah sade Poe 
correspond as specified w or of a o_ 
you purchase.) 









kacline < tend 











12 one-pound 
: reat aries " (net wt.) cans of 
Geta Ginanere Boiler Solder 


System Cleaner 


Powd 
at $1.75 per can — 


at $1.19 per can 


Removes Rust, Scale, 
Oil and Grease from 
low pressure steam 
and hot water boilers 
and heating systems. 
No draining—No 
flushing. 


Guaranteed to make 
a lasting repair on 
cracked steam or hot 
water boilers. Ex- 
pands and contracts 
with the boiler metal, 
so seal is not broken. 





‘ 


MeeweewaRK 13, N. Y. 
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. Thatcher J 


| THATCHER...the oldest name in heating 


A hundred years in heating! That’s right — this 
year Thatcher rounds out a full century of pro- 





with dealers and jobbers...a hundred years of 






devoting all its production and research facilities, 






ducing a dependable, highly sell-able consumer engineering research, and unequalled experience 





name...a hundred years of close-knit cooperation to this one field! 





offers you 2 new units for smaller homes 


Compact, oil-fired winter air conditioners engineered to National Warm Air 








A-204 
Oil-Fired 
Winter Air 
Conditioner 


Easy to install. 
Handsome crinkle finish casing. 


* Model 492-63: 63,000 BTU at reg. Height 4414” x Depth 49” x Width 22” 
x Model 492-80: 80,000 BTU at reg. Height 444,” x Depth 49” x Width 22” 


Standards...designed and priced for your big volume market — 
the small homes field. 


* Heavy-Gauge Welded Body and Economizer for low cost operation. 








GARWOOD, NEW JERSEY 

















* Custom-Built Combustion Chamber pre-burned for longer life. Foolproof 
assembly % Precision-Fitted Oil Burner for maximum efficiency. 
Quiet, Oversize. Blower... Large Replaceable Filter. 





ne-pound 

t.) cans of 

{CULES New Sr all> uy Alle . 

br Solder Comfort- 481 Series po ld 47 Miie (830 

owder) master All-Purpose é 

9 per can Gas-Fired _| Winter Air i - COCOCSCOHSHOOHHSHEHEEEEEEHHOEEE888EEE 
Winter Air Conditi = 

eed to make Conditioner ere Conditioner THATCHER FURNACE COMPANY, Dept. > 3 

Steam of hat Garwood, New Jersey 

wp (J Please send literature on new Thatcher small homes 

boiler metal, oil-fired units. 


$s not broken. 



























(] Please have your salesman call. 


491 Series Oilmaster Oil-Fired (Please Print) 
Gas-Fired np eg Comfort- SEES SYED SLSR RNS ane a a er re 
+ Oil-Fired master Air Oo a eee renee en eeas eres eens eeeeesee es neenenseeeeeeseeeseeeneeeeOe sees anenseeeseesrnnseesesewseee®: 
Hi-Boy ‘ sat 
Boiler Conditioner " 
PIs cas tssohadsghptasdesscevdssess Na aisatesecateserad NN sisischnsessices 
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QC METALBESTOS 
VENTILATOR TOP 


QC METALBESTOS 
I ROUND ROOF 
FLASHING 


ROUND — 

QC METALBESTOS 
FOR REMAINDER 
OF SYSTEM 





ONLY 3%” 
WALL SPACE 
NEEDED 


CEILING PLATE 
ANGLES 


| 

| METALBESTOS 
WALL-VENT 
} 


VENT HOLES — 
FOR AIR 
CIRCULATION 











| 
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ct | 
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WALL-VENT permits 
use within ¥% inch from 
combustible material. 


COOL WALLS AND PROPER VENTING of wall 
heaters — positive safety even in pine board walls with 
unfurred 2’ x 4” studding—are provided by the new 
QC METALBESTOS WALL-VENT. 


UNDERWRITERS’ LABO- 
RATORIES, INC. list QC 
METALBESTOS WALL-VENT 
as a Type B gas vent—and add 
an additional provision per- 
mitting it to be installed with 
¥s inch clearance from com- 
bustible material. No other gas 
vent pipe has a similar listing. 









TED UN, 
ORATION > 
eS $, 


QC METALBESTOS WALL-VENT saves the 


expense of thicker studding, furring or metal sheathing 
previously necessary. Extensive tests have proved that 


this new unit keeps adjacent wall surfaces even cooler 
than the former Metalbestos wall heater vent pipe. 


Write today to Department C 

for complete information on QC METALBESTOS 
WALL-VENT and QC METALBESTOS round pipe 
and fittings. 








WILLIAM WALLACE CO. 








| BELMONT: CALIFORNIA 
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ANACONDA copper water tube 





in 60-ft. | ACK and 100-ft. |" 


neatly boxed 





Cartons keep tube clean, protected SC ea 
® stack compactly, save space - = eo jop* Aad : 
* contain one to seven coils, depending on tube es 
size. 
Separators are inserted between coils in carton 
to prevent marring of the tube surfaces. 





AnaconpnA 





ANACONDA—Tops in tubes 


* uniform temper, wall thickness; smooth inside 
finish 
Type K and L Tubes in standard sizes are sup- 
plied soft, coiled and boxed as above; also 
available in 20-ft. straight lengths, hard or soft. 


THE AMERICAN BRAS 
OR RAE POM AOE AE EE 





ANACONDA Tubes and ANACONDA Fittings 
(solder and flared type)—a combination that: 


* provides an installation the owner is proud of 
® gives lasting satisfaction; builds good will 
* helps you sell pam 


Ask your wholesaler for “\\ ACG 







Made by The American Brass Company, 
Waterbury 20, Connecticut. In Canada: 


Anaconda American Brass Ltd., New Toronto, Ontario. 
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ms TIME TO LIFT UP T 





The B & G Hydro-Fis | Booster 












Nearly twenty years ago, Bell & Gossett Company introduced the 

B & G Booster—a horizontal circulating pump for new forced hot water 

systems and for modernizing old gravity systems. The horizontal design 

: was selected because it was believed to be the best and most efficient. 

ae This same belief now seems to be universal! Today, most pumps for the 
same purpose are made as horizontal units—flattering confirmation of 
our original thinking. 

The horizontal design of the B & G Booster is thus no longer a distin- 



























REMEMBER THIS? 





guishing feature. So we say, it’s time to look a little closer—IT’S TIME TO This is the Ge BAG 
; ‘ 

LieT UP THE HOOD! Bo ‘ C Poe. Booster. Comparison with 

It’s time to examine the superiorities of construction which s#i// distin- the streamlined beauty 
guish the B&G Booster. It’s time to see its excellence of material, the shied shuwa the cosets of 
precision workmanship of its interchangeable parts which enables the never-satisfied engineering 
B & G Booster to set amazing records for dependability and long service, and continual search for 

Any Booster made since the year 1936 can be serviced with present stand- improvement. 


ard parts—BUT—thousands have been in operation for many years with- 

: out need for service of any kind! 

: That’s why we say, “LOOK UNDER THE HOOD.” See why nearly a 

a) * million B & G Pumps have been sold to date! B & G Hydro-Flo Products in- 


clude Forced Hot Water Heat- 
, =) ing System Equipment . 
0 









wD, 9 
BELL & GOSSETT age 


Dept. BR-1, Morton Grove, Ill. \ Cmyprané isi donsers end Evaporators. 


Canadian Licensee: §. A. Armstrong, Ltd. 
1400 O'Connor Drive, Toronto 13 ~  *Reg US. Pat Off 
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FEDDERS SERIES 15 UNIT HEAT- 
ERS are making thousands of warm 
friends throughout business and industry. 
Fedders design and complete performance 
data on sizes from 100 to 1000 EDR are 
given in Catalog 15C-4. Write for your 
personal copy. 


FEDDERS-QUIGAN CORPORATION 
BUFFALO 7, N. Y. 


Kindly send copies of Fedders catalogs checked below. 


CATALOG t6¢.; 


Pt 16 
NBLOw 
UNIT HEATERS 


FEDDERS SERIES 
UNIT HEATERS p 
nomical heating for 

45 feet, as well as $pO8 
shipping room do@ 
hangers, etc. 220 40% 
Catalog 16C-1. #8 


C) Series 15 Unit Heaters [) Series 16 Downblow Heaters 


(_] Convector-Radiators C) Wall Radiation 


(] Baseboard Radiation 

















FEDDERS CONVECTOR-RADI- 
ATORS with high efficiency finned 
heating elements built in America’s 
most complete line of types and sizes. 
Designed for new and remodeling 
work in residential and commer- 
Cial installations. Write for Catalog 
CRF-C2. 


FEDDERS WALL RADIATION 
occupies far less space than bulky 
pipe coils or cast iron radiators. High 
efficiency finned design assures 
maximum heat transfer per lineal 
foot. Flat and sloping top or expanded 
metal covers available. Write for 
Catalog WR-Cl. 





CATALOG BR-CI 


FEDDERS BASEBOARD RADI- 
ATION* introduces exclusive Anti- 
streak covers and directional louvers 
for protection to walls or draperies. 
Provides uniform heating. Wel- 
comed by architects, interior decora- 
tors, home owners and heating men. 
Write for new Catalog BR-Cl. 


*Patents Pending 


FEDDERS-QUIGAN CORPORATION 


BUFFALO 7, N. Y. 
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Sales ahead! |- 








More and more heating and plumbing 
contractors are finding their sales ahead 

... and their profits up with the C-E HEAT- 
MASTER fully Automatic Water Heater 

line for 50. That’s because these quality ; 
water heaters are now, more than ever, Fale, 
the best buy in the quality market ... at a St eacacl 
a bargain price! C-E HEATMASTER is de- 

signed with new appearance to catch 

your customer’s eye; new higher quality 

and efficiency — saves on fuel, saves on 

service ... gives you more to sell! And 

important to you—C-E HEATMASTER is 

your best line for profits! 


ADVERTISING UP IN ‘50! 
C-E HEATMASTER National Advertising is 
making an important impression. Con- 
sistent monthly advertising in mass 
circulation magazines is telling your 
customers and prospects that YOU, the 
master plumber, know the ins and outs 
of all makes of water heaters ... and that 
from your experience you are in the best 
position to recommend water heaters for 
every requirement. That adds up to extra Se 
sales for you when you say: “Cz HEAT. There's a size se ou cveuy ciremnent in any 
MASTER”. Cash in on this hard-working, 20 to 100 gallons; Table Top Electric, 35 to 40 
consumer-action advertising. Find out gallons; Round Cabinet Gas Models (Natural, 
from your C-E Jobber about the C-E Toe or Liquefied Petroleum) 20 to 
“Master Plumber Spotlight” Plan. Ask Watch for this continuing C-E HEATMASTER adver- 
F him to show you this fact-packed pres- tising spotlighting YOU in SATURDAY EVENING 


entation. It'll pay off in more sales... POST, BETTER HOMES & GARDENS, AMERICAN 
extra profit for YOU! HOME, COUNTRY GENTLEMAN . . . every month. 


o 

















set st amroal “*Court of Flame'’ 
and Ted by AUTOMATIC WATER HEATERS — os 
Underwriters’ Water Heater, Range Boiler and Soil Pipe Department 





Laboratories, Inc. 


COMBUSTION ENGINEERING-SUPERHEATER, INC —Chattanooga, Tenn. 


Steam Generating - Fuel Burning and Related Equipment - Pressure Vessels - Chemical Recovery Units - Flash Drying Systems - Water Heaters - Range Boilers - So'l Pipe ard Fittings 
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For Air Conditioning, 


TOP 





10 WAYS BETTER 
THAN THE 4 OTHER 
LEADING MAKES 


Ford Trucking Costs Less Because— 


FORD TRUCKS 
LAST LONGER 


Using latest registration data on 6,592,000 trucks, 
life insurance experts prove Ford Trucks last longer! ' 





6%-ft. 
capacit 


BIG LOAD 





Plumbing and Heating work “aig” _ 














Ford F-1 Pickup shown here. G.V.W. rating—4,700 Ibs. Body 
y—45 cu. ft. Payload 1,480 Ibs. Available with 95-h.p. Six or 


100-h. p. V-8. One of over 175 models including 145-h.p. Big Jobs. 


Americas No.! Economy Pickup 


@ You get so many extra values at 


no extra cost in the Ford F-1 Pickup. 


There isn’t another full-size Pickup 
that carries a lower list price than the 
6-cylinder Ford. And it’s 10 ways 


better than the 4 other leading makes. 


I. Lowest loading height (24 inches). 

2. Up to 15% greater frame section 
modulus. 

3. Up to 18% more brake lining area. 

4. 10” Gyro-Grip clutch with needle 
bearing release levers. 

5. Lighter curb weight—only 3,220 Ibs. 

6. Higher net torque. 

7. Higher compression ratio. 

8. Oil filter (standard). 

9. One-quart oll bath alr cleaner 
(standard). 

10. “Million-dollar” Cab for extra driver 
comfort, roominess and safety. 


ee ee eee enti 


Truck users are switching to Ford 
Trucks for extra value. That’s why 
Ford Trucks are currently making the 
industry’s biggest sales gains. 

Switch to Ford—America’s No. 1 
Truck Value. Over 175 models to fit 
your job—95-h.p. Pickups to 145- 
h.p. Big Jobs. Ford’s the only truck 
in America that gives you a choice of 
6-cylinder or V-8 power. 


8 2 


For bigger, heavier loads, choose 
the 8-ft. long, 54-in. wide Ex- 
press body, available on Ford 
Series F-2 rated up to 5,700 Ibs. 
G.V.W., and Series F-3 rated up 
to 6,800 Ibs., 122-in. wheelbase. 


MAIL THIS COUPON TODAY! 


FORD Division of FORD MOTOR COMPANY 
3302 Schaefer Rd., Dearborn, Mich. 


Send me without charge or obligation, detail 
specifications on Ford Trucks for 1950. 


FULL LINE (] HEAVY DUTY MODELS (] 

LIGHT MODELS [) EXTRA HEAVY DUTY MODELS [) 
RE a 
(Please print plainly) 

Address a See se il set 

City Se State 
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Bronze bearing metals with their high per- 
centage of lead have the plasticity necessary 
to permit compensation for a slight want of fit 
or alignment of the bearing. 


Tin in bearing 
wear resistance, w 
lasticity imparte 
satisfactory and depe 
ings, bushings and related oP 
automotive industry. 
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(J DUNKIRK 


“OB” Series 


BOILERS 


for use 
with 


IL 


Make It Possible for Users 
to Afford and Enjoy 
Automatic Steam or Hot 

Water Heat 


Home owners are welcoming these new Dunkirk 
“OB” Series Oil Burning Boilers because they 
combine economical prices ... economical use of oil 
... economical installation. Users no longer think of 
oil as expensive when they compare it with the con- 
stantly increasing cost of solid fuels. 

Insulated steel cabinet, beautifully finished in two 
tones of blue, is at home in any surroundings. 

Not conversion or made-over coal burners, Dunkirk 
“OB” Series Boilers are designed to-get every bit of 
heat out of every drop of oil. 


FOR STANDARD OIL BURNERS 


Boiler is designed according to industry standards to 
utilize standard burners assuring reliable performance 
and dependable service. 


YEAR ROUND HOT WATER 


Boilers designed for built-in, instantaneous, tankless 
hot water supplying three gallons or more per minute. 
Mail coupon for specifications and prices. 
















paneer SRR: SRIRIRNI ARNO SETS PAINS 


SRST Qateigie: Set RI mere ete tS 





Boiler and 
Oil Burner are 
completely enclosed 






DUNKIRK RADIATOR CORPORATION -:- 


DUNKIRK RADIATOR CORPORATION 
Dunkirk, New York 





Please send me complete dataon new 15” and 20” Oil Burning Boilers 
suitable for homes, stores, service stations and other locations. 


DUNKIRK, N. Y. 


ON LAKE ERIE 
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We present the ALL NEW non-overflow 


Case ONE-PIECE 


with lower bowl and important sanitary developments 


With the *1000 Case One-Piece, modern development in water closet design attains a new standard 
of beauty, performance and utility. The *1000 carries on the immensely popular idea sponsored by 
Case in the original one-piece water closet. New mechanical features assure the positive, quiet flushing 
action people desire in the up-to-date bathroom. The bowl has been lowered one inch, incorporating the 
findings of the latest research on posture. For maximum health protection, the riser pipe of the ballcock 
is enclosed in a china channel completely separated from the water in the 
tank. The body of the ballcock is located well above any possible water level. 
An open atmospheric vent obviates all possibility of back-syphonage under 
any conditions. Of particular appeal is the fresh exterior styling, designed 
to convey the feeling of quality inherent in this fixture. The *1000 is built 
to the highest specifications, is attractively priced, and is available in white 
and 26 popular colors. See it now at your Case distributor—or write 
for folder. W. A. Case & Son Mfg. Co., Buffalo 3, N. Y. Founded 1853. 





...and a new matching lavatory 


The handsome new style motif of the One-Piece water closet is duplicated line 
for line in this companion lavatory, the new Windell #780* with specially designed 


fittings. When installed together, each fixture 
é \ = 
L tine Vitievis (hina 





complements the other’s beauty. 
Size 24” x 20’. 


#U.S. Pat. (One-Piece) — D139563, 2252078, 2290438, 
(Lavatory) — D143104, ® 
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WHERE DO 


WE GO FROM HERE? There's an even chance the nation's business boom 





can absorb tne 10 billion dollar military spending program without 
critical disruption of our standards of civilian life, it was reported 
last week by the Associated Press, following a survey of the nation's 


economy. 
It depends on how well inflation can be avoided, the AP said, point- 


ing to thefact that price boosts would reduce the amount of goods 
—military or other—that a dollar will buy. And this could make the 
whole program much more costly. 


REGARDING STEEL: It was reported last week by Iron Age that steel consumers are 


SHIFTING 


frantically trying to build up and balance their inventories. There 
are plenty of takers for anything that looks like steel, and price 
consciousness is fading fast. 

It is true that military orders have been slow in coming—that in- 
creases so far have been small compared with total production, but 
it is equally true that a sizable military build-up is definitely on 
the way. Steel producers and consumers are correct in anticipating: 
(1) steel allocations and priorities for essential needs, both mili- 
tary and civilian, (2) further inflationary trends, (3) chronic 
Shortages of steel materials and products for months to come, and 
(4) a continued onslaught of orders for finished goods. 

While this news was still in the making, 13 of the nation's steel 
companies reported huge capacity expansion plans. Their combined ex- 
pansion programs will add 6,363,000 ingot tons to their annual capa- 
city by the end of 1952. 

Other developments in the material supply situation may be found in 


the feature beginning on page 88. 


TRENDS: With emphasis shifting from new construction to modernization 





and repair—in view of today's conditions—plumbing and heating contrac- 
tors will find that FHA loan provisions can be a useful asset in their 
merchandising programs. 

Plumbing and heating account for over 350 percent of the total cash 
now being disbursed under FHA loan insurance operations covering the 
repair, alteration and improvement of existing properties. 

About 22 percent of the $607 million total in 1949 was used for 
heating systems and 8.4 percent for plumbing. This represents approxi- 
mately $185 million for the plumbing and heating industry. 


THE OIL BURNER OUTLOOK: Oil burner sales in 1950 may pass the all-time record 





high of 880,000 units set in 1947, it was reported at press time by 
A. T. Atwill, chairman of the board of Oil-Heat Institute of America. 
If the present rate of installation can continue unhampered by con- 
trols or scarcity of material, the industry will show an increase of 
38 percent in installations of domestic oil burners over last year. 
Mr. Atwill cautioned, however, that all estimates are contingent 
upon the Korean situation and possible curtailments of steel and other 
essential materials. A tightening supply for oil storage tanks is re- 
ported but a critical situation is not generally expected. 
Prices are "firm to slightly higher", the Institute reported. 
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THE FUEL OIL OUTLOOK: It is likely that the U. S. can fulfill any essential 





wartime needs for oil—both military and civilian—including house heat- 
ing. Crude oil reserves within the Western Hemisphere are adequate, 
according to a survey of oil men. Texas has a shut-in reserve which 
approaches one million barrels daily. An even greater consideration, 
however, is the new and large potentiality of western Canada's oil 


reserves. 


FHA CREDIT RESTRICTIONS: Federal Housing Commissioner Franklin D. Richards an- 





nounced Last month further credit restrictions under FHA insured loan 
programs. This action is in accordance with the President's policy, 
requesting the use of further credit controls to conserve building 
materials which may be needed for National Defense and to curb in- 


flation. 
In a telegram to all FHA field offices Commissioner Richards issued 


the following instructions: 

(1) Construction cost figures used in insuring offices for the pur- 
pose of analyzing property for mortgage insurance or yield insurance 
shall be frozen as of July 1, 1950; 

(2) Eligibility provisions of Administrative Rules under all mort- 
gage insurance plans are amended by reducing the ratios of loan to 
value or loan to cost specified therein by five percent of such value 
or cost; 

(3) Dollar mortgage limitation on single family dwelling is reduced 
from $16,000 to $14,000; 

(4) Cash down payment of ten percent shall be required on property 
improvement loans under Title I. 

The action described in the first three items are effective with 
respect to applications or requests for eligibility statements re- 
ceived by the insuring office after July 18, 1950. The down payment 
requirement on property improvement loans is to be effective with 
respect to all applications dated or executed on or after August l, 
1950. 

Military housing and housing in Alaska are expressly excepted from 
the new FHA controls. 


HOW VIGOROUS IS THE HOUSING BOOM which Mr. Truman has now decided to deflate? 





HERE'S A 


Wnen the president instructed his agencies to curb home construction 
credit, the Wall Street Journal was just winding up a check in a 
dozen cities—to see exactly how the house building rush had reacted 
to the one-month old Korean conflict. The survey shows: "There has 
been to date not much net change in the fast demand for new homes. 
Some real estate men say they've had a big pickup in sales. But about 
an equal number report they find potential buyers backing away. 

"Among speculative builders,though, there has been a more clear-cut 
reaction. It is one of caution—a disposition to go a little easy on 
new building plans. Many mention the fear of materials shortages 
leaving them stuck with partly finished houses. None likes the pros- 
pect of trying to pass more inflated costs on to price-conscious 


customers." 


PROFIT ITEM: There's an appliance giant sprouting in the shadow of 





television. It's the room air conditioner. Outside of that fascinating 
TV box, it's the nation's fastest growing major appliance. 

Last year, according to a survey of manufacturers, the people who 
make these window and floor-model heat-absorbers turned out about 
100,000 units worth over $40,000,000 at retail. That was three times 
as many as they made in their best pre-war year, 1941, and it beat 
1948 output by nearly one-third. 

This year the industry, which has yet to experience a peace time 
product decline in the more than 17 years its product has been tabu- 
lated, expects to better 1949 by an even wider margin. 


GAS WATER HEATER SALES: Shipments of automatic gas water heaters during the 





first five months of 1950 totaled an all-time record of 831,000 units, 
according to an announcement at press time by the Gas Appliance Manu- 
facturers Assn. This is a 61.7 percent increase over the similar 
period of 1949. During the industry's peak year, 1947, 806,900 auto- 
matic gas water heaters were shipped during the first five months. 
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Constructed of Copper and 3 sum p Pu mM p S 


Bronze Throughout 
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_ The unexcelled dependability of Penberthy Sump Pumps under 
= most difficult conditions helps build business for you. 
_ Wherev fovotlaonged recommended and installed a Penberth 


ind services. 

ny Aetomai Baie Sump Furs are built to an 
ing standard of quality. Of rustproof construction 
#, they are immune to ravages of corrosion in the 


igaed to resist moisture. Overload protection is built in. 
Switch is long lasting type. Impeller is scientifically balanced. 
These business building Penberthy Sump Pumps are carried 
in stock by jobbers everywhere. You will find it profitable to 
them. 


Penberthy Injector Company 
: DETROIT 2, MICHIGAN 
Established 1886 
Canadian Plant, Windsor, Ontario 
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Cluality 


THROUGH AND THROUGH 





For Those Who Expect a Lot for Their Money 


You can’t see all the quality features of Eljer Brass 
Fittings unless, of course, you subject them to various 
laboratory tests. But quality zs there .. . and to such 
a degree that every customer who expects a lot for 
his money will be more than satisfied. 

The finest of materials . . . modern, efficient 
equipment and machinery .. . craftsmen highly 
skilled in their trades .. . all contribute to this high 
standard of quality established by Eljer. To yoz, 
this means not only greater profits, but customer 


satisfaction that can easily be measured in dollars 
and cents through the years. Install the best... 
install Eljer Fittings ... designed for Eljer Fixtures. 


A COMPLETE LINE 


The fitting illustrated above . . . E-9430-R, 
C. P. Over-rim Bath Filler with Drop Spout 
...is a@ popular item in Eljer's complete brass 
line. All moving parts are completely and 
easily renewable. For full descriptions of all 
Eljer Fittings ask your Eljer Distributor for a 
copy of Eljer’s Brass Goods Catalog or 
write to Eljer Co., Ford City, Pa. 
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.. On Our Industry's Month 





More on Plumbing Codes 


Readers of this publication will 
remember the controversy raging 
in Milwaukee a few months ago 
over the city’s proposed new 
plumbing code. It was reported in 
Domestic ENGINEERING (March) 
that it was mostly a case of people 


| being “against”—without knowing 


exactly what they were against. 

The first thing our editors ob- 
served in Milwaukee was the high- 
ly emotional state that people had 
been whipped into by opponents 
of the code, who claimed the code 
provisions were “too restrictive, 
monopolistic and work-making 
measures.” 

While this was going on, the 
plumbing industry went ahead 
with a double barreled program of 
education, in an effort to convince 
the public that the code was ac- 
tually drawn for the protection of 
public health and not in the selfish 
interest of the plumbing industry. 
The contractors association, the 





Harvey W. Knoch, Supt. of 
Plumbing, City of Milwaukee. 


Wisconsin chapter of the American 
Society of Sanitary Engineering 
and the journeymans’ local—as 
well as other civic minded groups 
and individuals—participated. 
Last week, the uproar had sub- 
sided. The Milwaukee city coun- 
cil by a vote of 25 to 1 adopted a 


“liberalized” version of the origin- 
ally proposed code. 

Domestic ENGINEERING asked 
Harvey Knoch, superintendent of 
plumbing for the city of Milwau- 
kee, to analyze the code as finally 
adopted, and to give his viewpoints 
on its effectiveness as a health pro- 





tection measure. His comments are 
presented below: 

“The sticker ordinance, which 
would have required labeling of 
second hand fixtures, is gone. 

“The new code permits plumbing 
repairs and replacements by the 


(Please turn to top of next page) 





LETTERS 10 THE 


Automatic Heat Promotion 
To the Editor: 

Please send us the “Cease Firing 
By Hand—Get Automatic Heat” 
advertising mat which was shown 
on page 94 of the June issue of 
DomEsTIc ENGINEERING. 

H. B. Scuuttz 
Lansdale, Pa. 


@A few of these mats are still available 
without charge to readers of this publica- 
tion. Requests should be sent to the editor, 
1801 Prairie Ave., Chicago 16.—Ed. 


Heating System Design 
To the Editor: 

It is gratifying to learn that 
Domestic ENGINEERING will run a 
series of articles on the I-B-R 
Schools of Modern Heating. 

We are enclosing some quota- 
tions and comments we have re- 
ceived from contractors who have 
attended the schools. They are 
typical of student reaction to the 
courses. 

We are deeply appreciative of 
your fine cooperation. 

R. E. Ferry 
general manager 
The Institute of Boiler 
& Radiator Mfrs. 
New York City 


@ The second article in this series on 
heating system design, appears in this issue 
beginning on page 131. Some of the com- 
ments referred to by Mr. Ferry are: “Best 
education | ever received.” “The school 
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was very well organized and the instructor 
very well versed in his subject.” “The new 
concept of figuring heat loss is good to 
know.”’ “The course is something we have 
needed for a long time.” —Ed. 


Service Sells Water Systems 
To the Editor: 

We were very much interested 
in the article in the June issue of 
DomEstTIc ENGINEERING, entitled 
“Service Sells Water Systems.” 

The assistance your publication 
is giving to help the sale of water 
systems is beneficial to the entire 
industry. 

M. B MAcNEILLE 
A. Y. McDonald Mfg. Co. 
Dubuque, Ia. 


Plumbing Inspector’s Pay 
To the Editor: 

Would it be possible for you to 
run an article in Domestic ENcI- 
NEERING about plumbing inspectors 
of cities, towns and hamlets re- 
ceiving less pay than the journey- 
men plumbers whose work they 
inspect? 

The purpose of the article would 
be to assist plumbing inspectors to 
get prevailing rates of union 
plumbers. 

They now get about one-half. 

LAWRENCE SMITH 
Newark, N. J. 
@ What do some of our other readers think 


about the point raised by Mr. Smith. Send 
your opinion to the editor.—Ed. 



























More on Plumbing Codes 


(Continued from preceding page) 
homeowner, on premises owned 


and occupied by him. Opponents 
of the code were unable to include 
an amendment which would have 
allowed handymen to make instal- 
lations in apartment houses and 
other buildings, or in homes not 
owned and occupied by them. 

“Homeowners who do perform 
their own plumbing are required 
to obtain a permit and have the 
finished installation inspected in 
the usual manner. We expect that 
no more people will want to do 
their own major plumbing jobs 
now, than have done them illegally 
in the past. 

“By and large, the code is a good 
one, and should be effective as a 
health protection measure for the 
people of the City of Milwaukee.” 


For What It’s Worth 


Within the next few generations 
air conditioning units may be in 
great demand in Greenland, Alaska 
and all points north. 

According to authorities in an 
article in the July 1st issue of Sat- 
urday Evening Post, the vast ice 
pack that constitutes the major 
part of the far North is thawing 
out, glaciers are melting and for- 
merly ice bound land is emerging; 
all of which must be good news for 
some of our dealer salesmen who 
for years have been longing to “sell 
refrigerators to the Eskimoes.” 


Miscellaney 

In Korea, inhabitants for cen- 
turies have been using radiant heat 
to warm their homes, a technique 
now enjoying great popularity in 
American home building. The 
Koreans do it with mud ducts lead- 
ing through the floor, carrying heat 
from a fire outside the house... . 
In Denver, moths by the tens of 
thousands invaded the city recent- 
ly. Public Service Company officials 
reported the moths put out the 
pilot lights of at least 1,000 water 
heaters during the invasion. Lucki- 
ly, flues carried off the fumes with- 
out gassing anybody. ... In Sid- 
cup, England, master plumber Nor- 
man Butler did free work for 25 
years for an old friend, Mrs. Annie 
Skinner. The will of Mrs. Skinner, 
who died last month at the age of 





84, was published recently, and it 
was revealed that she left Mr. But- 
ler her bathtub, sink and water 
heater. In Philadelphia, a 
private bathroom went public right 
in the center of Philadelphia’s 
busiest street. Motorists found their 
way blocked by a misplaced bath- 
tub, sink and other sections of the 
bathroom. The room, part of a pre- 
fabricated steel house being trans- 
ported across the city, collapsed 
when a bolt snapped while the 
truck was rounding city hall. 


On Temperature Control 


Denying that “everyone wants a 
different temperature,” Lester T. 
Avery, president of the American 
Society of Heating and Ventilating 
Engineers, said in a recent talk 
that there is a temperature effec- 
tive and comfortable for nearly 


Business Building Corner 
To the Editor: 


We are enclosing a picture of 
cur float which won first prize in 
the Commercial Division during 
Fiesta Week activities. Fiesta Week 
in San Antonio is quite a gala af- 
fair with virtually everyone in the 
city a participant or interested on- 
looker, so we are naturally a bit 
proud of our accomplishment. 

Members of the Albert family 
and some of the employees got to- 
gether and came up with the win- 
ning entry. Entitled “Beauty in 
the Bath”, the float was designed 
by Leatrice, Albert; it was built 





everybody. He cited experience 
with controlled conditions in war 
plants, saying that thousands of 
workers were observed who, so 
long as humidities and tempera- 
tures were held between 73 to 78 
deg and 50 percent relative humid- 
ity, did not complain. At these 
conditions, stated Mr. Avery, the 
vast majority of people think and 
work effectively. 

Challenging the heating industry 
to use the knowledge, the skills and 
the tools of its profession which 
are available, Mr. Avery told 
members that the industry is fre- 
quently “willing to compromise 
because of the cost.” 

“The whole story of mankind’s 
cevelopment, the increase in life 
span, the freedom from pestilence 
and plague, has been his use of 
knowledge to control environment,” 
Mr. Avery told his listeners. 


and decorated by the family and 
employees of the firm. The cab of 
the truck was covered entirely with 
lavender paper flowers, which were 
hand made and then wired on wall 
canvas and fitted on the truck. The 
bed of the truck was decorated in 
shades of purple with silver trim. 
A pale green tub was placed in 
the center of the truck and white 
balloons blown to various sizes de- 
picted an oversize bubble bath. 
Lavender lights and amber spots 
made an unusual and attractive 
display. My daughter rode in the 
tub down East Houston Street. 
JouNn A, ALBERT 


San Antonio, Tex. 






































<perience 
s in war 
sands of 
who, so 
tempera- 
73 to 78 
e humid- 
At these 
very, the 
hink and 


industry 
skills and 
mn which 
ery told 
y is fre- 
npromise 


1ankind’s 
e in life 
vestilence 
s use of 
‘onment,” 
rs. 


mily and 
he cab of 
rely with 
nich were 
d on wall 
uck. The 
orated in 
ver trim. 
laced in 
nd white 
sizes de- 
ble bath. 
ber spots 
attractive 
de in the 
Street. 

ALBERT 








August, 1950 DOMESTIC ENGINEERING 83 


ANNOUNCING... 


the top prize winners 


of the Scovill M-VB *16 
$1,575.00 ‘NAME AWARD’ 


a eYot mm kel bY = 









For submitting the most suitable names and supporting 
statements for this new Quiet—Fast-Filling—Fully Adjust- 
able Float Valve—the Scovill M-VB #16. 





Ist Prize— MARION A. CHABOT 
Edwin Sterner Company 
$1 ,000.00 127 Lewis Street 


Flint, Michigan 


MILO INGERSOLL 
Swanbergs Hardware, Plumbing & Heating 
Cass Lake, Minn. 


ANNA K. FRITZ 

Charles F. Fritz, Inc. 
- 67 W. Merrick Rd. 

Freeport, New York 


ERNEST S. EVERETT 

Everett Plumbing & Heating Co. 
2513 N. Proctor St. 

Tacoma 7, Washington 


2nd Prizes— 
3 of $100.00 each 


rf 


a e 
ord Prizes— ERNEST IRVING FREESE—Architect Ss 
—Architec 
3 of $25.00 each 6247 Pine Crest Drive he 
Los Angeles 42, Calif. = 


ff 
| 


JOSEPH M. SCALE 
Middlesboro Plumbing & Heating Co. 
Middlesboro, Kentucky 


DANIEL J. SULLIVAN 

The Central Foundry Co. 

20 Providence St. u 
Boston 16, Mass. 





Congratulations are also in order to the twenty 
runner-up prize winners who will be notified 
by mail. All entries will receive a complete list 
of the prize winners. 

And to those who did enter, but didn’t win a 
prize—just remember you can still win friends 


Cut Costly Callbacks—Build Customer Goodwill—Install Scovill—The Quality Line 





A Product of 






and influence customers by installing Scovill 
quality tubular goods and closet tank fittings. 
Why cut corners on these components when 
they represent such a small part of the overall 
installation cost... yet are so important for cus- 


tomer satisfaction. 


COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND SPECIAL FITTINGS FOR THE PLUMBING TRADE. 


SCOVILL MANUFACTURING COMPANY 





Waterville Division 
WATERVILLE 14 


General Sales 
CONNECTICUT 
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It worked in Kalamazoo 


100 Webster Baseboard Heating Jobs | 
Sold by Fred J. Hotop & Company ‘ 











o 

In 1946, Fred J. Hotop & Company installed their first Webster P 

. Baseboard Heating System in the new Raymond Wilson residence f. 

| in Kalamazoo ... starting a “chain reaction” that has now brought | 

the score to more than 100 Webster Baseboard Heating installations P ) 

in five years. 

—_ ' Hotop has installed Webster Baseboard Heating in new homes and_ ' ni 
in modernized old homes, as well as in two churches, a large factory 

Hotop’s 5-Point office and a small apartment house. p 

Program for Selling There are hundreds of American towns waiting for a contractor to n¢ 

Webster Baseboard do the job that will meet the demand for Webster Baseboard th 

Healing Heating. Talk to the authorized Webster Factory Representative Si 

ee ey eee es serving your community. He can help you get started — it worked in tr 

dis tnoet tuigeeteatiane. Kalamazoo, it will work for you. Ms 

2. Be a craftsman-contractor — Address Dept. DE-8 | : 


male even isaiition ~~ WARREN WEBSTER & CO. | ~« 

another salesman for you. e bien 
i hii eiie- penile Camden 5, New Jersey : : Representatives in Principal Cities a 
Webster Baseboard Heating In Canada, Darling Brothers, Limited, Montreal sh 


for less than a convector job. : 









4. Use the Webster merchan- 
dising aids—imprinted fold- 
ers, job signs, advertising 


mats. pa 
5.Sell better heat and get co 
more for it. Home owners an 
want Webster Baseboard dr 
Heating. J th 
Here’s the first floor part ; 
of a Hotop-made “Perimeter na 
a THE FIE) a: layout, — = tin 
make best use o ebster 
oS Baseboard Heating. Note of 
& Webster Cabinet Convector ob 
& in bathroom; Webster “WI” ‘ 
Walvector in kitchen in in 
\WS ay cabinet toe space. Separate saj 
wert wt) loops serve (a) bedrooms 
RD z and bathrooms, (b) living tw 
gor — rooms, (c) kitchen wing. 
erst ~~ Other loops, not shown, take 
Oss care of second floor and ret 
”p ~ basement recreation room. sal 
Connection provided for 








Ye PeRiMeX™ 7 pir a future heating of garage. 
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The Merchandising Contest 


It provides this year’s best opportunity 


LESS THAN ONE month from 
now, entries for the All-Indus- 
try Merchandising Contest will 
close and, shortly thereafter, the 
board of prominent judges will 
be studying the entries and mak- 
ing their decisions. 

Some as yet unrecognized con- 
tractor-dealer will learn that he 
has won a $2500.00 International 
truck, merely by showing the 
ideas he has used to build his 
business. One hundred and eighty 
other contractor-dealers, in all 
sections of the country, will find 
that they have won plumbing 
fixtures, boilers, oil burners, 
pumps, accessories and other 
valuable prizes . . . as well as 
worthwhile local publicity and 
national recognition. ; 

Some of these winners will be 
proprietors of very small busi- 
nesses. Some will be located in 
the country and in small towns. 
Some will present, in their en- 
tries, only one single idea — not 
unusual in itself — which they 
have utilized successfully. 

If you want to be one of those 
winners, the thing to do is to 
enter now. An article on page 86 
shows, in pictures, how one deal- 


er prepared his entry. Look that 
report over and take, today, the 
following simple steps: 

1. Sign the entry form on this 
page and mail it in now. 

2. Send also any photographs, 
newspaper tear sheets, testimo- 
nial letters or anything else 
which shows you are doing a 
good merchandising job. 

3. In your own words and on 
your own letterhead, write a brief 
statement on the merchandising 
methods you are using which 
have brought you the most sales. 
Writing style will not count— 
only the things you say. (If you 
prefer not to write the statement, 


send us only the entry form and 
we will airmail you a question- 
naire form which will assist you 
by serving as a check-list.) 

That’s all there is to it. Simple, 
easy and requiring—at most—no 
more than an hour and a half of 
your time. 

It is a fitting coincidence, we 
believe, that the Merchandising 
Contest—with its emphasis on 
modernization and remodeling— 
comes to a culmination point just 
at the time when national empha- 
sis shifts from new construction 
to remodeling and repair. The 
contractor-dealers who have 
pointed their activities, during 
the Contest, to remodeling sales, 
now find themselves in the best 
position to take advantage of the 
“Get Your House in Order” cam- 
paign. See below. 


PISS S SS SS SSS SSS SSS SSS SSS SSS SSS SSS SS SSS SSeS sss sees 


To: Domestic Engineering 
1801 Prairie Ave. 
Chicago 16 


Send me full details: 


COMPANY 


ADDRESS 


Pet2 ee ees ese eee ee eee eee eee 


| want to participate in the merchandising contest. 


ENTRY FORM 


SSS BSR SBS SFB TOSSES SSP TSS SKS SRV See ee ew we ew Se 





ONCE AGAIN our industry must 
pause to examine a new set of 
conditions imposed by a rearm- 
ament program. Plans must be 
drawn for action which will make 
the greatest contribution to the 
national welfare and, at the same 
time, safeguard our own section 
of the economy. These represent 
objectives set up by the President 
in his recent mobilization mes- 
sage to the Congress. He made 
two significant statements: 

1. “We should adopt such di- 
rect measures as are now neces- 
sary to assure prompt and ade- 


Where Do We Go from Here? 


The slogan, ““Get Your House in Order’, 
points the way for our industry 


quate supplies of goods for mili- 
tary and essential civilian use.” 
And: 

2. “The economic measures we 
take now must be planned and 
used in such manner as to de- 
velop and maintain our economic 
strength for the long run as well 
as the short run.” (Italics ours.) 

Taking up sentence (1) above, 
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it is immediately apparent that 
many manufacturers of plumb- 
ing, heating and air conditioning 
will be expected to reconvert at 
least part of their facilities to the 
production of shells, guns and 
other direct instruments of war. 


At the same time, we may hope 
and expect that the normal peace- 
(Please turn to center of page 88) 


































~ 1% HOURS OF YOUR 
~TIME FOR A $2500 
MOTOR TRUCK? 


gr 








__/of one of 180 other valuable 
q prizes being offered in the All- 
Industry Merchandising Contest? 


Here’s a simple step-by-step method 
for submitting your entry. But you'd 
better hurry—deadline is August 31 


You CAN qualify to a valuable prize in the Contest 











win a valuable prize in the All- 
Industry Merchandising Contest 
by spending just 90 short min- 
utes. To prove that it takes rela- 
tively little effort and time to 
put yourself in front of the Con- 
test judges, let’s take the recent- 
ly received entry of a typical 
moderate size contractor-dealer. 

Joe Watson, a plumbing and 
heating contractor of Edgerton, 
Wis. (pop. 3500), grosses about 
$75,000 worth of business yearly, 
and employs two journeymen 
and an apprentice. Joe, we'd 
say, is typical of the thousands 
of contractor dealers in large 
and small cities who could win 


by spending a few minutes gath- 
ering the necessary evidence and 
sending it to the Contest editor 
right away. (Contest deadline is 
August 31, 1950.) 

Watson does domestic and 
industrial work on both wet and 
warm air heating. He has a well 
laid out small showroom and 
sells appliances off the floor. He 
ties in with a fuel oil dealer for 
heating prospects, and with a 
well-digger for water system 
sales, on a reciprocal basis. 

Joe sent us this information in 
a brief letter—to which he at- 
tached pictures 6f the inside and 
outside of his showroom. He al- 
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Entry Blank — Joe Watson, of 
— Edgerton, Wisconsin, fills out contest 
entry blank, initial step for officially join- 
ing the All-Industry Merchandising contest. 





(5) Inside picture of showroom 

~~ — is necessary to show the merchan- 
dising techniques and physical equipment 
he uses to stimulate and bring in sales. 





9) Planning a heating layout — 

a picture demonstrating the practices 
used in making an installation is a good 
entry addition as it shows engineering. 


so sent samples of the advertising 
and direct mail pieces he uses, 
as well as pictures of his best 
jobs (before and after photos) 
and pictures of his shop and 
storeroom area. Most of these 
pictures are shown above, where 
Joe is shown with a photographer 
friend in the act of showing him 
what photos to take. 

Joe Watson is a good citizen, 
and he proves it by citing the 
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Questionnaire — Joe supplies 
information for secretary to type into 
blanks of the merchandising contest ques- 
tionnaire giving brief business history. 





Merchandising ideas — Joe 
checks over his file of customers, a 
merchandising and sales feature which he 
will remember to mention for the contest. 





Sheet metal shop — Watson 
has a picture taken of his shop, fea- 
tures of which show he handles both wet 
and dry heating to do an all-round sales job. 


work he does in the community 
to improve its welfare. He’s an 
executive member of the Boy 
Scouts, and he gets lots of free 
publicity from the plumbing and 
heating labor he donated to the 
beautiful Boy Scout camp on the 
Rock River a few miles from 
town. See picture No. 11 above. 

Of course, the first thing Joe 
did was fill in the Contest 
entry blank. You can do the 





(3) Tearsheets — and other samples 

“of advertising, such as handbills, di- 
rect mail cards, are prepared for mailing 
to the judges well before deadline date. 





(7) Sales — Watson demonstrates 
“how he uses his display appliances in 
the showroom for making sales necessary 
to prove success, an important point. 





(iN) Publicity — Mentioning his do- 
nation of labor for shower and wash 
basin installations in a Boy Scout camp is 
good selling and a local prestige builder. 


same—it’s on page 85—send it in 
today. Then he received valu- 
able free posters and other wall 
displays—and a brief question- 
naire from Domestic ENGINEER- 
ING. He filled out the question- 
naire and sent in the rest of the 
material mentioned. You don’t 
have to wait to get the question- 
naire. You will get the sales 
material when we receive your 
entry blank, and you'll save time 
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4) Outside picture of show- 

room — to show his place of 
business and what he does with it, Watson 
has a picture taken of the store front. 





(g) Telephone canvass — Con. 

‘tractor Watson poses at telephones 
to illustrate for the contest his selling by 
phone techniques, a business building method. 





()) Mailing the entry — the final 
is/ ° Pt P ‘ 

step is putting the materials into an 
envelope and mailing them’ to Domestic 
Engineering, care of your Contest editor. 


by sending in the rest of the mer- 
chandising information about 
your operations as described, 
along with the entry blank. 

In addition, pick out a sample 
of your modern letterhead, and 
tell, in your own words (never 
mind about the King’s English, 
that’s what we have editors for) 
just what you do to get more 
sales and win new customers. 


AND DO IT TODAY! 






































Washington Report 


Here’s what the U. S. is doing to prevent 


serious shortages of basic materials 


WasuincTon, D. C.—When the 
war powers bill reaches Capitol 
Hill, it is likely the plumbing and 
heating industry may want to 
support an amendment which 
will be offered in behalf of a 
number of other industries. It 
proposes that a reasonable effort 
be made by government adminis- 
trators to consult with industry 
before undertaking any regula- 
tory or restrictive actions affect- 
ing those industries. Industry 
advisory committees were set up 
in the last war, but they were not 
always consulted when restric- 
tive regulation were being for- 
mulated. The indutries which 
are ready to add this provision 
to the war powers bill are doing 
so because they believe the war 
effort can be furthered. 


The Supply Is Better 


Shortages of basic materials 
should not be as great as they 
were when we were last faced 
with an emergency, because of 
our stockpiling program. The ob- 
jectives of this program have, in 
some instances, been more than 
50 percent accomplished. Of cer- 
tain strategic materials necessary 
to an emergency we have as 
much as three years’ supply, 
based upon war use in World 
War II. On the other hand, there 
are some serious shortages. The 
situation with respect to such an 
essential metal as tungsten is re- 
garded with some concern since 
our two first sources of supply 
were China and Korea. 

In the case of copper, important 





to the plumbing and heating in- 
dustry, the supply situation may 
be better than it was from 1941 
to 1945. One of the more import- 
ant pieces of business now before 
Congress is a bill to extend the 
suspension of the import tax on 
copper which has been coming 
into this country duty free dur- 
ing and since the last war. Since 
last June 30, however, this im- 
port tax, which amounts to 2 
cents a pound, has been reim- 
posed because Congress could 
not agree to extend the suspen- 
sion before the expiration date. 
It is now expected that an exten- 
sion for one year will be ap- 
proved before long. The continu- 
ation of free entry of foreign 
copper has been suported by the 
brass mills, who told Congres- 
sional committees they would be 
greatly curtailed in their opera- 
tions if any restrictions were 
placed upon imports. The Admin- 
istration said that if the 2 cents 
tax were restored it would have 
a disastrous effect on the econ- 
omy of Chile where the bulk of 
our foreign copper originates. 


Copper Production 

At the present time, according 
to such agencies as the Bureau of 
Mines and the State Department, 
there is a deficit of 300,000 tons 
annually in our copper supply. 
We are now prducing from do- 
mestic mines about 850,000 tons 
of copper per year. During the 
last war, our production was 
over one million tons. We have 
been stockpiling copper during 
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the past year at the rate of 20,000 
tons per month. 

A survey of our present ability 
to meet a production emergency 
indicates that industry and the 
American consumer will not 
have to take the beating they 
were forced to undergo in World 
War II when we were caught 
without preparation for allocat- 
ing these materials. Post war 
planning has been directed at 
provision for production of con- 
sumer goods on a larger scale 
than in the last instance. 





Where Do We Go from Here? 


(Continued from page 85) 
time products of our industry 
will be recognized as essential to 
the direct defense effort and es- 
sential to civilian health, safety 
and morale. It will be remem- 
bered that, last time, the war 
agencies did recognize the essen- 
tiality of plumbing and heating 
but they did it belatedly, after 
perhaps too large a percentage of 
the industry’s war production 
had been converted to other uses 
which, in some cases, turned out 


Make This 


ReEsuMING where we left off in 
the last war, Domestic ENGINEERING 
again is serving as information 
headquarters, on defense problems, 
for both our industry and govern- 
ment agencies. 

On the very first day following 
the President’s mobilization mes- 
sage to Congress, Domestic EN- 
GINEERING sent a fact-finding letter 
and questionnaire to every manu- 
facturer of record in this industry. 
The results of the survey will be 
made available to government 
agencies to assist them in allocat- 
ing materials for defense and for 
essential civilian needs for plumb- 
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to be no more important to the 
war effort. 

It will be remembered, for 
example, that this publication 
spearheaded a drive which ob- 
tained an allocation of seven mil- 
lion pounds of copper for heating 
controls to save fuel. The metal 
was available and the allocation 
was cheerfully made but, as it 
happened, the production facil- 
ities were occupied with other 
items. Consequently, the project 
was delayed, with proportionate 
detriment to the war effort. 

With a well organized plan and 
a unified viewpoint, our industry 
can help the new war agencies to 
avoid the mistakes of a decade 
ago. Domestic ENGINEERING will 
be glad to serve as a fact-gather- 
ing agency in such a program. 

It is important to remember, in 
this connection, that until and if 
a major war exists, our industry 
should not fear the words “prior- 
ities” and “allocations.” Insofar 
as essential civilian needs are 
concerned, our industry should 
command the priorities and re- 
ceive the allocations. 

Of the ten billion dollars asked 
by the president, only a small 


percentage would be used to 
prosecute the Korean war. Most 
of the money would be used to 
prepare for a much larger event 
which might, or might not, occur 
in the foreseeable future. The 
idea is all included in the one 
word, “preparedness.” Therefore, 
it is reasonable to examine all 
fields of activity of our own in- 
dustry which can contribute to 
preparedness. 


How to Get Facilities in Shape 


For one thing, preparedness re- 
quires that the physical facilities 
in this country be in good operat- 
ing condition, including indus- 
trial plants, commercial struc- 
tures, institutional buildings and 
homes. Only by putting these 
facilities in good condition now 
can it be assured that, in more 
stringent times, they will not re- 
quire big outlays of labor and 
materials for maintenance. The 
thought of our industry today 
should be to get these jobs out of 
the way quickly so as to clear the 
decks for possible emergencies 
later. In other words, our advice 
to customers should be, “Get 
your house in order, now, while 






materials and manpower are 
available.” 

The idea is parallel in many 
respects to a campaign waged 
shortly before World War II by 
the Federal Housing Administra- 
tion. The FHA program included 
a number of window banners 
carrying such slogans as, “Repair 
for Defense” . . . “Defense Calls 
for Home Repairs” . . . and “Make 
Your Home Economical . 
Sound .. . Rentable.” The plan 
included loans to home owners, 
under Title I, for the necessary 
plumbing and heating equipment 
and labor. 

The “Get Your House in Or- 
der” campaign, now suggested by 
Domestic ENGINEERING for the 
plumbing and heating industry, 
has all of the advantages of the 
earlier FHA plan and, in addi- 
tion, ties in directly with point 
(2) in the president’s statement 
which is quoted above. 


It will maintain the economic 
strength of the plumbing and 
heating industry until the time 
when all energies are directed 
toward war or—more happily— 
until the emergency is abated 
and a free economy returns. 





Your Headquarters for Information... 


ing, heating and air-conditioning. 

Already, however, the survey 
has proved its practical value by 
demonstrating the fact that manu- 
facturers are currently producing 
enough equipment to support a 
full-scale remodeling program for 
homes, industries, institutions and 
commercial establishments (See 
“Get Your House in Order” cam- 
paign on page 85). On the basis 
of present conditions, and allowing 
for some curtailment of new home 
construction, manufacturers should 
continue to meet remodeling needs 
in the future. 

Question Number 7 on the ques- 


tionnaire was: “At what percent- 
age of total capacity are you now 
producing plumbing, heating and 
air conditioning products?” 

The first scattered group of re- 
turns on this question, which have 
been analyzed, show that almost 
half (41 percent) of the manufac- 
turers of plumbing, heating and air 
conditioning are currently produc- 
ing at full capacity, to turn out the 
biggest volume of these products 
in history. 

Among the remaining 59 percent 
of the manufacturers, additional 
capacity is available to turn out 
products for essential civilian 


needs. Twenty percent of the first 
manufacturers replying are pro- 
ducing at less than full capacity, 
but at more than 75 percent of 
their maximum rate. An addi- 
tional 22.5 percent are producing 
at rates from 50 to 75 percent of 
maximum capacity. 

Upon the basis of these early 
returns, the following conclusion is 
obvious and significant: 

The capacity of our industry to- 
day is so great as to permit suffi- 
cient production of plumbing and 
heating, along with a reasonable 
amount of conversion to direct war 
production. 























He has a 


Store Full 
of Ideas... 


Jimmie West hasn’t done a new construction 
job in 15 years, but he’s built up a quarter 
million dollar annual business just the same. 


How? Store sales, repair, modernization work 


At right: Attractive showroom of Jimmie West has plenty of signs and leaves no doubt as 
to the nature of his business or products offered. Below: Symbolic of the many operating 
displays in the showroom is the “live” faucet and shower head demonstration shown here. 
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Wir present restric- 


tions on new construction, many 
contractors will be shifting em- 
phasis to store sales, moderniza- 
tion and repair work. 

Out in Los Angeles, Jimmie 
West, the “One Trip Plumber,” 
hasn’t installed a new job in 15 
years—but he’s developed some 
workable ideas on merchandis- 
ing that have helped him to 
build up a quarter million dollar 
annual volume just the same. 

Most of the ideas center in 
and about his 4000 sq ft show- 
room, located on South Vermont 
Avenue in residential Los Ang- 
eles. The ideas start right on the 
outside where plenty of signs 
clearly announce his business 
and his wares to all passers-by. 
The billboard-type sign on the 
roof readily catches the eye of 
motor traffic on busy Vermont 
Avenue, while neon signs above 
the windows and banners in the 
windows themselves tempt foot 
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traffic to enter the showroom and 
see the products mentioned in 
the signs. 

Once in the showroom, visit- 
crs receive an immediate impres- 
sion: that any plumbing item or 
appliance they might wish to 
buy is there for them to see. 


Nothing Under the Counter 


The reason for the impression 
stems from a Jimmie West slo- 
gan, “Nothing Under the Coun- 
ter”—there’s no back room full 
of crated goods—they’re all on 
display up front. A long line of 
ranges for all to see, a veritable 
forest of water heaters to choose 
from, complete kitchen and bath- 
room displays, a small goods 
merchandiser, a jar rack with 
rows and rows of jars each filled 
with small parts and numerous 
counter displays are designed 
to “show all” and bring the 
merchandise out in the open. 
“Nothing Under the Counter” 


pays off to the tune of a $1000 
monthly gross on small parts 
alone — a business some might 
miss by hiding fixtures and 
washers away in bins. 

Jimmie West is a firm believer 
in live displays as potent sales 
getters. Displays range all the 
way from hooked-up automatic 
washers and other appliances 
to a live faucet display demon- 
strating different faucets in ac- 
tual operation (see cut at left). 
“Live displays are an absolute 
must for effective merchandis- 
ing,” Jimmie West declares. 

Impluse buying comes in for 
a lot of attention in the West 
scheme. One purchase leads to 
another under this set-up. The 
small goods merchandiser, the 
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jar rack of small parts and num- 
erous counter and floor displays 
are all geared to promote im- 
pulse buying. He even has a 
floor rack of electric bulbs in 
all sizes — a natural for impulse 
buying. “We encourage custo- 
mers to browse around and as 
often as not a small purchase 
here and there leads to a larger 
sale,” Mr. West reports. 

Jimmie West is a “specialist.” 
In an age when many a con- 
tractor is grabbing the gravy in 
new construction this Domestic 
ENGINEERING dealer specializes 
in repair and modernization. 

In 1922, when his father, James 
M. West, began the business 
down the street from the present 

(Please turn to top of next page) 


Merchandising Checklist — to help you 


reappraise your business building methods . . . 
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(see p. 93) 
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Above: Impulse buying is encouraged in the Jimmie West store by the electric light bulb 
rack (at left), and the rows of jars filled with small parts in plain view behind the counter 
(center). Purchases of small items like these often lead to larger sales, Jimmie says. 





Above: Another feature of Jimmie West’s “Nothing Under the Counter” technique of sell- 
ing is this small goods merchandiser—complete with bathroom fixtures, chrome accessories 
and many other eye-catching items. Note the attendant’s uniform with company name on back. 


Below: With this array of water heaters, it’s impossible for a customer to say: “Sorry, but 
you haven’t the kind | want.” Fifty water heaters, representing eight different brand 
names, are stocked in the store. That’s Jimmie West himself, looking over a cutaway model. 











(Continued from page 91) 
location, they took on some new 
work, but last year, like every 
year in the past 15, the 3500-5000 
jobs the company’s seven master 
plumbers handled were repairs 
and modernization. 

Back of his penchant for this 
type of work, is a simple, yet 
realistic merchandising theory: 
that in any town of 10,000 or 
more you can carve out an envi- 
able business in the repair and 
modernization field. 

“The secret is in working your 
territory to the limit. We know 
that there are jobs inside of just 
about every home within the two 
or three mile radius we concen- 
trate on. Plenty of jobs — so 
we comb the area and we do it 
well,” Jimmie West declares. “If 
you’ve got 10,000 customers on 
the books — old customers who 
come back for more — you’ve 
got all the work you can handle.” 


Neighborly Approach 

To back up his chosen field, 
the Los Angeles contractor be- 
lieves in an informal, neighborly 
approach. The company went in- 
formal legally many years ago 
when it changed its name from 
“James M. West” to “Jimmie 
West.” That puts the customer on 
a friendly basis from the start. 
It gives them the feeling you’re 
just a neighbor, which is what 
an organization should try to be. 
That informal “Jimmie” has 
given him a merchandising edge. 

Informality in the company 
has also been carried over to 
employee relations. His plumbers 
figure the job, write out the bills 
and collect the money. This gives 
the men, Jimmie says, a personal 
interest in each job. His sales- 
men on the floor are on a straight 
salary with an added commis- 
sion. As a result they’re just as 
eager to sell a faucet washer as 
an automatic washing machine. 

Informal meetings are held at 
frequent intervals to discuss all 
aspects of the business — includ- 
ing profits and losses of the firm. 
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“That way, the staff knows 
whats going on and you have 
their confidence. Once you’ve 
achieved that, you’re on the road 
to cooperative relationships—and 
better merchandising,” Mr. West 
states. 


Salesmen Act as Buyers 


Store operations are depart- 
mentalized in the company’s 
system. Each salesman is assign- 
ed a department for which he 
is entirely responsible — he even 
acts as buyer. “Outside salesmen 
may take me to lunch,” says 
Jimmie West, “but when they 
get down to the business of sell- 
ing us, they’ve got to see one of 
my salesmen.” One salesman 
buys small parts; another, water 
heaters; another, home appli- 
ances, etc. This has proven 
highly successful from the stand- 
point of store efficiency as well 
as employee relations. Naturally, 
Mr. West exercises a supervisory 
prerogative for the overall pic- 
ture. 

To follow through on its theory 
of working the trading area to 
the limit, the company has a well 
planned advertising program, 
with an intensive direct mail 
campaign as the chief medium. 
Some years ago Jimmie West 
decided he wasn’t getting the 
most out of his advertising, so 
he consulted an agency. He wasn’t 
sure that it was a smart idea, 
or that he could even afford it, 
but the director of the agency 
told him “when I need a plumber, 
I call a man who knows plumb- 
ing; if you need advice on ad- 
vertising, see a man who knows 
advertising.” From that grew 
a working agreement by which 
Jimmie agreed to pay $100 a 
month retainer to the agency. 


Agency Handles Mailings 


For this, he gets professional 
service. Today they make up his 
mailings, address and print them, 
and bill him only the agency’s 
actual production cost. 

(Please turn to top of page 187) 


VERE RERE EERE ESER ER EER ERE SEER SES eee ee eee ee ee ee ee ee ee ee ee 


‘See eepeunenEE EE SE 


1—A retail showroom: 


Program Set Up by Jimmie West 


This checklist will help you reappraise 
your business building methods 


Jimmie West Uses 


It serves as head- 
quarters for the goods and services Jimmie 
West has to offer. A billboard-type sign 
on the roof, neon signs above the windows 
and banners in the windows themselves 
tempt auto traffic to stop and foot traffic 
to enter (see photo, page 91). 


2—Operating displays: They enable prospects 


to see at a glance the salesworthy features 
of automatic dishwashers, food waste dis- 
posers, kitchen ranges, automatic washers, 
and a wide range of small appliances and 
accessory items—even to faucets and show- 
er heads (see photo, page 90). 


3—A slogan, “Nothing Under the Counter,” 


to encourage impulse buying: The small 
goods merchandiser shown in the center 
photo on the facing page, the jar rack of 
small parts (top of facing page) and 
numerous counter and floor displays— 
featuring everything from light bulbs to 
faucet washers—are all geared to promote 
impulse buying. “As often as not, a small 
purchase here and there leads to a larger 
sale,” Jimmie West says. 


4—Specialization: Jimmie West specializes in 


plumbing repairs and modernization. He 
hasn’t installed a new job in the last 15 
years—and he never intends to. The secret 
of success in this field is to work your 
territory to the limit. How he does it is 
told in the article. 


5—Good customer relations: To get the most 


out of the repair and modernization field 
the Los Angeles contractor-dealer believes 
in a neighborly approach. The company 
went informal legally many years ago when 
it changed its name from “James M. West” 
to “Jimmie West, the One Trip Plumber.” 
That put his relations with customers on a 
friendly basis right from the start—giving 
them the feeling that he’s a good neighbor, 
which tends to build confidence. 


6—Good employee relations: Journeymen and 


salesmen alike are encouraged to view 
themselves as “partners” in the Jimmie 


(Checklist continued on top of page 187) 
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Jor CHRISTNER, average plumb- 
ing contractor, sized up the lawn 
sprinkler business last month 
with this observation: “Here’s a 
big market, virtually untouched, 
just waiting for the plumbing 
contractor to step in and reap a 
profit. It’s a logical field, because 
he’s already familiar with the 
tools and techniques required to 
make the installation, and he’s 
equipped by training to provide 
adequate protection against the 
possibility of back-siphonage.” 
Joe wasn’t trying to convince 
himself, because he’s been selling 
lawn sprinkler systems to Rich- 
mond, California, homeowners 


for more than two years, and has 
seen his business double and then 
triple during that length of time. 
What Joe does want to do is to 
share his knowledge of the lawn 
sprinkler market with other 





It’s a profit-making business, he says, and 
it belongs to the plumbing contractor. What 


more is needed for an energetic selling job? 


members of the plumbing indus- 
try. We reminded Joe that an 
article of this kind might inspire 
others to enter the field, and that 
such competition would then be 
able to benefit from his experi- 
ences in selling, design and in- 
stallation. Joe replied simply: 
“The more good competition, the 
better. Experience has shown me 
again and again that one good 
installation sells another. In other 
words, more contractors making 
more installations will mean 
more prospects and more custom- 
ers ... for everybody. Like the 
snowball rolling down hill, it gets 
bigger and bigger.” We asked Joe 
if he meant that someday lawn 
sprinkler systems would become 
so universally accepted that all 
new homes would be equipped 
with them, just as the homes of 
most speculative builders are 
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equipped today with modern 
bathroom fixtures, sinks and cab- 
inets. Joe said that he did. 

He had a bit of advice for con- 
tractors who have not yet added 
lawn sprinkler systems to their 
list of promoted lines: “If you do 
go into this business, remember 
two things. First, let your cus- 
tomers know, by aggressive pro- 
motion, that you handle this spe- 
cialty item, and what it can mean 
to them from the standpoint of 
time, labor and money saving 
benefits . . . and better looking 
lawns. Second, make sure that 
every job is engineered and in- 
stalled 100 percent perfect. It’s a 
high quality business, and if it’s 
to reach its full stage of develop- 




















ment, it must be kept that way.” 

Joe called attention to oppos- 
ing viewpoints regarding the best 
market for lawn sprinkler pro- 
motion. Some dealers believe, he 
said, that high income families 
provide the best source of pros- 
pects; others, that aggressive 
promotion to moderate income 
residential areas is best, because 
it offers the likelihood of volume 
business. All agree, of course, 
that the trend to outlying areas 
by industrial plants, where there 
is ample room for extensive land- 
scaping, offers a lucrative and 
continuing field. 

As far as Joe is concerned, he’s 
an exponent of the “lower cost, 
bigger market,” school of thought. 


To put it simply, he keeps instal- 
lation costs as low as possible, 
consistent with high quality, and 
thereby broadens the market. 
Actually, Joe says, there’s plenty 
of business available in any mar- 


ket—it’s just a matter of going 
out to get it. 

Let’s see how Joe has built his 
reputation—and a volume busi- 
ness—as “Your Lawn Sprinkler 
Specialist.” See following pages. 


. IF YOU'RE NOT FROM THE SOUTH, READ THIS 


Rain making, by modern methods, is catching on. This was revealed 
last month by a nation-wide survey of Domestic Engineering readers, 
who reported that homeowners are turning more and more to sprinkler 
systems as the best way to water a lawn. 


It was noted that sales are booming, not only in the south, but in 
states with short summer seasons and normal rainfall as well. 


In Chicago, for example, the A. C. Oughton Company, national 
manufacturer of sprinkler system components, reported that its mid- 
western and eastern dealers are installing 30 percent more systems 
this year, at the present rate, than in any previous 12 month period. 


This proves nation-wide appeal . 
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. and profit potential. 
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When necessary, Joe Christner makes a cold canvass to 
round up new customers. Here, he’s telling a Richmond. 
California, housewife that she can put that hose away for- 
ever, if she buys one of his lawn sprinkler installations. 


1 





If it appears that the prospect is on a budget, Joe forti- 
fies his presentation with a complete explanation of the 
FHA method of financing. Here, the customer is sign- 
ing a loan application, after the sale has been closed. 


How Joe Christner 
Lawn Sprinkler Systems 


Sells 





Equipped with photos and literature, Joe creates desire for 
a lawn sprinkler system by showing the housewife its vari- 
ous time and money saving benefits. Chances are she'll 
invite him to call back later when her husband is home. 





To prove that he’s interested in the satisfactory perform- 
ance of all installations made by the Christner Plumbing 
Company, Joe makes proper adjustment after the job is 
in. It leads to word-of-mouth advertising and more sales. 


Some CALIFoRNIANS will give 
you 2 to 1 odds that Joe Christner 
can sell a lawn sprinkler system 
to any homeowner with a plot of 
ground ranging in size from a 
window box on up. 

It’s not that Joe’s a high pres- 
sure man, he isn’t, though he does 
have the attributes of a good 











There’s no single way to success in the 
sprinkler business, according to Joe. It 
takes a combination of several business 


building ideas—all worked to the limit 
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salesman—he’s neat, congenial, 
informal and conscientious. Be- 
yond that, and most important, 
Joe knows his product—and he’s 
equipped to show his customers 
what it can mean to them from 
the standpoint of time, labor and 
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In the evening, Joe gives both husband and wife the same 
sales presentation that he gave to her in the afternoon. 
The photos show installations in color, which highlight 
the beautiful lawns made possible by a sprinkler system. 





The best inquiries, according to Joe, come from this 18 
by 26 inch sign—which proclaims to every passer-by that 
Christner Plumbing Company made the quality installa- 
tion. The sign usually remains on the job for two weeks. 








Lawn Sprinkler Systems 


pe 





© free estimate 
@ time payments 


@ free planning service 
@ work guaranteed 
Now You Can Keep Your Lawn Beautiful 

with Showers at Your Fingertips... 
Scientifically Installed, Without Damage, by 
Specialists Before or After Your Lawn Is Planted 


Save Time * Work * Water * Worry » Money 


We can show you, without cost, how our 
lawn sprinkler specialists can actually save 
you money...and at the same time make your 
lawn more beautiful than ever before . . . 
Give us a call today. No obligation, of course. 


No money Down 3 Years to Pay 
As Little as $4.00 per month 


Christner Plumbing Co. 


“Your Lawn Sprinkler Specialists” 


968 Thirty-Sixth Street Tel. Richmond 5309-J 
Richmond, California 








The newspaper ad reproduced here (about 2/3rds actual 


| size) is typical of Joe Christner’s promotion to middle in- 


come markets. It features the advantages of a lawn 
sprinkler system, its relative low cost and easy payments. 





money saving benefits . . . and 
better looking lawns. 

There’s no single way to suc- 
cess in the lawn sprinkler busi- 
ness, according to Joe, unless it’s 
the ability to perform high qual- 
ity installations. That’s basic, he 
says, because a quality installa- 
tion that is seen by many people 
who associate it with the lush, 
green lawn that it’s working on, 
is the best source of inquiries. 
Conversely, a poorly engineered 
installation will result in a dam- 
aged reputation and lost business. 
On nearly every job, Joe places 


an 18 by 26 inch sign in a promi- 
nent part of the lawn, citing the 
fact that this installation was 
made by Christner Plumbing 
Company (see photo 6, above). 
The sign usually remains for two 
weeks or so, subject to approval 
by the homeowner. 

Joe utilizes several other con- 
ventional methods of selling too, 
but gives them individual twists 
of his own. 

For example, on cold canvass 
calls he doesn’t ring the doorbell 
and then remain in the same posi- 
tion while waiting for the house- 
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wife to answer. He turns his back 
and steps away from the door a 
few feet. “Ordinarily,” Joe says, 
“people will look through a crack 
in the door and, if they think you 
are trying to sell them something, 
very often won’t even give you a 
chance to tell what it is. 

“But with this technique, I find 
they are likely to open the door 
just a little further, in order to 
ask what you want. Then I turn 
around to say: ‘Oh, hello. I was 
just admiring your lawn. The 
roses over there are especially 


(Please turn to center of next page) 









































At right: Joe Christner has two 
bright red shops-on-wheels. 
They act as rolling billboards, 
9 and motorists who see them on 

the job, later associate the ex- 
pert lawn sprinkler installations 
that spring up wherever the 
trucks are seen with the com- 
pany name. Immediately under 
the Christner Plumbing Com- 
pany name is the slogan, “Your 
Lawn Sprinkler Specialist.” 


How Joe Christner Sells 
(Continued from preceding page) 


nice.’” With the inherent pride 
that most homeowners have in 
their yards, this puts them in a 
receptive frame of mind, and the 
rest of his sales presentation is 
easy. This technique works well 
in California and similar states 
where there is a profusion of 
flowers for many months of the 
year; in other areas, reference 
can be made to shrubbery, lawns, 
evergreens, etc. 

Joe continued with his story: 
“I’m Joe Christner of the Christ- 
ner Plumbing Company, and I 
stopped by because your yard 
looks so nice. We’re putting in 
several lawn sprinkler jobs in 
this neighborhood, and I wanted 
to find out if you’ve ever consid- 
ered a lawn sprinkler system for 
your own yard.” 

Usually, a positive approach 
of this kind gets the housewife to 
admit that it had been consid- 


ered, but overruled because of 
cost or some other reason. This 
gives Joe an opportunity to ex- 
plain that a system would prob- 
ably cost considerably less than 
they had supposed, and he would 
be happy to show some fig- 
ures to prove his point. With that, 
he opens his portfolio of pictures 
and shows the’ housewife several 
past installations made by his 
company. He shows jobs in prog- 
ress, and points out how his time 


At left: During the sales pres- 
entation, Joe often exhibits pic- 
tures such as this one, which 
$ shows a lawn sprinkler installa- 
tion in progress. It enables him 
to demonstrate the time saving 
techniques used on a typical 
job. For example, he can illus- 
trate how one man stakes out 
the lawn, while another does 
the digging, a third the pipe 
cutting and threading, a fourth 
the laying and joining, and a 
fifth, replacing and tamping 
the sod in its original position. 






saving techniques of installation 
enable him to do the job at a rea- 
sonable cost. And how, with a 
lawn sprinkler system, the home- 
owner can accomplish in less than 
10 minutes a day what it now re- 
quires four hours to do. He pro- 
duces figures which show that 
less water is required with con- 
trolled sprinkling; and colored 
pictures which prove that scien- 
tific watering results in longer 
(Please turn to top of page 230) 





NEXT MONTH... 


How to design and install 
lawn sprinkler systems- 


Including the bill of materials for a 
typical job and the list of parts and 
tools needed for a lawn sprinkler shop- 


on-wheels ... 
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~ ACCOUNTING 


..-for Profits 


Bookkeeping problems disappear for plumbing and heating 


contractors with this simplified, practical approach wherein 


easily-kept records flow into accurate, comparative statements 


ContTRACTOR-DEALERS today demand 
accounting that is far more than mere recording 
of past history. Facts and figures of a business 
must be a tool which enable the contractor to ad- 
just for conditions as they arise and to plan future 
activities with foresight based upon known facts. 

The need for this type of accounting is empha- 
sized in this letter from a contractor in Texas. It’s 
typical of the many received which express this 
same general problem: 

“To the Editor: 
I feel that the bookkeeping system I am now 








——— 


using is inadequate. I often need comprehensive 
financial reports at relatively short notice, but 
can’t seem to get them without a lot of time and 
trouble. I’m no accountant and furthermore, I’m 
too busy managing the business. I need a system 
that’s easy to understand and simple enough to 
handle so that the girl in my office can keep books 
besides taking care of other duties.” 

That’s a tall order—but it can be done. This ar- 
ticle, the first in a series on accounting, will help 
contractors by introducing a system designed to 

(Please turn to top of page 101) 
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Flow chart indicates how the four basic forms of the system simpli- 
fy the accounting procedure. Contractor's check duplicate and re- 
verse side (2 & 3 above) flow into daily, weekly and monthly reports 


(6, 7 & 8) until the results become part of comparative balance 
sheet (9) and profit and loss statement (10). Since each form is 
an integral accounting record, posting to ledgers is eliminated. 
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ANYTOWN , U.S.A. 






RECOPC OF 


THE ATTACHED CHECK 1S IM FULL SETTLEMENT OF sTEMS LISTED ABOVE 


ANYTOWN PLUMBING & HEATING CO. ) 


When suppliers’ invoice (1) is up for payment, check form be- 
low is filled in. Duplicate is made out at same time since forms have 
carbon inserted. Check form is also used to handle payroll records. 
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CENTRAL BANK 
ANYTOWN, U.S.A. 
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On the back of the check duplicate (3), payment is 
noted next to its account. This controls all disbursements 
by check. Cash from store sales (4), job tickets (5), 
and cash pay-outs are totalled on a daily form (6). 
These accumulate for any convenient period, usually a 
week. In procedure step 2, a blank summary (same as 
6) is placed at the right edge of a peg bar. Daily re- 
ports, followed from right to left by check copies, are 
shingled to expose amount columns. They are then 
cross-added and totals are written on weekly report (7). 
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(Continued from center of page 99) 
streamline bookkeeping procedures for firms of 
various sizes. Designed for small businesses with 
annual volume of $50,000 to $100,000, it will op- 
erate successfully wherever the number of checks 
written per week is not too great. Subsequent 
articles will show in detail how this system works 
to give you cost control, how it handles accounts 
receivable, financial reports and so on. 

A look at the flow chart on the opening page 
gives you an idea of the simplicity of the system. 
This complete accounting set-up is made up of 
four basic elements, indicated by various num- 
bers in the illustration: 

1—Duplicate check (2 in flow chart), which 
takes a definite part in the flow of figures in this 
system as contrasted to the ordinary bank check. 


OO0O00000 


ACCOUNTS ) AMOUNT 


NET SALES 


2—Report and summary form (6, 7 and 8), 
which is used to make periodic reports on the 
business. 

3—Comparative balance sheet (9). 

4—Comparative profit and loss statement (10). 

Invoice forms (1), sales slips (4) and job tick- 
ets (5) are parts of any bookkeeping procedure. 

Accounting with this system is divided into two 
stages: daily business transactions are recorded 
by writing checks and by preparing a daily report; 
periodic summaries are made to secure data for 
financial statements. 

The daily procedure is simply to make out a re- 
port (same as 6), which is a combination cash 
register report and daily business summary. Pro- 
vision is made for recording cash and charge sales, 
collections on account and cash payments for mer- 


(Please turn to top of next page) 


OOQO00000 


ACCOUNTS NO AMOUNT 


A / 


: : # 3676 | 
The third step : ee Taal 


takes place at the 
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to the daily re- 
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chandise, supplies and services. In other words, 
this report takes care of all sales and receipts and 
those disbursements not paid by check. 

Arrows in the illustration indicate how records 
flow from form to form to finally give the con- 
tractor a complete, up-to-the-minute report on the 
status of his business. Let’s follow a typical tran- 
saction to see how this works. 

We'll say the Anytown Plumbing and Heating 
Co. purchased some goods for stock. The invoice 
(1) is received and payment is okayed. 


The fourth and final procedure step can be ac- 
complished at any time from an accumulation of 
monthly summaries. These summaries flow into 
the balance sheet (9) and the profit and loss 
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Step No. 1 would be accomplished when the 
















check form (2) is made out. These are manufac- 
tured in duplicate with carbon inserted. The orig- 
inal is of conventional check design and attached 
to it is a remittance advice and payroll deductions 
receipt stub which is detached before cashing. 

In this particular case, the check is made out to 
the wholesaler for the proper amount. The bottom 
portion only of the receipt stub is also filled in. 
The original is signed and sent out, leaving behind 
an exact duplicate. 

This check duplicate is an important part of the 
system and through use of it, control of disburse- 


statement (10). Numbers in source columns in- 
dicate line numbers on summary form from which 
amounts are copied. Spread-out, statements be- 
come a comparative report on the business. 
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ig behind 
ments is maintained. On the face of the duplicate 
art of the is a balance stub for recording information perti- 
disburse- nent to the bank account. 
The reverse side (3) of the check duplicate The contractor makes out a check and the first procedure 
: : step is completed since the duplicate serves as the account- 
bears a printed breakdown of accounts on lines ing form and no posting to ledger or journal is necessary. 
eh numbered 1 to 43. This provides an analysis of the 
from which check payments by accounts affected. 
ements be- For purposes of our illustration, we'll say the 
business. check was for $99.00 and the invoice was discount- 


ed for $1.00. Therefore, on the back of the dupli- 
cate, we write in the invoice amount like this: 




































































































































































] 0 “Purchases— (Line 1) $100.00 
Sore “Net Amount of Check” (Line 37)— 99.00 
sels “Cash Discount taken” (Line 38)— 1.00 
ne That completes the first step and also the first 
w7tr accounting record. We’ve eliminated any need for 
L722. posting because when this original record is filed 
is in its ring binder, it serves as our first accounting Cash from store sales, job tickets and contract payments 
LI6F $7 medium. In other words, we file for results in- are totalled on a daily report. In the second step, these 
ee stead: of post for results. and check copies are cross-added weekly as shown below. 
—1753$ Making Up Weekly Report Is Step No. 2 
TEA. 
26/0 The second step is summarization which is 
ae 70 usually done weekly. Up to line No. 43, the sum- 
ae £52 mary form (6) is exactly the same as the back of 
af 0 the checks, but below that, lines 46 to 61 are 
es ae? 7 added. These carry information about receipts 
280.00 ‘ - 3 
whereas up to line 43, disbursements are listed. 
2 oor Summarization is done by shingling copies of 
26 zz) checks and the daily reports. A blank summary is 
WAL placed at the right edge of a summary peg bar. 
0.00 A ° 
2540 Then, daily reports, followed by copies of checks Checks and daily reports are shingled as shown to give a 
from right to left, are shingled to expose the weekly report. The third procedure step is ee 
a ZH amount column. As the cross lines of the report when weekly reports are cross-added info monthly totals. 
T0977 and the check copies register, it is a simple matter 
AZ to cross-add and write the totals on the summary 
<= strip. (See cut on bottom of page 100.) 
Sa The check copies and daily reports are then 
Zod. a we asgei 
filed in binders and the periodic summary strip is 
(Please turn to top of page 233) 
ZF Od. 
a > This series on accounting is part of DOMESTIC ENGINEER- | 
: | ING’S continuing survey of management methods. 
41-223 | Objectives and principles of this bookkeeping system are | 
77- | applicable to all sizes of contracting businesses—either in part 
Lf. | or as a supplement to present systems. 
bos | The forms reproduced were furnished by Charles R. Hadley | 
Co., Los Angeles, and the article prepared in cooperation with | Monthly reports flow into the final step and the contractor 
| Harry Yerg, of Hadley’s system and research division. gets profit and loss statement and balance sheet at any 


time. Spread-out, statements are a comparative report. 
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Sit UCCOb's 
WITH A RETAIL SHOWROOM 


Bill Zoellner says that 75 percent of his 
total volume is the direct result of good 


showroom technique. Here’s how it’s done 


Every Domestic ENGI- 
NEERING dealer wants to make 
the merchandising-most of his re- 
tail showroom. A close study of 
the methods used by Bill Zoell- 
ner of Sandusky, Ohio, reveals 
these four factors as basic to 
success: 

1) Make every inch of display 
space sell; 

2) Make it easy for the cus- 
tomer to buy; 

3) Practice what you preach; 

4) Back it up with a hard-hit- 
ting merchandising program. 

Typical of how Zoellner makes 
every foot of his 2200-foot show- 
room work for sales (Factor No. 
1) is the clever display built 
around a steel supporting pillar 
(see cut on facing page). It really 
amounts to a take-off on the dis- 
play stack that is a familiar sight 
in most grocery stores. Its effec- 
tiveness is in direct contrast to its 
simplicity of construction. 

Four plywood shelves of vary- 
ing diameters are supported by 
means of %-inch pipe sections 
welded onto the pillar. The larg- 
est shelf is at the bottom and the 


smallest at the top. Chrome strips 
along the edges give the display 
areas an attractive: appearance. 
The circular design, the pyramid- 
ing effect and a circle pattern on 
the tiled floor below create the 
illusion of a revolving display. 

Items shown on these shelves 
include small plumbing acces- 
sories such as washers, faucets, 
plungers and other traffic-build- 
ers like electric coffee makers, 
food mixers, and so on. 

Another way Zoellner’s takes 
greater advantage of floor space 
is by compartmentalization. One 
straight wall of the showroom is 
broken up by a series of architec- 
tural forms. These are made of 
plain lumber with a _ neutral 
brown stain that blends well with 
pastel shades. The four-section 
saw-edge gives two-wall outlines 
which simulate model rooms. 
Each section displays a complete 
bathroom with tub, lavatory and 
closet. Color dramatizes the dis- 
play; one section has fixtures all 
of one shade and in the next sec- 
tion, the same plan is carried out 

(Please turn to top of page 157) 
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Make Every 
Inch Count... 


Make It Easy 
for the Customer 
to Buy... 
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Practice What 
You Preach... 


Back It up 
with Sound 
Merchandising . . . 
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Bill Zoellner makes every foot of his 2200 sq ft showroom work 
for sales. This clever display built around a steel supportng pillar 
is typical. It’s a simple device that makes use of what is generally 
waste space and sparks up the entire display area. The circular 
design, pyramiding effect and a circle pattern on the tiled floor 
below create the illusion of a revolving display, adding interest. 
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The location of Zoellner’s showroom on the outskirts of Sandusky 
has plenty of parking space. The full-length plate glass windows 
make the interior display fully visible to highway traffic passing 
by in either direction. The modern design with the large easily- 
read neon sign increases the recognition value of the showroom. 
Zoellner’s role as a complete dealer makes it easy for his cus- 
tomers to buy—fixtures, installations and service—from one source. 


Bill Zoellner practices what he preaches. When he tells customers 
about the advantages of automatic heat, he can point to the com- 
plete heating plant which is prominently hooked-up on the show- 
room floor. Sinze it actually heats the building through floor-coils, 
it’s an ideal operating display. Coils in the sidewalk, sup- 
plied by the same unit, serve as snow-melters in the winter. 


A hard-hitting merchandising program backs up all of Zoelliner’s ac- 
tivities. Newspaper advertising consists of one or more classified ads 
six days a week and up to half-page display ads run two days each 
week. Institutional type and product ads are both used. A 15-minute 
radio program of listener-requested music is broadcast five mornings 
per week. One-minute spot commercials are aired before Saturday, 
Sunday and holiday broadcasts of the Cleveland Indians’ games, 
which have wide listenership in near-by Sandusky. Zoellner also 
exhibits at local home shows. These regular promotions keep the 
firm name constantly before the public besides bringing in leads. 
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Plumbing and Heating Co., Inc. 
419 W. Perkins Ave. Ph. 4518 





























SELECTION‘ LAYOUT ' INSTALLATION | 


Water Pressure 
Systems 


Practical methods of sizing a system for all 


types of buildings are given herein 


THIS article is the second in 
series on the application and 
selection of hydro - pneumatic 
water pressure systems for farms, 
apartment, commercial, school 
and other types of buidings. The 
contractor will find this install- 
ment of particular benefit be- 
cause it takes into consideration 
application and sizing data. As 
described in last month’s article, 
(page 102) hydro - pneumatic 
water pressure systems are de- 
signed to automatically maintain 
the correct volume and pressure 
of domestic service water so as 
to insure an ample supply to fix- 
tures at all times. In many cases 
pneumatic systems are tied in 
with deep well water systems 
to augment an insufficient water 
supply by providing means for 
storing water in off-periods, as 
well as maintaining a higher 
pressure than can be provided by 
the deep well pumping system. 


How They Work 


In this issue the sequence of 
operation of a typical hydro- 
pneumatic pressure system is 
described — together with the 
methods for determination of 
pump capacity and pressure. 
Water consumption factor tables 
for rural residence, farm animals 
and various other types of build- 
ings are given on pps. 183 & 184. 


The following is a description 
of sequence of operation of a 
typical hydro - pneumatic pres- 
sure system: 

All types of hydro-pneumatic 
systems have a basic common 
sequence of operation. 

When water is demanded by 
the system, the air in the pres- 
sure tank expands to force tank 
water into the line to replace 
that being used. In expanding, 
the air decreases in pressure. 
When sufficient water is with- 
drawn from the tank, the pres- 
sure is reduced to a predeter- 
mined value coinciding with the 
minimum operating pressure re- 
quirement for the system. At this 
time the pressure switch is ac- 
tuated to close the electrical cir- 
cuit which starts the pump mo- 
tor. The pump then forces suffi- 
cient fresh water into the tank 
until the air is compressed to a 
value equal to the maximum 
operating requirement for the 
system. The pressure switch is 
now actuated to open the elec- 
trical circuit which stops the 
motor. Thus, what is known as 
a pumping cycle is completed. 

An air volume control is con- 
nected to the pressure tank in 
a position where it establishes 
the predetermined high water 
level consistant with the best 





tank efficiency for the system | 
(Please turn to top of page 182) 
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... a typical problem 


Last month, a New Jersey 
contractor sent us this problem: 
“How can I get water, at correct 
pressure, to all fixtures in a 5- 
story school building—when the 
source of water supply is a deep 
well adjacent to the school? The 
system is to supply water for a 
total of 50 fixtures and for a 
swimming pool.” 

The six steps for sizing and 
installing a hydro-pneumatic 
pressure system are given below. 


... legend 
A: Drinking fountain 
B: Lavatory 
C: Water closet 
: Swimming pool 
Showers 
Fire hose 
Laboratory fixtures 
Proposed location for hy- 
dro-pneumatic water system 


ron 


... the solution 


The method of determining 
pressure requirements for a 
hydro-pneumatic water pressure 
system in this school and other 
multi-story buildings can be 
broken down into the following 
six steps: 

1. Static head, or vertical dis- 
tance, in feet, from seurce of 
supply to highest fixture. 

2. Friction, or head loss, in 
feet, through the pipe line, in- 
cluding losses in suction and dis- 
charge piping, valves and fit- 
tings. (Use standard tables). 

3. Minimum pressure require- 
ment at the highest fixture (usu- 
ally ten pounds per square inch). 
If the highest fixture is a flush 
valve or other device that re- 
quires greater pressure for pro- 
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per operation, the higher pres- 
sure valve should be used. 

4. Pressure differential desired 
(usually 20 pound per square 
inch although greater differen- 
tials may contribute to higher 
system efficiency and should be 
checked to determine the best 
accepted value). 

5. Suction pressure. When the 
pump takes suction under pres- 
sure, the minimum suction pres- 
sure available should be deduc- 
ted from pressure requirements 

6. Fire protection. When the 
system is to be used for fire 
protection, it is desirable to 
maintain a minimum pressure of 
40 psi at the tank, even when 
the calculations indicate that a 
lower pressure is adequate for 
domestic requirements. 

Note: (1) Head, in feet, times 





0.433 equals pressure in pounds 
per square inch. (2) Pressure, 
in pounds per square inch, times 
2.31 equals head in feet.. 

In the school under discus- 
sion, we find, following the six- 
step method of calculations given 
in the preceding paragraphs, the 
following solution: 


Static Head 


The static head from the pres- 
sure tank to the highest fixture 
is 42 ft and the frictional head 
loss through the piping is 16 ft. 
The total dynamic head from the 
water level in the well to the 
tank is 105 ft. The minimum 
pressure required at the highest 
fixture is 10 pounds per square 
inch and the desired operating 
differential is 20 psi. 

To determine pump capacity: 
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50 x 0.90 (take factor from 
table on page 183), 45 gpm. 

10 percent for extra capacity 
to supply swimming pool (1.10 x 
45), 49.5 gpm. 

To determine maximum working 
pressure in the tank: 

1. Static head (tank to highest 
fixture), 42 ft. 

2. Frictional head loss in pres- 
sure system, 16 ft. 

3. Minimum pressure at high- 
est fixture (2.31 x10), 23.1 ft. 

4. Differential operating pres- 
sure (2.31x 20), 46.2 ft. Total 
working pressure in tank, 127.3 
ft. Converting (to pressure in 


(Please turn to center of page 184) 


This article was prepared in cooperation 
with C. W. Lindemann, design engineer, 
Peerless Pump Division, Food Machinery 
and Chemical Corporation, Los Angeles. 




































The Attic Fan Market .. . 
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BEST MARKET 
NEXT BEST MARKET 
SECONDARY MARKET 


THERE’S A NEW TREND in the sum- 
mer cooling market. It’s away from 
the drug store variety of room 
fans, and decidedly toward attic 
units, and air conditioning by re- 
frigeration. Past issues of DomEs- 
TIc ENGINEERING have covered the 
latter and its growing acceptance 
in the domestic field, so these pages 
will explore the market potential 
for attic fans—and delineate some 
of the best ways that Domestic 
ENGINEERING dealers can _ profit 
from it. First, market data: 

In 1949, two million existing 
homes were electrified. Six and 
one half billion dollars will be 
spent in 1950 for building new 
dwellings. Add to these the mil- 
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lions of homes which already have 
electrical equipment. 

Then subtract from this potential 
the 400,000 attic fans which already 
have been installed in homes. The 
result is a market for night cooling 
fans of tremendous, almost un- 
imaginable potential. 

Naturally, there are some sec- 
tions of the United States which do 
not need night cooling fans except 
for only a few months of the year. 
These sections could use window 
fans to advantage. This applies also 
to dwellings not suited for attic fan 
installation—such as apartments 
and small homes. 

According to climatic factors, 
the best market in the United 
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States for attic fans is the area 
covering the 17 states east from, 
and including, Texas to New Jersey 
(see map). 

The next best market runs along 
the same general lines east from 
Kansas and covers 12 more states. 
Included in this area are Wiscon- 
sin, Indiana, Ohio, New York, 
Massachusets and several other 
states, as shown on the map. 

Several factors must be taken 
into consideration in any discussion 
of the market for night cooling 
fans. The increased use of air con- 
ditioning in commercial buildings 
has made the public conscious of 
the comfort derived from interior 
cooling during the hot months. 

Another factor to be considered 
is that the public is still relatively 
uneducated as to the benefits they 
will receive from an attic or win- 
dow fan at comparatively low cost. 
With purchasing power still high, 
an education of the public in night 
cooling comfort will result in in- 
creased sales and profits for Do- 
MESTIC ENGINEERING dealers. 


Selling the Market . . . 


RESIDENTIAL fan demand is not 
the result of long-felt-need—that 
is, homeowners do not spend a 
long time before hot weather 
strikes deciding that they should 
have relief from the heat and so 
order a fan. 

According to the 1949 record, 
attic fan sales did not show an up- 
sweep until hot weather came. 

But when demand comes, it 
(Please turn to top of page 229) 
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No matter how you add it, there’s a red hot market 


for summer cooling. Here’s how to get a slice of it 


PROMOTE THE SALE OF ATTIC FANS! 


How Night Cooling Works . . . 


Including installation tips 


DuRING THE DAY, the sun’s rays 
beat down upon the attic raising 
its temperature to as high as 135 
degrees. Heat from the attic trans- 
mits throughout the entire house 
saturating walls and furniture. The 
house temperature goes as high as 
105 degrees. 

At night, outside temperatures 
sink 15 to 25 degrees since the sun 
is no longer pouring down its rays. 
Inside temperatures go down too, 


but just a little ways down. The 
attic sinks to a stifling 120 degrees, 
the house is “cooled” to a stagnant 
95 degrees. The summer breezes 
are not usually strong enough to 
sweep through the house and drive 
out this dead, unhealthful heat. 
And so, the occupants suffer. 

But with an attic fan things are 
different. The attic fan works 
simply, draws the hot air from the 
attic, then exhausts all of the air 


Operating at night, the attic fan draws hot air from the entire 


house—then cool, outside air flows in through open windows. 


a 


,-* 
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in the rest of the house. Through 
opened windows throughout the 
house flows in cool, healthfully re- 
freshing, outside air. Within a few 
minutes, inside temperatures go 
down. 

A 36 inch fan (typical size for 
the medium house) will circulate 
10,000 cubic feet of air out of, and 
into, the house each minute, while 
a table model electric fan has a 
capacity of only 500 to 1000 cubic 
feet per minute, and this fan merely 
circulates—does not replace—stag- 
nant, hot air. 

The window fan works in much 

(Please turn to top of page 149 





This article was prepared in cooperation 
with the Propeller Fan Manufacturers Assn. 
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WERE NEWCOMERS TO RETAILING 


But We Aim to Grow! 


Bill Otwell discovers that you don’t need a 


mint to make money. He started business on 


a shoestring — but he’s growing every day 


Irs a long step from a 
one man contracting business to 
successful retailing, but it can be 
made shorter—and more produc- 
tive—by close attention to the 
little details that make a business 
grow. Bill Otwell, of the Otwell 
Heating Company in Plymouth, 
Michigan, is a good case in point. 

Bill started retailing less than 
two years ago with quarters in 
an old garage building and $200 
capital—but today he’s well on 
the way to business success. He 
now has a small showroom and 
shop on a busily traveled thor- 
oughfare; two trucks; a nice in- 
ventory of parts, supplies, tools 
and equipment; two full time em- 
ployees in addition to his wife 
and himself; a growing list of sat- 
isfied customers—and, most im- 
portant, a sound plan for busi- 
ness expansion that is already be- 


ginning to pay off. Some of the 
ideas developed for this expan- 
sion program may be used by 
other retailers—both newcomers 
and veterans. 

In the fall of 1948, Bill Otwell, 
a young man with considera- 
ble heating experience, observed 
that the town of Plymouth could 
use another heating contrac- 
tor, handling automatic heating 
equipment and specializing in 
quality service. So Bill deter- 
mined to start out on his own and 
immediately began laying plans 
for establishing a small one-man 
enterprise. 

He determined just what 
phases of heating installation, 
maintenance and repair his busi- 
ness would cover when he 
started out, and he began pur- 
chasing tools and equipment to 
fit that purpose. He made an ar- 


rangement with a Detroit whole- 
saler for purchasing parts and 
supplies to fit the lines he decided 
to handle. He bought a vacuum 
cleaner for furnace-cleaning op- 
erations. 

It was easy to figure out that 
Bill—while beginning at least— 
would be able to handle person- 
ally only a certain amount of the 
work involved in a complete in- 
stallation, so he made arrange- 
ments to job out all sheet metal 
and duct work. 

Next he needed a site for his 
business. He realized that he 
couldn’t afford a new showroom, 
much as he wanted one, but he 
hoped that he would be able to 
partially combat that handicap 
by an aggressive promotion cam- 
paign. So he induced a former 
employer, the Eckles Coal & Sup- 
ply Company, to let him use an 
old 2-car garage next to their 
location. 


The Next Best Thing 


The shortage of ready capital 
also made it apparent that he 
would have to forego the luxury 
of a “shop-on-wheels,” although 
he realized that a clean, neat 
truck is a good sales promoter. 
Bill did the next best thing. 
He purchased a small trailer, 
sprayed it with aluminum paint, 
and lettered the name and ad- 
dress of the new company neatly 
on the sides. He used his own 
automobile to pull the trailer. 

Now, it would seem, Bill Ot- 
well was ready to start opera- 





Tactic No. 1: Showroom—Bill Otwell 
demonstrates the “live” water heater and 
furnace units in his new showroom and shop. 


Tactic No. 2: Location—The Otwell 
Heating Company is located on a busy 
highway where it gets plenty of attention. 
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Tactic No. 3: “Shops-on-wheels” — 
The two gleaming trucks are practical and 
attractive. They act as “rolling billboards.” 
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tions. Bill, however, knew very 
well that there were a lot of small 
problems yet to be surmounted. 
For one thing, he needed a sup- 
ply of business management 
forms. He took advantage of a 
manufacturer’s service and got a 
complete set of books for a small 
dealer, including books for figur- 
ing estimates, accounting, over- 
head, bids, contracts and taxes. 

Then, of course, he needed a 
bookkeeper to keep the records. 
Mrs. Otwell solved this problem 
by taking over the accounts, a 
service which she still performs. 


Insurance Coverage 


Not wanting to take unneces- 
sary chances, Bill realized that 
he would need adequate insur- 
ance to cover himself on liability 
for jobs. So he took out a general 
liability policy with coverage 
25/50,000. 

To let the public know that 
Otwell Heating Company exist- 
ed, and to facilitate their find- 
ing it, Bill had a telephone in- 
stalled and purchased a listing in 
the classified section of the local 
telephone directory. : 

Then Bill knew that he would 
need some credit or finance plan 
to offer his customers when con- 
tacts had been made and sales 
closed. He decided, therefore, 
to make available to them FHA 
Title One financing on all large 
jobs. Smaller accounts would be 
carried on his own books. 

Always looking to the future, 

(Please turn to top of page 152) 





"MATCH THIS OIL BILL 
_ © IF YOU CAN!! — 














Tactic No. 4; Leads—Newspaper ads, 
direct mail and a unique reciprocal agree- 
ment are among the promotional ideas used. 
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For starting a business we needed . . . 


a. A market. Plymouth is a growing and active commun- 


ity in which there appeared to be room for another 
heating contractor specializing in quality service. 


b. Capital. $200 cash. 
c. Inventory. Tools, equipment, parts and supplies ade- 


quate for a one-man shop engaged in heating system 
repairs, remodeling, and new installations were needed 
along with a furnace vacuum cleaner. At the beginning, 
we jobbed out all duct work. 


d. Transportation. A trailer connected to my automobile 


was suitable for small jobs. We rented a truck for the 
big ones. 


e. A shop. We rented an old 2-car garage, but had a plan 


for expanding later into a small showroom and shop 
of our own. 


f. A supply of business management forms. Accounting, 


estimating, overhead, bids, contracts, taxes, licenses. 


g. A bookkeeper. Handled by Mrs. Otwell to conserve 


operating capital. 


h. A source of supply and credit arrangement. Purchases 


were made from a Detroit wholesaler. 


i. A listing in the classified telephone directory. 


j. An announcement in the local newspaper and by hand- 


bills that we were open for business. We created quite 
a sensation and gained considerable recognition by 
dropping several thousand handbills from an airplane. 


k. A financing or credit plan for our customers. We used 


FHA on larger jobs; jobs under $50.00 we carried on 
our books. 


. Adequate insurance. Employee’s compensations re- 
quired by law; general liability on jobs (25/50,000). 





For making it grow we use... 


Tactic No. 1: A new showroom and shop building. 


It’s small (35 by 40 ft overall—cost for lease: $65 
per month) but it’s a start in the right direction. 
It furnishes us with space for two automatic 
heating demonstration units, one of which heats 
the building. 


Tactic No 2: A good location. We’re right on the 


edge of town on a busily traveled highway lead- 
ing to Ann Arbor. Many people, in passing, be- 
come acquainted with the name of our company 
and the nature of our business. Parking is easy. 


Tactic No. 3: Two silver-colored “shops -on- 


wheels.” They enable us to give quick and effi- 
cient service to our customers, besides keeping 
our name before the public, for the trucks act 
as rolling billboards. The success of this venture 
is indicated by the number of inquiries from 
(Checklist continued to top of page 152) 
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Home 


Insulation... 


Topay, proper insula- 
tion is in the forefront of the 
thinking of everyone who is 
planning to build a new home or 
other structure, or modernize an 
old one. How insulation cuts an- 
nual fuel costs up to 30 percent, 
reduces the initial cost of the 
heating plant by nearly as much, 
and provides protection against 
fire, is widely known.- 

There is no one today who does 
not want an adequately insulated 
home. Almost every new home 
now being built is insulated, pro- 
viding a continuing market. The 
number of existing uninsulated 
homes represents a vast un- 
tapped reservoir of sales. Of the 
40 million homes in the United 
States, it is estimated that only 
20 percent are insulated. 


A Simple Way to Profit 


Of course, the contractor who 
is equipped to install insulation 
as well as to sell it, will profit 
the most from this big market— 
as pointed out in past issues of 
Domestic ENGINEERING. But for 
those who do not want to diversi- 
fy their operations to this extent, 
there is a very simple way in 
which they too can profit. It is 
by furnishing leads to local in- 
sulation applicators on a com- 
mission basis. 

Since insulation is closely re- 
lated to the proper performance 
of heating and air conditioning 
systems, the firm which installs 
a heating or cooling unit is in a 
key position to discuss insula- 
tion with the homeowner. Either 


in a new home, or when install- 
ing a new unit in an old one, the 
contractor can build invaluable 
good will by pointing out how, 
with proper insulation, a smaller 
heating unit can be utilized, with 
lower initial cost and reduced 
operating cost. 

In discussing insulation needs 
with a customer, experience has 
shown that it is best for the 
heating contractor who does not 
handle insulation as part of his 
regular line to present its value 
only in general terms, leaving 
the detailed analysis to the insu- 
lation expert. 

However, it is important that 
he has enough facts and general 
knowledge about insulation to 
discuss it intelligently with the 
property owner. 

The advantages of mineral 
wool insulation are discussed in 
these pages. Other types suit- 
able for doméstic use will be de- 
scribed in future issues. 

Mineral wool has two out- 





Here’s the easy 


profit from the 


standing properties which make 
it easy to sell: (1) Made from 
rock or slag, it is inherently non- 
combustible; and (2) it can be 
applied scientifically to the con- 
cealed spaces of existing struc- 
tures. 

One of the most authoritative 
statements on this subject was 
made recently by the U. S. 
Bureau of Mines, which said: 

(Please turn to top of page 229) 


Here's how 
insulation 
cuts down on 
heat losses... 


Here's how 
insulation 
saves 
money ... 


112 


As TO dollar savings, study 
of a 5-room-and-bath house in 
the housing research area of Pur- 
due University showed that the 
annual fuel oil savings, using 4 
inch full-thick mineral wool in 
ceiling and side walls, will amount 
to about $72.84 per year. 

In the course of 20 years, the sav- 
ing would total $1,456.80. In the 
same length of time, an investment 
of money equal to the cost of the 
insulation at four percent com- 
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way in which plumbing and heating contractors can 


big market for insulation in new and existing homes 


Advantages of 
insulation 
make it easy 
to sell... 


Practica. case studies 
have established these advantages 
of high quality house insulation: 

1. Fuel savings up to 30 percent 
by preventing heat loss through 
unprotected wall partitions and 
roofs. 

2. Cooler comfort in hot weather, 
with inside temperatures as much 
as 15 degrees cooler than outside. 

3. Savings up to 30 percent in the 
initial cost of a heating system. 


4. Greatly increased protection 
against fire. 

5. Health protection and year- 
*round comfort. 

6. Savings on cleaning, painting 
and redecorating bills. 

7. Increased resale value. 

All of these points have been es- 
tablished by actual case studies 
and unbiased research conducted 
by U. S. government and societies 
of contractors and engineers. 


One OF THE most exten- 
sive tests of insulation advantages 
on record was made recently on the 
distribution of heat losses in homes. 
Reporting on it, the U. S. Bureau 
of Mines said: 

“The study was made on 200 
average homes of wood frame con- 
struction. They were uninsulated 
and without weather-stripping or 
storm windows. It was found that 
of the heat loss, 16.2 percent was 


lost through the roof, 27 percent 
through the walls, 25.8 percent 
through the glass, 246 percent 
through air infiltration, 4.3 percent 
through the doors and 2.1 percent 
through other sources, including 
the floor. When two inches of in- 
sulating material was applied to the 
walls of these houses, the heat loss 
was reduced 17.4 percent; and the 
addition of two inches of insulation 
to the second floor ceiling brought 


about a further reduction of 13.3 
percent. Thus, complete insulation 
saved 30.7 percent of the heat loss.” 

A similar case study made by the 
Engineering Experiment Station of 
the University of Illinois indicates 
that mineral wool insulation pro- 
duces fuel savings of approxi- 
mately 30 percent. And in summer 
the insulated structure was found 
to be as much as 15 degrees cooler 
than one without this protection. 


pounded annually would bring only 
$297.50 return. 

Proof that a well-insulated home 
will require a smaller capacity 
heating system than an unprotected 
house has been obtained by the 
Minnesota Institute of Technology 
in actual case studies, which have 
shown that savings on initial costs 
can range from 23.3 percent on an 
oil-fired hot-water system in a two- 
Story house, to 28.4 percent for 
hand-fired coal, and 29.3 percent 


for a gas unit. Without insulation, 
the designated heat loss for the 
house under study was 116,000 
Btu per hour; with full-thick 
mineral wool barriers, the loss was 
only 49,000 Btu per hour. 
Increased fire protection afforded 
by insulation is a factor which no 
home owner can ignore. Incom- 
bustible heat-insulating barriers in 
roofs and walls have been recog- 
nized in fire prevention codes. 
National Bureau of Standards 
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tests have shown that a woodlath 
partition filled with mineral wool 
will stop the passage of fire for one 
hour, and at the end of this time 
the studs are still able to carry the 
load. Flames originating in the at- 
tic space from lightning, defective 
flues, or crossed wiring have been 
checked at the line where the 
mineral wool lay between the joists 
of the second floor ceiling until the 
arrival of the fire department saved 
(Please turn to center of page 229) 








Merchandising...Installation...Production 






































Heating System Dual Control 

Keep the situation in 
hand with this new dual 
control engineered to pro- 
tect and control hot water 
heating systems. Reducing 
valve part of the unit em- 
ploys a new principle, 
said to provide a large capacity for quick feeding, 
thus enabling a full flow to the system and auto- 
matically regulating the system pressure as re- 
quired. Control discharges steam pressure as 
well as excessive water pressure. 

Features: Valve is provided with high tem- 
perature resisling diaphragms and a stainless 
steel spring. Silicon discs are easily accessible for 
cleaning and renewing; bronze seat is renewable. 
Has bronze, screen cloth strainer. 

Manufacturer: Watts Regulator Company, 
Lawrence, Mass. 





Room Air Conditioners 

This line of room air condi- 
tioners is expanded to six 
units by the addition of three 
new models. New units in- 
clude window and console 
models. Window models come 
in 4%, % and 1 hp sizes. They 
have fingertip controls for a 
complete operating cycle. Con- 
soles are made in 34, 1 and 142 
hp sizes, have same controls as window units, plus 
a special two-speed switch for high or low level 
fan operation. Window units are finished in a 
brown and walnut blend; consoles have a two- 
tone brown finish. Under a new program, both 
types may be refinished by dealers to the custom- 
er’s choice. 

Manufacturer: Carrier Corporation, Syracuse, 





MX. 
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Medium Heavy Duty Gas Burner 
Te ~—SCS—sés Hees. as EW 
line of atmos- 
pheric type con- 
version burners 
a Yj for use in large 
homes and small industrial buildings. Burners 
are available in several standard sizes, and in 
special designs for unusual applications. Installed 
in the ash pit door openings of boilers and fur- 
naces, design of new units allows for quiet opera- 
tion and easy maintenance. Burner is enclosed 
in an attractive case, with a door in the back 
through which burner air is controlled. The 
manufacturer reports that with the ash pit lined 
with insulated fire brick, quick heating and 
complete combustion are assured. 
Manufacturer: Standard Fuel Engineering 
Company, 667 S. Post Ave., Detroit 17. 


Automatic Dishwasher 

Welcome to the market 
a new automatic dish- 
washer, shown housed in 
a 48 in. electric sink 
model. The unit operates 
on what has been de- 
scribed as a “jet tower” 
principle. A _ square 
chrome tube, pierced 
with 64 holes, extends through the center of the 
porcelain enameled tub. Water is forced through 
the holes, causing the jet to revolve, and forcing 
water over the dishes. Dishes are positioned to 
allow water to strike all surfaces. 

Features: Unit is equipped with a booster 
heater, baskets which hold a service for six and 
a refuse strainer that can be removed without dis- 
turbing the baskets. Tub is sound deadened. 

Manufacturer: Mullins Manufacturing Cor- 
poration, Warren, Ohio. 

(Please turn to top of page 116) 
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TYPE "'R” STEEL BOILER 
A healthy “heart” for homes of foday 
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Contemporary design in homes does not change the fact |? eo, 
that heating must be a first consideration! And, whether | | 

radiant baseboards, wall, floor or ceiling panels or con- : 
ventional radiators are employed; a good heating system | 
starts with the boiler. If the boiler isn’t | 
right the heating system can’t ‘be. 


Kewanee Type "R” provides a 
healthy heart for every home... assur- ss 
ing that extra long life, dependability | Ps SF eon Gee 
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(Continued from bottom of page 114) 
Internal Pipe Wrenches 
sizes. The addition of 


Ya, 2%, 3 and 4-in. 


wrenches brings to 12 the total number of sizes 
which are now made. Range thus includes all 
sizes between % in. and 4 in. All tools are made 
of heat-treated alloy, and are available for use 
with standard, extra-heavy and double extra- 
heavy pipe. Tool has only one moving part, of- 
fering little chance that it will need maintenance 
or become out of order. 

Manufacturer: Roddick Tool Company, 112 
Rochester St., Costa Mesa, Calif. 


Dealers and contrac- 
tors will be interested in 
the fact that this line of 
internal pipe wrenches 
is now available in a 
new, broader range of 





Deep Well Water System 


Here’s a compact deep well 
packaged water system suitable 
for use with wells where water 
level is 50 ft or less. Capacity 
of the unit is 420 gph, against 
heads of 20 to 40 Ibs. The pack- 
age consists of a_ horizontal 
centrifugal pump, directly con- 
nected to a % hp capacitator 
motor with a 14 by 30 in. gal- 
vanized, 20-gal tank. System 
is equipped with pressure gage, pressure control 
valve and air volume control valve. It is shipped 
assembled, ready for installation. 

Manufacturer: The Everite Pump and Mfg. 
Co., Inc., Lancaster, Pa. 





Rigid Pipe Support Set 

Something new in the wall. Here 
is a new rigid pipe support set, 
made in three sizes for use with 
plaster or tile, for water lines, basin 
and heater risers, conduits, and 
the like. Set consists of a heavy 
steel bracket with heavy duty rub- 
ber clamps and bolts. Staggered 
nail holes allow for variations in 
spacing of studs. Hole spacings of 
brackets are designed to permit 





easy alignment and proper spacing on % and 
1-in. centers to a maximum of 11 in. Three types 
include a flat unit without offset for risers etc., 
a bracket with 1-in. offset for tile, and one with 
a 2-in. offset for plaster. 

Manufacturer: Dura Steel Products Company, 
1774 E. 21st St., Los Angeles 58. 
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Ventilating Grille 


For efficiency and 
good looks, here is a 
new fixed fin supply 
grille for ventilating 
and air conditioning 
systems. Diffusion fins are of a type designed to 
imrart a turbulent action to the supply air, thus 
minimizing drafts and producing rapid tempera- 
ture equalization. Grilles have a large free area 
for low noise level and minimum pressure drop. 
Units are available in a wide range of sizes with 
either a gray prime coat or an electroplated 
metal finish. Frames are drilled for mounting 
screws. 

Manufacturer: 
Rockford, III. 





Barber-Colman Company, 


Bathroom Vanities 


Recently introduced are 
these new combination van- 
ity-lavatory fixtures. Three 
units have been made avail- 
able. One is a 24-in. size 
with a single door beneath 
the sink. The medium size 
unit is 36 in. wide, has 
pedestal on either right or left side of sink and 
one door beneath the sink. A 48-in. unit has 
pedestals on both sides of the sink, two drawers 
and two doors. All units are 32 in. high and 22 
in. deep. They are made of rust-resistant alumi- 
num, finished in four pastel shades. 

Manufacturer: Western Metalcraft, Inc., Box 
657, Olympia, Wash. 


Corner Angle Shower Unit 
ce 


Designed for good looks and 
lasting utility, this new show- 
er unit is made for relatively 
easy installation. Unit consists 
essentially of a one-piece 
stainless steel shower recep- 
tor, two interlocking steel 
walls and translucent shower 
door and panels, enclosed in 
aluminum frames. Panels are 
made of shatter-resistant plastic glass, come in 
five translucent colors. Stainless steel walls are 
reported resistant to leaks, are coated on the 
back with a sound-deadening emulsion. Com- 
ponents of the shower are shipped in lightweight, 
easy to handle cartons. The manufacturer re- 
ports that installation is a single continuous 
operation for one man. 

Manufacturer: The O’Morrow Corporation, 
4509 Firestone Blvd., South Gate, Calif. 

(Please turn to top of page 195) 
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@It takes less plaster and less time, when you install ceiling 
panels for radiant heating, if the tube is attached directly 
to the joists. Expanded metal lath is then installed on the 
under side of the coils, and in contact with them. The 
plaster penetrates the lath and embeds the tube sufficiently 
to produce satisfactory heat transfer to the panel surface. 
Insulation is recommended above the heating coil. 


You also get many advantages when you use Revere 
Copper Water Tube for radiant panel heating. Long lengths 
of this tube, bent by hand or with a portable bending 
machine, eliminate the need for many fittings. Joints are 
made quickly and easily with solder fittings. The light 
weight of this tube simplifies handling; and, for ceiling 
installations, lessens the load. 


All of these time-saving advantages save money for you. 
So, on your future radiant panel heating jobs, figure the 
cost with Revere Copper Water Tube...and you'll be 
using this easy-to-install tube every time. 


Revere Copper Water Tube is stamped at regular intervals 
with the Revere name and the type. Look for these marks! 
They are more than identification ... they are your assur- 
ance of easy bending and of the close dimensional toler- 
ances so essential for tight soldered joints. 
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NOW YOU CAN DESIGN 
FOR RADIANT PANEL HEATING! 


Write today for your free copy of 
“A Simplified Design Procedure 
for Radiant Panel Heating.” This 
booklet contains all the facts you 
need to accurately design floor or 
ceiling systems for the average 
residence or other non-mechani- 
cally-ventilated structure. It’s the 
simplest, most rapid method of 
design yet published! Also con- 
tains 9 pages of helpful installa- 
tion data. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 











Mills: Baltimore, Md.; Chicago, Ill; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 























































Soap Suds in W.C. 


To the Editor: 

I have a problem which involves 
a drainage system in a three story 
building. See Fig. 1. 

The trouble is the backflow of 
soap suds which are emptied into 
the 3rd floor sink and back up into 
the first floor toilet. On our first 
call we rodded out the 4 in. stack 
back to the house trap. The liquid 
waste now emptics normally, but 
when the third floor tenant uses 
the washing machine, suds foam up 
in first floor w.c. and overflow. 

The only unusual feature of this 
job seems to be that the 4 in. base- 
ment drain is hung on basement 
beams rather than being run under 
the floor. 

In my forty years of experience 
this is the first time I have come 
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across a situation like this, and I 
would appreciate your opinion and 
advice. Thank you. 
Maine H.C. 


To the Reader: 

Liquid is many times heavier 
than suds. 

Although when liquid is dis- 
charged from the sink, it flows nor- 
mally down the stack, through the 
house drain, and out the house 
sewer. This is not true of suds. 
The discharge of suds from the 
sink will fill the stack and entrap a 
column of air ahead of them in their 
fall. In the absence of venting, as 
indicated in the sketch from the 
reader, this entrapped air will 
compress and form a back pressure 
sufficient to destroy or weaken the 
seal in the Water closet trap, thus 
permitting the suds following to 
escape through that water closet 
trap. The weight of suds is not 
sufficient to force the seal of the 
house trap as rapidly as is neces- 
sary. 

As a solution, it is suggested that 
the house trap be replaced with 
straight pipe unless local ordi- 
nance requires its installation. This 
will reduce the tendency to back 
pressure when suds are discharged. 
It is also suggested that a 2 in. vent 
stack be installed. At the base, this 
should connect at the discharge 
side of the water closet trap or in 
the house drain at a distance of 
not more than 5 ft from the closet 
trap seal. This 2 in. vent stack 
should extend upward in as straight 
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Fig. 2: Adding 2 in. vent and re-venting 
as shown will protect w.c. trap seal and 
solve reader’s problem of suds in closet. 
a run as possible to a point at least 
6 in. above the top fixture that 
discharges into the soil stack. It 
can then be extended through the 
roof (using an increaser) or it can 
be run horizontally back to and 
connected with the soil stack. This 
vent will relieve the entrapped air 
ahead of the suds. 

It would also be advisable to pro- 
tect the seal of the sink trap by 
reventing it in the manner shown 
inasmuch as the reader’s sketch 
indicates the installation as being, 
in fact, an easily siphoned S trap. 
(Please turn to top of page 120) 
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se Cadet 19B moves the metal shower to top place in preference with 
FRING home owners. 

The plumbing contractor makes a larger profit with the Cadet 19B 
and the builder can make a substantial saving in bathroom cost that is 
attractive to both him and the owner. 

Building contractors report savings on completed bathrooms as high 
as $225.00 by eliminating costly tile bathroom walls and high labor 
cost of built-on-the-job showers. 
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LOWER COST BATHROOMS and 
BIGGER PROFIT for the PLUMBER 
with FIAT SHOWER CABINETS 


The new Fiat Built-in Cadet with its smooth, clean interior cannot be 
equaled in appearance by any built-on-the-job type of shower. The 

































the builder on 
your next job... 


Your wholesaler can give you quick delivery on a 
Fiat Cadet 19B or other Fiat shower models. 








FIAT METAL MANUFACTURING CO. 


largest Manufacturer of shower cabinets in the United States 

THREE COMPLETE MANUFACTURING PLANTS 
(Chicago Area plant) Franklin Park, Ill. 

long Island City 1, N. Y. Los Angeles 33, Calif. 





The built-in Cadet 19B is designed specifically for high grade bathrooms and 
In Canada: Fiat Showers are made by Porcelain and Metals combines the finest in shower baths with definite money saving possibilities. 
Products, Ltd., Orillia, Ontario | 








Questions and Answers 





Low Boiler Water 


To the Editor: 

We have a new 13 section steam 
boiler piped to an old two pipe 
steam system, with returns from 
radiators tied into dry returns. 

This boiler was installed about 
four years ago to replace two old 
steel boilers. We are having con- 
siderable trouble with water leav- 
ing the boiler. In fact, starting 
with water level up to proper level, 
it will drop about 5 in. and shut the 
cut-off. There are no traps, return 
pump or visible leaks. 

The old boilers each had a 4 in. 
riser connected to a 6 in. riser and 
when the change-over was made 
just one 4 in. riser was used as 
shown Fig. 1 below. 

There is about 3000 sq ft of ra- 
diation in the building and the 
burner is fired at 10 gph. Steam- 
ing is not rapid and there is no 
evidence of surging. We will ap- 
preciate your opinions to the cause 
of the trouble. 
N.Y. R.G.T. 
To the Reader: 

We realize, of course, that you 
can do little in connection with a 
heating system as large as 3,000 sq 
ft and what you desire to accom- 
plish is to prevent the water line in 
the boiler dropping to a_ point 
where the low water cut-off closes 
down the oil burner. You state 
that the boiler which has been 
giving this trouble was installed by 


you some four years ago. We are 
wondering what happened during 
the previous three years and if 
perhaps the low water cut-off is 
not a very recent addition. 

The drop of water in the boiler 
to the extent of 5 in. indicates that 
there is approximately 1/5th of a 
pound more pressure in the boiler 
than in the return, (since one 
pound of hydrostatic head is equal 
to 27 in. of height). As the hydro- 
static head generally assumed as 
necessary to open the ordinary 
check valve is about 2% in., this 
seems to indicate that about half of 
the 5 in. drop in the boiler water 
line is caused by the check valve 
and the other half by the loss of 
pressure to the steam passing 
through the piping system and 
radiators. Therefore, it would ap- 
pear that the removal of the tongue 
in the check valve should reduce 
the fall of the water line in the 
boiler to 2% in. or possibly 3 in. 
which would not cause the low 
water cut-off to operate and shut 
off the entire heating system. 


Vent Return Mains 


There is another entirely differ- 
ent thing which also may have a 
bearing on the subject. It is im- 
portant in two-pipe steam systems 
that each return main should be 
air-vented just above the point 
where the dry return line drops 
down under the boiler water line 
and becomes a wet return. Such 
vents should be % in. size of quick- 
venting type. The purpose of the 
vents is to eliminate air in the re- 


turn main and to prevent such air 
being trapped between the oncom- 
ing steam and the water seal in 
the wet return. If the vents are 
already on the system they should 
be investigated and tested to deter- 
mine if they are venting freely, by 
removing and blowing through 
them. Any that are plugged up 
should be given a kerosene bath 
and, if they still do not blow 
through freely, should be replaced 
with new valves. You could also 
help matters somewhat by filling 
your boiler to 1 in. above the nor- 
mal water line. 


Install Underwriter’s Loop 


It is believed that the above sug- 
gestions should overcome your 
difficulty at minimum cost but we 
will admit that it removes a certain 
amount of protection from the 
boiler losing water out into the 
system due to the elimination of 
the tongue in the check valve. 

We also recommend, as standard 
practice on all boiler jobs, that you 
always install an Underwriters 
loop, which will prevent the water 
leaving the boiler and requires no 
check valve in the return. This 
would be applied to your boiler as 
shown in Fig. 2 and absolutely will 
prevent the boiler water line drop- 
ping more than 244 in. down to the 
top of the loop under any condition 
outside of a leak in the boiler itself. 
Underwriter’s Loops, or Hartford 
Loops, are generally required by 
most codes and policies of most 
insurance companies. 


(Please turn to top of page 122) 
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Fig. 1: This sketch by reader of steam heating system piping where 
boiler water level stays mysteriously low shows some of the rea- 
sons. Check valve causes about 21/2 in. of the drop, lack of proper 
venting on supply and return mains and radiators causes rest of drop. 
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Fig. 2: This revised piping layout for steam heating system shows 

check valve removed and Underwriter’s Loop installed. These 

changes will keep boiler water level from falling more than 2'2 
in. and operating low water cut-off. 





August, 1950 DOMESTIC ENGINEERING 


such air 
2 oncom- 
r seal in 
vents are 
-y should 
to deter- 
reely, by 
through 
gged up 
ene bath 
ot blow 
replaced 
uld also 
ry filling 


_. Beam ATER-HOTTE 


All over America 














ove sug- — 
a on AUTOMATIC WATER HEATERS 


sheagee=: Easy-to-understand, easy-to-show TALK- 


‘om the ING POINTS that have genuine meaning— 


into the hi 

: that’s what has kept White dealers’ sales 
ation of * d And th ee ” 
rong going up and up. And the way — prospects 

become buyers the instant they learn about 
standard ° ¢ ‘ 
eat vou these features explains why dealers who like 
orders are switching so fast to White. 

rwriters Ti tls ttenhs of wok cosh: i rane 
i seal e jingle of cold cash is music to your 


eld alk ears, telephone, telegraph, visit or write your 
— White distributor, or White direct, TODAY. 


n. Thi +S 

we me Get the Proved Profit Story that can mean 
tely will more money for you! 

wares: WHITE PRODUCTS CORPORATION 
m. to the 

outta Middleville, Michigan 

er itself. 

Hartford 

lired by gor ro 

a ae B ey 


S245 anvearist HES 


ge 122) 








iS 

WHITE PRODUCTS CORPORATION 

MIDDLEVILLE, MICHIGAN 
ETURN ae ee , Gentlemen: 

BE . Please send me the White “Water-Hotter” story. 

et \\ My business letterhead is attached. 
em shows 
4. These My ara Bee ‘ 
than 212 


Address... 


OS ee Sas As ....Zone.., . State 








Questions and Answers 


Water Treatment 


To the Editor: 

About 8 weeks ago we removed 
a tank and coil on a hot water 
heating job with summer and win- 
ter hook-up and installed a tank- 
less heater. Ever since, this cus- 
tomer has complained of the small 
particles, which we are enclosing, 
in every drop of hot water. 

We know that water coming from 
the well on this job is like all the 
water used in this vicinity, very 
destructive to copper. We have 
been using a water treatment feed- 
er for several years on this job. 

In this vicinity we have also had 
trouble with greenish water from 
dissolved copper and have seen 
copper tube pit in a very short 
time. Usually the water treatment 
unit overcomes this trouble. How- 
ever, we have never seen particles 
of the type enclosed and are at a 
complete loss for an explanation. 
Will you tell us what the particles 
are, why they appear and what the 
remedy is to stop their appearance 
in drinking water. 


N. J. 





L. L. 


Cinder Block Conductance 


To the Editor: 

Would you please list “k” and 
“C” factors for cinder and concrete 
blocks of 4 in. and 6 in. thicknesses, 
as these factors are not to be found 
in standard handbooks for blocks 
of these dimensions. 

Til. ALN. 
To the Reader: 

The AS.H.V.E. “GUIDE” for 
1950 quotes the following values 
of conductivities (C) for concrete 
hollow blocks made up with cin- 
der and gravel aggregates: 


Thickness of 
Block Conductivity Aggregate 


In. "<< Material 
3 1.28 Cinders 
4 1.00 Cinders 
8 1.00 Gravel 
8 0.60 Cinders 


It will be noticed that no con- 
ductances are listed, as conduct- 
ances applied to computing the 
heat transmissions through hollow 
blocks would lead into an infinite 


To the Reader: 


Chemical analysis of the sample 
you sent shows that it mainly con- 
sists of a zinc deposit. This would 
indicate that the problem is largely 
corrosion in hot water lines. For 


best results, the water treatment. 


chemical feeder should be installed 
ahead of a storage or hot water tank 
so as to equalize feed. On tank- 
less heaters it is necessary to base 
the initial charge of compound on 
ibe gallons per minute usage. Gen- 
erally four pounds for each gpm is 
satisfactory. 


Some Copper Corrosion 

The analysis also shows some 
copper in the material you sent us. 
This would indicate some copper 
corrosion, but not nearly as much 
as galvanized water pipe corrosion. 
The type of water treatment chem- 
ical you are using quite often pro- 
tects against copper deterioration, 
but as yet it is not 100 percent pro- 
tection. Its best use is for protec- 
tion against corrosion in ferrous 
(steel) or iron piping, where it 
forms a film on the inside of the 
pipe that protects against corrosion. 

C. A. Kraus, Micromet Depart- 
ment, Calgon, Inc., Pittsburgh. 


amount of calculation work with 
the danger of failing to arrive at 
the correct answer even then. So 
only “C” is given, this being the 
transmission through the block as 
constructed, including the effect of 
the hollow space as well as the 
material of the block. The reason 
that 4 in. blocks of concrete and 
gravel and 6 in. blocks of both 
cinder and concrete aggregates are 
not given presumably is the fact 
that such blocks are not standard 
sizes for building construction. 
However, your letter does not 
state definitely that you refer to 
hollow blocks and if you intend to 
use solid blocks for the veneer, 
these blocks would be precast in 
any size and thickness of any mix- 
ture. In that case all that would be 
necessary to obtain the heat trans- 
mission through the block would 
be to use conductivity “k” for a 
wall of similar material and thick- 
ness. For a gravel concrete wall 
the “k” is 12.50 but for a light 
aggregate such as cinders it is 2.50. 


122 


Radiant Heated Hen House 


To the Editor: 

May we have information re- 
garding making a floor panel in- 
stallation in a 3-story poultry 
house, when the second and third 
floors are of wood, with a course 
of concrete poured over the wooden 
floors. We'd like suggestions re- 
garding insulation beneath the pipe, 
tube sizing and water tempera- 
tures. 


Pa. C.A.S. 


To the Reader: 

There is no need for insulation 
beneath the pipe if the contractor 
or designer will use a small size 
tube (generally best for thin slabs) 
on shorter centers, and use a 
lighter slab, for instance 2 in., he 
will find that he has the best kind 
of installation for this type of work. 
While using the small tubing, the 
floors will level themselves off to 
the proper temperatures, and will 
eliminate any hot spots. On the 
other hand, the use of small tubing 
and a 2 in. concrete floor eliminates 
excessive weight on the floor struc- 
tures. 

All poultry houses should use 
small tubing and very low water 
temperatures. With this type of in- 
stallation, the owner will find that 
by leveling off floor temperatures, 
eliminating any hot spots, the 
poultry will not bunch up together 
after sundown, as they normally 
do, but will, more or less, separate 
themselves from each other. This 
in turn will produce healthier and 
sturdier poultry, and at the same 
time help to eliminate commun- 
icable diseases. 


Degree Day Maps 
To the Editor: 


Can you tell me where I can find 
a map of the U.S.A. showing what 
might be called lines of iso-thermal 
degree days, where all points on 
the same line would show identical 
heating loads? 

Pa. H.W. 
To the Reader: 

You can secure an iso-thermal 
degree mat either from your local 
U.S. Weather Bureau or by writing 
to the U.S. Weather Bureau, Cli- 
matology and Hydrology Service, 
Washington 25, D.C. 

(Please turn to top of page 124) 


August, 


ighin 


os 





ELEC 
TUBI 


























August, 1950 DOMESTIC ENGINEERING 123 
hineto 
House Rost F 
ation re- Citi 
panel in- Z 
poultry eh Ze” 
and third (EF 
a course g i 
e wooden Z 
tions re- i, 
| the pipe, | 
tempera- ] 
C.A.S. 
nsulation 
ontractor 
mall size 
in slabs) 
| use a 
2 in., he 
yest kind 
of work. 
bing, the | 
es off to 
and will / 
On the | 
ll tubing 
iminates 
or struc- 
uld use 
w water 
the No place for Rip Van Winkl 
dh o place for Rip Van Winkles 
-ratures, 
ots, the 
together TWENTY years bring changes--changes industry invested $545 per worker that year 
jormally far greater in our fast-moving world than ever alone in new plant and equipment. Total in- 
meget: happened in Rip Van Winkle’s day. vestment to provide one job runs well above 
or. This i A 
sai aie Americans are awakening to unpalatable $10,000. 
se epaai facts--that the enterprise system which built These youth had a similarly distorted pic- 
niga our nation and made it strong is being subtly ture of profits. They believe shareholders re- 
undermined; that advocates of backdoor ceive 24% of the sales dollar whereas they 
socialism and communism thrive in our midst; receive an average of less than 3%. | 
most dangerous of all, that our young people Misinformed minds are a ready field for 
are misinformed on economics. imported false philosophies. And it is up to 
a For example, a recent survey of high school you, a business leader in your community, to 
ng what seniors reveals that they estimated that it take responsibility toward correcting these 
thermal takes only an $81 investment to provide a misunderstandings. The American business- 
ints on job. Actually, as shown by the 1947 census, man must not permit himself to be lost in Rip 
dentical the 2256 establishments of the iron and steel Van Winkle befuddlement. 
— The Youngstown Sheet and Tube Company 
ur local General Offices-- Youngstown 1], Ohio 
me sm, Export Offices--500 Fifth Avenue, New York 
ju le 
Jervice, MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 
e 124) 
ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS ~- RAILROAD TRACK SPIKES. 











Questions and Answers 


Rebuttal to Humidity Article 


To the Editor: 

In the article entitled “New Ap- 
proach to Humidity Control” on 
page 135 of the July issue, the 
author (Lee Herman, Chicago en- 
gineer) draws some _ inescapable 
conclusions about reduction of rel- 
ative humidity in buildings heated 
during the winter. However, we 
think he relies on some explanatory 
material which is questionable. 
Consequently, some of the results 
appear to be error and for the gen- 
eral good of our industry we’d like 
to offer our version of the problem. 

We also think the author is driv- 
ing at an explanation for the rea- 
son why some types of heating 
systems tend to reduce indoor 
humidity more than do others. 

Determination of the true reason 
fcr this phenomenon is something 
for which more of us in the heating 
business should strive. As soon as 
we have collectively agreed upon 
the physical facts, just so soon shall 
we be able to engineer heating sys- 
tems which effectively fulfill the 
functions for which they should be 
designed. 





Effect of Vapor Pressure 

Using Mr. Herman’s original pre- 
mise of outdoor air at 15 deg and 
75 percent R.H., we find from the 
Goff diagram a water-air ratio of 
0.0012 Ib/lb. Since the water-air 
ratio is on a weight basis it will not 
vary until water is added or taken 
away. 

Bringing this air indoors and 
heating it to 59 deg will not change 
the water-air ratio, since no water 
has been added or taken away, but 
the relative humidity will drop to 
12 percent. Each pound of air still 
carries 0.0012 lb of superheated 
water-vapor. If saturated at this 
temperature, each pound of dry air 
could carry 0.0107 lb of water- 
vapor, almost nine times as much. 

Partial pressures of water-vapor 
in air obey the classical gas laws so 
with only the 15 deg and 75 percent 
R.H. information above, the partial 
pressure of the water vapor can be 
determined as being 0.0578 in. Hg. 
At constant total pressure this 
partial pressure will not vary since 


it is solely a function of the 
molecular weights of water-vapor, 
air and lb vapor/lb dry air. The 
sample pound of outdoor air will 
have the same _ vapor-pressure 
when indoors and heated as it had 
when outdoors and unheated. 

Mr. Herman states that with his 
low-delivery system outdoor air 
attains a relative humidity indoors 
of 30 percent at 75 deg. We think 
he claims too much since this air 
now carries 0.0057 lb water-vapor 
per pound of dry air, leaving, by 
subtraction, 0.0045 lb water vapor 
to be accounted for. 


Temperature Differential 


However, experience will show, 
although extensive data is not 
available, that of the two systems 
which Mr. Herman indicates, the 
low-delivery one does the better 
job. There must be reasons why. 

Basically, without humidification, 
winter indoor humidity in residen- 
tial buildings is a function of in- 
filtration and exfiltration. It ap- 
pears that the heating system 
which will induce the lowest floor- 
to-ceiling temperature differential 
and therefore the minimum build- 
ing stack-effect is the one which 
will give highest indoor winter 
humidity. Floor-to-ceiling tem- 
perature differential is the only 
internal function in a_ building 
which can change infiltration and 
exfiltration. 

Experience indicates that the 
low-delivery system gives super- 
ior humidity results and Mr. Her- 
man’s figures show that the re- 
quirement appears to be met when 
large volumes of relatively low- 
temperature air are delivered. 

The writer will be grateful for 
such other experience and data as 
may be available from others. 


W. L. Thompson, Evanston, IIl. 


To our Readers: 

Your editor also welcomes fur- 
ther discussion on this seemingly 
controversial question as to the 
effect of vapor pressure on indoor 
relative humidity during the heat- 
ing season. Anyone who disagrees 
with either Mr. Herman, author of 
the original treatise on page 135 of 
the July issue, or with Mr. Thomp- 
son, who wrote the letter above, 
may voice his opinion in these 
pages next issue. 
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Chlorinating Pond Water 


To the Editor: 

Is there a combination filter and 
chlorinator that could be used to 
purify water from a pond for do- 
mestic water supply. The pump 
has a 40 gal capacity for supplying 
water to the house. 

Ark. BA:Y. 


To the Reader: 

The inexpensive (by comparison) 
chlorinating unit shown in Fig. 1 
for small water systems will purify 
water and render it potable for 
domestic purposes. You can also 
install a filter, purchasable from 
most wholesalers of plumbing 
equipment, ahead of the chlorina- 
tor. 

This water purifier can also be 
used on a centrifugal pump and 
pressure storage system, such as 
described in the article on water 
pressure systems on page 138 of 
this issue; piston type shallow well 
pump installation and on a direct 
water pressure line installation to 
augment city purification or for 
direct purification treatment. 
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Fig. 1: Pond water can be made safe to drink 
by installing automatic chlorinator as shown 
above in typical shallow well system hookup. 


The unit is designed to measure 
a pre-determined amount of chlor- 
ine or other chemical and inject this 
amount automatically into the do- 
mestic water system. It is also 
usable to control algae and slime 
growth in water cooling towers and 
to sterilize. effluent from septic 
tanks. A positive check on correct 
chlorine content can be made by a 
color density test, equipment for 
which is provided with the unit. 


(Please turn to top of page 126) 
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GRABLER 
What PACKAGE-PROTECTED 


PIPE FITTINGS 
AND NIPPLES 














Fn 9 > So, 6B 


oad wae Cartons. 





Mangers + Copper Tube Solder-Joint Fittings 









Pipe Nipples 
and Nipple Assortments — Full 
Range of Pipe Sizes 
2” inclusive; Peay nnd “Close” to 
6”; P. for Easy Handling. 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings - 
Fittings « Unions + Rail Fittings * Cast Iron Steam and dena 
Eines * Patented Drainage Fittings * Steel Pipe Nipples 


AGIC illusions come quick as the wave of a wand, 
but the REAL features of Grabler Package- 
Protected Fittings and Nipples can’t be duplicated so fast. 
This balanced combination of Square “Gee” features 
developed from Grabler’s 33 years of packaging experi- 
ence, and from knowing how to give the man with the 
pipe wrench relief from time-wasting grief. Chamfering 
permits fast starting; precision-cut threads make-up 
quick and tight; beads are proportioned for strength. 
The package keeps every fitting free from rust, dirt, and 
damage, ready to use when you want it. This undupli- 
cated combination of features speeds the job, protects 
your time-cost cushion. Order Grabler Package-Pro- 
tected Pipe Fittings and Nipples from your wholesaler. 



















THE GRABLER MANUFACTURING CO. 
6565 Broadway °¢ Cleveland 5, Ohio 






Sturdy master container in which 
cartons of fittings are shipped. 
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Questions and Answers 





Grounding Water Pipe 


To the Editor: 

A few years ago I remember a 
manufacturer of brass goods writ- 
ing us that they would not guaran- 
tee their C.P. or N.P. brass if the 
electricity was grounded to the 
water piping. 

Up until very recently is has 
been customary for electricians to 
drive a piece of 3/4 in. galvanized 
pipe 10 ft long into the ground and 
attach ground wire to same. I find 
they are now grounding to copper 
tube with a galvanized ground 
clamp. 

The copper soon turns to a dark 
color several feet on either side cf 
the ground wire clamp. Could you 
give us any information on this 
subject. Also, the extremely fast 
corrosion of a brass bushing screw- 
ed into a galvanized range boiler, 
with the rest of the plumbing of 
copper tube, also produces corro- 
sion. We’d like to have reasons for 
this ecrrcsion. 


Del. R.E.W. 


Installing W.C.’s in a Mine 


To the Editor: 

I have a problem of placing and 
venting eight toilets in a mine. I 
was wondering if you had ever run 
into a situation of this kind. The 
mine goes into a mountain for two 
miles and then starts down a 42 
deg inclined shaft. There is a toilet 
on each level of 200 ft. The waste 
can go into a large pit at the bottom 
and be pumped out, but our prob- 
lem is how to vent these toilets. 

We are crowded on room and we 
were wondering if it is possible to 
use a 2 in. vent and put enough 
compressed air into the bottom of 
this vent to show a slight dis- 
charge at the surface; or do you 
have another suggestion? 


Idaho HRB. 


To the Reader: 

Your letter does not give us a 
clear idea of just what the 
situation is as you have not in 
cluded a sketch and we do not 
know if the eight toilets set ver- 
tically one above the other or if 





To the Reader: 


Use of water piping system as an 
electrical ground is common prac- 
tice, is prescribed in the code of 
the National Board of Fire Under- 
writers and customarily used in 
large and small electrical installa- 
tions. Purpose of this ground is to 
protect persons from receiving a 
shock from portions of electric 
equipment not supposed to be 
“alive.” Thus motor frames, bases 
and the like are usually connected 
tc a “ground” wire which in turn is 
connected to some place where the 
electric current can escape harm- 
lessly to the ground. 

In your case, where copper turns 
to a dark color around the ground 
clamp, there may be a leak in some 
piece of electrical equipment. Have 
an electrician test for the leak by 
dis-connecting the ground clamp 
and putting an ammeter from the 
ground wire to the clamp. If current 
flows, there is a leak. 

In the case of the copper tube 
galvanized range boiler and brass 
bushing combination, see the an- 
swer given under “Corroding Water 
Pipe” on page 125, July issue. 


they are located horizontally a long 
distance apart; or whether you are 
applying the term “toilets” to toilet 
rooms or just to water closets. 

A toilet room even 8 ft x 8 ft x 
8 ft would require exhaust to the 
extent of about 80 cfm and eight 
such rooms would amount to some 
640 cfm; it is impossible to secure 
such an amount through a 2 in. 
pipe and even a 4 in. pipe would be 
entirely inadequate. However, if 
you have water closets in mind it 
would be necessary to induce a 
small amount of air flow out of the 
top of the stack by connecting the 
top of the 4 in. soil stack to an 
exhaust fan of some 40 cfm capac- 
ity. The fan should operate 
against about 2 in. of static pres- 
sure and an axial flow fan of this 
capacity and static pressure might 
be satisfactory. 

In Fig. 1 is illustrated a scheme 
which might be used for water 
closets if the conditions permit or 
which possibly could be modified to 
meet your requirements. You must 
remember that in warm weather 
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Fig. 1: Drawing shows one way to provide 
ventilating air to toilets in a mine. In 
this case it’s done through a 4 in. vent. 


the temperature of the mine is 
likely to approximate something 
around 50 deg while the outside 
air may be around 90 to 100 deg.; 
as a consequence, there is a ten- 
dency for the outside air to flow 
downward in the vent just as there 
is a tendency for a reverse flow to 
take place in a masonry chimney 
during very warm weather. 


Theory of Radiant Heat 


To the Editor: 


I submit the following answer 
to your question on radiant heat 
theory on page 130 of the May 
issue. 

Light and heat are both forms of 
energy. Energy cannot be de- 
stroyed, but one form of it can be 
converted to another form. When 
light energy strikes an _ object 
which absorbs it, the light energy 
is converted to heat energy. The 
more opaque and the darker the 
color of an object, the more light 
it will absorb and therefore the 
hotter it will get under any given 
sunlight conditions. 

Transparent substances, such as 
glass, permit the light energy, or 
most of it, to pass through, there- 
fore, relatively little of the light 
energy is converted to heat in the 

(Please turn to top of page 161) 
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Kohler Camberley and Cymbria sinks 
swer in the 22-inch width meet a growing 


a demand for narrower sinks of prac- 
tical, convenient design for low-cost 

a housing projects and small homes or apart- _— strength and permanent rigidity. Fittings 
n be ments where space must be conserved. are of durable brass, chromium-plated. 
Kohler sinks provide the durability and Both the Camberley and Cymbria have a 
orgy modern efficiency that builders, architects convenient 3-inch ledge extending the full 
= and home-owners want. The lustrous white length of the sink, a spout, with aerator, 
ight Kohler enamel finish is acid-resisting clear that swings out of the way when not in use, 
the through, easy to keep clean, and protected and a lever-control sprayer with retractable 
= against cracking and crazing because it is | hose. Kohler Co., Dept. 6-N, Kohler, Wis. 
as fused to a base of non-flexing iron, cast for § Established 1873. 
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. And There’s A Field 
Control For Every Need! 


DOMESTIC ENGINEERING 


THIS MONTH'S 
MERCHANDISING 


IDEA 








ood 


"We use the Field Control as a door opener because any heating | 
plant, hand-fired or automatic, is apt to need a new draft control.” 


“RINGING DOORBELLS KEEPS 
CASH REGISTERS RINGING’ 


“Your door-to-door approach is inter- 
esting, Bill’, I told the dealer. ‘Tell 
me more about it.” 

“Well”, said Bill, “it calls for a 
good specialty item as a leader, or door 
opener — we use the Field Draft Con- 
trol because any heating plant, hand- 
fired or automatic, is apt to need a new 
draft control.” 

“So far so good. And how exactly,” 
I asked, “do you approach the home- 
maker?” 

“We inquire as to the type and age 
and condition of the heating plant — 
and make a special pitch on the draft 
control. The Field Barochek is an 
almost certain sale to hand-fired furnace 
owners. And they, of course, are the 





"Being a merchant as well as an artisan 
calls for modern merchandise display", 
said the dealer, 


real automatic furnace prospects !”” 

“And so”, I said, ‘you get into the 
basement, and a 

“And”, interrupted the dealer, “when | 
we get into a basement we not only can 
talk furnaces, but automatic water heat- | 
ers and anything else in our line.” 

“We also’, the dealer continued, 
“advertise our Field Control specialty 
in the newspapers, and as you can 
see, carry a window and floor display | 
on controls.” 

“And that’, I observed, “is what I 
call a real merchandising job.” 

“Well, you know, we've got to be | } 
merchants, as well as artisans’’, said 
Bill, ‘if we want to keep the cash reg- 
ister ringing.” 


CONTROL 


DIVISION 
MENDOTA, ILL. 


Lield 


H. D. CONKEY & CO 
AFFILIATES 


"A led looking ‘idle display pulls 
traffic into the store. And store traffic 
is worth money." 


Conco Building Products, Inc 
Brick Tile Stone 
Conco Moterials Handling Division 
Cranes Hoists 
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AUTUMATIL HEAT 
AIR CONDTTTUNING 


Section 


Small Display Makes Big Sales 


Miniature radiant heating system, plus active prospecting, 
make success of automatic heating for this dealer 


Sumerronon of new 
angles for the more conventional 
promotional methods is building 
business for the Automatic Heating 
Company of Atlanta. 

Typical of the fresh approach 
used by the firm in merchandising 
automatic heat is the miniature 
radiant heating system pictured be- 
low. This unique display is exhib- 
ited at home shows and other 
public events to attract the atten- 


: 
UU 


tion of Atlanta homeowners—and 
it does just that! Donald Mees, 
head of the firm, reports the dis- 
play stops thousands of people and 
results in the accumulation of 
hundreds of names of actual, bona- 
fide prospects. 

The display is mounted on a 5 
by 3% table, filled to the depth 
of an inch and a half with soil, 
in which is a miniature foundation 
of a five-room house, with an ac- 


AUTOMATIC 
HEATING COMPANY 


of Atienta 


tual scale model of a 1500 ft ra- 
diant heating system. Fabricated 
in the company’s shops, by firm 
mechanics, the tiny heating system 
utilizes small diameter copper tub- 
ing, in a faithful reproduction of 
the radiant heating systems which 
the firm installs in many new At- 
lanta homes. 
Behind the 
heating system, mounted on a six 
by four ft panel board, are 9 
photographs of typical installations 
performed by the company. Each 
photograph shows methods the firm 
solving heating 


miniature radiant 


uses in specific 
problems 

“We have found that the minia- 
ture radiant heating system, along 
with photos behind it, answer a 
lot of questions for homeowners 
who have never before had the op- 
portunity to see this type of heat,” 
Mr. Mees declared. 

During each exhibit, the Atlanta 
contractor keeps from two to four 
expert salesmen on hand to answer 
questions and to explain the op- 
peration of all the equipment in- 
and more important, 
addresses. 


volved... 
to obtain names and 
These are transferred to a master 
file of prospects, maintained in the 
office, with each prospect being fol- 
lowed up at an appointed time, 
and revisited until such prospecting 
resu!ts in a sale. 
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Check the facts and you'll find Oil-O-Matic is easier to sell than sell against! 


OIL-0-MATIC DEALER 
A HEAD START! 


xe MORE CONTACTS! 


More to Sell! +e MORE SALES! 


A COMPLETE LINE! Units and 
Conversion Burners of all sizes 
for all types of heating systems 
...23 Boiler-Burner and 
Furnace-Burner models—each 
packed full of exclusive selling 
features. 


x MORE PROSPECTS! 
x MORE PROFITS! 


The Oil-O-Matic dealer is always ahead with attention-getting, 
action-provoking, decision-making, planned activity . . . There 
is ‘organized excitement” for every season of the year... for 
every sales situation. Oil-O-Matic dealers get more help in 
selling—a product that has more sell! That’s why dealers are 
breaking sales and profit records right now! 


Now more than ever Oil-O-Matic dealers 
have the industry’s best franchise. 


» mere ® 7 Big differen? 


gil Burners 
MODEL G0 Lod 


with the exclusive 
Sealed Thrift Unit 


LOW PRESSURE 
(Only 1 to 2 Ibs. atomizing pressure) 


_ Only OIL-O-MATIC Has It! 


More fo Tell! 


POWERFUL ADVERTISING! 
COMPLETE DEALER MERCHAN- 
DISING PLANS! TESTED, 
PROVED PROMOTIONAL 
IDEAS! 


in 
MORE HELP IN 
TELLING and SELLING! 


EFFECTIVE FACTORY FOLLOW- 
UP. SALES MANAGEMENT 
ASSISTANCE. SERVICE TRAIN- 
ING PROGRAM. 


Constant, active, sales-making 
support—from factory training 

















of service men to experienced BURNS ANY DOMESTIC FUEL OIL 
cooperation in management B-SERIES PITTSBURGH TESTING LABORATORY 
and selling. Steel BOILER- tests have proved Oil-O-Matic’s ability 
BURNER Unk. to burn either a No.1 oil or a 100% 
One of a com- | > . bask 
plete line of catalytically cracked oil with equal ease 
complete units and efficiency. 
DO YOU WANT TO TALK of all types 
and sizes. 


ABOUT YOUR BUSINESS 
WITH A TRAINED 


OIL HEAT MAN? To: WILLIAMS OIL-O-MATIC DIVISION 


Eureka Williams Corporation 
BLOOMINGTON, ILLINOIS 


Please show us—tell us—prove to us—There is a Big Difference in Oil 


1 

| 

| 

| 

| 

| 

| 

A FEW Burners and the advantages of the Oil-O-Matic dealer franchise. 
| 
| 
| 
| 
| 


DEALER 
TERRITORIES 


are available 
in our expanding 
dealer organization. 
Send coupon today 
for all facts. 


Name 











Addvrea 
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how to eliminate 
rule-of-thumb 
in heating . . . 


HEATING SYSTEM DESIGN 


In THIS article, the second 
in series on design and layout of 
heating systems based on the 
I-B-R Short Course given at the 
University of Illinois, the con- 
tractor will find valuable infor- 
mation on hot water heating sys- 
tems. By using reliable, proved 
methods of heating system cal- 
culation, such as outlined in this 
series of articles, the contractor 
can eliminate rule-of-thumb cal- 
culations and thus save - time, 
labor and money on-the-job and 
boost sales through satisfied cus- 
tomers. 

Future articles in this series 
will take up steam heating sys- 
tems, piping layout and pump 
sizing, as well as radiation and 
boiler selection. The I-B-R 
Guides referred to in the text 
can be purchased from the Insti- 
tute of Boiler and Radiator 
Manufacturers, 60 E. 42nd St., 
New York City 17. Informa- 
tion in the article that follows is 
based on classes conducted at 
the I-B-R Short Course by J. 
R. Carroll, Jr., assistant professor 
of mechanical engineering, Uni- 
versity of Illinois. 

In addition to the Fourth 
Short Course on heating given 


Fig. 4: The two-pipe reverse return lay- 
out shown at the right is easy to design 
and balance for gravity or forced circula- 
tion heating jobs for domestic installation. 


at the University of Illinois, 
I-B-R is presenting a series of 
such schools in various cities 
throughout the country, covering 
heating system fundamentals and 
basic merchandising methods. A 
complete, up-to-date list of these 
schools, giving dates and loca- 
tions, was presented on page 138 
of the July issue and is repeated 
on page 133 of this issue. 

The purpose of this discus- 
sion is to review the types of 
hot water and steam heating sys- 


RADIATOR 
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| 
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tems available for residential in- 
stallations and to point out the 
characteristics of the piping sys- 
tem peculiar to each type. The 
terminology used in this classi- 
fication of systems, and many of 
the recommendations quoted, are 
taken directly from the Ameri- 
can Society of Heating and Ven- 
tilating Engineers Guide and 
may not, in some cases, agree 
exactly with the terminology 
used in all parts of the industry. 
(Please turn to top of next page) 
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STEP 2 


This second in series of articles on modern 


design techniques shows the contractor how 


to boost profits by eliminating rule-of-thumb 


(Continued from page 131) 
Also, the diagrams used are 
merely simplified schematic 
sketches of piping layouts and 
are not intended to illustrate all 
of the accessories and controls 
necessary to insure a safe and 
properly functioning system. 
They are merely complete 
enough to illustrate the prob- 
lems of flow that must be con- 
sidered in the design and layout 
of wet-heat systems. The actual 
design procedure used for the 
more typical of these systems are 
given in the I-B-R Guides. 

The first Step in the design and 
layout of any system of heating 
is the proper calculation of heat 
losses in each individual space to 


son 


RADIATOR __ 


be heated as outlined in step one 
given on page 136 of the July 
issue. The proper summation of 
these individual heat losses also 
determines the net output re- 
quired of the boiler. Once these 
two items of mechanical equip- 
ment have been selected accord- 
ing to the calculated heat loss, it 
then becomes a problem of piping 
design to convey the heating 
medium from the boiler to the 
radiation in just the proper quan- 
tity to allow the radiation to 
satisfy the heat loss of the space. 
The radiators are placed under 
exposed windows wherever pos- 
sible, or at least on an outside 
wall if they are not desired under 
the windows, and only as a last 
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resort should they be placed 
along an inside wall. The boiler 
must have ample room surround- 
ing it to allow for the installation 
of the piping and any adjusting 
and servicing that will be re- 
quired. 

A heating system is called a 
hot water system if water is used 
to convey the heat from the 
boiler by flowing through pipes 
connecting a boiler or water 
heater to a suitable heat dis- 
pensing means. There are two 
methods of creating the water 
flow desired and they are com- 
monly called the gravity sys- 
tem and the forced circulation 
system. Some arrangements of 
piping are more applicable to 
good operation of a particular 
system than others when gravity 
circulation is used and this will 
be mentioned as we discuss each 
method of piping separately. 


Gravity Circulation 

Gravity circulation is in most 
cases the more difficult to design 
because the forces available to 
create and maintain the required 
flow of water throughout the sys- 
tem are much smaller than in the 
forced circulation system. How- 
ever, it is possible, with proper 


9,000 BTU 


go pe 








50,000 BTU/HR 


Fig. 1, at left: This type of series piping 
hook-up is easy to lay out but extremely dif- 
ficult to balance for even heat distribution. 


Fig. 2, above: One-pipe system as shown 
above is easier to regulate than series job, 
and more suitable to forced circulation job. 
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design and control to install 
a satisfactory and economical 
hot water system using the grav- 
ity principle of flow and the 
standard forms of radiation. With 
certain types of heating, notably 
panel heating in the accepted 
sense of the term, it is almost im- 
possible to design an economical 
and practical system unless 
forced circulation is used. 

The operation of the system 
depends upon the difference 
in density of the water on 
the supply side as compared 
to the return side of the piping. 
The available force is rather 
small and the pipes and fittings 
must be ample in size to permit 
an adequate flow of water to 
carry the required heat to the 
radiation. In the forced system, 
a pump driven by an electric 
motor is used to force the water 
throughout the system and hence 
the pipes and fittings can be 
much smaller in size. The only 
limitation on their size is the 
consideration of economy in 
pumping the water against the 
resistance of the system. With 
a forced system, higher boiler 
water temperatures (hence a re- 


duction in the quantity of radia- 
(Please turn to top of page 190) 
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Above: This large class of contractor-students is in attendance at last month's 


1-B-R school at Buffalo, N.Y. The I-B-R 


schools, listed below, are receiving much 


acclaim from heating students, who say the schools promote top notch installations. 





|-B-R MOBILE SCHOOLS 


ConTRACTORS in many parts of 
the country can now boost their 
profits by applying modern me- 
thods of figuring jobs—and they 
can learn these techniques in 
the I-B-R school on heating to 
be given soon in many cities. 

The list below gives dates and 


locations for schools planned 
now; new dates will be given as 
they are released. Contractors 
wishing to enroll can obtain full 
information from the Institute 
of Boiler and Radiator Manufac- 
turers, 60 E. 42nd St., New York 
City, 17. 


FOLLOWING IS A LIST OF MOBILE I-B-R SCHOOLS NOW SCHEDULED: 
AUGUST 8-10—HARRISBURG, PENNA., THE CHESTNUT STREET AUDITORIUM 
AUGUST 2-4—SCRANTON, PENNSYLVANIA, AMERICAN LEGION BUILDING 
AUGUST 15-17—PITTSBURGH, PENNA., THE ROOSEVELT HOTEL 
AUGUST 29-31—CINCINNATI, OHIO, THE SHERATON ARMS HOTEL 
SEPTEMBER 6-8—CLEVELAND, OHIO, 2136 E. 19TH STREET 


SEPTEMBER 12-14—DETROIT, MICHIGAN 


SEPTEMBER 19-21—MILWAUKEE, WIS. 
SEPTEMBER 26-28—MINNEAPOLIS, MINN. 
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Fig. 5, above: Figures on two-pipe reverse 
job show relation between water circulat- 
ed, and temperature drop in heating system. 


Fig. 3, at left: Direct return systems are 
difficult to design due to varying resistance 
of different circuits and tendency to “short.” 
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Every standing residence, old of new. is a potential customer 
for Percoflash Boilers, the package heating unit whose popular- 
ity is growing by leaps and bounds. Yes Sir! 


The JUNIOR NO. 200 (show at left) embodying all the 
famous, time-tested pERCOFLASH features, ‘5 the answer fo 
your residential heater market. Employs same percolating 
principle ysed in the best high pressure industrial boilers. 
Result—an abundance of domestic fot water. -- an amazing 
pickup of efficiency in the home heating system - ~~ all in 
one package. PERCOFLASH products are designed and built to 
comply with the requirements of the ASME code and we are 
authorized to apply. the appropriate code symbols. Federal 
Housing Administration Approved. 


‘ 


Flash-Action Performer 


, 500 sa tt Percoflash Water 


Flush Jacket Combustion Chamber and 


Trim. 3 GPM Internal Tankless Heater 
| Burner Porcotlash Flanze Pressure fon Burner, 
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BURNER-MOUNTED RELAYS 


Installation is much easier with PENN’s new 
Burner-Mounted Primary Relay because all line 
voltage wiring (except for power supply) is done 
for you at the factory ... you save time, material 
and money! But that’s not all. The relay is wired 
correctly at all times to save you costly service 
calls due to improper or faulty wiring. 

In this PENN two-piece stack switch, the pri- 
mary relay is an integral part of the oil burner. 
The second unit is a simplified combustion con- 
trol requiring only low voltage wiring. Yes... 





this new type of control gives you many advan- 
tages never before available! 

Cost? No more than ordinary stack controls. 
That’s why more and more dealers specify PENN 
...and more and more leading oil burner manu- 
facturers are incorporating this new, better con- 
trol into their burners. Ask your manufacturer 
for it . . . or, for additional information write 
Penn Electric Switch Co., Goshen, Ind. Export 
Division: 13 E. 40th Street, New York 16, U.S.A. 
In Canada: Penn Controls, Ltd., Toronto, Ont. 
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Here is the architectural rendering of 
a massive institutional building that 
will rank high on the list of America’s 
truly great hospitals. It is the Veterans 
Administration Hospital at Omaha. 
Every detail of this magnificent 
structure has been planned to contri- 
bute the utmost efficiency in the care 
of patients; and of course no factor 
entering into this is more important 
than heating comfort. It is therefore 
particularly significant that after the 
most searching analysis of heating 
requirements Marsh valves, traps and 
vents were chosen for the vital spots 
in the steam distribution system. 
Practically all types of Marsh heat- 
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ing specialties are installed here. 
There are hundreds of Marsh packless 
radiator valves and radiator traps; a 
large number of Marsh float and ther- 
mostatic traps; many Marsh inverted 
bucket traps, strainers, and vents. 

Yes, the selection of Marsh equip- 
ment for this modern hospital is a 
resounding tribute to the quality and 
dependability of Marsh heating 
equipment. But it is only one more 
example of the preference accorded 
Marsh equipment by foremost heat- 
ing engineers and contractors. 

For that next job insist on the equip- 
ment that is first choice where only the 
best is good enough! 


MARSH HEATING EQUIPMENT CO. 


Sales affiliate of Jas. P. Marsh Corp. 
Dept. S, Skokie, Ill. 


MARSH yang 





SINCE 1865 











August, 1950 


ARCHITECTS 


Ellerbe & Co., St. Paul, Minn. 
leo A. Daly Co., Omaha, Neb. 


MECHANICAL CONTRACTOR 
B. Grundwald, Inc., Omaha, Neb. 





Hundreds of Marsh Specialties like this 
were used in the Veterans Administration 
Hospital — the finest of packless valves 
and the most efficient of radiator traps. 


Float and thermo- 
static traps like this 
were used; also 
many inverted 
bucket traps, vents 
and strainers. 


BIG FUEL SAVINGS—when the heat 
is controlled by Marsh TRI-TROL. 


For multiple occupancy buildings of any 
size TRI-TROL is the simple, low-cost, 
easily installed regulator giving control 
“in step with the weather’ which means 
ideal heating comfort at lowest cost. 
Ask about it. 
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What do the back fences 
say about you? 


One neighbor tells another. And the dealer who 
installed Bryant automatic gas heating always 
rates high in those confabs . . . continues 
to win more jobs over the back fences, too! 


Customer satisfaction is built into Bryant 
equipment. It’s drawn in by the product de- 
signers, kept safe by the finest automatic con- 
trols, retained by the heavier construction that 
assures longer service life. The user is better 
satisfied ... more pleased with the dealer who 
made the sale. 

Yes, and Bryant lends a helpful hand in 
other ways. The Bryant distributor offers a 
single source for most every type of gas 
heating equipment. He furnishes valuable 
engineering assistance, maintains an adequate 
warehouse stock. And his co-operative funds 
aid in paying the cost of localized dealer 
advertising campaigns. 

If you are interested in having what's said 
over the back fences mean profitable business 
for you, it’s time to check with Bryant! 





Let the pup be furnace man 
... ond water boy, too! 






AUTOMATIC HEATING 


The most complete line of gas heating equipment in the nation 
PUVETELITT Ieee 
Bryant Heater, Dept. 136, 
17825 St. Clair, Cleveland, Ohio 
( ) Send me the new booklet that tells 


the Bryant story. ( ) Have your dis- 
tributor call on me. 





Name 
Company 
Address 


City State 
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Oil Burner Servicing 


Here are practical tips for contractors and their servicemen 


on installation and servicing of oil burner controls 


% 7th Article 


3 article is the seventh in series on 
oil burner operating principles and servicing. This 
month we take up the subject of oil burner con- 
trols together with their installation, adjustment 
and servicing. Future articles will include val- 
uable tips on converting older burners to operate 
efficiently with catalytic cracked oil mixtures. 
They will include data on conversion heads, ad- 
justment and sizing of the fire box for “cat” 
cracked oil firing. 

In discussing the application of controls to oil 
burners, we find that there are three general 
classifications in this field: 1. operating controls; 
2. limit controls, and 3. combustion safety con- 
trols. 


Operating controls: This type of control is 
generally used to operate the burner in order to 
produce heat. An example would be a room 
thermostat which when it calls for heat operates 
the oil burner directly or intermediate heat-mov- 
ing devices such as circulators, fans, etc. An- 
other type of operating control as popularly 
known is an aquastat or immersion thermostat. 


Below: Here’s an electronic safety control which performs 
the functions of a stack switch by shutting off the heating 
system in the event of flame failure, using photoelectric cell. 





of a Series >» 


It is used to provide year-round domestic hot 
water from steam and hot water heating systems. 
It also controls the burner and keeps boiler water 
at a pre-designed temperature in line with the 
required domestic water temperature. 


Limit controls: These controls are used to 
prevent damage caused by so-called normal op- 
eration of the oil burner, that is, overheating. 
There are three general types of limit controls: 
1. the pressure control limits the pressure of the 
steam produced in steam boilers. 2. the hot water 
control limits the temperature of the water in hot 
water heating systems to a pre-determined safe 
point. 3. the warm air control limits the tem- 
perature of the air going to the duct work in 
warm air heating systems. 


Combustion safety controls: These controls 
are used to prevent danger from abnormal opera- 
tion of the burners, as in the case of no fire. Ex- 
amples of safety controls are stack controls which, 
combined with a safety switch, shut off the burn- 
er within a short period of time after the burner 


Below: This float type combination water feeder and low- 
water cut-off is installed on a low pressure steam boiler to 
control water level automatically and prevent damage to boiler. 
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starts if no fire results. The period of time is 
usually 90 seconds. 

Operating and limit controls are generally 
single action switches designed to perform one 
job. The specific job of the operating room 
thermostat is to open and close a switch when 
the room temperature changes between two set 
points; that is, when temperature drops below a 
set point, the burner will start and when it rises 
to a certain point, the burner will be shut off. Or 
the thermostat can be used to control the opera- 
tion of the circulating pump and the burner can 
be controlled by an aquastat to maintain tem- 
perature of the boiler water. There is no par- 
ticular safety hazard involved in the operating 
thermostat’s failure to open its contacts. The 
limit control, on the other hand, must dependably 
open its contacts many times a day during the 
heating season to prevent danger from excessive 
heat or pressure within the heating system. 

The control industry has had a great deal of 
experience with both types of controls. Oper- 
ating and limit controls have been brought to a 
condition of near perfection in present day manu- 
facture and operation, so that failure resulting 
from manufacturing processes. practically never 
occurs. However, failures are sometimes charge- 
able to those who install the units—due rarely to 
negligence but rather caused by lack of knowl- 
edge as to how to make the installation correctly. 


Tips on Thermostats 


For example, the thermostat sometimes fails 
to perform correctly because it is poorly located. 
This unit cannot be in kitchens or bathrooms be- 
cause of other forms of heat present; moisture or 
cooking fats could affect its operation in this loca- 
tion. Bedrooms are a poor location because win- 
dows will be open at various times which will 
cool off the room and cause the rest of the house 
to overheat, and also because bedrooms are often 
closed off from the general air circulation of the 
house. 

The thermostat should never be placed near a 
hot pipe or cold window. It should never be in 
the coldest room of the house, although some 
think that this is the best location for it. At this 
point, it will keep the heating system operating 
to heat the coldest room and cause the rest of 
the house to overheat. 

The best location for a thermostat is where air 
circulation is about normal for the entire house; 
the usual location being in the dining room or 
living room or on an inside wall, several feet 

(Please turn to top of next page) 





This article was prepared in cooperation with Fred Feigen- 
baum, Instructor, YMCA Trade and Technical School, 
New York City. 
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Fig. 1: Combustion-safety circuit used with some burners. 

Line voltage enters at “L’”, travels through lockout switch “LS”, 

through timer-resistance “TR” to terminal “M” feeding the 
burner motor. 


SS 
LS ST 
STACK 
Oo 
RC B.C. 
TRANS 
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fe! HOT 


Fig. 2: This is a circuit similar to Fig. 1, but using low volt- 
age provided by a step-down transformer. This current flows 
through safety timer resistance “ST”, causes it to heat until 
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Fig. 3: Close-up view of stack switch clutch mechanism, 
where drive-shaft passed through clutches operating hot and 
cold contacts. Adjustments are provided to change the timing. 
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Oil Burner Servicing 


(Continued from preceding page) 


from the nearest window or radiator. Thermo- 
stats are often prone to develop non-operating 
type troubles—that is, troubles that have nothing 
to do with a defect in the mechanism itself, but 
rather trouble that requires occasional main- 
tenance. For example, dust occasionally will foul 
up thermostat contacts; this dirt can usually be 
blown out or wiped out with a piece of hard 
paper. Never use abrasives or newspaper for this 
job. Usually, dust poses a problem at the be- 
ginning of the heating season, as the contacts 
have been open all summer where dust could 
fall on the contacts. Any interference with the 
initial operation of the oil burner can then be 
traced first to the thermostat contacts to see if 
these are not making electrical contact. 

Today’s thermostats are well designed and 
rugged and unless they have been tampered with, 
they will seldom lose calibration or differential. 
That is, they will always turn the burner or cir- 
culating pump on or off according to the original 
setting, or hold room temperature between two 
set points, unless tampered with. Sometimes 
original handling by the installer may bend the 
bimetal element or otherwise harm the control. 

Another common thermostat trouble is a loose 
wire at a terminal screw, which may produce non- 
operation or irregular action. An _ unsoldered 
splice in the cable to the thermostat may become 
covered with an oxidized coating and prevent 
operation by breaking the circuit. This is much 
more likely to occur in low voltage (24-v.) wiring 
than in line-voltage (110-v.), because a high re- 
sistance short or break such as an oxidized splice 
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Fig. 4: This typical control panel is often used as a starting 


point by servicemen in checking up control troubles. Using a 
“jumper” and a 110 volt test lamp, the serviceman can short 
over terminals for testing, to check for ‘‘shorts’’ and other defects. 
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Fig. 5: Stack control drawing showing its correct placement 
in the stack — the heat sensing element should be in the center 
of the stack for speedy action in case of burner flame failure. 


mentioned above would stop low voltage, but 
high voltage would tend to force its way through 
the oxidized coating or arc sufficiently to keep 
the contact closed. A good rule with thermostat 
trouble is: don’t blame the control—blame the 
wiring. 

Limit controls are not likely to fail on the 
closed side because they have good contacts and 
simple operating mechanisms. Sometimes an 
aquastat well will leak a small amount of water, 
filling the helix-coil with semi-solids that prevent 
operation. There is a pigtail mounting which has 
been designed to prevent fouling of. the iimit con- 
trol and when this mounting gets plugged, the 
pressure control will usually fail. Also, pressure 
controls fail due to the plugging of the bellows- 
port with rust from a dirty boiler. 


Limit Control Servicing 


Limit controls of the solid-contact type some- 
times develop contact trouble as a result of de- 
fects in the motor they control. It’s a good idea 
to correct the motor condition before placing a 
new control in the system, otherwise the new 
control will be harmed. Usually control troubles 
come from sources outside the control rather than 
from defects within the control. 

One of the earliest lessons learned by oil burner 
designers and manufacturers is that the oil burner 
must never be permitted to run without fire. The 
possibility of a delivered mixture of oil and air 
filling the combustion space of the furnace and 
igniting late has always properly been considered 
to be a major safety hazard. If such a mixture 
does not ignite, there is danger of oil saturation 
into the firebox and even into the floor beneath 
the unit. 

To prevent the possibility of running the oil 
burner without fire, a type of control has been 
developed that is more complicated than the 
simple, single-action switch, as typified by the 
thermostat or limit switches, known as the com- 
bustion safety control. 

(Please turn to top of page 240) 
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M... than 29 years of intensive research 
in the development of better oil burners 
is a major reason why America’s leading 
heating manufacturers equip their 


oil burning units with . 


‘ABC OIL BURNERS 
“The Standard of the Industry” 
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INTERMEDIATE RELAYS 


HoneyweEL INTERMEDIATE RELAYS, 
like all Honeywell automatic controls, are 
long time favorites—both in the trade and with 
the public, too. In wide use is the R19 Relay, 
simply and compactly designed to handle the 
control of line voltage loads from sensitive 
low voltage thermostats, particularly in appli- 
cations involving gas fired, steam, or hot 
water Unit Heaters, and hot water circulating 
pumps. It also enables use of the new TM 
Honeywell thermostats for radiant floor panel 
heating systems. 





DEPENDABLE CONTROLS 
COST LESS THAN SERVICE 





The highly popular R182 Universal Relay 
may be used to perform various switching 
operations for any Series 10, 20, or 80 devices, 
thereby simplifying your stocking problem. 
All Honeywell relays are built to render long- 
lasting, trouble-free service, backed by the 
greatest name in automatic controls. So, get the 
full facts about the complete line of Honeywell 
relays, without delay. Minneapolis-Honeywell, 
Minneapolis 8, Minnesota. In Canada: Leaside, 
Toronto 17, Ontario. 


Honeywell 
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STURDY CONSTRUCTION ASSURES 
LONG LIFE WITH NO MAINTENANCE 


Heavy drawn dial 
head protects dial 
and magnet. 


Large numerals for 
both dials — easy 
to read. Expressed 
in fractions, cor- 
rect reading is ob- 
tained on every 
tank, regardless of 
variations in’ tank 
size. 

Magnet for gauge 
head — tested for 
flux density. 
Heavy die cast 
head will stand 
1000 psi. 


Heavy magnet 
shaft. 


Sturdy supports. 














V Always install Rochester “Dual-Dial” 
Gauges ... they can’t vent smelly oil fumes! 


No oil burner dealer needs to make a service call on account 


of a gauge .. . if he uses Rochester “Dual-Dials”. Designed 
with a solid pressure-tight, leak-proof head, smelly oil fumes 
can’t vent into the basement. Neither can it leak under pres- 
sure. There simply is no point in taking a chance on flimsy 
gauges when for a few pennies more you can get trouble-free 


service with “Dual-Dials”. 


Sturdily made, and featuring permanent magnetic indication, 
Rochester “Dual-Dial” Gauges have been Underwriters’ listed 
for more than 25 years. Stocked by leading wholesalers 
everywhere for 275 gallon oil burner storage tanks in the 
following depths—22”, 24”, 26”, 27”, 42”, 44” and 47”; 
11/,” and 2” pipe thread connections. Special lengths to order. 
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ces, gears for accurate, Increase Your Profit 
dependable meas- 
om. urement. and Customer 
ng- Good-will 
the The Rochester CAC (Circula- 
tion Air Control) thermometer 
the Kit enables you to quickly 
ell Cork secnedisan vier and accurately balance air 
|] pe temperature in any type of 
aime forced air heating unit. No 
le, further equip t is ded 
Send for information today. 


























ROCHESTER MANUFACTURING CO., INC. 

19 ROCKWOOD STREET, ROCHESTER 10, N. Y. 

Please send [] Literature and prices on “Dual-Dial’ Gauges 
C Literature and prices on Circulation Air Control Kit. 


Company . 


Address .. 





Cay 5... : Zone ........ State .. 









Above: Soldering a supply main connection. A 1270 deg melt- 
ing point solder is used, which allows tube to be joined wth- 


Above: Soldering up a circuit header. This header, from which 
circuits take-off, is buried under concrete slab. Note that it is 
made-up so desired number of coil circuits can be attached. 









Mosr CONTRACTORS who make a 
specialty of installing radiant panel heating in 
small homes have their own pet layouts and 
designs, or variations on standard procedures. 
Many of these improvements on ordinary panel 
heating procedures have been reported in past 
issues of this magazine, and in this issue we 
present another contractor’s idea of how: to in- 
stall radiant heating in the small home. In this 
way the contractor who is planning on going 
into radiant heating or who is already making 


out necessity of cleaning. Tube is flared, fitted and soldered. 





Above: Radiant floor panel heating coils are bent and made- 
up on the job. Here | in. copper tube used for supply and return 
mains are turned in bender. The 12 in. tube for coils is hand-bent. 


Above: Here Miles Westerbrook, heating contractor of Crystal 
Lake, Ill, points out supply headers. Note that they are run 
along outside wall to provide extra heat at this vital point. 


PRACTICAL FLOOR PANEL DESIGN 


A contractor who has installed over 300 floor panel jobs 
tells how to save time and money on radiant heating 


these installations can build up a file of valuable 
and ready reference material based on practical, 
tried and proved methods from the field experi- 
ence of those contractors who have found, by 
actual experimentation, better methods and time- 
saving shortcuts. 

Miles Westerbrook, a heating contractor of 
Crystal Lake, Ill., makes a specialty of radiant 
heating, and has come up with some interesting 
variations in panel design. He has become con- 
vinced, on the basis of results from and experi- 
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Above: Floor panel coils are laid over a 2 in. thick insulat- 
ing type concrete slab which tapers to 12 in. thick near the foot- 
ing. Coils are then wired to the reinforcing mesh as shown here. 





Above: After coils are laid over the insulating slab they 
are wired to reinforcing mesh. A 3 in. slab is then poured 
over, but coils are lifted so 1 in. is below and 2 in. on top. 


ence with some 300 jobs over the last four years, 
that in small home radiant heating, certain 
methods should be followed for best results. 

In his own words, Miles says: “Personally, I 
prefer ceiling panel heating, though it costs more 
than floor panel installations. Floor panels are 
often best suited to the small home built on a 
strictly competitive basis throughout and here 
the lower cost of such panel heating allows a 
reduced bid over other methods of heating, in 
my opinion. At any rate, I’ve been getting plenty 
of this type of work in project housing, and right 
now I’m bidding on a large project I expect to get. 

“For the small house I have found that best 
results can be obtained by running the circulat- 
ing pump constantly (during the heating season) , 
and controlling heat output from the boiler by 
operating the burner with an anticipating type 
thermostat. We keep boiler water temperatures 


(Please turn to top of next page) 





Above: At the right is shown the gas-fired boiler which 
powers the radiant panel heating system described on these 
pages. To the left is the separate service water heater. 





Above: Floor panel coils are tied into return header 
which comes up beside boiler (not installed as yet.) They 
are balanced by layout and also by balancing cocks above. 








At right: Layout of typical floor panel 
radiant heating system installed by Miles 
Westerbrook, heating contractor of Crystal 
Lake, Ill. Note that supply mains to indi- 
vidual room circuits take-off from auxiliary 
headers and run along outer walls. This 
layout provides additional heat to hold off 
cold air-mass at this point, and allows each 
circuit to be laid out with practically iden- 
tical friction loss. Thus water tends to flow 
through each circuit at the same rate, pro- 
viding built-in self-balancing action. The 
system is also balanced by means of con- 
ventional cocks at the main return header. 
PW on the drawing means pipes wide, a 
term that betrays Mr. Westerbrooks’ re- 
frigeration background. Coils are laid over 
2 in. of insulating type concrete, wired to 
reinforcing mesh over which a 3 in. layer of 
finish cement is poured. Before it dries, coils 
are lifted to within 2 in. from top of slab. 








SUPPLY 








at about 120 deg, and with a limit aquastat keep 
it from exceeding 140 deg. Water temperature in 
the floor coils seldom goes over 120 deg. 

“We always recommend, and try to get the 
builder to lay, an insulating type concrete over 
the levelled ground to a thickness of 2 in. This 
keeps heat from going downward and saves quite 
a bit of fuel (ed. note: at the recent Heating, 
Piping and Air Conditioning Contractors Na- 
tional Assn. meeting in San Francisco it was 
reported that heat loss to the earth from a floor 
slab is great unless means are taken to prevent 
this loss). We then have the cement contractor 
lay wire reinforcing mesh over the insulating 
concrete slab, then tie our copper tube coils to 
the wire mesh with wire. (See photo.) When 
the coils are all laid and tested, a 3 in. layer of 
finish cement is poured over-all. As soon 
as the finish slab is poured, before it hardens, 
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SHEATHING 
2" X 4°—16" 0.C. + 
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At lef#: Drawing of the footing of 
a typical Westerbrook heated house 
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12 P.W.—8’6’ 


P.W.—PIPES WIDE 


the wire mesh and copper tube coil combination 
is lifted (by the cement contractor) 1 in. off the 
insulating slab, so that there is a 1 in, layer of 
finish cement under the coils and 2 in. over the 
coils, and of course, so that the wire mesh can 
act as a reinforcement to the finished floor. 
“Another technique we use is to lay out our 
coil circuits so that each circuit, with its own 
supply and return, has approximately the same 
number of lineal footage. This means that each coil 
is easier to balance because the pump tends to 
force boiler water through each coil circuit at the 
same rate since the friction loss or resistance to 
flow is nearly the same in each circuit. We have 
a jaw-breaker of a word to describe this process; 


its galled hydrokinetic balancing, which means , 


what I’ve just said, and which gives a measure 
of self-balancing. 


(Please turn to page 247) 
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shows how insulating concrete slab is 
installed. Of particular interest is the 
way this slab, over which coils are laid, 
slopes down to a thickness of 12 in. as / 
it approaches the footing. This provides CAST IRON TEE 
extra insulation against heat loss here. HEADER 1° 
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At right: Hookup of gas-fired boiler. 
It’s conventional in that returns are tied 
into a common header where circuits are 
balanced by cocks. An aquastat keeps us 
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boiler water from going over 140 deg. The — BALANCING f Th 
burner is controlled by the low voltage, VALVES / Pig 
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The U-Brand line includes: Malleable Iron 
Pipe Fittings and Unions -- Plugs, Bushings 
and Floor Flanges -- Steel Pipe Nipples -- 
Cast Brass Solder Joint Fittings -- Wrought 
Steel Couplings @ Black Malleable Iron 
Pipe Fittings may now be obtained with the 
new rust-resisting “U-Cote”. 


The actual, unretouched photograph above shows 
one of the many tests that “U” brand fittings 
are put through. This, of course, exceeds any 
actual usage that any pipe fitting would be put 
to. Because of the high quality of material and 
care in manufacture and testing, “U” brand fit- 
tings offer maximum resistance to unusual strain 
during building erection or later as a result of ex- 
pansion and contraction of pipe lines. 
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Boilers. Oil, gas or coal-fired — 
steam or hot water. Efficient, 
space-saving units. Factory assem- 
bled and shipped in a complete 
package to cut installation cost. 


Furnaces. Your customers and serv- 
ice men will like the complete 
Fairbanks-Morse line of furnaces — 
oil, gas or coal fired—Hi-boys, Lo- 
boys and suspended units. Com- 
pletely packaged, with burners and 
controls assembled. 


Oil Conversion Burners. Quiet, 
efficient units in capacities from 1 
to 7 GPH. Burn catalytic oils. 
Thousands of installations prove 
Fairbanks-Morse conversion oil 
burners a ‘‘natural’’ to sell. 


Gas Conversion Burners. Con- 
struction and design make 
Fairbanks-Morse gas conversion 
burners tops in efficiency. Factors 
of absolute safety, quality construc- 
tion, low-cost operation, simple in- 
stallation and adjustment make 
them easy to sell. 


PROTECTED TERRITORY... 


Only you can sell Fairbanks-Morse heating equipment in a 
territory assigned to you. That means you'll never have to 
worry about being undersold on Fairbanks-Morse products. 
You, alone, control sales and profits in your territory! 




































It’s plain common sense to recognize that prospects for heat- 
ing equipment, confused and overwhelmed by dozens of offers, 
are most likely to choose the products bearing a familiar name. 

That’s why dealers who sell the Fairbanks-Morse line have 
a tremendous advantage in a highly competitive market! The 
name Fairbanks-Morse has been a household word for more 
than 119 years —a synonym for quality, dependability and 
value. 

Fairbanks-Morse offers you not only a complete line and 
the name that’s been selling for you for more than a century, 
but other advantages as well. There’s a workable cooperative 
advertising plan ... a profitable parts service . . . a training 
school for your service men ...a full scale national advertising 
campaign and on-the-ball order filling that keeps customers 
happy. For complete details, write Fairbanks, Morse & Co., 
Chicago 5, Iil. 


FAIRBANKS-MORSE 


August, 1950 











A name worth remembering 


DIESEL LOCOMOTIVES + DIESEL ENGINES « PUMPS + SCALES « MOTORS + GENERATORS 
STOKERS + RAILROAD MOTOR CARS and STANDPIPES « FARM EQUIPMENT « MAGNETOS 
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How Night Cooling Works 


(Continued from page 109) 

the same manner on a smaller 
scale. Attached to a window across 
from those of the bedrooms, it 
draws cool night air into the house, 
cooling the bedrooms first and then 
the rest of the living quarters. 

There is an attic fan installation 


possible for almost any type of 


dwelling. In houses having open 
attics which are floored, the fan 
can be attached to the exhaust 
opening. An opening can be pro- 
vided either in an end wall or in a 
dormer in the sloping part of the 


roof. The air will be discharged 
directly to the outside, the attic act- 
ing as a plenum chamber. 

In houses with unfinished attic 
spaces, the fan unit can be located 
near the ceiling opening. In this 
case, the fan will discharge air into 
the attic space and then to the out- 
side through properly located and 
properly sized louvres. 

For houses with flat roofs, a pent- 
house or cupola can be connected 
directly to a ceiling opening by a 
direct air shaft. 

A fan which exhausts directly to 
the outside should be located so as 
to discharge with the prevailing 


wind. Fans which exhaust into 
the attic from the space below 
should be located over a hall or a 
room which is as centrally located 
as possible from all rooms to be 
ventilated. 

The proper size of the attic fan 
for the house is found by dividing 
the total volume of cubic feet in 
the house by the desired rate of 
change. For example, if the area 
to be cooled is 10,000 cubic feet and 
the owner wishes to have a com- 
plete air change every minute and 
a half, the necessary CFM rating 
would be 10,000 divided by 1% or 
6,660 CFM. 








Tue problems involved 
when installing an attic fan are 
many and varied. Roy Braun, 
heating and ventilating contract- 
or of Chicago, resolves them 
into eight units, although there 
are also many small problems re- 
sulting from characteristics pe- 
culiar to the home in which the 
fan is being installed. 

In a typical installation, the 
first problem is naturally one of 
determining whether the attic 
fan will supply the night cooling 
and ventilating which the occu- 





pant desires. It is always a good 
idea, Roy believes, to make clear 
in the customer’s mind that an 
attic fan will not lower the tem- 
perature of the house below that 
of the outside air. Thus the cus- 
tomer will not expect more of 
the fan than it is possible to de- 
liver. Braun also emphasizes, 
however, that movement of the 
air across the skin causes evap- 
oration of perspiration, thus 
lowering the immediate sensible 
temperature surrounding the 


(Please turn to top of next page) 
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How a typical 
attic fan 
installation 
ismade... 


At left: Roy Braun puts finishing touches 
on plenum chamber which houses 36 in. 
fan driven by 3 hp. motor. Chamber is 
constructed of sound-absorbing materials. 


Bottom: Automatic shutters installed in 
ceiling of second floor hall open when the 
attic fan is turned on and close when it is 
off. They should be centrally located. 











TYPICAL ATTIC INSTALLATION 
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Drawing of typical Attic Fan Installation: When fan is turned on, automatic shutters open 
and air from house is sucked into plenum chamber, to be discharged by fan into the attic. 
Air then passes through louvre to outside. In event of fire, fusible link inside plenum 
chamber cuts off the electricity, stopping fan motor and automatically closing shutters. 


A Typical Installation 


(Continued from preceding page) 
body and creating a sensation of 
coolness below that of the air 
temperature. 

After determining that an attic 
fan will fill the needs of the oc- 
cupant, Braun is faced with the 
immediate problem of installa- 
tion. In the first place, where is 
the fan to be located? 

Answers to this question, of 
course, vary with construction 
of the house and its general lay- 
out. Generally speaking, how- 
ever, the fan and ceiling grille 
should be located centrally, usu- 
ally over a hall. In the typical 
case which we are using, the 
logical place for the fan was ob- 
viously the ceiling of the hallway 
on the second floor, as shown in 
the photo on preceding page. Roy 
therefore installed automatic 
shutters at this point. 


Selecting the Fan 

Third, Braun was faced with 
the type of fan to be used. Was 
it to be vertically or horizontally 
installed; with or without a 


plenum or- suction chamber? 
Braun decided that a plenum 
chamber built to cover the au- 
tomatic ceiling shutters would 
increase efficiency of the fan, so 





he determined to use, for this ap- 


‘plication, a vertically installed 


fan connected to the shutters by 
the chamber. 

The size of the fan is deter- 
mined by characteristics of the 
house and the rate of air change 
desired. In this job, the house 
was a frame building, 57 years 
old, containing approximately 
12,000 cu ft. According to a bul- 
letin issued by the government, 
it is suggested that a minute and 
a half complete air change be 
used in this section of the coun- 
try. Using this information as a 
basis for reaching a decision, 
therefore, Braun decided on a 
36 in. fan which moves 10,000 cu 
ft of air per minute. 


Exhaust Vent Size 

After determining the size of 
the fan, the problem arose as to 
louvre area required for air dis- 
charge. Braun determined this 
on the basis of the amount of 
discharge by the fan, and decided 
on a 16 sq ft vent. Other con- 
tractors figure the vent area on 
a comparative basis with the 
gross floor area and the proposed 
construction of the louvre in- 
cluding wood, metal, hardware 
cloth. etc, both methods giving 
similar results. 

It is always a problem, after 


159 





installing the louvre, to provide 
some protection to the home from 
birds, mosquitoes, squirrels and 
other animals which might enter 
through the open spaces of the 
vent. Braun uses large mesh wire 
screening for backing, thus pre- 
venting the entrance of birds and 
squirrels or animals of that ap- 


proximate size. He objects to the ° 


use of small mesh mosquito 
screening, because it lowers the 
efficiency of the fan and clogs 
with dirt after short periods of 
operation. 


Quiet Operation 

To solve the problem of noisy 
operation, Braun mounts the 
motor on a sponge rubber base 
and constructs his plenum cham- 
bers of sound-absorbing build- 
ing materials. 

Then, of course, comes the last 
general problem to be solved— 
that of fire protection. In case of 
fire, the fan must have some au- 
tomatic device which will shut 
off the motor so that the air 
movement created by a running 
fan will not spread the fire. Con- 
sequently, it was necessary for 
Roy to include a fusible link in 
the fan circuit as a safety device. 


Bill of Materials 

For the complete installation, 
Braun’s bill of materials includ- 
ed a 36 in. fan with a 4 hp motor 
($175), one suction (plenum) 
chamber ($42), one louvre ($38), 
electrical supplies ($5), and 
framing materials ($5). 

Labor for the job cost $60, 
broken down into carpentry (80 
percent), electrical (15 percent), 
and mechanical work (5 per- 
cent). On other jobs which re- 
quire a certain amount of ma- 
sonry work—either for install- 
ing the louvres or for merely 
providing an opening big enough 
for getting the fan isto the attic 
—the cost of the labor would be 
higher. In those cases, the per- 
centages would not hold true, 
bearing out the point that every 
job must. be designed and _ in- 
stalled on its own merits. 
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Keep 
Motors 
Working 

Preven ting’ 
Burnouts 








A Klixon Protector, incorporated into the 
motor of equipment such as circulating 
pumps helps keep the unit operating by 
eliminating possible motor burn-outs. 

The Klixon Protector takes into con- 
sideration such motor destroying factors 
as overloading, low line voltage, poor 
ventilation ... anything that causes the 
motor to overheat .. . and prevents motor 
burnouts by cutting “off” the power 


DOMESTIC ENGINEERING 


Temporary overloads do not cause nui- 
sance tripouts. 

Regardless of the type of motor driven 
equipment you use, such as oil burners, 
water pumps, unit heaters, etc., always 
specify and insist that the equipment has 
motors with built-in Klixon Protectors. 
Remember, also,, to use Klixon Relief 
Valves on all hot water tanks to prevent 
possible tank explosions. 


SPENCER THERMOSTAT 
Division of Metals & Controls Corp. 


should the motor become 
dangerously overheated. KLixo 1808 FOREST STREET, ATTLEBORO, MASS. 


rant ame 





HERE'S HOW KLIXON PROTECTORS WORK 

















CLICK! ... 1T'S OFF! 


Should a motor become overheated and 
dangerously hot, the Klixon Protector 
snaps the power “off” preventing the 
motor from burning out. 




















CLICK! ... IT'S ONI 


When the motor cools to safety, the 
Klixon Protector snaps the power “‘on’ 
automatically, or by pushing the red 
button when the manual reset type is used. 
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For making it grow we use... 


(Checklist continued from bottom of page 111) 


neighborhoods in which we are making an instal- 
lation. 


Tactic No. 4: A program for getting leads. We use 
newspaper advertisements and direct mail with 
customer reply coupons; the copy theme stress- 
ing the economy of time and money available 
from automatic heat. We take a personal interest 
in quality installations and service, which results 
in word-of-mouth advertising and repeat busi- 
ness. Another lead-getting factor is our recipro- 
cal agreement with a local fuel company; they 
give us leads for the sale of heating equipment 
and we in turn give them leads for the sale of 
fuel. 


Tactic No. 5: House-to-house selling. We use “be- 
fore and after” pictures of previous installations 
as our primary method of letting prospective 
customers see what we can do for them. We often 
fortify these visual presentations with compara- 
tive cost data, showing the savings made possible 
by modernized automatic systems over the old 
method of hand firing. But we also place much 
emphasis on comfort and convenience, since 
many people are more interested in these fea- 
tures than in price. 


Tactic No. 6: A free survey of heating systems. In 
our newspaper advertising and house-to-house 
calls we offer homeowners a free survey of their 
heating systems, and follow it up with recom- 
mendations for improvement, along with a rough 
estimate of cost. 


Tactic No. 7: Clean uniforms. Our men wear green 
uniforms with “Otwell Heating” lettered on the 
backs. This gives customers and prospective cus- 
tomers an impression of the neatness of our heat- 
ing installations. 


Tactic No. 8: Follow-up calls after each installa- 
tion. This impresses the customer with the sin- 
cere interest we have in the satisfactory perform- 
ance of our work. 


Tactic No. 9: Trade publications. These help us 
keep up with the business-building ideas of other 
dealers who have already put them to practical 
use. 


Tactic No 10: Membership in civic groups. We 
have joined various social and civic groups, thus 
keeping our name in front of the public and mak- 
ing new contacts which often lead to business 
transactions. 
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SUL 


We’re Newcomers... 
But We Aim to Grow! 


(Continued from page 111) 
Bill asked his wife to keep a list 
of all men who had been recom- 
mended as possible employees, in 
case he needed some qualified 
mechanics as his business pros- 
pered. 

Now, Bill thought, he was 
ready to take on all comers. But 
where was he going to get the 
comers? He needed, it was ob- 
vious, an initial sales promotion 
campaign. 

Consequently, he took an ad in 
the local newspaper, announcing 
the fact that he was open for 
business. He had handbills and 
form letters printed, advertising 
his opening, and he distributed 
these by direct mail and at local 
fairs and farm auctions. He 
rented an airplane to drop ad- 
vertising leaflets over local out- 
door gatherings. And he got re- 
sults. 

The Otwell Heating Company 
of Plymouth, Michigan, was on 
its way. 


His Business Is Growing 


Today, Bill Otwell, while still 
a “small dealer,” is building his 
business to the point where he 
now has a showroom and shop in 
a good location at the edge of 
Plymouth on a heavily traveled 
highway to Ann Arbor. He em- 
ploys two qualified mechanics, 
owns two silver-colored “shops- 
on-wheels,” and is well known 
all over town. And he is still 
growing. 

In order to accomplish this, 
and in order to make his business 
grow still more in the future, Bill 
has inaugurated a comprehen- 
sive program for stimulating 
sales, including both merchan- 
dising and service features. 

But to explain this part of his 
program, suppose we follow a 
Domestic ENGINEERING reporter 
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Tactic No. 5: Personal Contact — 
House-to-house calls are an important part 
of the Otwell Heating Company’s program. 





Tactic No. 8: Follow-up Calls‘ — Bill 
adjusts a new  installation—which con- 
vinces customers he’s interested in service. 


f 


out to Plymouth, Michigan, and 
the Otwell Heating Company. 


Our reporter arrived at the 
Otwell establishment late one 
morning, as one of the silver 
trucks was being loaded. Bill Ot- 
well put down a piece of duct 
work and greeted us. We ex- 
plained our purpose. 

“Glad to have you aboard,” he 
said. “Come on in and look the 
place over.” Then waving his 
hand: “Guess you’re a little sur- 
prised at the size of the place. 
We’re not big boys, though, you 
know. We haven't the capital to 
put in a big, modern showroom, 
much as we'd like to, so we have 
to rely on other methods of mer- 
chandising in order to make 
enough money to build one in the 
future. Right now, our building 
is pretty small—about 40 feet 
square—and as you can see, the 
showroom occupies about one 
quarter that space. 

“We do have two ‘Live-Fire’ 








Tactic No. 6: Free Survey — Otwell 
advertises a free survey of equipment, 
and uses it as a main point in his sales talks. 


Tactic No. 9: Trade Journals—Read- 
ing them keeps Bill up on the business- 
building ideas of other contractor-dealers. 


demonstrations, but we use them 
principally for closing sales, not 
initiating them. The rest of our 
display is used mostly for the 
same purpose, or for merely 
showing a prospect the lines we 
have to offer.” 

Our reporter observed that 
despite his modest beginning, 
Bill could afford uniforms for 
himself and his service men. 


Uniforms a Good Investment 


“They’re a good investment,” 
replied Bill. “They impress the 
customer with our own personal 
neatness, and that impression 
convinces them we will do a neat 
job on an installation. Besides, 
no housewife likes to have a 
mechanic in ragged, greasy 
clothes in her house because she 
runs the risk of getting her walls 
and furniture smudged.” 

We asked about the unusual 
features of his merchandising 
program. 

“Well,” he said, “most of our 
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Tactic No. 7: Uniforms—An Otwell 
man in a clean uniform looks over a furnace 
on which he’s expected to do a clean job. 





Tactic No. 10: Civic Groups—Otwell 
joins local civic groups to make contacts 
and to keep his name before the public. 


merchandising rests on a base of 


common sense and quality serv- 
ice. It’s obvious, though, that we 
have to put forth a little more 
sales effort to make up for our 
lack of display room. To that 
end, we use a series of before 
and after pictures quite exten- 
sively. It’s an angle that’s been 
in use since the old medicine- 
show days, but it hasn’t been ap- 
plied very extensively. to our in- 
dustry. And you’d be surprised 
at the results it gets.” 

Perhaps, we suggested, a typi- 
cal sales call might supply us 
with a notion of how this part of 
the program works. 

“That’s a good idea,” he re- 
plied. “And luckily enough, I 
just got a lead from the Eckles 
Coal and Oil Company this morn- 
ing. We work in conjunction 
with them, you see—they give us 
leads on houses needing new 
heating equipment, and we tip 


(Please turn to top of next page) 








But We Aim to Grow! 


(Continued from preceding page) 


them off on new installations 
which will require fuel. Kind of 
a mutual advantage arrange- 
ment. 

“Before we go, though, I’d like 
to show you some of our other 
merchandising techniques.” He 
went over to the desk. “Take a 
look at those ad-proofs and direct 
mail cards on the wall and you'll 
see that we’re trying to sell com- 
fort and convenience rather than 
just plain heating. We don’t try 
to sell our customers a heating 
unit on the basis of technical per- 
fection. Rather, we emphasize 
what a new installation will 
mean to the prospect in the way 
of comfortable air at all times, 
reliability, neatness, 
economy and the con- 


“I know these people slightly,” 
said Bill, as he turned off the ig- 
nition. “Met them at a local so- 
cial affair. Always a good idea, 
you know, to join the civic 
groups around town. It’s sur- 
prising how many contacts you 
can make that way.” 

We got out of the car, and Bill 
looked the house over and 
nodded at the roof. 

“There’s a break,” he said, 
“they have a television set. You 
know, it’s a funny thing but I 
find that sales are easier to make 
in a TV home. Maybe it’s be- 
cause those people are more in- 
terested in the comfort idea and 
want only the best in heating. 
Then too, they’re probaby more 
picture conscious. My photos 
mean more to TV fans.” 


through the Eckles Coal and Oil 
Company, that you are interested 
in modernizing your heating sys- 
tem; so I thought I’d call and give 
you a free survey and estimate, 
besides taking a picture of your 
present unit, if that would be all 
right with you.” 

Bill explained later that the 
prospect usually feels the dealer 
is taking more of an interest in 
him if a picture is taken right off 
the bat. It only costs Bill a few 
cents a picture, and the risk is 
certainly worth the probable re- 
turn. 

Mrs. Selle indicated that she 
was interested in a new heating 
system and expressed no objec- 
tion to our taking a look at the 
present unit. After a few more 
remarks, therefore, we made our 
way to the cellar. 

Bill got busy with 





venience of more 
space for recreational 
purposes.” 

We inquired about 
the before and after 
pictures’ place in this 
program. 

“Well, we use the 
pictures in our larger 
ads, of course,” Bill 
replied. “Mainly, 
though, they bring 
best results when 
shown to a prospect 
personally. I have a 
series of them in this 
portfolio, and this 
portfolio goes every 
place I go. We also 
have a small slide ma- 








his camera and flash 
while Mrs. Selle 
watched. While he 
was assembling his 
gear, Otwell tossed 
questions over his 


of heat did Mrs. Selle 
think she wanted? 
Warm air? Hot water? 
What kind of a fur- 
nace or boiler was she 
interested in? Oi]? 
Coal? Gas? Did she 
have any plans for us- 
ing the space she 
would save with a 
new instzllation? And 
so on and so on, all ac- 
companied by the flash 








chine for displaying 
colored shots. It’s a 
good sales gimmick 
because, besides the 
prospect himself, the rest of the 
family likes to fool around with 
it. But you'll see all that when 
we make this call. Wait a min- 
ute while I get my camera and 
flash bulbs.” 

Shortly, after a brief ride in 
Bill’s Ford, we arrived at the 
house of the prospect—Jack Selle. 


“Would you mind putting your finger 


in the drain?” 


We conceded the point and Bill 
went up the steps of the home 
and rang the bell. A woman— 
Mrs. Selle as it turned out—an- 
swered the door. Bill opened the 
talk by introducing himself. 

“Good ridrning ma’am. My 
name’s Bill Otwell of the Otwell 
Heating Company. We’ve heard, 
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of bulbs and the click 
of the shutter. 

After Bill had fin- 
ished taking pictures 
we went back upstairs, Mrs. 
Selle making some remark about 
the old furnace being in “pretty 
bad shape.” 

“Oh I don’t know,” he said. 
“Here, take a look at some of the 
other jobs we’ve done. Here’s a 
baby that was really a lulu.” 
(Please turn to page 236) 
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Donovan produces a complete line 
of roof drains, floor drains, and 
grease interceptors. 
2 e 
Rugged and durable, drains by 
DONOVAN have been watchwords 
for dependability for over 40 years. 
r * 
Some territories open for qualified 
representatives. 
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DONOVAN MFG. CO. 


ER 1 - 
: . me of Established 1910 
rease Interceptors 80 Batterymarch St. 
i PLATE 1W 5 sizes. ec Mass. 
6) Drain for tar and gravel roof, 
for wood deck, for caulking. 
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Are you making the most of 


CRANE SALES BUILDERS ? 





A newly developed Plexiglas sign that 
glows by day and gleams by night is now 
available. Rich in color, attractive in 
design, it will enhance the appearance 
of any store front—draw attention to 
your business and help to build store 
trafic. Your name is visible from both 
sides. By day this sign has high read- 
ability. Its warm tones outshine wood or 
enamel, and it far surpasses the appearance 
of neon. By night, the whole sign lights up 
with a soft, even glow that can be seen at 
a long distance. 


OUTDOOR SIGN DRAWS ATTENTION TO YOUR STORE 


By purchasing this sign in quantity, Crane 
Co. is able to make it available to you— 
with your own name—at the low cost of 
$198.50*. The electrical consumption of its 
four fluorescent tubes is only 200 watts, 


less than half the consumption of a com- 
parable neon sign. The occasional replace- 
ment of a fluorescent tube is about the only 
maintenance necessary. Overall size is 72” 
wide x 36” high; the weight is only 165 lbs. 
which makes it easy to install. Order 
through your Crane Branch or Crane 
Wholesaler. *F, 0. B. Lima, Ohio 


CRANE CO., GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5 
PLUMBING AND HEATING °* 
VALVES + FITTINGS «© PIPE 


NATION-WIDE DISTRIBUTION THROUGH BRANCHES, WHOLESALERS, PLUMBING AND HEATING DEALERS 
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Four Factors for Success 


(Continued from page 104) 


with a different color scheme. 

It’s Zoellner’s idea that in the 
modernization field the merchan- 
dising contractor-dealer can do a 
big creative selling job. One of 
the biggest advantages he has is 
his entry into the home. Every 
direct contact with a consumer is 
used to induce individual home- 
owners to modernize heating 
plants, to replace outmoded 
plumbing or to take advantage of 
modern appliances. 

He applies this same idea to his 
showroom. Across half the back 
of the store are grouped complete 
kitchens plus “extra” conven- 
ience items like dishwashers and 
disposer units. The latter are 
hooked-up for operation so that 
even if the prospect has no idea 
of including them in his kitchen 
plans when he comes in, an auto- 
matic dishwasher and disposer 
may become tie-in sales after he 
sees how easily they can be add- 
ed and how much convenience 
they give. 


Interior Works Double Time 


This entire interior works dou- 
ble-time as a window display, too. 
The ultra-modern front with its 
full-length plate glass windows 


‘make the interior fully visible to 
_ highway traffic passing by in 


either direction. The pleasing 
modern design with the front set 
at an angle and featuring the 
company name in a large, easily- 
read neon sign, make the show- 
room a constant promotion and 
invitation to buy. 

These are outstanding features 
that illustrate how, in Factor No. 
1, every foot of space is made to 
pay its way. In Factor No. 3, 
(Factor 2 is given later) built- 
in features of the showroom tell 
louder than words that Zoellner 
believes in the efficiency of the 
modern products he sells. 

The entire building, for exam- 
ple, is radiant-heated by floor 
coils. To make sure people don’t 


miss this point and to emphasize 
the cleanliness, ease and con- 
venience of automatic heat, the 
actual working boiler is not rele- 
gated to a small back room but is 
prominently hooked-up right on 
the showroom floor. Except for 
polished copper fittings, it stands 
on its utilitarian merits. Its neat 
appearance makes it a standout 
display and demonstration unit. 

Also, the coils are extended in 
the sidewalk beyond the front of 
the building. In the Winter, they 
keep the walk free of slush and 
snow for the convenience and 
safety of shoppers. 

Practicing what you preach in 
this manner gives the showroom 
stronger recognition value and 
these additional impressions for- 
tify the story of Zoellner’s serv- 
ices and sales. 

The next factor, making it eas- 
ier for customers to buy, includes 
elements already mentioned. 
Looking at them from the cus- 
tomer’s point of view, makes it 
easier to see how they work. 

There is a definite advantage to 
the customer in all the displays— 
especially those set up for opera- 
tion. The prospect can select the 
item which best fills his purpose 
after he sees the product in ac- 
tion. As a matter 
of fact, this selling 


install and furnish service as 
well. Every contractor-dealer has 
this advantage over the competi- 
tion that only sells fixtures or ap- 
pliances. The showroom serves 
as the central point for all the 
contractor-dealers’ services. 


Plenty of Parking Space 


The showroom of Zoellner 
Plumbing and Heating Co is 
located on the outskirts of San- 
dusky. There’s plenty of space 
around it for parking and by be- 
ing away from congested areas, 
it’s easier to get to. These are 
problems in most metropolitan 
centers and customers appreciate 
having them solved for them. 

Factor No. 4, a hard-hitting 
merchandising program, backs 
up all of Zoellner’s activities. 
Their advertising budget varies 
a good deal, but it averages about 
three percent of gross sales. Sales 
training expense and home show 
exhibits are not included in that 
figure. 

Radio advertising gets most of 
the promotion budget. Five 
days per week, a 15-minute radio 
program is broadcast at 11 o’clock 
in the morning. Called “Hymns 
We Love,” it’s made up entirely 
of requested religious music. Lis- 

(Continued to center of page 184) 





is so widespread 
that most people 
won’t buy unless 
they can see the 
merchandise first. 

Enabling the 
customer to buy 
everything from 
one source for 
modernization 
work is another 
big advantage. 
Zoellner makes it 
even easier by not 
only carrying all 
the fixtures that 
go into a bathroom 














remodeling job, 
for instance, but 
also being able to 
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“I’ve fixed that slow leak .. . | got it flowing 


in a steady stream.” 











Highlighting news of the 


month from coast to coast 





Conventions 





North Carolina 

Robert L. Lucas was elected 
president of the North Carolina 
Assn. of Plumbing and Heating 
Contractors at the 40th annual con- 
vention held at Asheville. 

Other officers elected are Allen 
Hobbs and George Robb, vice 
presidents; Wilkes C. Price as sec- 
retary-treasurer, and R. S. Hunt, 
reappointed executive secretary. 

Among the speakers were Ray- 
mond G. Woodall, Timken Silent 
Automatic Division, who spoke on 
the effect of natural gas service to 
North Carolina plumbing and heat- 
ing contractors, and Martin V. Cof- 
fey, Philip Carey Manufacturing 
Company. T. A. Forget, Local 
Trademarks, Inc., New York City, 
spoke on “How to Influence People 
Profitably.” 


Idaho 

G. H. Gray was elected president 
of the Associated Plumbing Con- 
tractors of Idaho at the recent con- 
vention held at Coeur d’Alene. 

James Wilderman was elected 
vice president; Edgar F. Lessinger, 
Jr., secretary-treasurer, and W. A. 
Drake, sergeant-at-arms. 

Members of the association 
adopted a program urging early 
legislative action on a state plumb- 
ing code. 





Virginia Contractors 
Discuss Gas Service 

Plumbing and heating contrac- 
tors in the Richmond, Va. area re- 
cently attended a meeting at the 
Hotel William Byrd, Richmond, to 
discuss opportunities in the advent 
of natural gas extension to Rich- 
mond and surrounding territory. 


Elections 





Palm Beach, Fla. 

At the recent meeting of the 
Palm Beach County (Fla.) Master 
Plumbers Assn., Leo J. Carrier was 
elected president; Carl E. Hyatt, 
vice president; C. J. McGrath, 
treasurer. 

Mr. Carrier is also vice president 
of the Florida State Assn. of Master 
Plumbers and Heating Dealers. 





The meeting was sponsored by the 
Virginia Assn. of Plumbing and 
Heating Contractors in cooperation 
with the American Radiator and 
Standard Sanitary Corporation. 

Speakers included John D. Rog- 
ers, C. T. Woodruff, R. L. Townes 
and P. W. Vieth, all of American- 
Standard; A. L. Fuller, Detroit 
Lubricator Company and Bertram 
Y. Kinzey, executive manager of 
the Virginia association. 

The meeting was one of a series 
being held throughout the state. 


Texas Association Honors 
K. C. Armstrong 

K. C. Armstrong, plumbing in- 
spector for 18 years at Houston, 
Texas, was honored recently by a 
party given at the Associated 
Plumber Contractors (Texas) new 
quarters. 

The guest book was signed by 
more than 300 persons. Mr. Arm- 
strong has been in the plumbing in- 
dustry for more than 40 years. 


Chicago Inspectors Hold 
Annual Dinner-Dance 

The Plumbing Inspectors’ Club of 
Chicago recently held its annual 
dinner-dance at the Terrace Gar- 
den, Morrison Hotel, Chicago, with 
approximately 500 in attendance. 
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Add 3000 Gas Users in 
Buffalo Area 

The Public Service Commission 
has granted approval for Iroquois 
Gas Corporation to provide gas for 
space heating to 3000 more custom- 
ers in the Buffalo area. The 3000 
who have been waiting the longest 
are the ones who are getting the 
permits. There still are about 8000 
applicants on the waiting list. 

This is the second big cut in the 
list this year, 4500 having been 
given space-heating permits this 
year. The number of new applica- 
tions continues heavy. 


Western New York 
OHI Chapter 

More than 300 members of the 
Western New York chapter, Oil 
Heat Institute, met recently at the 
Elks Club, Rochester. 

Industry leaders discussed ways 
to raise standards in oil burner 
installations and the oil industry in 
general. Principal speaker was L. 
A. Casler, Chicago, public relations 
director of the Institute. Another 
featured speaker was Ralph Beck- 
er, New York City, managing di- 
rector of OHI. 


ASSE to Hold Annual 
Convention at San Antonio 

The American Society of Sani- 
tary Engineering will hold its an- 
nual convention at the Plaza Hotel, 
San Antonio, Texas, Oct. 8-13. 

One of the innovations of this 
year’s meeting will be the sched- 
uling of all meetings in the after- 
noon at the air-conditioned Plaza. 
This arrangement will leave the 
cool mornings for sight-seeing and 
trips. 

(Please turn to page 161) 
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Installation and Specification Data 





atrous Flush Valves for... er ie 





THE 


FIXTURE 


A new type plumbing fixture for Women’s 
_ toilet rooms by American-Standard 


















M-498-VB 


Foot-lever-operated flush valve 


Here are the Watrous Flush 
Valve Combinations recom- 
mended for use with American- 
Standard F-5800 fixture — the 
new Sanistand fixture recently 
developed for use in women’s 
toilet rooms. 






These Watrous Flush Valve combinations have been worked out in coopera- 


tion with the fixture manufacturer, and provide the necessary 314 gallon | 


flush and 3 quart refill. As furnished they include Watrous Flush Valves 
with foot pedals, foot levers or handles as desired, shut-offs, wall flanges, 
flush connections, spud nuts, spud flanges and vacuum breakers. All ex- 
posed parts are heavily chromium plated; concealed valves are rough finished. 


The flush valves themselves, of course, offer all those basic Watrous superi- 
orities—water-saver adjustment, self-cleansing by-pass, self-tightening handle 
packing and single-step-servicing. Screenless silent-action can also be fur- 
nished at slight additional cost. Write for Watrous “Series S” Data Sheets. 














M-479-VB 
Foot-operated exposed flush 
valve 
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Foot-operated concealed 
flush valve 


ADJUSTABLE 
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M-497-VB 


Manvally-operated flush valve 
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THE IMPERIAL BRASS MANUFACTURING CO. 
1240 W. Harrison Street, Chicago 7, Illinois 





—~, 


160 : DOMESTIC ENGINEERING August, 1950 


MINUTES THAT SEEM LIKE YEARS 
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Be sure with GOULDS| - 


Faster, positive priming on initial installations is an 
outstanding feature of Goulds famous Jet-O-Matic 
line. You save on installation time and expense... 
you're in a position to offer the low installation esti- 
mates that mean more business. 











Ggiooc 





Jet-O-Matic air handling és better, as recently proven 
by impartial, indisputable tests. 


Water tight partition in 
double air-separation chamber: 











1. Keeps this chamber adequately 
| full of water, assuring the perform- 
ance of the self-priming centrifu- 
gal pump and fully protecting the 
mechanical seal from running dry. 











2. Forms this reservoir which pro- 
vides the jet nozzle with water 
that is substantially air free. 






Practical Advantages of the 
JET-O-MATIC’S Double Air-Separation Chamber 


Easier, faster initial priming. Particularly important where 


you're using offset piping. This Goulds feature—the combination of a partition 


forming a double air separation chamber and a self- 
priming centrifugal pump—is the only combination 
that assures completely dependable automatic opera- 
tion. It’s another “plus” for Goulds owners — and 
another profit-maker for Goulds dealers! Write us for 


It guarantees maximum water output and automatic per- 
formance on gaseous or aerated wells. 


Assures that, in dry seasons if the water level drops below 


the suction opening, pump will automatically resume op- details on the complete Goulds line. 
eration when suction pipe is again submerged. Rare deep 
well installations are the only exceptions. Goulds Pumps Inc. Seneca Falls, N.Y. 





om FOULDS water systems | : 
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(Continued from page 158) 
Braun Honored by 


Chicago HPACCA 


Louis T. Braun, for 34 years ex- 
ecutive secretary of the Heating, 
Piping and Air Conditioning Con- 
tractors’ Chicago Assn., was hon- 
ored on his retirement with a testi- 
monial dinner at the University 
Club June 27. More than 200 asso- 
ciates from all parts of the country 
attended. 

Speakers at the dinner included 
Wray M. Scott, national president, 
Omaha, Nebr.; J. C. Fitts, national 
secretary, New York City, and R. 
D. Berry, president of the Building 
Construction Employers Assn. of 
Chicago. Thomas I. Magan of Los 
Angeles was toastmaster. 

Under Mr. Braun’s leadership the 
association has been instrumental 
in establishing many basic codes 
and standards for heating, refriger- 
ation and air conditioning. He is 
succeeded as executive secretary 
by Thomas M. Cunningham. 





Louis T. Braun (center), for 34 years ex- 
ecutive secretary of the Heating, Piping and 
Air Conditioning Contractors’ Chicago Assn., 
was honored on his retirement with a tes- 
timonial dinner at the University Club, June 
27. Mr. Braun is shown receiving a cita- 
tion from Thomas |. Magan (right), Los 
Angeles, past president of the Chicago as- 
sociation. Mr. Braun is succeeded by 
Thomas M. Cunningham (left). 


North and West Side 
Chicago Assn. 

At the recent meeting of the 
North and West Side Master 
Plumbers Pleasure Club (Chicago) 
past presidents of the club were 
honored. 

Among the past presidents at- 
tending were Paul Jacoby, Anson 
Woods, Henry Swade, William 
Finn, John Zajicek, Paul Grosse, 
Charles Burmeister, Chris Jesper- 
sen and Peter H. Smith. 


Chicago Contractors 
Hold Golf Meet 

The second monthly golf tourna- 
ment of the Plumbing Contractors 
Assn. of Chicago was held recently 
at the Coghill Golf and Country 
Club. Over 75 golfers competed 
and 90 attended the dinner. 

Louis Katz, Jr. won the low gross 
with 82. Under the Peoria handi- 
cap system, Tony Mercury won 
first prize with 69 net; Tom Cash- 
ion, second with 72 net; Harold 
Duffy, third with 72 net; Jack 
Benedict, fourth with 73 net; Wil- 
liam Burdine, fifth with 73 net, and 
Ed Smetana, sixth with 73 net. 


Buffalo Warm Air Assn. 
Holds Picnic 

The Buffalo Warm Air Heating 
Assn. held its annual summer out- 
ing recently at Olear’s Grove, Bow- 
mansville, N. Y. This was the final 
meeting of the season. The associ- 
ation will not convene again until 
Sept. 6 when a dinner meeting is 
scheduled at the Hotel Markeen, 
Buffalo. 

Luncheon, sporting events and a 
chicken dinner highlighted the out- 
ing program. Heating contractors 
and jobbers from all parts of the 
western New York area attended. 


Detroit Assn. Elects 
New Officers 


At a recent meeting of the De- 
troit Assn. of Master Plumbers, 
E. E. Pipper was elected president; 
Edward Page, vice president; W. 
E. Horn, treasurer; Cliff Lorne, 
financial secretary, and C. E. Col- 
well, recording secretary. 


One of the first prize point certificates 
presented in the 1950 “Court of Flame” 
contest was presented to J. R. Musselman, 
Lane Plumbing Co., Venice, Calif. (center). 
At left is R. D. MacMahon, Southern 
California Gas Co., presenting certificate, 
and (right) George F. Sherer, Southern 
Counties Gas Co. 





Questions and Answers 


(Continued from bottom of page 126) 


glass to the passengers, the uphol- 
stery and other opaque and darker 
surfaces inside of the car where it 
is absorbed and converted to heat. 
With the car tightly closed, this heat 
will increase the temperature on 
the inside of the car even on a cold 
day. A passenger sitting where the 
direct sunlight coming through the 
glass strikes the skin or clothing 
will feel the heat resulting from the 
conversion of the light energy to 
heat energy. 

Cornell University, Ithaca, N. Y. 
Forrest B. Wright, 

Professor of agricultural engineer- 

ing 
Rupert J. Weber 


Rupert J. 
Weber, 63, Jacob 
G. Weber Com- 
pany, plumbing 
contractor, Chi- 
cago, died June 
19. 

During Mr. 

tam Weber’s career 
in the plumbing industry, he took 
an active interest in local, state 
and national association affairs. He 
served as president of the Plumb- 
ing Contractors Assn. of Chicago 
in 1930, was a director of the Na- 
tional Assn. of Master Plumbers in 
1931 and was twice the president 
of the Illinois Master Plumbers. 

Mr. Weber served his apprentice- 
ship in his father’s shop and, upon 
the elder Weber’s retirement, 
Rupert Weber took over the busi- 
ness and developed it through 
specializing in fine residential, in- 
stitutional and commercial instal- 
lations. 





Clark W. Holcomb 


Clark W. Holcomb, 79, former 
owner of Plumbers Supply Co., 
New Bedford, Mass. 


Samuel Miller 


Samuel Miller, 58, president, 
Trumbull Plumbing and Supply 
Co., Warren, and HHS Park Supply 
Co., Youngstown, Ohio. 

(Please turn to page 162) 














(Continued from page 161) 
Robert J. Currie 


Robert J. Currie, retired presi- 
dent, A. B. Barr and Co., heating 
and ventilating contractor at Yon- 
kers, N. Y., July 3. 


Frank J. Egan 
Frank J. Egan, vice president, 
James B. Clow and Sons, Chicago. 


William N. Weinman, 82, founder 
and president, Weinman Pump 
Company, Columbus, Ohio, June 
17. 


Paul H. Hamilton, 70, president 
and founder, Midwest Heater Com- 
pany, Omaha, June 21. 


Ralph R. Emerson, Emerson- 
Swan Co., Boston, died June 18. 
He joined Emerson-Swan in 1932. 


George F. Welch, 68, plumbing 
contractor at Whitinsville, Mass., 
died June 28 at Upton, N. J. 


Frank Batis, 57, plumbing and 
heating contractor, Charlottesville, 
Va. 


James Barasso, 59, plumbing con- 
tractor, Memphis, Tenn., June 23. « 


Karl J. Zehnder, 37, plumbing 
and heating contractor, Louisville. 


Vernon C. Walls, 60, plumbing 
contractor, Mt. Vernon, Ind. 


Oscar A. Kimball of the Kimball 
Company, plumbing and heating 
contractor at Jacksonville, Fla. 


Daniel H. Kurtz, 78, D. H. Kurtz 
Plumbing Company, Highland, N. 
Y., June 24. 


John Fletcher, 62, plumbing con- 
tractor, Windsor, Ontario, Can. 


Fred L. Porter, 67, retired 
plumbing and heating contractor, 
Charleston, Va. 


Harvey C. Hybskmann, 66, 
plumbing and heating contractor, 
Seneca, Kas., June 26. 


Albert Bornemann, 79, retired 
plumbing and heating contractor, 
Arlington, N. J. He was secretary 
of the Master Plumbers Assn. of 
West Hudson for many years and a 
member of the New Jersey and 
National associations. 


Homer A. Whisler, plumbing 
contractor, Massillon, Ohio, and 
secretary of the Massillon associa- 
tion. 


Fred Justus, 72, retired plumb- 
ing and heating contractor, Massil- 
lon, Ohio. 


Thomas F. Lapping, 74, plumbing 
contractor, St. Louis, Mo. 


William E. Austin, Sr., 74, Rich- 
mond, Va., formerly with National 
Radiator Company, July 7. 


Frank L. MacSorley, retired 
plumbing and heating contractor, 
New York City, June 28. 


Karl Hubert, 57, plumbing con- 
tractor, Connersville, Ind., June 


28. 


Clarence H. Welker, retired 
plumbing contractor, Louisville. 


Thomas J. Spahn, 73, retired 
plumbing and heating contractor, 
Warren, Ohio. 


William F. Martin, former owner 
of Martin Plumbing Supply Co., 
Newburgh, N. Y. 


James P. Hyde, 72, heating con- 
tractor, St. Louis, Mo. 


Walter M. Crann, 64, plumbing 
inspector at Summit, N. J. 


Conventions 





Sept. 8-8—Utah—Annual convention of 
the Utah State Master Plumbers Assn.; 
Newhouse Hotel, Salt Lake City. 


Sept. 15-18—N. E. Wholesalers—Fall 
meeting of the Plumbing and Heating 
Wholesalers of New England; Mount Wash- 
ington Hotel, Bretton Woods, N. H. 


Oct. 2-G—A.G.A. Annual convention of 
the American Gas Assn., Atlantic City. 
Biennial exposition of gas appliances and 
equipment at the Atlantic City hall. 


Oct. 5-6—CSA—Annual convention of 
the Central Supply Assn.; Palmer House, 
Chicago. 


Week of Oct. S—ASSE—Annual con- 
vention of the American Society of Sani- 
tary Engineering; to be held at the Plaza 
Hotel, San Antonio, Texas. 


Oct. 10-12 — Plumbing-Heating—Build- 
ers-Plumbing-Heating Show; to be held at 
the Atwater Market Hall, Montreal, Can. 


Nov.15-16—RACCA—Annual convention 
of the Refrigeration and Air Conditioning 
Contractors Assn.; Hotel Lafayette, Long 
Beach, Calif., with West Coast Educational 
Exhibits and Conference. 
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Nov. 27-Dec. 2—ASME—Annual meet- 
ing and exposition of power and me- 
chanical engineering, American Society of 
Mechanical Engineers, to be held at the 
Grand Central Palace, New York City. 


Dee. 5-G—Warm Air—Annual conven- 
tion of the National Warm Air Heating 
and Air Conditioning Assn.; Hotel Statler, 
St. Louis. 


Jan, 22-26—ASHVE—Annual meeting 
and exposition of the American Society of 
Heating and Ventilating Engineers at 
Philadelphia. Meetings at the Bellevue- 
Stratford, Benjamin Franklin and Warwick 
Hotels. Exposition at Exposition Hall. 


News of Women 





Newly Elected Officers 
of the NAMP Auxiliary 

Mrs. G. L. McKay was elected 
president of the Auxiliary to the 
National Assn. of Master Plumbers 
at the recent convention held at 
San Francisco. 

Florence Jacobs was elected Ist 
vice president; Mrs. Jack Gillette, 
2nd vice president; Mrs. Fred 
Haggar, 3rd vice president; Mrs. 
Hoffman, secretary; Mrs. Joseph 
Suda, treasurer; Mrs. McAndrew 
historian; Mrs. Royal Berg, auditor 
and Mrs. J. Mueller, membership. 

Mrs. Berg is the retiring presi- 
dent. 


New York Auxiliary 
Elects New Officers 
Mrs. Raymond Vandick was 
elected president of the New York 
Auxiliary at the recent convention. 
Mrs. A. Roy Auchinachie was 
elected vice president; Mrs. Carl 
J. Deverell, 2nd vice president; 
Mrs. Allan Westphal, secretary, and 
Mrs. Floyd Boughton, treasurer. 


Schenectady, N. Y. 
Auxiliary Election 

Mrs. Karl Anderson was recently 
elected president of the Schenec- 
tady, N. Y. Auxiliary. 

Mrs. Edith Hillman was elected 
vice president; Mrs. Eleanor An- 
derson, secretary, and Mrs. John 
Burch, treasurer. 


Massillon Auxiliary 
Election 

At a recent business meeting of 
the Massillon (Ohio) Auxiliary, 
Mrs. Thomas A. Altland was elected 
president; Mrs. Harry Roth, vice 
president; Mrs. Ted Roth, treasurer, 
and Mrs. John D. Getz, secretary. 
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GERBER WARRANTY. 
SERVICE 
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waté"! Demonstrate...and You Il 


Another dealer proves the point: ‘‘Let your prospects know what 


for them ... and they'll buy not only the water system but 


An aggressive merchandising program, 
based on solicitation of homeowners during the 
evening hours, is selling a lot of electric water sys- 
tems for the William Cocos Plumbing and Heat- 
ing Company in Lemay, Missouri. 

Located in a populous suburb south of St. Louis, 
with many farm homes within a few miles of the 
company’s beautiful new marble and glass show- 
room, Paul Heath, son-in-law of founder William 
Cocos, has been aggressively merchandising elec- 
tric water systems for the past 11 months. 


The Market Surprised Him 

“Water systems have proven to be an ideal item 
for the contractor-dealer located in a small town, 
or semi-rural area,” Mr. Heath explained. “Until 
we put in our first line, and began advertising in 
local newspapers, I had no conception of the actual 
market involved. Since then, I have found that 
there are literally hundreds of homes which are 
still getting by with antiquated water systems, 
hand-pumps or getting along with unsatisfactory 
services which can all be solved with the install- 
ation of an electric water system.” 

Not only immediate profit from water system in- 


stallations, but follow-up sales of water. softeners, ' 


laundry equipment, modern cabinet sinks, wiring, 
bathrooms, etc., are involved, according to Mr. 
Heath, who has sold 200 installations since the first 
unit was brought into the showroom. 

In the front of the store, immediately behind 
an all-vision window where it is seen by thou- 
sands of motorists driving by daily, is a highly ef- 
fective “demonstration unit”. It consists of an 
18-gal. galvanized tank, with electrically-powered 
pump, which is mounted on top of a circular 50- 
gal. tank which is entirely enclosed in a polished 
blondewood housing. Projecting from the side of 
the 18-gal. tank is a water tap, over an 8 in. cir- 
ular hole, which permits the pump to fill the tank, 
and salesmen to demonstrate the unit by merely 
turning on the faucet and allowing the water to 
drain back into the tank at the bottom. 

“Perhaps nothing has helped us to sell water 
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systems so effectively as to demonstrate the con- 
venience which such a system permits in this 
way,’ Mr. Heath smiled. “We have found that 
photographs, conversation, urgings and other 
things that we can muster do not have one-half 
the sales potency as merely turning on the faucet 
and letting the customer see a large volume of 
water delivered instantly.” 

Not content with “drop-in traffic” only, how- 
ever, Mr. Heath has developed a well-rounded 
merchandising program. First, utilizing the eve- 
ning hours, he drives regularly around the resi- 
dential districts surrounding Lemay .and spots 
new homes under construction, foundations being 
laid, etc., and immediately follows up by locating 
the owners’ names and addresses through build- 
ing permits and city offices. If the home is located 
away from the city water lines, the owner is a 
cinch to be a water-system prospect, according 
to Mr. Heath. Architects and builders quite often 
give him friendly tips, and a co-operating organ- 
ization which digs wells for contingent use with 
the electric water systems has also provided many 
leads. “Our prospect leads come from a hundred 
different sources,” Mr. Heath said. “From satis- 
fied previous users of electric water systems, 
from architects and builders, from answers to 
newspaper ads and the display in the window.” 


How He Sells Related Products 


Every prospect is brought into the Cocos show- 
room, where they are shown not only the electric 
water system, but related appliances which the 
water system makes possible in the home—with 
the emphasis in particular on electric water heat- 
ers, electric laundry equipment, sinks, boilers and 
bathroom fixtures. Mr. Heath usually arranges to 
drive out, pick up the prospects, and bring them 
into the showroom during the evening hours, 
when husband and wife can be brought in to- 
gether. Invariably, it is the wife, always mindful 
of washday, baths for the family, dishwashing, 
etc., who becomes most enthusiastic over the 
water system. The husband, on the other hand, is 
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ell Them! 


running water can do 


related products as well” 


concerned about installation details. Such prob- 
lems as where the pump is to be installed (in 
a separate brick pit outside of the home, in the 
basement, etc.) can be settled there. The store 
permits liberal time-payment plans if the home- 
owner wishes, and Mr. Heath reports that many 
sales have resulted from this plan. 

One of the best merchandising tricks which Mr. 
Heath has turned up is to ask the homeowner for 
whom a new electric water system has just been 
installed to invite his friends around, and watch 
it operate for the first time. Quite a few house- 
wives, proud of their new water systems, will do 
so—and from each such demonstration he has 
been able to ring up a long list of new prospects. 
“Selling successfully in this field is largely a 
matter of locating the prospect, having the right- 
sized water system to do the job, and then merely 
familiarizing them with the cost, installation tech- 
niques, and so on,” Mr. Heath summed up. 




















Paul Heath, of the William Cocos Plumbing and Heating Company, 
Lemay, Mo., is shown demonstrating an electric water system to 
a prospect. The demonstration unit consists of a galvanized 
tank and an electrically powered pump mounted on a circular 
50 gal. tank which is enclosed in a polished blondewood housing. 





There's Money on the Farm. . . 


Here’s a bright loo 


k at the market for plumbing, heating 


and appliances on many of the nation’s six million farms 


Tuerr’s Money on the Farm is a brief 
way of stating that the farmer is your best poten- 
tial customer, and he has the money to pay for the 
many comforts and conveniences that your serv- 
ice can bring about. 

As a contractor-dealer you have two things for 
sale; one is merchandise, the other is your time or 
labor. When compared with the profit from the 
sale of merchandise, an income from labor alone 


This article was prepared from a speech delivered by R. C. 
Broyles, Water Systems Sales Promotion Mgr. of Goulds Pumps, Inc. 
Speech was given at recent convention of Virginia master plumbers. 


becomes most unattractive—so let’s consider 
where and how we can sell more merchandise. 

According to figures from the U.S. Dept. of 
Agriculture as of January 1 this year, the assets 
of farmers are still at a peak with available cash 
four times the prewar level. 

The farmer and his family need, want and can 
appreciate new bathtubs, water closets, shower 
cabinets, kitchen sinks, water heaters, laundry 
trays, dishwashers, disposal units, washing ma- 
chines and all the other equipment you sell. They 
not only want it and have the money to pay for it, 

(Please turn to top of next page) 
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There’s Money on the Farm 


(Continued from bottom of preceding page) 


they are buying it now by the millions of dollars. 
This business is less competitive, more stable, and 
easier to get than any competitively bid contract 
in town. Are you getting your share? 

We often think of selling as being done primar- 
ily by conversation. This isn’t true. Consider the 
mail order business. And there is tremendous vol- 
ume of business transacted by the placing of or- 
ders verbally, and over the telephone with no per- 
suasive conversation taking place. This brings out 
the difference between selling and order taking. 
Order taking is the end result of selling and can 
never take place until after the selling has been 
done. 

Selling may be considered as influencing the ac- 
tions of people. Good, persuasive conversation is 
very effective toward this end, but 87% of our im- 
pressions come through our eyes. This probably 
explains why the printed word is accepted more 
readily than verbal messages. We capitalize this 
fact with colorful printed literature describing 
our products. We go further with printed adver- 
tisements, decorations, and displays. Are you 
fully capitalizing these many forceful means of 
influencing people to buy from you? 

But let’s get back to our subject, “There’s 
Money on The Farm”. We know that the city 
market is good, but we’ve tried to show a more 
lucrative opportuni- 
ty on the farm. Cer- 
tainly the farmer has 
less of what you sell 
than his city cousin; 
he is in a better fi- 
nancial position, and 
is a prospect for 
everything you have 
to offer. 

We mentioned 
sales activities such 
as persuasive con- 
versation, advertis- 
ing and display. We 
know you believe in 00 
these things as is evi- 
denced by your more 
attractive stores, the 
beautiful showrooms bs 
and displays you sis 
have, and your ever 
increasing attend- 
ance at dealer sales 
meetings and train- 
ing sessions. We also 
mentioned a dozen or 





























“Oh yes . . . did all my own plumbing.” 
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more items each of you has for sale. The farmer 
can use them all and the more we sell him the 
more money we put in the bank. It would seem 
that we have a prodigious job of sales and sales 
promotion if we would successfully push every 
item you handle. 

But a rather fortunate situation exists. It so 
happens that most merchandise you have for 
sale is denendent upon running water. Unless a 
farmer has a dependable water system he can’t 
use most of the things you sell, and conversely, if 
he has a dependable water system he can use 
everything you sell. If you promote and sell the 
water system you have your foot in the door. You 
have a better opportunity to sell all the fixtures 
and appliances which make running water useful 
than anyone else. 


Insures Extra Business 

We have always known that the sale of pumps 
and water systems brought about the sale of many 
related items. Recently we obtained the facts. We 
selected a number of our dealers at random from 
Maine to Oregon and from Michigan to Florida. 
We asked them to tell us the amount of extra busi- 
ness they obtained in plumbing with their last two 
or three pump sales. Of course, the figures ranged 
all the way from no extra business to complete in- 
stallations of all plumbing and hot water heating 
plants. The average is amazing. It amounted to 
6247 extra business. This means that if you sell 
a number of water systems, each sale should aver- 
age in related equip- 
ment over six times 
the price of the water 
system. Doesn’t this 
seem the easiest. 
most direct way to 
that rich farm mar- 
ket all around you? 


The preceding ar- 
ticles are part of a 
Ly continuing series of- 
fering information on 
the profitable rural 
market and featuring 
the sales promotion 
programs used by 
DomEsTIC ENGINEER- 
ING dealers. 

A window display 
designed to promote 
the sale of water sys- 
tems is available to 
readers at no cost or 
obligation, as an in- 
dustry service by 
this publication. 
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A Consistent 


Wholesaler Policy 


Water Service Products 


More and more wholesalers are stocking HAYS 


HAYS MANUFACTURING COMPANY, ERIE, PA. 
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Model 200 Pressure Control 
and Relief Valve 


| rLow Fitrincs BY Sat 


Available in Cast Iron or Copper 



















SALL Fittings 
greatly improve 
the efficiency of 
the entire hot 
water system. 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the water through 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 








SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. 


All sizes1” to 2” upfeed return 
or down-feed return. 





[ANGLE FLOW CHECK 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
be locked in position for gravity 
circulation. Small 4%” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 


sentative. 


SALL 














« Hardened Steel Shaft, precision 


ground 
« Water Seal—Hardened stainless steel 
face to carbon 
« Extra-long, OILITE, oil-impregnated Bronze 
Bearings 
Flexible Neoprene Coupling 
+ 1/6 hp Westinghouse or equivalent Motor 


These quality components, together 
with GLOBE precision engineering, 


make the quiet, rugged GLOBE Hot 


Water Circulator the most out- 
standing circulator buy in its class. 


Manufacturers of 
Low Water Cut-Offs 


and Controls 


i a 


Send for Catalog 


GLOBE CONTROLS CO. 


81 WARREN STREET, NEWARK 2, N. J. 


EXCLUSIVE TERRITORIES AVAILABLE 








for a Quarter Century 
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Highlighting the month's news on 
manufacturer and wholesaler activity 





Sales Meetings 


Timken Sales 
Promotion for Fall 

A factory team headed by T. A. 
Crawford, general manager, Tim- 
ken Silent Automatic, are prepar- 
ing dealers throughout the East 
and Midwest with intensive pro- 
motions for a big fall season in the 
sale of Timken equipment. 

Billed as the 1950 series of Tim- 
ken Silent Automatic sales tune-up 
meetings, the sales team addressed 
gatherings of key dealers and their 
salesmen recently in Minneapolis, 
Des Moines, Chicago, Detroit, 
Toronto, New York City, Boston 
and Philadelphia. 

The team included R. M. Mar- 
berry, advertising manager; W. J. 
Chappell and F. M. Jordan, regional 
managers. 





American Kitchens 
Stimulates Summer Sales 

A new streamlined presentation 
brochure is currently being issued 
to all American Kitchen distribu- 
tors by the American Central Divi- 
sion, AVCO Manufacturing Corp., 
Connersville, Ind., for use in a drive 
for new dealers. 

The attractively styled brochure 
is built around a 10 point analysis 
of the steel kitchen business and 
profit potentialities for new deal- 
ers. It gives the complete story, 
stressing such vital points as high 
volume, high unit sale, high mark- 
up, no model changes and, under 
FHA financing, no accounts receiv- 
able and no collection problems. 

Copy in the brochure has been 
kept to a minimum and illustrative 
material features line drawings of 
American Kitchens products. The 
theme follows the title “Let’s Talk 
Business.” 


Dealers of Timken 
Silent Automatic in 
the East and Mid- 
west are undergoing 
preparation for an 
intensive sales cam- 
paign this Fall. Photo 
shows “tune-up” 
meeting at the Stat- 
ler Hotel, Boston. 








Training—Promotions 





Scovill Announces Judges 
on Float Valve Name 

The panel of judges for the 
$1575.00 “Name Award” compe- 
tition being conducted by the 
Waterville Division, Scovill Manu- 
facturing Company, Waterville, 
Conn., has been announced. The 
judges, who will choose the prize 
winning entries after preliminary 
selections have been made by Reu- 
ben H. Donnelly Company, are 
Edward G. Carpenter, president, 
The Careva Company, plumbing 
wholesalers, York, Pa.; Rufus 
Choate, president and co-publisher, 
Plumbing and Heating Journal, and 
C. L. Staples, managing editor, 
DomMeEsTIC ENGINEERING. 

This panel will select the name 
that most suitably signifies the 
three main features of the new 
Scovill No. 16 Float Valve: 1. 
Silent, 2. Fast filling, 3. Unusually 
adaptable to all pressures. 


OHI Developing Program 
for Oil Heat Promotions 


A program for the promotion of 
oil heat, both in individual and na- 
tional markets, was announced re- 
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cently by Oil-Heat Institute of 
America. 

“Oil heating equipment manu- 
facturers and retailers and the 
producers and distributors of fuel 
oil are being brought together in 
this united industry campaign”, 
said R. H. L. Becker, managing di- 
rector of the Institute. 

A special committee to be known 


as the information committee of 


OHI will carry on the effort. 


Perfex Offers Free 
Factory Training Courses 


A series of free factory training 
school sessions in conjunction with 
the Milwaukee School of Engineer- 
ing has been announced by Perfex 
Corporation of Milwaukee. The 
series began on July 10, in answer 
to the need throughout the heating 
industry for more knowledge about 
operations of controls on heating 
plants. 

A new course starts every Mon- 
day and is offered free to dealers 
and wholesalers, their servicemen 
and salesmen. Classes meet on 
Monday, Tuesday and Wednesday, 

(Please turn to page 170) 








Training—Promotions 





(Continued from page 169) 
with a new course starting every 
Monday. Students receive tech- 
nical training from skilled engi- 
neers, participate in classroom 
discussions, and work with actual 
heating system equipment. 

Each three-day course includes 
expert instruction in the basic 
fundamentals of heating, including 
the operation, installaticn and serv- 
icing of automatic heating controls 
for oil, gas and coal fired units. An 
instructive tour of the factory, ob- 
serving the manufacture of con- 
trols, is another feature. 

Packed into the course are fun- 
damentals of heat—measurement, 
transfer, distribution; electricity— 
definition of terms, circuits, basic 
laws, transformers, motors, 
switches; control components— 
actuating devices, contacts, maz- 
nets, relays, transformers, switches. 

Other subjects included in the 
course are warm air, hot water, 
steam, electric, and unit heater 
systems—their capacities, proper 
heat distribution, automatic con- 
trols; oil, gas, and coal burners— 
types, operation, controls; and field 
and service engineering—comfort 
conditions, the serviceman as a 
salesman, trouble-shooting, contrc] 
calibration and control replace- 
ment. 


LP Gas Forecasts 
Increased Sales in 50 


More than 1800 Liquified Petro- 
leum Gas Assn. members attended 
the recent convention and exposi- 
tion held at the Palmer House, Chi- 
cago, where 130 exhibits of appli- 
ances and equipment were dis- 
played. 

Si G. Darling, Darlingas, Inc., re- 
tiring president of the association, 
viewed the industry’s future with 
optimism in his address. 

“The LP gas business touched a 
new peak in 1949 with marketed 
production reaching 2,725,000,000 
gal, an increase of eight and one- 


half percent over the previous 


year,” he said, “and the National 
Petroleum Council has forecast a 
12 percent increase in 1950. Sales 
of appliances for 1950 saw a sub- 
stantial increase over the corre- 





Instructor points out 
features of Perfex 
oil burner primary as 
part of intensive 
three-day factory 
training school course 
being conducted each 
week by Perfex Cor- 
poration, Milwaukee 
in conjunction with 
Milwaukee School of 


Engineering. nN 


sponding period in 1949. It has, 
however, been variously estimated 
that we have covered about one- 
half of our potential—that there 
are about six and one-half million 
families in the U. S. using out- 
mcded fuels who are potential cus- 
tomers for liquified petroleum gas.” 

Sales and service was the con- 
vention theme and speakers at the 
general, secticnal and luncheon 
meetings gave their listeners con- 
siderable ammuniticn to help them 
do a better job in winning over 
ccmpetition. 

Strong impetus was given to the 
association’s promotional program 
by Lee A. Brand, chairman of the 


promotion committee, who told 
delegates that the long discussed 
project is now “ready to roll.” He 


outlined a seven-point advertising 
program embracing farm, small 
town, and suburban consumers 
campaigns. Advertising space will 
be taken in national, sectional, 
state and trade publications. 

Peter A. Anderson, Utilities Dis- 
tributors, Inc., was elected presi- 
dent; William S. Lander, Rulane 
Gas Co., Ist vice president; F. N. 
Mabee, Colorado Natural Gas and 
Fuel Co., 2nd vice president; Wal- 
ter H. Miller, The Dri-Gas Corp., 
treasurer; Howard D. White, ex- 
ecutive vice president, and Arthur 
C. Kreutzer, secretary. 


Preferred Utilities Holds 
Four-Day Dealer School 

Preferred Utilities Manufactur- 
ing Corporation, New York City, 
recently held a four-day dealer 
service school at its Danbury, 
Conn. plant attended by service- 
men and service managers from all 
over the U. S. 

R. S. Bohn, president of Pre- 
ferred Utilities, welcomed the deal- 
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ers. G. W. Bohn, L. Wade and Harry 
E. Lake, all of Preferred Utilities, 
discussed boilers, draft, refractory, 
piping, electrical wiring and hook- 
up. Motors and starters were dis- 
cussed by a representative of Gen- 
eral Electric. A representative of 
A. P. Green Co. discussed high 
temperature furnace refractories. 
Mr. Wade, Mr. Lake and J. S. Kap- 
lan, Preferred Utilities, talked on 
installation of unit steam genera- 
tors and conversion burners. Elec- 
tronic combustion controls was dis- 
cussed by a representative of Fir- 
eye Company. 

General Controls Company’s 
representative discussed electric 
solenoid and motor driven gas and 
oil valves. B. K. Breed, Mr. Lake 
and G. W. Bohn, Preferred Utilities, 
discussed design, construction and 
operation of horizontal rotary oil 
burners and gas burner for unit 
steam generators and for conver- 
sion use. 

Final talks were given by a rep- 
resentative of Minneapolis-Honey- 
well Regulator Co. on electrical 
operating and combustion safety 
controls. Morris Sherman, Pre- 
ferred Utilities, talked on oil burn- 
ing accessories. 


Warm Air Assn. 
Forms Activity Program 


Semi-annual meetings of four of 
the National Warm Air Heating 
and Air Conditioning Assn.’s com- 
mittees took place on June 22 at 
the Hotel Statler, Cleveland. Pro- 
gress completed during the past six 
months of 1950 was discussed and 
plans for the coming six months, 
including the publicity and mer- 
chandising, field investigation, ap- 
plication engineering advisory, and 
the recently formed legislative 

(Please turn to page 173) 
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Wait till your customers 


see the New Sinuknmndleed 


THE HANDSOMEST ... MOST 
VERSATILE SINKS AVAILABLE 


IN THREE SIZES: 
42” x 25” Right or Left Hand Drainboard 
54” x 25” Single Bowl, Double Drainboard 
66” x 25” Twin Bowl, Double Drainboard 








The New HUMPHRYES Sinkmasters 
have these customer-getting features: 


@ Made of sturdy CAST IRON with lifetime-lasting, mirror- 
glossy Mirard Finish. 

@ Flexible installation: specially-designed wide rim allows 
use with either 24” or 242” deep sink cabinets, or with 
sink fronts and base cabinets. 

@ Low 4” backsplash is straight at ends to fit flush against 
standard counter top backs. 

@ Sink cabinets made of zinc-coated "Bonderized” steel, 
with highest quality baked-on |. (Cabinet tional) 


P 





Every line, every dimension of these Sinkmasters was 
carefully designed with the idea of producing the finest, 
most versatile sinks on the market. The extra-wide rim, 
for example, makes possible installation with either 24” 
or 2414” deep cabinets, and gives enough clearance for 
sink fronts. Bowls have small-radius corners for maximum 
bowl space. This extra attention to design details, backed 
by 68 years of manufacturing experience, and combined 
with the enduring, mirror-glossy qualities of Miérard 
enamel on CAST IRON, provides a line of sinks which 
will assure for your customers the utmost in beauty and 
service. Write for circular describing the new Sinkmasters. 


HUMPHRYES 


201 East Fifth Street, Mansfield, Ohio 
Manufacturers of Quality Plumbing Fixtures Since 1882 
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SALES ARE 
SOARING... 


because these PROFIT-MAKERS 
ARE SATISFYING USERS4 


IT’S NO WO N DE R suppliers and: dealers 
are finding a ready market for these smartappearing, ex- 
clusive-feature items. Only the “Bubblé-Seream” gives you a 
non-splash, aerated shower spray —along With saving in water 
up to 60%. And . «nly the “Kleen-Stream” (a completely 
effective NOSPLASH> aerator for new and old faucets) is 
TROUBLE-BREE ... 

no “put-together-right” problems, whatsoever! 


THE NON-SPLASH p¥erated 


BUBBLE-STREAM 
SHOWER HEAD 


3 Models 


Deluxe - 
No. 8-100 x 
with ball joint it 





for it has but one internal part... 






Pilfer-proof ) 
No. B-101 4 
a) 


Junior No. B-102 3 
with ball joint | 







GOODRIE 
U. S. PATENTS — 
No. 2510395 Ste. 
No. 2510396 — 


All are threaded to fit 
Ya-inch pipe. Solid 
brass. Highly pol- 
ished chromium 

plate finish, 


KLEEN-STREAM 


No-Splash 


AERATOR 

Bubbling action gives you clear, 
sparkling, better tasting water... 
creamier suds with less soap... 
and better, quicker, easier rinsing. 
Works on high or low water pres- 
sure. Only one screen; works well 
without screen. 





KLEEN-STREAM 
AERATOR COMBINATIONS 


All adapters are 
RUBBER ) threaded to fit 
SLEEVE KLEEN -STREAM 
ADAPTER AERATOR body. 
MALE y 
ADAPTER => ct 4 
| , 

FEMALE 
ADAPTER | 


Aerator body 
HOSE CON-~- gg 


with thread 
.865-27 fits most 
NECTION A ol 
ADAPTER 


externally 








threaded current 
modern faucets. 














a Easy to Sel 


For New Installations or Old 
In HOMES « HOTELS « AUTO COURTS « SHOPS 
INSTITUTIONS-CLUBS+COLLEGES -RESORTS-OFFICES 


Backed by FREE DISPLAYS and SELLING AIDS 
WRIGHTWAY ENGINEERING CO. 


- CHICAGO 15, ILLINOIS 
\ 


_— 


4332 OAKENWALD AVE 












BEND COLD 
PIPE QUICKLY, 
EASILY «2c 
RIGHT ON 
THE JOB! 


A 





with a GREENLEE HYDRAULIC BENDER 


Yes, make pipe bends “right on the job”. . . exactly where 
and when you need them! And do the job swiftly, accurately 
with a GREENLEE Hydraulic Pipe Bender. 

Bends pipe up to 4%”. Simple to operate, easy to carry, 
set up and shift from job to job. With a GREENLEE one man 
makes smooth, precise, uniform bends in but a few minutes. 
Speeds your piping installations, cuts costs on labor and 
materials. In timesavings alone, the GREENLEE pays for 
itself quickly. 

Ideal for radiant heating jobs, too. For com- 
plete details write for free Bender Booklet E-201. 
Greenlee Tool Co., Division of Greenlee Bros. 
& Co., 2368 Twelfth Street, Rockford, Illinois. 


GREENLEE 
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You SAVE 


Gua you use 
OIL FILTER VALVES 


= 











No. 1200 
Individual Tank 
Control Valve 









No. 1900 Oil Filter and Constant 
Level Valve made with 34", 12”, 
and 3%“ inlet 1.P.T. male thread 
and 3%” and 12” outlet I.P.T. 
male thread. 


Another Guardian Original! 


First produced by Guardian, this new oil filter 
valve has had a remarkable acceptance be- 
cause it guarantees perfect installations in less 
time. Elimination of nipples and fittings re- 
duces labor and parts costs. Fewer joints re- 
duce the possibility of costly, troublesome leaks. 


Guardian Oil Valves are precision machined 


ee 
N 
as 


No. 1300 
Two Tank Control 
Valve Assembly 


a 


a oo d from solid bar stock. Having no porosity, pin- 
+ kV. r hole leaks are absolutely eliminated. Other 
eo Guardian features: metal-to-metal seat for 
perfect closing and longer life, taper seat on 
body with radius on stem to prevent locking, 
adjustable packing nut with special J-M 
graphite-asbestos packing. All valves are test- 
ed under 250 Ibs. pressure. 
Dealers: Write for Name of Nearest Jobber. 
No. 1400 Ask about Guardian Flexible Couplings. 
Globe Valve Over 4 million in use. 
for Oil, 
Water or Gas 
(anti-hum) 


To be sure you get Guardian qual- 
ity look for the name Guardian 
stamped on the body of the valve. 


All Guardian valves are 
GUARANTEED valves. 


2 Os On Um Cen as On ORL 

_ VALVE DIVISION 
Dept. D-5, 1215 East Second Street 
ae ae 


Michigan Indiana 
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(Continued from page 170) 


committees were formulated. 

The publicity and merchandising 
committee, under the chairmanship 
of Marion Levy, discussed the as- 
sociation’s publicity program, 
which is telling the country 
through newspapers and maga- 
zines the story of warm air heating. 

C. W. Nessell, chairman of the 
association’s field investigation 
committee, worked with other 
members in preparing plans for an 
expanded field investigation pro- 
gram. This project will include es- 
tablishing a mobile laboratory with 
a full-time investigation engineer 
to conduct tests of heating systems 
already installed in homes through- 
out the country. The purpose of 
this project is to assemble as rapid- 
ly as possible for the industry, de- 
sign and installation standards for 
the newer types of warm air heat- 
ing installations. 

The application engineering ad- 
visory committee under the direc- 
tion of W. D. Redrup, decided upon 
the continuance of the Indoor Com- 
fort Conferences during the 1951 
season. These warm air heating 
schools will be of two-day duration 
and an effort will be made to 
schedule schools in as many new 
locations as possible. 

Chas. L. Sapp, chairman of the 
legislative committee, indicated 
that unanimous agreement was 
voiced by every member of the 
committee that their objective 
should be to bring influence to 
bear where present codes are not in 
the best interests of the public, and 
consequently not in the best inter- 
ests of the industry. 











Right: Side doors of 
the demonstrator 
coach opens to show 
water systems, water 
softeners and water 
conditioners. Rear 
door of the coach 


opens to roll out an 
oil burner. 


Steel Kitchen Cabinet 
Institute Tests 


Under its Quality Seal of Ap- 
proval, the Steel Kitchen Cabinet 
Institute arranges for manufactur- 
ers to submit to an independent 
recognized testing laboratory, stock 
samples of products. Manufactur- 
ers whose cabinets qualify are per- 
mitted to use the seal, giving pur- 
chasers assurance that these prod- 
ucts meet required tests. 

For some months, the standardi- 
zation and simplification committee 
of the Institute has been designing 
a complete set of laboratory testing 
equipment which will insure uni- 
formity in test procedure. With the 
completion of the new equipment, 
manufacturers are arranging to 
submit their products to the Robert 
W. Hunt Company Laboratories, 
Chicago, for retests on principal 
phases. 

In commenting on these develop- 
ments, Arthur J. Tuscany, execu- 
tive secretary of the Institute said, 


The 2,000,000th Ben- 
dix automatic wash- 
er on the assembly 
line. In the fore- 
ground, left to right, 
are Parker H. Erick- 
sen, director of 
sales; Joseph L. 
Armstrong, field sales 
manager; Judson S. 
Sayre, president, 
Bendix Home Appii- 
ances, Inc., South 
Bend, Ind., and Vir- 
gil Rice, director of 
manufacturing. 
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Left: Demonstrator coach 
showing Wayne Home Equip- 
ment products operated by 
one of Wayne’s managers. 






“The accurately engineered and 
carefully produced special testing 
equipment leaves no doubt that the 
21 tests which must be met before 
a steel kitchen cabinet manufac- 
turer can use the Institute’s Qual- 
ity Seal of Approval, are thorough- 
ly uniform. These tests give pur- 
chasers further assurance that 
these particular manufacturers of 
steel cabinets are furnishing top 
quality cabinets.” 


Wayne Home Equipment 
Operates Display-on-Wheels 


A demonstrator coach showing 
operating models of Wayne oil 
burners and water systems is being 
operated by William A. Sayler, di- 
visional manager, Wayne Home 
Equipment Company, in the Ohio, 
Indiana and western Pennsylvania 
area. Equipment carried is repre- 
sented by cutaway and working 
models. 

The rear door of the coach opens 
to permit rolling out an oil burner 
on a_track-supported platform. 
Side doors open on displays of 
water systems, water softeners and 
water conditioners. A shallow well 
turbine pump is mounted on a tank 
to demonstrate operating features. 
Bronze parts and jet cutaways en- 
able the dealer’s salemen to conduct 
on-the-spot sales “clinics.” 

Installation, service and catalog 
literature supplements the display 
and merchandising literature and 
advertising material are provided 
for dealer use. 

(Please turn to page 174) 
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Fiat Holds Open House 
At New Plant 

Several hundred master plumb- 
ers from Chicago and vicinity, to- 
gether with representatives of vari- 
ous plumbing supply houses and 
other guests, recently attended 
open house activities at the new 
plant of Fiat Metal Manufacturing 
Co., Franklin Park, III. 

Officers of the company, includ- 
ing Stanley E. Nilson, president; 
Wright Johnson, vice president; 
Gordon Hay, sales promotion man- 
ager, and Hugh White, sales man- 
ager, welcomed visitors and con- 
ducted them throughout the plant. 

The one story structure, 200 by 
200 ft, contains 40,000 sq ft of fac- 
tory, warehouse and office space. 
The plant is conveniently accessible 
to shipping facilities. Following a 
tour of the plant, visitors were 
guests of the company at a dinner. 


Booth and Thomas 
Opens New Showroom 

Booth and Thomas, Springfield, 
Ill., serving central Illinois, recent- 
ly observed its 30th anniversary by 
the formal opening of a new show- 
room. 

The L-shaped showroom is on a 
corner location facing two of the 
city’s main thoroughfares. Plate 
glass windows along both sides 
make it highly visible both in the 
daytime and when lighted at night. 
In conjunction with the showroom 
a large brick warehouse has been 
built. A special door and light 
switch to enable out-of-town deal- 
ers to bring their customers in 
after closing hours is a feature of 
the new showroom. 

The showroom displays bath- 


















































Below: Two of the 
displays at the re- 
cent open house held 
at the new plant of 
Fiat Metal Manufac- 
turing Co. at Frank- 
lin Park, Hl. Visitors 
were taken on a tour 
of the plant and 
were guests of the 
company at dinner. 


room and kitchen fixtures and 
heating equipment. Display space 
faces the windows and fixtures are 
easily seen from the street and 
highway. Colored bathroom fix- 
tures are set against plywood par- 
titions. 

The showroom was opened to the 
industry on June 9 and 10 and to 
the public on June 16. 


Chase Brass Builds 
Denver Sales Office 

Newest link in the coast-to- 
coast chain of warehouses and sales 
offices of Chase Brass and Copper 
Co., Inc., Waterbury, Conn., is the 
Denver sales office which formally 
opened July 1. 

The Denver office makes a total 
of four sales offices for the com- 
pany which also’operates combina- 
tion warehouses and offices in 23 
other cities throughout the U. S. 
The Denver office will cover sales 
in the states of Colorado, Idaho, 
Montana, Wyoming, Utah, New 
Mexico and El Paso County, Texas. 


New showroom of Booth and Thomas at Springfield, Ill. L-shaped showroom faces two of 
Springfield's main thoroughfares. A special door and light switch enables out-of-town 
customers to visit the showroom after closing hours. 





Lett: At Fiat’s open 
house, left to right, 
J. A. Dwyer, vice 
pres. sales, Crane 
Co.; S. E. Nilson, 
president, Fiat; three 
Fiat guides; P. R. 
Mork, vice chairman 
of board, Crane Co., 
and (kneeling) Roy 
Carlson of Fiat 
Metal Mfg. Company. 





Johnson Service Expands 

in St. Louis and Pittsburgh 
The completed construction of a 

modern two-story building in St. 

Louis and the addition of a second 

story to the Pittsburgh branch was 

announced recently by Johnson 


Service Co. of Milwaukee. The 
company has also purchased a new 
modern building in Toronto, Can. 
for its Canadian subsidiary, John- 
son Temperature Regulating Co. of 
Canada, Ltd. 

In addition, Johnson branch of- 
fices at Albuquerque, N. M.; Co- 
lumbus, Ohio; Charlotte, N. C.; 
Portland, Me., and San Francisco 
have been moved to larger and 
more convenient locations. 


Sid Harvey Acquires 
Fuel-O-Meter Gage 

Sid Harvey, Inc., Valley Stream, 
N. Y., recently acquired the tools, 
jigs and inventory of Fuel-O- 
Meter Corporation, Forest Hills, 
M2. 

Fabrication of the gage will be 
made at Sid Harvey’s Valley 
Stream plant. 


Westinghouse to Build New 
Plant at Birmingham 
Westinghouse Electric Corpora- 
tion is planning construction of a 
new plant at Birmingham, Ala. The 
plant will consist of two one-story 
brick and steel buildings having 
approximately 50,000 sq ft of floor 
space on a tract 400 by 300 ft. The 
(Please turn to page 177) 
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WHY? 


With So Many Good Valves 

On the Market ... Why Specify 
Any Particular Brand? 

Why Specify MILVACO? 


You've often heard it said, “A valve is a valve 
. .. there’s no real difference between them”. 
But that’s not quite true . . . no more than it 
would be to say, “A plumber is a plumber .. . 
they all do the same work”. 


There is a difference between valves . . . and 
MILVACO products are outstanding among 
many fine valves because . . . 


MILVACO valves are competitively priced. 
They’re not the cheapect valves, nor are they 
the most expensive. MILVACO’S competitive 
pricing enables you to sell top quality on a 
competitive basis. 


MILVACO valves are made and backed by a 
reliable, progressive firm that’s been in business 
for nearly 50 years. 


MILVACO valves are precision constructed and 
engineered to give top efficiency. This effi- 
ciency, plus lasting dependability, means sat- 
isfied customers, repeat business. 


MILVACO offers a complete, well-balanced 
line so that you can use MILVACO on virtually 
every installation. 








MILVACO STANDARD GATE VALVE— 
No. 101... . Brass . . . Non-Rising 

Stem and Solid Wedge Disc . . . 
Working Pressures Are 125 Lbs. Steam; 
200 Lbs. W.O.G.; Non-Shock .. . 
Available in %4” to 3” sizes. 

One of a complete line of valves 

and heating specialties. 


MILVACO 


MILWAUKEE VALVE COMPANY 
MILWAUKEE 7, WISCONSIN 
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ANOTHER ADDITION 


to the 


Noble Sic Handoed” 
Designed for Bathing 








Fixture No. S-640 
Shower Stall Fixture with Shower Arm and 
Head, 3%" centers. Chrome Plated locknuts, 
caps and handles. May be installed for either 
top or bottom supply lines. 


Fixture No. S-642 Same as S-640 except with 
Plated escutcheons. 
WHEN YOU THINK OF BRASS 
SAY 
STERLING 


Sold Through Whcelesalers Only 
Send for Bulletin K-11 descriptive cf the compl 


No. 600 line 

















Slerling faucel [ompany 
. oe West ~~ < 
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HOIST 
YOUR 
&\\ SALES 


GAS-FIRED WINTER AIR 
CONDITIONING UNITS 


Pioneers in the gas conversion burner field — originat- 
ors of the Spreader-Flame principle, Roberts-Gordon 
now offers the same high quality in a completely 
assembled, pon Sonal unit. It incorporates the 
proven Spreader-Flame Burner. It provides automatic 
temperature control, humidity and filtered circulated 
air. Four sizes from 65,000 to 125,000 BTU’s per 
hour output. Standard controls include electric auto- ‘ 
matic gas valve with MODULATING type thermo- 
stat. A fast selling, fuel saving customer satisfier that 
will put you a long jump ahead of competition. 


A COMPLETE LINE OF GAS-FIRED 
FURNACES AND BOILERS 





WGD Boiler Gravity Furnace GW-GS Boiler 


ROBERTS-GORDON APPLIANCE CORP. 


44 CENTRAL AVENUE e¢ BUFFALO 6, N. Y. 
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CUT 


REPLACEMENT 
COSTS WITH 


—PYREX 


BRAND 


GAUGE GLASSES 


The high chemical resistance of 
PYREX and CORNING brand gauge 
glasses keeps them from clouding 
for long periods of time even under 
severe service conditions. 

They are accurately made for 
exact fit and faster installation. Ac- 
curate dimensions mean longer life, 
fewer strains. Replacements are 
reduced—costs 





are lowered. 
Standardize 
on PYREX and 
CORNING 
brand gauge 
glasses and 
you will always 
be real money 
ahead. 


Call your nearest Industrial Sup- 
plier. He stocks PYREX and 











CORNING brand gauge glasses. 
If you do not have his name, 
write to us. 


CORNING GLASS WORKS 


CORNING, NEW YORK ( pvpey 
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(Continued from page 174) 
buildings will be completed by 
June, 1951. 

The smaller building will be 
used for warehouse space and of- 
fices while the larger building will 
be used for manufacturing and re- 
pair activities. 


SMA Elects 
New Officers 


The Stoker Manufacturers Assn. 
held its 33rd annual meeting in 
Chicago at the La Salle Hotel on 
June 15. The following officers were 
elected: C. T. Burg, president, Iron 
Fireman Corporation, president; L. 
C. Dubs, president and general 
manager, Canton Stoker Corpora- 
tion, vice president, and T. A. 
Crawford, general manager, Tim- 
ken Silent Automatic Division, 
Timken-Detroit Axle Company, 
secretary-treasurer. Marc G. Bluth, 
Chicago, was reappointed execu- 
tive secretary. - 

Directors elected in addition to 
Messrs. Burg, Dubs and Crawford, 
were B. O. Fink, president, Auburn 
Foundry, Inc.; George W. Graham, 
president, Eddy Stoker Corp.; 
Frank Hoke, president, Holcomb 
and Hoke Mfg. Co.; J. M. McClin- 
tock, manager, Stoker Division, 
Illinois Iron and Bolt Co.; C. P. 
Meredith, executive vice president, 
Steel Products Engineering Co., 
and Claude A. Potts, vice president, 
U. S. Machine Corp. 

Mr. Potts retired as president 
after serving a two-year term, and 
Mr. Méredith retired as secretary- 
treasurer after serving also for two 
years. 
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United States Radia- 
ter Corporation’s gen- 
eral sales conference 
in Detroit. Held re- 
cently, it was at- 
tended by branch 
managers and sales- 
men. Slogan of the 
conference was “In 
Front in Fifty.” New 
products were intro- 
duced and the com- 
pany’s “Three Year 
Plan” was presented. 


Fan Manufacturers Assn. 
Elects New Officers 


E. E. Trickler was elected presi- 
dent of the National Assn. of Fan 
Manufacturers, Inc., at a recent 
meeting held in Detroit. 

Edgar F. Wendt was elected vice 
president and L. O. Monroe, secre- 
tary-treasurer. 





A. O. Smith Corporation, Milwaukee, in- 
troduced its 1950 line of automatic water 
heaters at a recent dinner meeting of the 
Westchester County (New York) Master 
Plumbers Assn. held at Schmidts Farm, 
Scarsdale, N. Y. Sitting, left to right, are 
A. A. Gruber, Central Plumbers Supply; C. 
W. Schulz, Smithway-Burkay division; G. 
E. Gruber, Central Plumbers Supply. Stand- 
ing, left to right, D. J. Whelan, A. O. 
Smith; R. M. McLaughlin, sanitation en- 
gineer; W. W. Stake, A. O. Smith; G. F. 
Kelley, Westchester Lighting Co.; W. L. 
Farmer, A. O. Smith; J. E. Cooke, West- 
chester Lighting. 


In order to provide 
more office and stor- 
age space for its ex- 
panding business in the 
area, the St. Louis 
branch of Minneapolis- 
Honeywell Regulator 
Company and its Brown 
Instruments _—_ division 
has moved into a new 
building. It is the first 
branch office building 
to be built and owned 
by Honeywell. 
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Tubular Exchanger Assn. 
Elects New Officers 

C. H. Currier was elected presi- 
dent, and W. C. Beekley, vice presi- 
dent, at the annual meeting of 
Tubular Exchanger Manufacturers 
Assn., Inc., held recently at Skytop, 
Pa. George P. Byrne, Jr., remains 
secretary-treasurer. Mr. Currier 
is president of Ross Heater and 
Mfg. Co., Inc., Buffalo, a division 
of American Radiator and Stand- 
ard Sanitary Corporation. Mr. 
Beekley is president of Whitlock 
Mfg. Co., Hartford, Conn. 

T.E.M.A. is an association of 
tubular exchanger manufacturers, 
formed several years ago for the 


- purpose of establishing and main- 


taining high standards in the de- 
sign, fabrication and performance 
of shell and tube heat transfer 
equipment. 

Headquarters are at 53 Park P1., 
New York City 7. 


Delaware Valley Golf 
Assn. Selects Officers 


J. Fletcher Wright, sales man- 
ager, Speakman Co., Wilmington, 
Del., has been elected president of 
the Delaware Valley Trade Golf 
Assn. ; 

Working with him in the man- 
agement of the association will be: 
John McCann, Seashore Supply 
Co., Atlantic City, N. J., 1st vice- 
president; Wm. Abernathy, Sani- 
tary Supply Co., Avon, N. J., 2nd 
vice president; Harry DeLeon, Del- 
mac Supply Co., Narberth, Pa., 
captain; Jack Sutter, Mueller Brass 
Co., Washington, D. C., co-captain; 
Martin Pilger, Bridgeport Brass 
Co., Philadelphia, secretary-treas- 
urer, and Elmer Marlor, Spang- 
Chalfant Co., Philadelphia, asst. 
secretary. 

(Continued on page 178) 
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(Continued from page 177) 

Incinerator Institute 
Formed 

The Incinerator Institute of 
America was formed on June 19 for 
the purpose of furnishing accurate 
and impartial information on the 
products of its industry to archi- 
tects, builders, regulatory bodies, 
municipalities, and the public. 
The growing need for incinera- 


tion in the effective disposal of 
waste in residences, apartment 
houses, hospitals, hotels, schools, 
department stores, factories, and 
municipalities has placed an obli- 
gation to provide such data. 

The office of the association is 
at 420 Lexington Avenue, New 
York City 17. 

Stewart N. Clarkson is secretary- 
treasurer. 


Steel Kitchen Cabinet 
Institute Moves 

E. E. Brey, president, Steel 
Kitchen Cabinet Institute, recently 
announced the moving of the In- 
stitute’s headquarters to the En- 
gineers Building, Cleveland 14. 

Mr. Brey also announced the ap- 
pointment of Arthur J. Tuscany as 
executive secretary. 





Appointments 





Norge Heat Division, Borg War- 
ner, Chicago—C. S. Davis, Jr. as 
president of Norge Heat Division 
with offices at Detroit. Mr. Davis 
formerly was vice president and 
general manager of Norge Heat. He 
began his service with Marbon 
Corp., a Borg-Warner subsidiary in 
1936. 

Also announced was the promo- 
tion of W. F. Krueger to secretary 
and treasurer of Norge Heat. 





W. W. Morrow 


T. V. McCauley 


Surface Combustion Corporation, 
Toledo, Ohio—Thomas V. Mc- 
Cauley as sales engineer in the 
Kansas City territory at Kansas 
City and Wilson W. Morrow as 
sales representative in the Albany, 
New York and Fairfield County, 
Conn. territory at New York City. 


American Central _ Division, 
AVCO Manufacturing Corpora- 
tion, Connersville, Ind.—William 
H. Neil as district manager at Dal- 
las, Texas and Donald C. Putnam 
service engineer, New York City. 


The Keeney Manufacturing 
Company, Newington, Conn.—Car- 
ter Hough, Jr. and Associates, 
Jacksonville, Fla., as representa- 
tive in Florida, Georgia, Tennessee 
and Alabama and Norman C. Cor- 


don, Blowing Rock, N. C., in Vir- 
ginia, North and South Carolina. 











Wolverine Tube Division, Calu- 
met and Hecla Consolidated Cop- 
per Company, Detroit—M. J. Cook 
as Southeastern district sales man- 
ager at Atlanta, Ga.; C. T. Fuller as 
Southwestern district sales man- 
ager at Houston, Texas; A. R. Kas- 
park, sales promotion at Detroit; E. 
W. Ervasti, sales representative at 
St. Louis, and James Jolly, sales 
representative at Milwaukee. 





M. J. Cook C. T. Fuller 


A. R. Kaspark E. W. Ervasti 





James Jolly J. H. Lahey 


Webster Electric Company, Ra- 
cine, Wis—James H. Lahey as 
Midwest representative of the in- 
dustrial division with headquarters 
at Racine. 
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The Imperial Brass Mfg. Co., 
Chicago—Robert Ostrander and 
Wray McDonald as the Ostrander- 
McDonald Company, Des Moines, 
Ia., as representatives in the Iowa- 
Nebraska territory. 


Bridgeport Brass Company, 
Bridgeport, Conn—lIrving M. 
Malsch as Chicago district sales 
manager and David L. Nesler as 
Indianapolis district sales manager. 


The Murray Corporation of 
America, Home Appliance Divi- 
sion, Scranton, Pa.—Horne-Wilson, 
Inc., Atlanta; Perry Shankle Co., 
San Antonio, Texas; Shapleigh 
Hardware Co., St. Louis; Mont- 
gomery and Crawford, Inc., Spar- 
tanburg, S. C., and American 


Plumbing and Steam Supply Co., 
Tacoma, Wash. as distributors. 


Chase Brass and Copper Co., 
Waterbury, Conn.—Charles J. Mc- 
Whinnie as manager of the new 
Denver office. The Denver of- 
fice will embrace the territory of 
Colorado, Idaho, Montana, Wyo- 
ming, Utah, New Mexico and El 


Paso County, Texas. 





C. G. Newton 


M. W. Knight 


Kritzer Radiant Coils, Inc., Chi- 
cago—Mel W. Knight as general 


sales manager and C. G. Newton as 
chief engineer. 
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GREATER EFFICIENCY OF Lo-BLAST 
POWER-TYPE GAS BURNER CUTS 
ee? HEATING COSTS 












ng M. 
io AS MUCH AS 10% 
esler as 
anager. 
ion of DEALERS! 
, Divi- Cash in on the exclusive 
‘Wilson, sales features of the Lo-BLAST 
<le Co., Economite! Write today for 
apleigh complete information 
Mont 
» Spar- 
nerican 
ly Co., “ 
ors. 
——— 
re JO-BLAST 
J. Mc- 
e new CONOMITE 
er of- 
ory of The same design features that make the standard 
Wyo- Lo-BLAST famous for efficiency are now available in 
ind El a residential size burner—the Lo-BLAST Economite! 


Power burner design assures perfect combustion, 
regardless of draft—a proved fuel saver—safe and 
efficient for down-draft units. No “pop” when the 
Economite goes on and off— 
burns so smoothly you can’t tell 
it’s running. 

Every Economite is factory- 
tested on gas and shipped 
assembled—fully equipped with 
foolproof safetys. Simplicity of 
design and durable construction 
reduce service to a minimum. 
Two sizes provide a capacity 


range of from 75,000 to 300,000 The standard Lo-BLAST— 
BTU. capacities to 20,000,000 BTU. 
. 
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1960 N. Clybourn Ave., Chicago 14, Il. 
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TO MATCH YOUR 
FINEST 
WORKMANSHIP 








WATER HEATERS 
1+ Offer moat of all! 


One look will convince you...Fowler has everything 
it takes to make a water heater BEST! 

Made by a national manufacturer with more than 35 
years of water heating experience, Fowler has features you 
won't find in other heaters... features that make customers 
want an automatic Fowler—and nothing but a Fowler. 


First with Fowler! ...assurance of rust-free, 
hot water always. 2 coats of flawless, durable 
porcelain enamel line tank to give a smooth, 
non-porous, sanitary surface. Water never 
touches metal. Tank is corrosion-proof, lasts 


longer. 



















GAS WATER HEATERS 


Extra-Heavy Insulation. 2'/, in. thick Fiberglas 
blanket, from top to bottom of heater, keeps 
water hot longer. 


Snap-Action Thermostat; easy temperature ad 
justment. 

Over-sized Tapered Heat Five supplies 8% more 
heating area than 3-in. flues most commonly used 


Economy, One-Piece Raised Port Burner, burns 
all gases. 

AGA Approved. 

Capacities: 22, 30, 35 and 45 gallons. 


ELECTRIC WATER HEATERS 


Patented 3-Way Built-in Insulation. Dead air 
space; aluminum reflector jacket; 3-in. Fiberglas 


Easy-Adjustable Automatic Temperature 
Controls. 


Safe ‘Black Heat'’ lock-8n, external-type ele- 
ments provide efficiency, long life. 

Copper Heat Trap eliminates wasteful circulation 
of hot water in plumbing system. 


Approved by Underwriters’ Laboratories. 


Capacities: 5 to 80 gallons. (Table Top models, 
30 and 40 gallons.) 


Glass-lined Fowlers are backed by 
the manufacturer. Electric and gas 
heaters carry 20-year and 15-year 
prorated warranties, respectively. 

Fowler is lowest priced of all non-corrosive tank 
water heaters now offered independent dealers. 


POLE MANUFACTURING COMPANY 


2545 S$. E. GLADSTONE, PORTLAND 2, OREGON 
Please send complete information about Fowler Gas and Electric Water Heaters. 


Name. i istepleaidnintasicbalieibnediineland a 








Address 
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Spang-Chalfant Division, The 
National Supply Company, Pitts- 
burgh—Charles J. Ramsburg, Jr. 
as manager of sales, welded prod- 
ucts. 





C. J. Ramsburg, Jr. W. N. Barr, Jr. 


Warren Barr Supply Co., Chi- 
cago—Warren N. Barr, Jr., as sales 
representative. He will also be ac- 
tive in the development of a newly 
formed subsidiary, Warren Barr 
Sales Company. 


The Coroaire Heater Corpora- 
tion, Cleveland—Arnold Wholesale 
Corporation, Cleveland; Gas Heat- 
ing Corporation, Norfolk, Va.; Mo- 
tor Power Equipment Co., Minne- 
apolis, and The Joseph B. Smith 
Co., Toledo, Ohio, as distributors. 


Air Reduction Sales Company, a 
division of Air Reduction Com- 
pany, Inc., New York City, has 
been appointed national distribu- 
tor for the welding industry of the 
recently introduced Prepo Torch. 


D. J. Murray Manufacturing Co., 
Wausau, Wis—Neil M. Walker, St. 
Louis, as representative to cover 
the states of Missouri, Kansas, Ok- 
lahoma and southern Illinois. 


Alabama Pipe Company, Annis- 
ton, Ala—William J. Tschume, 
Memphis, as representative for the 
states of Alabama, Arkansas, 
Louisiana, Mississippi and Tennes- 
see. 


Tube Turns, Inc., Louisville— 
Landis O. Morris, Jr., assigned to 
the Tulsa, Okla., staff. 


Union Malleable Manufacturing 
Co., Ashland, Ohio—Kent Engi- 
neering Company, Denver, as sales 
representative in the Rocky Moun- 
tain territory, and Stuart S. Wills, 
Detroit, as representative in De- 
troit and southeastern Michigan. 





Johnson Service Company, Mil- 
waukee—Arthur J. Otto as vice 
president; Richard J. Murphy as 
vice president and treasurer; J. R. 
Vernon as secretary, and L. V. 
Zacharyasz as asst. secretary and 
asst. treasurer. 

Other officers who were elected 
recently are J. A. Cutler, president 
and general manager; O. G. Ward, 
vice president and manager Central 
district, and M. F. Rather, vice 
president and manager of the 
Eastern district. 


Plomb Tool Company, Los An- 
geles—Frank O. Maxwell and A. 
Calder Mackay as members of the 
board of directors and J. G. Allen 
as vice president. 





. F. O. Maxwell A. C. Mackay 





RE AG 


J. G. Allen 


John J. Glass 


Keystone Plumbing Sales Com- 
pany, Pittsburgh—John J. Glass as 
sales manager. 


General Electric, Schenectady, 
N. Y.—John L. Busey as vice presi- 
dent in charge of marketing; Wil- 
liam V. O’Brien as commercial vice 
president and assistant manager of 
marketing, and Charles R. Pritch- 
ard as president and director of 
G-E Supply Corp. 

Harrison D. Beale has been ap- 
pointed manager of the Renewal 
Parts Division. 


Frigidaire Sales Corporation, 
Dayton, Ohio—Francis W. Hartigan 
as manager of the Minneapolis-St. 
Paul branch and Stuart H. Zoellner 
as manager of the Pittsburgh 
branch. 
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Automatic Firing Corporation, 
St. Louis, Mo.—George A. Chap- 
pell, Jr. as assistant to the presi- 
dent in charge of production engi- 
neering. 


Phelps Dodge Copper Products 
Corporation, New York City—Dan- 
iel F. McGlinchey as vice presi- 
dent. 


The Treaty Company, Greenville, 
Ohio and Muncie, Ind.—Robert 
O’Brien as sales representative in 
the heating department at Green- 
ville and Muncie. 


Timken Silent Automatic Divi- 
sion, Jackson, Mich—Kenneth L. 
Lamm as a member of the engi- 
neering department. 


General Electric, Bloomfield, N. 
J.—Harold E. Sweeney Corpora- 
tion, Philadelphia, as franchised 
outlet for oil-fired boilers and oil- 
fired warm air conditioners for 
Pennsylvania, counties of Delaware 
and Philadelphia and portions of 
Chester and Montgomery counties. 

Also announced was the ap- 
pointment of G. W. Hart as man- 
ager of advertising, sales promo- 
tion and sales training, air condi- 
tioning department. 


Madden Brass Products Co., 
Chicago, has been appointed dis- 
tributor for Perfection Gear Co., 
Harvey, III. 


The Gorman-Rupp Company, 
Mansfield, Ohio—Edward M. Smith 
as hydraulic engineer and Horace 
M. Montgomery as project engi- 
neer. 





H. M. Montgomery 


E. M. Smith 


The Swartwout Company, Cleve- 
land—Industrial Sales and Engi- 
neering Company, Memphis, Tenn., 
as sales representative and Albu- 
querque Engineering Company, 
Albuquerque, as representative. 
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NOW COMPLETE PACKAGE UNITS 
to simplify SALES for you! 


sj INCLUDING ALL NECESSARY MATERIAL FOR 
COMPLETE INSTALLATION IN EITHER 



















Oil or Gas Fired 


WARM AIR or 
HOT WATER HEAT 








il NI hl | 

“Tem RD” Air | HOT WATER BASEBOARD 
p = G/A’s famous “Floorlevel” is the modern way 
s ; = to install hot water heating in any size home. 
Another General Automatic complete installation = All in one package. Saves you time, labor 
’ . . = and storage. Includes metal baseboard, de- 
package! Here’s meee — for quick and 7? : airator tank, circulator, floor control valve 
profitable warm air installations. Easy to handle, = and boiler-burner unit . .. at real savings... 
store, sell and install! An installation job that re- : pm General Automatic . . . first with the 


quires no fabrication of materials. Perfect for 
small homes. System complete with warm air con- 
ditioners (for basement or basementless homes). 
Write for full details. “TempRD” Air includes a 
complete duct system—plenum chamber for both = 
supply and return; necessary 4” round duct, el- 





bows, and registers. : 





With 
G/A 
With a 
G/A . 
sd GAS FIRED 
nad BOILER BURNER 
UNITS 
post & ! for any size 
FIRED Vu ee ate 
WINTER WARM AIR 
CONDITIONERS 
@ EASY, ECONOMICAL 
INSTALLATION 
@ TIME, LABOR, AND bong 


STORAGE SAVING 
@ EASY TO SELL 
@ MORE PROFITABLE 


General Automatic Products Corporation «+ 2300 Sinclair Lane «+ Baltimore 13, Md. 











Above: Here’s a typical installation of a hydro-pneumatic water pressure system in 
the basement of an office building. Pressure tank is at left, the pump is at the right 


and the air compressor is under the pressure tank. 


Note fire hose connections. 


Here’s how to insure the correct amount 


of water at the right pressure to all fix- 


tures in any building or farm structure 


(Continued from page 106) 
pressure differential selected and 
therefore simultaneously main- 
tains the proper amount of air 
in the tank. Each time air is 
supplied into the pressure tank, 
an air cycle is completed. It is 
readily observable that some 
types of_systems require an air 
cycle with each pumping cycle 
while other systems may have 
multiple pumping cycles for each 
air cycle. 

The two common methods used 
to determine the proper capacity 
of the pump for a hydro-pneu- 
matic pressure system are, (1) 
by recording meter, and (2) by 
estimation through factors. 

The first method is acccurate 
and is popularly used for exist- 
ing installations where a record- 
ing meter record (covering an 
extended period of time) can be 
obtained to determine the total 





water consumption as well as the 
maximum capacity at periods of 
peak demand. From this record, 
a pump which will have sufficient 
capacity to meet the maximum 
requirements of the system can 
be accurately selected. If the 
periods of peak demand extend 
over a comparatively great 
length of time, it is advisable 
to select a pump having a capa- 
city of 125 percent to 150 percent 
more than the maximum de- 
mand. This is to provide suffi- 
cient water for replenishing the 
tank storage capacity at the same 
time that domestic requirements 
are being fulfilled. 

The second method is by ap- 
proximation. It is used only for 
new installations or where me- 
tering is not practicable. This 
method is based on an estimate 
of approximate consumption at 
peak demand periods, which in 
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PUBLIC BUILDINGS — 


KIND OF BUILDING 


turn is based on records of sim- 
ilar installations. In the follow- 
ing water consumption factor 
tables, the actual use of the var- 
ious plumbing fixtures has been 
disregarded and each fixture is 
considered merely as a unit. 

In this way, a factor method 
can be established which greatly 
simplifies the selection of a pump. 

The tables above and on page 
184 are based on the factor 
method and have been calculated 
for direct use without additional 
corrections. 

In using these tables, the exact 
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FACTORS IN GALLONS PER MINUTE PER FIXTURE 


NUMBER OF FREE 
UMBER OF FIXTURES 


301- | 601- 
600 | 1000 























factor 
lated 
tional 


exact 





pumber of fixtures of all kinds 
to be supplied by the water sys- 
tem must be determined. This 
figure, when multiplied by the 
proper factor designated in the 
tables, will give the desired 
pump capacity in g.p.m. 

These factors are based on the 
assumption that moderate water 
requirements for stock, poultry 
and sprinkling are provided for 
at other than peak demand pe- 
riods for domestic consumption. 
If it is anticipated that heavy de- 
mands for stock, poultry and 
sprinkling are essential, espe- 


cially during peak demand pe- 
riods for domestic use, then cor- 
rections for the added pump 
capacity my be made by refer- 
ring to the tables for water re- 
quirements and water consump- 
tion. The successful water system 
is one in which the pump capa- 
city is slightly in excess of the 
rate of water consumption dur- 
ing periods of peak demand. 
For auxiliary requirements add 
the following: 
(1) 20 percent should be added 
to the pump capacity for all 
buildings in which the great- 
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er portion of occupants are 
women. 

When swimming pools or 
laundries are to be supplied 
through the pressure system, 
10 percent should be added 
to the pump capacity for 
each facility. 

When an extra supply of 
water is used for process 
or special requirements, at 
least twice the average 
amount needed should be 
added to pump capacity to 
take care of peak demand for 
uninterrupted production. 








Pressure Systems 
(Typical Problem) 



























(Continued from page 107) 

psi) (0.433 x 127.3), 55.12 psi. 

Commercial pressure switches 
are usually stocked for set oper- 
ating values so, to simplify our 
problem, we will select one 
which will most nearly meet our 
selected conditions. Therefore, 
the pressure switch should be 
ordered so as to operate on a 
20 psi differential: that is, to cut 
in at 40 psi and to cut out at 
60 psi. 
For pump selection: 


sure in the tank (2.31x 60), 
138.6. 





Water Consumption 


Gals. 

Per Day 
Human (all fixtures)..... 30-50 
ERE SERRE PR ore 10 
icin ck ones cnn ped 10 
SNE so sis da necund ein 10 
Cow Creda)... sk nck 15-20 
MN ack d aad seas S a 'e 5 
PN cath create cocks 3 
Chickens (flock of 100)... 4 
Turkeys (flock of 100).... 5 
Ducks (flock of 100)...... 5 
Geese (flock of 100)...... 7 





(a) Maximum working pres- . 


(b) Total dynamic head (water 
level in well to tank), 105.0. 
(c) Total head required for 
the pump, 243.6. 
(d) Rounding off the above 
established figures, it is now only 





necessary to choose an appro- 
priate deep well type pump that 
will produce a minimum of 50 
gallons per minute when pump- 
ing against a minimum total 
head of 245 ft. 








WATER REQUIREMENTS 
(Based on draft of various fixtures) 


NN SPOR SETS OTTO TT Te 5 gpm per outlet 
MONE oi nasi bs peas 5 gpm per outlet, or 30 gal per tub 
Se eee ee 5 gpm per outlet, or 30 gal per bath (av.) 


Toltet- (tank type). .... 2.6662 ecabee 6 gal working capacity 
Toilet (valve type)........... 
Urinal (steady flow)......... 
Urinal (push valve).......... 
Urinal (time valve).......... 
Lavatory (free flow)......... 


oie see keen approx. 1 gpm 


epee approx. % gpm 


eee eee ee eeeee 


Lavatory (spring closing).................. Yq gpm per outlet 
SN ee TOPE Ee tees 5 gpm per outlet 
Continuous drinking fountain...................06. 1% gpm 
Garden hose (4% in. with nozzle)..................-. 3% gpm 
Garden hose (3% in. with nozzle).................... 5 gpm 
RS ee ere, ere a ae ree 2 gpm 
Park or golf course sprinkler; covering 106 ft dia area 

with % in. nozzle at 50 psi at nozzle............. 16 gpm 


Overhead irrigation system with 30-40 psi nozzle 
pressure, equivalent to 1 in. rainfall in 9 hours 
ye Sa pe ya 


(2 minutes minimum) 
eens 3 gal working capacity 


SGee shen wehee approx. % gpm 


5 gpm per outlet 


eee approx. 60 gpm per acre 

























Four Factors for Success 


(Continued from page 157) 
tener participation by phone, let- 
ters and postcards has been uni- 
formly greater than expected. 
Brief commercials at the opening 
and close of the program stress 
the company name and services 
and frequent specials in mer- 
chandise or installed bathrooms 
and kitchens. 

An additional one-minute spot 
announcement makes a bid for 
another large segment of the lis- 
tening audience. Baseball broad- 
casts of the Cleveland Indians’ 
games have a big following in 
Sandusky which is only 60 miles 


away. The brief commercial is 
put on just before Saturday, 
Sunday and holiday games. 

Newspaper advertising consists 
6f one or more classified ads 
placed in the local papers six 
days per week and display ads up 
to a half-page in size run two 
days per week. Institutional type 
copy and product ads are both 
used. 

There are two home shows 
held annually in Sandusky and 
Zoellner’s exhibits in each one. 

“Both shows pay off,” says 
William Zoellner. “They draw 
very large crowds and the pub- 
licity value alone makes them 
worthwhile. Besides this, the 
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amount of sales from our exhibit 
in the Fall Festival has been 
larger than from any other type 
of advertising we’ve done.” 

At these shows the firm strives 
to accomplish two main things: 
Show the public that Zoellner’s 
handles the highest quality prod- 
ucts and that the firm’s services 
are the best. 

Two full-time outside salesmen 
are employed. They follow leads 
developed by themselves or the 
journeymen and inquiries from 
the showroom, radio programs, 
newspaper ads and home shows. 

These four factors make a firm 
foundation for success with a re- 
tail showroom. 
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» PLUMBING . \ 
» HEATING 
» VENTILATING 

+ AIR CONDITIONING 





Now REVISED and ENLARGED 


‘= previous edition of the ANSWER BOOK proved popular with the prac- 
tical plumbing and heating man because it supplied him with the basic type of reference information so 
vital in the design, installation and servicing of all types of plumbing, heating, ventilating and air con- 
ditioning jobs. Now, in this newly revised and enlarged edition just off the press, additional reference 
data has been included which makes this book of even greater advantage to men in this field who are 
desirous of placing their business on a more efficient, time-saving, profit-making basis. 

Here is a book we believe you will want to make a definite part of your shop library . . . a book you'll 
want to keep at your fingertips to assist you in many of the phases of your daily business activities. Get 
your copy without delay. Use the convenient order coupon below. 


—— ee 


What You Get in the New ANSWER BOOK 





Just as its title implies, the ANSWER BOOK is designed 
to supply you with the answers to the problems you 
encounter in your business. It contains practical data 
which you can use to estimate, design, layout, install and 
service all types of plumbing, heating, ventilating and 
air conditioning jobs. Consists of 256 pages, size 84% x 
11. Ineludes 256 charts and blueprints, 98 pages of 





reference tables and rules and a new section on base- 
board heating. Section headings include the following: 
Tables and Rules . . . Air Conditioning . . . Fans and 
Duct Design . . . Refrigeration .. . Steam and Hot Water 
Heating . . . Flow of Steam in Pipes . . . Automatic Con- 
trols . .. Pipe Covering .. . Intermediate Steam Pressure 
- » « Boilers and Combustion . . . Miscellaneous. Price, 
Postpaid, $3.50 per copy. 


ARREARS AMIS: 8 a 8 2 








Fill in coupon and return 
with your remittance to 


Book Department 
DOMESTIC ENGINEERING CO. 
1801 Prairie Ave. 


CHICAGO 16 ILLINOIS 


RETURN COUPON TODAY! 


6 

| 

! DOMESTIC ENGINEERING CO. 

: Book Dept., 1801 Prairie Ave., Chicago 16, Il. 

i Send me my copy of the ANSWER BOOK by return 
mail postpaid. I am enclosing $3.50 in [) check; 

! ( money order; [] cash—to cover the cost of this 

1 book. 

l 

| 

| 

I 

| 


NAME 
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Blur. 


for Construction Economy 


with 


[ LO UU “IPS”* (THREADED) 


Cast Iron Pipe 


Z 
Fa New 7500 Sauth Shore Drive Apartment Building, Chicago, Illino 
-.% ARCHITECTS. Frank A 
Mo TOUS ce" pions tam ninee ek 
a PLUMBIN NTRACTOR 


© The drawing at right shows a typical section of the plumbing in 


the new 5-floor, 100-room apartment building, (illustrated above) 
with Clow ““IPS’’* (threaded) Cast Iron Pipe indicated most prom- 
inently.. Approximately 2000 feet of this pipe was installed for 
waste, vent and downspout piping, and significant savings in 
man-hours and material during construction were effected by its 
use. The pipe was supplied threaded and pre-cut to exact lengths. 
Caulking on the job was reduced to a minimum. This speedy in- 
stallation boosted general efficiency, as it allowed plumbers to 
work one floor ahead of steel workers and carpenters. Of course, 
“IPS’’* (threaded) Cast Iron Pipe was 
primarily chosen for this ultra-modern building as it assures de- 


corrosion-proof Clow 


pendable service for a century or more. 


Clow “IPS’’* eee Cast Iron Pipe is available with plain or 


threaded ends, in 3, 4, 5, 6, 8 and 10” sizes in 18’ random lengths. 
Also furnished with integral caulking hub on one end (other end 


plain) in 18’ random lengths in 4, 6 and 8” sizes. 


« * TPS” is iron pipe size O. D. 


JAMES B. cLOoWw & SONS 


pure 


299 North Talman Avenue 
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Chicago 80, iMlinols 


CLOW " 


"AND FITTED 





on the job, with ordinary 
tools of the piping trade. 


& 
and their National Cast Iron Pipe 
Division, Birmingham, Alabama; 

subsidiaries 
Eddy Valv2 Co., Waterford, New York; 
lowa Valve Co., Oskaloosa, lowa. 
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Iron Pipe 
Alabama; 


New York; 
a, lowa. 
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(Continued from page 93) 
The direct mail campaign 


which effectively blankets his 
territory follows conventional 
lines, but adds some new angles. 
When the store was remodeled, 
a 2,000 piece mailing was sent 
out announcing its completion 
and offering a free Hawaiian 
orchid to all comers. Five 
hundred people visited the store 
the first two days; he made a 
lot of friends, a good many sales 
right on the spot and more sales 
later on. 

Now, he sends monthly mail- 
ings to a selected 1100 house- 
holders in his area at a cost of 
$37 to $50 per mailing. Each 
mailing advertises some nation- 
ally branded appliance. In some 
cases, local appliance distributors 
have gone along with a scheme 
in which they agree to pay a 
flat $125 to $150 a year, if their 
lines are included on at least 
two mailings. 


Special Inducements 

Special inducements to have 
prospects visit the showroom are 
frequently offered in these mail- 
ings. The free orchid mentioned 
above is one example. In April, 
he sent out 1100 post cards (see 
page 188 for reproduction of 
card) at a cost of $37.50. The 
card advertised the 1950 line of 
one appliance manufacturer and 
offered a free “ice blue” plastic 
kitchen scoop as an inducement 
to come in. 

The first day’s appliance sales 
paid for the effort many times 
over. 

Cooperation with utility com- 
panies also has definite advan- 
tages in the Jimmie West mer- 
chandising program. Once a 
month the company gets a free 
list from the gas company of 
all current installations. (A sim- 
iliar list is probably available 
free from your own local utility 
company.) This list, Jimmie de- 
clares, is as good if not better 
than all the high priced local 

(Please turn to top of page 188) 






This Checklist Will Help You Reappraise 
Your Own Business Building Methods 


(Continued from bottom of page 93) 


Jimmie West Uses 


West organization. Journeymen figure 
each repair job, write out the bills and 
collect the money. Informal meetings are 
held at frequent intervals to discuss all 
aspects of the business, to strengthen the 
feeling of teamwork. Employees are paid 
commissions for sales 


7—Departmentalization of store operations: 


Each salesman is assigned a department 
for which he is entirely responsible—he 
even acts as buyer. One salesman buys 
small parts; another, water heaters; an- 
other, home appliances, etc. This has 
proven highly. successful from the stand- 
point of store efficiency as well as employee 
relations. Of course, Jimmie West exer- 
cises his supervisory prerogative. 


8—An advertising agency: For a flat sum of 


$100 per month Jimmie West gets profes- 
sional advice for all phases of his adver- 
tising program. The agency also handles 
an intensive direct mail campaign which 
effectively blankets his entire trading area. 
Agency bills him only for the actual pro- 
duction cost of monthly mailings. How 
this campaign helps work his trading area 
to the limit is told in the article. 


9—Special inducements: To pull showroom 


traffic, Jimmie West frequently offers spe- 
cial inducements in the form of free gifts 
to visitors. (See direct mail piece on page 
188.) The medium used in making this 
offer is usually the monthly mailings to 
selected homeowners in his territory. First- 
day response to these inducements usually 
pays for cost of the entire effort. 


10—Cooperation with utilities: By cooperating 


with his local utility company in gas appli- 
ance promotion, Jimmie West gets the 
sale; the utility builds its load. A free list 
of all new customers receiving gas service 
is given to Jimmie West each month, re- 
sulting in a mailing list tailor-made for his 
purpose. 


11—Shop-on-wheels: Backing up his “one 


trip” slogan, Jimmie West has a fleet of 
eight completely outfitted panel trucks, 
which not only discharge utilitarian duties 
of the business but serve as mobile adver- 
tising units. Painted a brilliant orange with 
black lettering, the trucks are real eye- 
catchers and result in sales. 
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(Continued from page 187) 
mailing lists you can buy. 

Slogans also have a place in 
the West advertising plan. The 
“Nothing Under the Counter” 
slogan mentioned previously re- 
minds customers of the West 
policy. “Jimmie West, the One 
Trip Plumber,” is prominently 
featured on the store sign as 
well as his _ shops-on-wheels. 
These slogans become associated 
with the company and help build 
good will, while serving as a 
meaningful advertising plug. 

Eight panel trucks not only 
discharge their utilitarian duties 
of the business, but serve as 
mobile advertising units. Years 
ago, the elder West discovered 
that company trucks painted 
orange were eye-catchers—and 
brought in sales. Today, as then, 
all eight trucks of the present 
fleet are brilliant orange — fea- 
turing the West name and slogan 
in black—and bring. in the same 
proportion of customers. 

A showroom full of merchan- 
dise, with signs inviting visitors 
to “Look at the outside, look at 
the inside as well as the top 
and bottom” of all products, plus 
intensive working of a selected 
area by means of a well planned 
advertising program, have edged 
Jimmie West’s business up year 
after year to its present quarter- 
of-a-million dollar annual gross. 

Now he’s planning to install 
another display window along 
the entire side of his store — 
just to have a place to show 
more products and to get them 
out of crates and in plain sight. 






At left and below: Jimmie West frequently offers special induce- 
ments to encourage showroom traffic. Direct mail piece shown be- 
low (actual size 412 in. by 6% in.) was sent to 1100 householders, 
many of whom came in for the free kitchen scoop. First-day sales 
of ranges shown at left more than paid for cost of the promotion. 


Z0ME IN NOW / 
See our great 


= SPRING SHOWING 


1950 FRIGIDAIRE APPLIANCES ! 


REFRIGERATORS FREEZERS WASHERS IRONERS RANGES . 


KITCHEN SCOOP 





A Wie, 


2 of bright “ice-Blue” plastic 
during 2X a ae ne 00 ae Meee eae 
Spring Showing! ~. Sr terry —etdhe our supply tos! 


Jimmie We st © Quality Home Appliances Since 1922 
7526 SOUTH VERMONT + LOS ANGELES 44 + TEL: Pleasant 2-3148 


Below: To work his trading area to the limit, Jimmie West makes monthly mailings 
to approximately 1100 carefully selected homeowners. Card reproduced below (actual 
size 3% by 5% in.) serves to remind prospective customers of needed plumbing repairs. 


KEEP THIS CARD FOR FURTHER REFERENCES ~ 


SPEEDY! EFFICIENT! REASONABLE! 


PLUMBING REPAIRS 


Phone: PL 2-3148 


¢ Inexpensive, one-trip service on all plumbing 
AND — repairs. 
If you do your own ¢ Water heaters repaired ... You may save the 


seaihd cost of a new heater. 
small plumbing re- * Refrigerator and floor furnace repairs. 
pairs, we have the 


largest stock of JIMMIE WEST 




















plumbing repair The One-Trip Plumber 
parts in the City. 7526 So. Vermont Ave. Phone: PL 2-3148 
Same Location for 28 Years 








Below: Eight panel trucks, like those shown below, comprise the West fleet of shops-on- 
wheels. Painted a brilliant orange color with black lettering, the trucks not only discharge 
their regular duties of the business but serve as mobile advertising units as well. 
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SELL THESE BIG FEATURES OF FAUCETS | 








Better Taste 

Oxygen-enriched water from the 
Spring-Flo stream is clearer-looking 
water and better-tasting water. 
The disappearing bubbles largely 
remove foreign tastes and odors and 
make cloudy water crystal-clear. 


Quicker Washing 
-and Rinsing 

The aeration makes an astounding 
amount of suds from less soap— 
swells the stream, increasing the 
velocity, and washes and 

rinses faster. 


Anti-Splash 

While the Spring-Flo increases the 
velocity and swells the stream, it is 
anti-splash. The bubbles cushion 
the impact. 


AGHNIDES U. S. PATS 
2,210,846—2,316,83 


WHAT THE SPRING-FLO WILL DO FOR YOU 
Your customers are reading about Spring-Flo in our 
national advertising, in such leading magazines as 
“American Home” and “Better Homes and Gardens.” 
@ All leading faucet manufacturers furnish the 
Spring-Flo with their faucets. You can use the 
Spring-Flo not only to sell faucets but other goods too. 


SPRING-FLO’ AERATOR 





“The greatest thing in faucets | 


Case Brass & Copper Co. 








This is it! The New, Oster exclusive “AUTO-GRIP” 
... the latest and last word in a front chuck. All the 
operator does is spin the handwheel until the chuck 
jaws strike the pipe... then he starts the machine. 
“AUTO-GRIP” takes over instantly... chuck jaws 
grip the pipe automatically... the tougher the pull 
—the tighter the grip! It’s a grip without a slip on 
any kind of pipe... steel, iron, galvanized, any kind. 


Throw away that chuck bar and T wrench! You 
don’t need them with the “AUTO-GRIP”. 


“AUTO-GRIP” is now standard equipment on all 
Oster 2” pipe threading machines which revolve the 
work, including the No. 422 POWER VISE STAND 
(illustrated above). 


If you now own one or more of those pawer drives 
for hand pipe tools, you can replace the front chuck 
with the new “AUTO-GRIP”. (Liberal allowance on 
the original chuck). 


If you don’t own an Oster, now is the time to 
switch to the line that offers you MORE FOR YOUR 
MONEY in first cost and long, cost saving service. 
Write NOW for all the facts. 

















Heating System Design 
(Continued from page 133) 


tion), automatic control of the 
pump (hence a more rapid and 
positive response), and better 
control of the heat distribution 
within the system (due to the 
valves and fittings that can be 
used) are some of the more im- 
portant advantages of a forced 
circulation system to be con- 
sidered. The present trend of 
modern heating is distinctly 
toward the forced circulation 
method. 

Perhaps the simplest form of 
piping system that we could de- 
sign would be the series piping 
hook-up, as shown in Fig. 1. In 
this type of system, the supply 
main from the boiler is connected 
in series with each radiator in 
turn and then continues back to 
the boiler. All of the water cir- 
culated in any one circuit flows 
through each radiator in turn. 
The main advantage of this sys- 
tem is the relatively low installa- 
tion cost due to the minimum 
number of valves and fittings, 
small quantity of pipe required, 
and minimum amount of labor 
for installation. The chief dis- 
advantage is the lack of 
control, room-by-room, 


circuit are small and all of 
the rooms are continually used 
and are quite open to the rest of 


the house. This consideration 
does away with the disadvantage 
of not being able to shut off one 
unit without shutting off the en- 
tire circuit. It is .particularly 
adaptable to baseboard heating 
because the quantity of exposed 
piping is a minimum, since the 
baseboard forms such a large 
part of the piping circuit. 

If the single main is retained 
but a separate supply pipe and a 
separate return pipe from each 
radiator to the main are pro- 
vided, we have a one-pipe sys- 
tem as shown in Fig. 2. Notice 
that the water flowing to any one 
radiator can now be regulated 
without materially affecting the 
water flowing in the remaining 
portion of the system. Each room 
is, therefore, more easily bal- 
anced and any one radiator can 
be shut off if desired. The piping 
‘required is not greatly in excess 
of that required for the series 
hook-up. It does require, how- 
ever, more space around each 
radiator for the supply and re- 
turn piping connection. 

The one-pipe hook-up is not 





in the initial balancing 
and adjusting of the 
system as well as the 
fact that the radiator in 
any one room cannot 
be shut off without also 
shutting off all of the 
others on the same cir- 
cuit. Such a system 
must be designed for 
forced circulation be- 
cause the temperature 











radiator on a gravity 
system would be very 
large and the last radia- 
tor would have to be 
excessive in size. It 





drop to the farthest | 





has an application in 
our modern housing, 








easily designed and balanced for 
gravity circulation. It is very 
difficult to predict in advance the 
amount of water that will cir- 
culate to each radiator unless a 
circulating pump is used to pro- 
vide a positive flow. When a 
pump is used, it is then possible 
to install a special one-pipe fitting 
on each radiator circuit to divert 
a pre-determined positive quan- 
tity of water to each radiator and 
the problem of balance and de- 
sign is greatly simplified. 


Two-Pipe System 
Prior to the development of 
the modern, low cost, high 
efficiency circulators most of 
the hot water systems were of the 
two-pipe design which are adapt- 
able to gravity circulation as well 
as forced. The two-pipe system is 
so called because one main is 
used to supply the water to the 
radiators and a separate main is 
used to return the water to the 
boiler from the radiators. If the 
return main is “direct”, as shown 
in Fig. 3 on page 132, the radiator 
at the end of the supply main 
has the longest supply piping 
and the longest return piping. 
The system must be designed on 
the “longest” circuit 
and each of the other 





radiator circuits must 
be designed so that they 
will not short-circuit 
the system because they 
have a smaller resist- 
ance than the “longest” 




















circuit. This system is, 
therefore, rather diffi- 
cult to design and bal- 
ance. 

A similar system to de- 
sign and balance, par- 
ticularly for gravity cir- 
culation, is the two-pipe 
“reverse” return shown 
in Fig. 4 on page 133. 
This scheme of piping is 
similar to the above ex- 
cept that the return 
main starts with the 





because the number of 
radiators on any one 





“The fan that needs fixing is over here.” 
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first radiator off supply 
(Continued on page 192) 
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Here’s an introduction that’s sure to 
meet with the approval of clients 
concerned with heating modern 
ranch style homes—or garden apart- 
ments where heat control and dis- 
tribution are problems! 

Here’s a brand new, cabinet-en- 
closed Richmond unit that takes up 
just 221% x 28 inches of floor space 
to fit easily into a closet or utility 
area—to lend itself ideally to any 
first floor or basement installation. 

Here’s a thermostatically-con- 
trolled unit that delivers uniform 
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heat to every room—and does it 
efficiently and economically. 

The new Richmond Furnace is 
available in two popular sizes— 
85,000 and 110,000 BTU input per 
hour—and is fully approyed by AGA 
for all types of manufactured, nat- 
ural and LP gases. 

When you introduce your cus- 
tomers to this new space-saving, 
money-saving Richmond unit they’ll 
like its ultra-modern features — in 
the Richmond tradition of fine en- 
gineering, design and workmanship. 


EXAMINE THESE 
FINE FEATURES 


of the Model SU Steel Gas-Fired Winter Air Conditioner 


1 Sturdy round-cornered light green steel hammertone jacket. 


quiet operation. 


Gas-tight, all-welded radiator assures a large heating surface, long flue travel. 


Choice of two fine Gas Burner Assemblies—one for natural and mixed gases; 
one for manufactured, natural and mixed gases. 


RICHMOND 


RICHMOND RADIATOR CO.—AFFILIATE OF REYNOLDS METALS CO. 


1725 R.P.M., 115 volt, 60 cycle motor with V-belt drive, variable pitch motor 
pulley that quickly changes air volume for continuous air circulation. 


Slow speed blower of efficient squirrel cage type. Resiliently mounted for 


Heavy gauge welded steel heat exchanger is extra-durable, extra-efficient. 
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Richmond Radiator Company DE-8 
19 East 47th Street 

New York 17, N.Y. 

Please send me additional information and literature 
on the new Richmond Model SU gas-fired, warm-air 
heating units. No obligation, of course. 
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Heating System Design 
(Continued from page 190) 
instead of the last. The lengths 
of piping from the boiler to each 
radiator and back to the boiler 
are therefore very nearly equa- 
lized throughout the system and 
it is usually found that but little 
adjustment is required to attain 
uniform distribution to all radia- 
tors. This characteristic makes 
this system especially suitable 

for gravity circulation. 

Fig. 5 shows a two-pipe re- 
verse return system with some 
numbers superimposed in order 
to illustrate the relationship that 
exists between the quantity of 
water circulated, the heat con- 
veyed to the radiators, and the 
temperature drop in the system. 
It must be remembered that the 
function of the piping is to con- 
vey a sufficient amount of water 
to the radiators, at the tempera- 
ture for which the ra- 
diation was selected, so 
that these radiators can 
supply heat to the var- 
ious rooms in the re- 
quired amount. The 
first item to be consid- 
ered will be the tem- 
perature drop across 
the boiler. This is usu- 
ally assumed to be 20 
deg for forced circula- 
tion and 30 deg for 
gravity. These values 
usually result in eco- 
nomical design and op- 
eration of a system but 
they may be changed if 
desired. The total heat 
loss of the system and 
the temperature drop 
across the boiler deter- 
mine directly the quality of 
water required to be circulated 
through the boiler and through 
the supply main. 


Btu Definition 

When one pound of water cools 
one degree, the heat given up is 
one Btu. This is the average ap- 
proximate definition of a Btu. If 
the temperature drop is 20 deg, 


we will receive 20 Btu for each 
pound of water circulated. Since 
each gallon of water weighs ap- 
proximately 844 pounds and for 
60 minutes in an hour, we have 
each gallon of water in a min- 
ute giving up 10,000 Btu. This is 
an important relationship to re- 
member: Each gallon per minute 
has a heat carrying capacity of 
10,000 Btu per hour. For the 
system shown in Fig. 5, we have 
a heat loss of 50,000 Btu per 
hour, hence we require a water 
flow rate of 5 gallons per minute. 

If we had selected a tempera- 
ture drop of 30 deg for this sys- 
tem the water flow rate required 
would be less because each 
pound of water now gives up 
30 Btu. Then each gallon per 
minute conveys 8144 x 60 x 30 or 
15,000 Btu per hour. For the sys- 
tem shown in Fig. 5 we would 
only need 50,000/15,000 or 314 


oo 
°° 

S64 
° 

° 








“First | made a deal with the brewery across the 


street—and then | called in the 
plumbing contractor” 


gallons per minute instead of 5 as 
before. It is desirable to circu- 
late less water in a gravity sys- 
tem because of the relatively 
small force available to over- 
come friction. The use of 30 deg 
drop instead of 20 deg drop in a 
gravity system will, in most 
cases, allow us to use a pipe size 
one size smaller. This is not true 
for forced circulation and there- 
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fore, forced systems are usually 
designed on a 20 deg drop to 
provide a slightly higher radia- 
tor temperature for any given 
boiler supply temperature and 
to provide faster response to the 
heating demands. The major 
limitation in a forced circulation 
design is the quantity of water 
circulated, as determined by the 
desired temperature drop, as it 
affects the cost of pumping the 
water at various velocities in re- 
lation to the annual charges in 
the capital cost of the system. 
This is only of major considera- 
tion in the larger systems. In 
addition, water velocities in ex- 
cess of approximately 4 ft per 
second are likely to cause dis- 
turbing noises. 

Regardless of the system tem- 
perature drop that is selected for 
the design of the two-pipe sys- 
tem, the water entering each ra- 
diator will be at nearly 
the same temperature. 
If the flow of water to 
each radiator is proper- 
ly adjusted in relation 
to the output of that 
radiator, the return wa- 
ter temperature will be 
the same for each ra- 
diator. This fact sim- 
plifies the design be- 
cause each radiator can 
then be selected on the 
same average radiator 
temperature. 

Design supply tem- 
peratures in_ gravity 
systems are generally 
selected at approximate- 
ly 180 deg and in forced 
systems from about 160 
deg to about 210 deg, al- 
though higher heating medium 
temperatures can be used if the 
pressure in the system cor- 
responds. 

Fig. 2 (shown at bottom of page 
132) shows exactly the same lay- 
out and heat losses as Fig. 5 
but it is desired to use a one- 
pipe system. The same water 
flow rate is required if the same 

(Please turn to top of page 200) 
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OW AWAY ALL 
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install TACO VENT 


AUTOMATIC HOT WATER AIR VALVE 


AUTOMATICALLY VENTS 


tae CONVECTORS 
ic D BASEBOARD RADIATION 
T WATER HEATING SYSTEMS 


WO MORE OLD FASHIONED 
HAND VENTING 





NO ADJUSTMENT NECESSARY... 
Just install it... and forget it! 


SAFETY PLUG MEANS YOU'RE ALWAYS SAFE 


Porous bronze plug safely controls water flow to 
valve mechanism 


137 South Street-—PROVIDENCE 3, R. 1. 
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Type 150 Suspended Unit Heater 
60,000, 90,000, 120,000, and 
150,000 Btu input capacities; for 
Natural, Manufactured, Butane-air, 
and LP-Gas. 









Mueller Climatrol 


Gas-fired Suspended 


Unit Heater 
propeller types and blower types 


... to meet a huge demand 
and bring extra sales to you 


There is a constant demand for attractive, compact, 
efficient, direct-fired gas unit heaters—for use in stores, 
shops, theaters, garages, etc. And Mueller Climatrol 
meets that demand. The many special features give 
you an advantage over competition that will bring an 
extra volume of profitable sales to you. Here they are: 
All-welded steel heat exchanger: Horizontal tubular design with 


high crown sheet; no impingement of flame. Completely clean- 
able from top or bottom without lowering unit. 


Compact design — extra head room: Only 31” high, including 
diverter and flue vent, on 60,000 and 90,000 Btu sizes. Larger 
sizes are only 3514” high. Horizontal flue outlet on diverter. 


Aerated flame burner: Cast iron with drilled ports. Single-open- 
ing shutter prevents clogging. Burner size increases proportiori- 
ately with size of heat exchanger for uniform heat distribution. 


Quiet, high-delivery blower: Discharge may be directed to suit 
installation by repositioning the adjustable louvers to blow hori- 
zontally or vertically. 

Each of these outstanding new Climatrol gas-fired 
unit heaters is shipped complete, pre-wired, ready for 
quick, easy installation. 

Get behind these new sales-makers, and you’re sure 
to increase your sales volume and profits. Write for 
details. L. J. Mueller Furnace Co., 2133 W. Oklahoma 
Ave., Milwaukee 7, Wisconsin. 





FOR GAS 


FOR O'L 


FOR COAL 










| 


August, 1950 


Be sute fo use © 
that Johus-Manville 
white pipe / 
heatd about , 
on the tadio... 





lat. Evetybouys 
asking for rth 





With no other pipe do you get this kind of advertising 
support... 


..- 384 Mutual Broadcasting Stations carry the mes- 


| sage about Transite House Connection Pipe to millions of 











| people—at frequent intervals—on the nation-wide Johns- 


Manville Radio Program “Bill Henry and the News!” 


... That’s why more and more contractors all over the 
country report that people are asking especially for this 
white pipe. 

It’s the pipe that’s engineered for house sewer lines ..: 
designed with special tight-fitting joints that safeguard 
against root trouble... and made of asbestos and cement 
to give your customers lasting, dependable service. 


You'll like Transite’s long 10-foot lengths, too—an 
advantage that simplifies installation and helps you give 
your customers a better job. For the complete story, see 
your distributor today—or write Johns-Manville, Box 
290, New York 16, N. Y. In Canada, write to y 
199 Bay Street, Toronto, Ont. Ask for the i 
Transite House Connection Pipe booklet. Md 


ite is a Johns-M 


oa 





ille registered trade mark 


RANSITE.—— 
WIA 
HOUSE CONNECTION PIPE 
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(Continued from bottom of page 116) 

Low-Cost Water System 

A space-saving, one-unit, 
low cost water system has 
been introduced in the 
market. Unit consists of a 
10-gal stainless galvanized 
steel pressure tank, under 
which is concealed a close- 
coupled jet pump and motor 
unit. Complete, the unit 
stands 27 in. high, is 16 in. in diam. Motor is a 
14 hp unit, horizontal type, 1750 rpm. System is 
designed to pump 250 gph from depths to 22 ft. 
It is shipped assembled. 4 

Manufacturer: Jacuzzi Bros, Inc., Richmond, 
Calif. 





Tool Chest and Vise Stand 


Plumbers can now 
carry a shop tool 
chest and vise stand 
to the field with this 
new two-in-one port- 
able unit which is 
designed to permit 
the cutting and 
threading of pipe in 
addition to providing 
safe storage for tools, stocks, cutters, fittings and 
so forth. Chest is 27 in. wide by 48 in. long by 36 
in. high. The attached vise stand is 1 by 5% ft 
long. The vise stand eliminates the need for in- 
dividual work benches. Complete unit is reported 
to be sturdily bolted and constructed of heavy 
duty lumber and plywood. It is finished in wear- 
and weather-resistant grey. 

Manufacturer: The Raber Mfg. Corp., 700 
Ave., Brooklyn 32. 





Line of Fan-Cooled Motors 

Motor needs are sure to be 
met by this new line of cast- 
iron frame, totally-enclosed, 
fan cooled motors, available in 
ratings of from 5 to 250 hp in 
both standard and explosion- 
proof designs. Units have 
cast-iron end plates and blower shield. Blowers 
are made of malleable iron or of bronze, depend- 
ing on the design; both types are reported cor- 
rosion-resistant. Pre-lubricated ball bearings are 
of the cartridge type, can be relubricated when 
necessary. Stators are given a special varnish 
treatment to produce a tough, oil-resistant coat- 
ing. Rotors are cast aluminum. 

Manufacturer: Wagner Electric Corporation, 
6400 Plymouth Ave., St. Louis 14. 





Portable Threading Machines 


This new line of port- 
able threaders is made 
up of four complete, 2- 
in. units. Two models 
are designed primarily 
for threading pipe from 
% to 2 in., standard 
range. Both models 
have a bolt range of % to 1% in. The other 
models are designed for threading bolts from %4 
to 14% in. One has a pipe range of % to 1% in., 
the other has a pipe range of % to 2 in. Though 
made for different job requirements, units are 
basically similar in construction. All are equipped 
with % hp, 7500 rpm motors. Hardened and 
ground worms:and bronze worm gears in the 
units are driven by two V-belts. 

Manufacturer: The Oster Mfg. ee 2067 
E. 61st Pl., Cleveland 3. 





New Ledge Faucet 
Designed ex- 


pressly for the 
-. ed *" mass multiple 
=e housing market, 

a this new ledge 


faucet is engineered for simple installation. Body 
of the faucet is a one-piece bronze casting. The 
part of the assembly above sink level is chrome 
plated and polished. Faucet comes assembled 
with the spout in position. Actual installation is 
reported to require only two simple connections. 

Manufacturer: Barnes Manufacturing Co., 
Mansfield, Ohio. 


Plumbing and Heating Products 
The job becomes a good deal 
easier through the use of any 
or all of these several imple- 
ments designed for conveni- 
ence. Pictured is a joint run- 
ner of heat resistant rubber, 
made in 2, 3, 4, 5, 6 and 8-in. 
sizes for standard, medium or extra heavy soil 
pipe, and in 4 and 6-in. sizes for vitrified pipe. 
Among other tools in this line is a gasket trimmer 
designed to cut bibb washers to proper size. It 
handles washers from % in. diameter to No. 00. 
A curb cock key fits any standard flat head cock 
from % to 1%-in. pipe size. Also available are 
plumber’s jacks, hydraulic hand pumps with a 
range up to 4000 psi, and gas testing gages. The 
line is rounded out by medium hard (100 deg) 
and hard (250 deg) plumber’s wax. 
Manufacturer: Thomas Plumbing and Heating 
Products, Canoga Park, Calif. 
(Please turn to top of page 196) 
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(Continued from bottom of page 195) 
Radiant Heat Fittings 


Radiant heat installa- 
tions should become less 
of a problem through the 

' use of units in this line of 

™ wrought steel or wrought 

» iron standardized radiant 

heating return bends. 

Among units in the line are 180 deg full return 

bends, made in several center-to-center sizes in 

each pipe size from ¥% to 2 in. ips. Also available 

are 45 and 90 deg bends and welding sleeves 

designed to hold pipe in correct alignment for 

welding. The 180 deg bends come in three types: 

one for coupling, one with forged ends for weld- 

ing, and one with plain, chamfered ends with two 

fitted welding sleeves. 

Manufacturer: Capitol Manufacturing and 

Supply Co., Columbus, Ohio. 


Line of Bathroom Accessories 
Now available 


new, lost cost line of 

bathroom accessories 

made of die-cast metal 

triple coated with (a) 

copper, (b) nickel and 

(c) chromium. Coating 

reste in a lustrous, corrosion-resistant finish. 

To acquaint the public with this new line, the 

manufacturer is offering dealers a handsome dis- 

play board with units in the line mounted on it. 

Board is 30 in. long by 21 in. high and 5 in. deep. 

It is printed in green, red and chartreuse and 
designed for window or counter use. 

Manufacturer: Miami Cabinet Division, Philip 
Carey Mfg. Company, Cincinnati 15. 


is a 


4 


Warm Air Conditioner 


Customers living in small 
homes where space is at a pre- 
mium will welcome news of 
this compact new oil-fired warm 
air conditioner which has an 
output of 100,000 Btu. Unit 
measures 20 in. high by 41 in. 
long and 56 in. high. It is fully 
enclosed and insulated. Finish 
is wrinkle gray baked enamel. 

The new conditioner is designed for use with or 
without return air ducts. Right or left hand re- 
turn air ports may be used, a simple knockout 
panel makes this possible. Easy to install, unit 
is shipped in one case. Combustion chamber 


comes in four easy-to-assemble sections. 
Manufacturer: Ducane Heating Corp., Park 


Ave., Lincoln Park, N. J. 


Automatic Boiler 
“Brains make the boiler”, 
might be the slogan for this 
new series of automatic boilers. 
The unit is a cast iron boiler, 
made for steam or water in four 
sizes, four models. One is an 
oil boiler-burner unit, another 
an oil-fired boiler without 
burner. A third unit is a gas- 
fired boiler. The line is rounded out by a coal- 
fired boiler. 
Manufacturer: United States Radiator Cor- 
poration, 300 Buhl Bldg., Detroit 26. 


Line of Electric Ranges 


The announce- 
ment of this com- 
pany’s newest line 
of electric ranges 
is highlighted by a 
new pushbutton 
model for the me- 
dium price class. 

4 iin This model has a 
compact panel on the eee side of the backsplasher 
where pushbuttons are in banks of four. Each 
button has a colored signal light beside it on the 
panel. Other innovations include a chromium 
boiling rack, 3 storage drawers, a clock-controlled 
automatic oven and 2 electric outlets. 

Other Models: Two deluxe pushbutton models 
have added features. A new 1600 w “instant heat” 
unit designed for highest speed cooking is one. 
This unit is standard on both the double- and 
single-oven models. Three conventional models 
and two apartment house models round out the 
line. 

Manufacturer: Hotpoint, Inc., 5600 W. Taylor 
St., Chicago 44. 


Rotating Storage Trays 
Designed to increase the 
availability of storage space 
under counters, this new 
storage unit provides aisle 
access to 72 large compart- 
ments in 12 independently 
rotating trays of 28 in. diameter. In addition, 


four stationary spaces are available for large 
items. Overall dimentions of the unit are: 6 ft 


3% in. long by 27 in. deep by 415% in. high. It 
is made entirely of steel. Center shelf section is 
bolted in place. Base is formed heavy gage steel. 
Finished in green baked enamel. 


Manufacturer: The Frick-Gallagher Manufac- 
turing Company, 250 S. Broad St., Philadelphia 2. 
(Please turn to top of page 199) 
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SOMERVILLE 


CAST IRON 
Plumbers Specials 


Save Cime and Money 


@ Here is a most complete line of plumbers 
specials designed specifically to save your 
time and your customer’s money. An excel- 
lent example is the stack base fitting illus- 
trated below. The use of this, instead of the 
conventional method, eliminates two lead 
joints, one 1g bend and one iron body trap 
screw ferrule. 


You can always depend on Somerville Iron 
Works to give you the best in quality and 
service. Write today for catalogue. 


at, 


SCREW ; 
FERRULE 





<—_— 
Old way for foot 










stack cleanout in- 


Y stallation. 






LEAD 


JOINTS , 






— 


Somerville's method elimi- 
nates caulking of two joints 


and one fitting. 


Extra heavy stack base fitting with full 
iron pipe size brass cleanout plug with extra 
heavy hexagon head. Available in 2'' x 2", 
Fare «t,x 3", "x 4". Also 
available with front cleanout. We manu- 


facture a COMPLETE line of soil pipe and 
fittings. Write for catalogue. 


SOMERVILLE IRON WORKS 
600 S. Mill Street » New Castle, Pa. 


Please send Catalogue “J” 


Name __ ee a eS She PER RIAS 


Address __ 


City ; en ee ee 
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Manufacturers’ Catalogs 
yy Reference Tables and Rules 
Ky Classified Directory 


—O} Trade Names 


Fy, Names and Addresses 





SIZE: 8Y¥2" x 11” 
WEIGHT: Over 10 Pounds 


PENT AEN te LEON AIO RD A LPT RD 


Le 
Vw Edition | 


of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY includes buying and 
specifying information on the follow- 
ing products and equipment: 


ST EBE 





Heating 

: Plumbing 

: Insulation 
Water Systems /\V\ ONTHS of intensive effort in screening the product listings of thousands 
Gas Appliances — P P bic itt ations 4 ‘a é biects 
Refrigerators of manufacturers, plus the addition of up-to-date erence data on subj 
Kitchens and Cabinets such as radiant heating and baseboard radiation combine to make this new 
Domestic Lounivy Equipment edition the best volume published to date. 


Frozen Food Cabinets 


Stokers, Oil Burners EVERYTHING IS FRESH AND NEW . . . MANY MANUFACTURERS ARE 
| Mectele Agglonces LISTED FOR THE FIRST TIME . . . AND THE NEW SYSTEM OF INDEX 

Air Conditioning 

Fans, Blowers PAGES MAKES THIS VOLUME ESPECIALLY EASY TO USE. 

Refrigeration Make sure you receive your copy before the supply is exhausted os already 

Specialties : 

Accessories the demand promises to exceed the supply. Send in your order today. 
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(Continued from bottom of page 196) 
Bathroom Cabinet 


A handy answer to 
the where-can-you-fit- 
all-articles in a medi- 
cine cabinet problem is 
this new line of bath- 
i | 3 . room cabinets which 

ma : have shelves on back of 

the door, as well as in the cabinet. Units are 
available in a variety of models. Some have 
fluorescent or incandescent lights, others are un- 
lighted. Most models are chromed on light fix- 
tures, hinges and door facings and have mirror 
doors. 

Manufacturer: The Grote Manufacturing Co., 
Inc., Grote Square, Bellevue, Ky. 





Small Home Heating System 

One way to invade the small 
homes heating market may be 
with this heating system which 
combines fully automatic forced 
circulating warm air with warm 
floors. The combination is designed 
to give uniformity in temperature 
throughout the home. The unit 
takes up only 2214, in. by 20% 
in. of floor space, needs only 1 in. 
clearance at sides and back, and 
requires only 6 in. at front for 
closet installation. Loaded with 
space saving features, the unit is 
designed also for easy installation. 
Ducting is simple for either wood or concrete 
floors, and return air ducts are completely elimi- 
nated. Equipped with a 16 in. spring suspended 
blower and automatic temperature controls. Sys- 
tem is designed for easy maintenance. 

Manufacturer: Furnace Division, International 
Oil Burner Co., 3800 Park Ave., St. Louis. 





Pocket Draft Gage 


The man who tests gas burn- 
ers will be interested in news of 
this sensitive pocket draft gage. 
_ Wy Reports indicate that the unit is 
seat capable of detecting the slightest 

draft or pressure inside the fur- 

== nace and over the burner. It can 

‘also be used for checking draft 

at the relief opening of the draft hood. The instru- 

ment is made to indicate pressure or draft as low 

as 1/1000 in. W., with a total pointer movement 

for 1/100 in. W. pressure or draft. Zero is at the 
center of the scale. Supplied in leatherette case. 

Manufacturer: Bacharach Industrial Instru- 
ments Company, 7000 Bennett St., Pittsburgh 8. 
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Oil-Burning Home Heater 
Designed to meet heat 


requirements of small 
houses, apartments, 
stores and other places 
which require heating 
comfort in a small pack- 
age, independent of an 
outside fuel supply. Only 
33% in. high and 19 in. 
wide, the unit has a rated 
output of 30,000 Btu/hr 
and is capable of heating 
from 2500 to 5000 cu ft 
of space, according to the manufacturer’s state- 
ment. Fuel is fed from a fixed reservoir at the 
back of the heater. The burner is made of heavy 
gage steel and a lighter opening plug built in fits 
snugly to prevent air leakage. 

Manufacturer: Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4. 


Blow Torch with Polished Brass Tank 
For service on a 

variety of jobs, con- 
sider this blow torch 
made with a polished 
brass tank, and incor- 
porating a good many 
new features. Theshut- 
off valve is equipped 
with a_ replaceable 
needle pin which, it is 
reported, can not 
break off and clog the torch. A spring on the 
plump plunger washer keeps the washer spread 
for positive pumping action. The fuel line from 
the tank to the burner is equipped with a mesh 
strainer control to prevent flash back. All tank 
inlets are mechanically locked into position. 

Manufacturer: P. Wall Manufacturing Com- 
pany, 277 Erie St., Grove City. Pa. 








Removable Bundle Exchanger 
Just announced is 


a new line of stand- 
ardized exchangers, 
featuring all-cu- 
prous, removable 
tube bundle con- 
struction. The line is available in a broad range 
of sizes. Units are adaptable to low-cost, quan- 
tity production, in a design embodying large 
transfer surfaces. Virtually unlimited use by 
industry is predicted for the new units by the 
manufacturer. 

Manufacturer: Ross Heater and Mfg. Co., Inc. 
1407 West Ave., Buffalo 13. 

(Please turn to top of page 202) 
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Heating System Design 
(Continued from page 192) 


water temperature drop is pro- 
duced. The temperature drop in 
each radiator depends upon the 
quantity of water diverted from 
the main stream into each radia- 
tor. Since each radiator in turn 
removes heat from the water 
supplied to that radiator circuit, 
we would expect a drop in the 
temperature of the water in the 
main as it leaves a particular 
radiator circuit. For instance, the 
first radiator in this system will 
receive water at a temperature 
of 200 deg and since this radiator 
circuit removes 10,000 Btu per 
hour from the system the tem- 
perature of the water in the sec- 
tion of the main beyond this 
first radiator must be 4 deg lower 
or 196 deg. (10,000/50,000 x 20 
deg = 4 deg.) This slightly low- 
ered temperature entering the 
next radiator does not materially 
affect the operation or selection 
of the next radiator. 

The pipe sizes selected for the 
various radiator branch circuits 
depend upon the resistance re- 
quired to divert the desired 
quantity of water through each 
radiator. We know from the 
principles of fluid flow 
that the more resistance 
to flow introduced in 


in the main into the radiator. 
This percentage has been deter- 
mined by actual test and these 
values of water quantity can 
then be converted into values 
of heating capacity in Btu per 
hour based on the 20 deg tem- 
perature drop. These values are 
available in Table 9 of I-B-R 
Guide 100. As long as the re- 
quired radiator heat output does 
not exceed the value that can be 
supplied as listed in the table, 
the radiator branch circuit will 
receive more than enough water 
and the temperature drop 
through the radiator will be less 
than 20 deg, which is on the safe 
side of design. However, since 
the water supplied to the radi- 
ator is dependent upon the pip- 
ing of the radiator circuit, it is 
necessary that the resistance of 
this circuit does not become ex- 
cessive. If the length of the pip- 
ing in the radiator circuit is ab- 
normally long as indicated by 


the third radiator in Fig. 2, it is 


necessary to correct the value of 
the heat carrying capacity of the 
circuit and this can be done by 
following the example given be- 
low table 9 in I-B-R Guide 100. 

Certain critical installation de- 


tails that should be considered 
in the design of piping for a hot 
water system are: 

(a). All air in the system must 
be vented either through an open 
expansion tank, and/or through 
radiator air valves to insure that 
the radiator is full of water at all 
times. 

(b). Eccentric fittings should be 
used when changing the size of 
horizontal runs of pipe in order 
to allow free passage of air along 
the top of the pipe. 

(c). Piping must be arranged so 
that the entire system may be 
drained. 

(d). Piping must be installed so 
that it is free to expand or con- 
tract with changes of tempera- 
ture. 

(e). The connections from the 
boiler to the mains should be 
short and direct to reduce the 
friction, and should allow for ex- 
pansion. 

(f). Connections to risers or 
radiators are taken out of the top 
of mains at an angle of either 45 
or 90 deg from the horizontal: 
(g). Supply connections are 
usually made at the bottom of 
radiators so that circulation will 
not be stopped by accumulation 
of air. With proper 
venting, however, short 





radiators are sometimes 








one portion of a parallel 
circuit the greater will 
be the flow through the 
other portion of the 
parallel circuit. For 
simplification purposes, 
the pipe sizes have been 
standardized for small 
systems and the only 
remaining problem is to 
impose enough resist- 
ance in the main to di- 
vert the proper quan- 
tity of water through 
this piping. This is done 


T 











) connected for top sup- 
ply and bottom return 
on the same end. 

(h). All piping, both 
supply and return, 
should be insulated if 
the runs are long or if 
the piping passes 
through “unheated” 
spaces. 

(i). It may be desir- 
able, particularly in 
larger systems, to pro- 
vide stop-and-drain 
valves suitably located 





by the use of a special 
one-pipe fitting that 
has been _ designed 
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so that parts of the sys- 
tem may be isolated for 
repairs or shut-off with- 








to divert a specific per- 
centage of the water 


“George, are you fixing something again?” 
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out making it necessary 
to drain entire system. 
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Construction 
Noiseless 


Join the 
Growing 
Ranks of 


CURTIN 
DEALERS 


CURTIN Tank Fittings have, in them- 
selves, won a growing recognition of 
their dependable, long-lasting efficiency. 
That is why Master Plumbers in ever- 
i i bers have come to spec- 
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ify them. 


The VICTORY VALVE (Right) will 
automatically refill any type closet. No 
refill tube from ballcock is required. 
Operates largest closet with minimum 
of water. Cylinder and overflow tube 
furnished in electrolytic seamless drawn 
copper. Metal encased leather seat 
washer. All metal parts machined from 
cast bronze. 








CURTIN VICTORY VALVE 








Left: The CURTIN ROTARY BALLCOCK 
gives maximum volume of water with- 
out noise on any pressure. Back Supply 
Type with Integral stop also available. 
All fittings are made from cast bronze. 


CURTIN ROTARY BALLCOCK 


For other CURTIN Ballcocks, tank 
levers, etc., see Domestic Engineer- | 








ing Catalog Directory 


MEDFORD, MASS. 
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How To Put The Screws On 


™~% 


Complete customer satisfaction on small jobs 






opens the way to bigger jobs 


Make it a habit! Every time you re-washer faucets, 
install bibb screws of freezeproof MONEL*. 


If you charge by the job, Monel screws protect 
you against reaming out sheared-off screws — on 
your time. And at hourly rates, it means you get 
the work done quickly — at prices your customers 
are bound to recognize as reasonable. 


Either way, the value’s big, the extra cost negli- 
gible. 


Use other Monel repair parts, too — ball cock 
screws, tank bulb stems, lever wires, valve pins and 
renewable valve seats. All are non-rusting, highly 
resistant to corrosion and wear. Long-lasting Monel 
parts give your customers trouble-free service un- 
der all conditions. 


PLAY SAFE 


Wherever corrosion, abrasion, rust and erosion 
can make trouble, it’s good business to see that 
your customers have the extra protection of 
Monel. Get full information about supply sources 
for Monel screws, renewable seats and other eco- 
nomical Monel repair parts. Write Hal Thomp- 
son at address below. No obligation. 


MONEL 
RENEWABLE SEAT 












MONEL 
WASHER RETAINING SCREW 


| moovuee THE INTERNATIONAL NICKEL COMPANY, INC. 


*Reg. U. S. Pat. Off. 


aif, 


67 Wall Street, New York 5, N.Y. 


M ON EL” . FOR TROUBLE-FREE PLUMBING 
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THEY’RE QUIET!” 


"To me that has always been an important feature. 
It's great to have quiet performance for the entire 
aelile(-Me) Machi-toM sla-ttit¢-PeeniilolM Melsl-Me) Miil-Mi-tel it le-t) 
that help me to have satisfied customers. Through 
long experience | have found that gears, pump and 
porting of these Webster Electric Units are designed 
to give quiet operation under maximum pressure 
and vacuum conditions. Vapor trapped between 
gear teeth is continuously relieved, eliminating the 
ielkt-Melsr amelie M@lalel-Tmille Mm celetluimacilelliloar eam oh 
installing Webster Electric Fuel Units I've ended 
complaints on noise. They're really quiet... and 


they're tops in my book.” 


*"Old Time” 


Ciara 


WEBSTER Wate aa 2 TT: 














(Continued from bottom of page 199) 

perin 202 Model Furnace 

For those building a small 
or moderate size home, this 
unit is designed to furnish 
100,000 Btu’s of warmth. It is 
a new package model utility 
furnace with an interchange- 
able burner assembly that per- 
mits installation of either gas or 
oil burner. The unit is designed 
for use in either the up flow 
type of air circulating heating 
system, or in the perimeter 
type system, which calls for down flow air circu- 
lation. Can be installed in 26 sq. in. of floor space. 

Features: Some points to note about the new 
unit are: channeled air-circulating type of casing, 
suspended type blower. 

Manufacturer: The Majestic Company, Hunt- 
ington, Ind. 





Fluorescent Bathroom Light 
A compact fluorescent 


lighting fixture in two mod- 
els—each using a 14w lamp 
—has just been announced. 
Unit can be centered on 
either side of a bathroom 
mirror, and is easy to install. 
: A decorative touch is added 
to units by chrome plated end pieces and white 
reflectors. To allow greater compactness, and 
close-to-the-wall mounting, ballasts are placed in 
the upper part of the fixture. A little over 21 in. 
long, fixtures are 25g in. wide. Back plates are 
zinc-plated for rust-resistance. Units have % in. 
knockout for wiring and mounting holes at either 
end of the back plate. 

Manufacturer: Sylvania Electric Products, 
Inc., 500 Fifth Ave., New York City 18. 





Thread-Sealing Compound Stick 


Designed to be car- 
ried in either pocket 
or tool kit, this new 
thread sealing com- 
pound is said to pro- 
vide a positive seal 
against brine, acids, 
water, steam and am- 
monia at high and 

low pressures and 
temperatures. In stick form for convenience, the 
compound may be applied to steel, aluminum, 
iron, brass, plastic, copper and threads in any 
other type of material. 

Manufacturer: Armite Laboratories, 6609 
Broad St., Los Angeles 1. 
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Piston Type Shallow Well Pump 


This new piston 
type shallow well 
pump has_ been 
added to this 
manufactur- 
ers line through 
the acquisition 
and expansion of 
another company. 
The pump is said to be completely automatic and 
self-oiling. The manufacturer recommends it for 
suction lifts up to 25 ft. The acquisition of the 
additional facilities enables the manufacturer to 
supply a complete selection of every type of water 
pump for domestic and industrial use. 

Manufacturer: United Electric Co., 201 N. 
Wells St., Chicago 6. 






Safety Relief Valve 

Here is a new bronze valve 
designed to protect hot water 
heating systems and hot water 
supply heating boilers against 
excessive pressures by liquid 
pressure and steam pressure 
discharge. Spring is stainless 
steel; disc is made of silicone for 
flexibility and resiliency; back 
pressure seal isolates all operat- 
ing parts from water or steam flow. Has a re- 
newable bronze seat. Unit: weighs 2% lbs, has a 
34 in. female inlet and a 1 in. female discharge. 
It can be set for pressures of from 30 to 125 Ibs; 
has steam discharge ratings of from 480,000 Btu 
to 1,543,500 Btu. 

Installation: The valve fits directly on the 
boiler with a close nipple of corresponding size 
to tapping. Discharge pipe should be the same 
size as the valve outlet. 

Manufacturer: Watts 
Lawrence, Mass. 





Regulator Company, 


Winter Air Conditioner 


a Here’s a new oil-fired 
Winter air conditioner, 
added to an existing line, 
available in 63,000 and 
80,000 Btu capacities. 
Units feature a flange 
mounted oil burner, a re- 
siliently mounted blower 
’ and a burned refractory 
combustion chamber. Another feature is the large, 
heavy gage welded body and economizer. Maroon 
and grey semi-slip joint cabinet. 
Manufacturer: Thatcher Furnace Company, 
Garwood, N. J. 


(Please turn to top of page 204) 
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SNAP!... THEY WORK 
EVERY TIME” 


"My proof of top performance comes from experi- 
encing year-in and year-out trouble-free operation 
of Webster Electric transformers. I've found it 
means fewer complaints, fewer service calls and 
results in greater profits for me. But that isn't all— 
| like the easy interchangeability, wide adapta- 
bility, extra sized junction boxes for easy connec- 
tior, separate mounting plates for easy replace- 
ment. | don’t know what makes it ‘spark’, but 
whatever it is, it gives me sure-fire operation every 
time. You guessed it—we ‘Old Time’ Servicemen 
like Webster Electric transformers. They're best for 


my money.” 


*"Old Time" 


WEBSTER ELECTRIC 
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FIN-TUBE 


i Coleifel stm @e) | [3 
Heat from 


the ceiling...or 


from walls 

* 

Kritzer Radiant Coils heat the air in the joist or stud spaces so 
that ceilings, walls or floors become radiant panels of uniform 
warmth essential to good heating. Concealed by, but not im- 
bedded in the building materials, they are not subject to the limi- 
tations of other systems . . . can be completed and tested without 
help from other trades. Thousands of installations prove that 
Kritzer Radiant Coils provide all the advantages of radiant panel 


heating at lower labor and material costs. 


Kritzer Fin-Tube Radiant Coil installations save time, labor 
and money. Installation is begun and finished as soon as framing 
is completed and before plastering is started. Because a single 
Kritzer Radiant Coil supplants many lengths of ordinary tubing, 
the labor for suspension and joining is drastically reduced. 






The construction of a Kritzer Radiant 


GET THE 
FACTS 


Coil is simple, yet unusually effective. 









Collared aluminum fins are mechanically 
bonded to a single copper tube and 
arranged in sections for a highly multiplied heat transfer surface 


Photograph of 
typical inside 
wall panel 
installation. 


KRITZER RADIANT COILS, INC. 
2903 WEST LAWRENCE AVENUE, CHICAGO 235, ILL. 
Gentlemen: Send me literature on Kritzer Fin-Tube Coils. 
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(Continued from bottom of page 203) 
Anti- Fog Bathroom Mirror 


This fog-preventing new mir- 
ror, mounted in a wall-type med- 
icine cabinet with built-in fluo- 
rescent lights, has an electric 
| heater mounted in back, to warm 
| the glass to a temperature of 98 
| deg. Heater is made of electrical- 
| ly-conductive rubber; operates 
ears on 110 v. A switch mounted in 
one corner of the mirror turns it on and off. The 
ingenious heater consists basically of a layer of 
electrically conductive rubber sandwiched be- 
tween two layers of insulating rubber. 

Manufacturer: Charles Parker Company, 
Meriden, Conn. 





New Single-Phase Motor 
, Recently added to an exist- 


ing line of repulsion-induction 
motors is this unit, for use 
where a constant-speed, high 
} torque single phase motor is 
required in large ratings. The 
; motor is available in 5, 7% 
and 10 hp ratings, all 1800 rpm. The 5 hp unit 
operates on 115/230 v, while the other two use 
230 v. Unit, of the open type, is ruggedly built. 
A cast iron frame has a damping effect on noise 
and vibration. Covers are made for easy removal 
for inspection and brush maintenance. 

Feature: The motor is engineered for high 
starting torque at low starting current, with 
positive operation on low voltages. Thus, it should 
be well adapted for severe starting duty. 

Manufacturer: General Electric, Schenectady 
5, N.. Y. 





Space Saving Attic Furnace 

This winter air condi- 
tioner is designed pri- 
marily for attic installa- 
tions, where space is at a 
premium. Mounting ar- 
rangements, however, 
<a are flexible enough to 
allow floor or suspension installation in base- 
ments and utility rooms. Gas fired, the unit is 
available in 100,000 or 125,000 Btu sizes, can be 
used with mixed, manufactured, natural and LP 
gases. Front section of the unit contains a 12- 
gage heat exchanger, burners, controls and draft 
hood. Blower, blower motor and filters are housed 
in a rear section. Factory assembled and wired. 
Shipped ready to install. 

Manufacturer: Bryant Heater Division, Affili- 
ated Gas Equipment Inc., 17825 St. Clair Ave. 


Cleveland 10. 
(Please turn to top of page 206) 
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What You Get 
In this Book 


PRACTICAL PLUMBING contains 409 pages—it is 
divided into 6 parts which are subdivided into 27 
chapters. It is well illustrated throughout and has 
many special tables ... a large number of standard 
tables . . . complete set of plumbing symbols... all 
completely indexed. Size 514x814... bound in semi- 
flexible cloth cover ... a worthwhile addition to 
any business library. 


TABLE OF CONTENTS 


Second (Revised) Edition 


Part I—The Drainage System 

Part II—Hot and Cold Water Supply 

Part Il1I—Miscellaneous Services 

Part IV—Special Installations 

Part V—Electricity in Plumbing Work 
Part VI—Plumbing Fixtures and Materials. 
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COVERS EVERY 
PHASE or PLUMBING 


WON eS ee ’ = eam 
ADDRESS ____ E eas 
SPT eer ee i Oe, SATE | 
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SECOND (REVISED) EDITION NOW AVAILABLE! 


Know the 


FACTS! 


AVOID COSTLY MISTAKES! 


Practically, thoroughly, authoritatively, this book covers every 
phase of modern plumbing. PRACTICAL PLUMBING is a book 
which will enable you to eliminate guesswork and the element 
of chance from your plumbing installations. It permits you to 
know the facts before you undertake any kind of plumbing job. 
With its aid you avoid costly, dangerous mistakes. 


PRACTICAL PLUMBING takes you directly to the point on 
every subject it covers. Only when necessary to demonstrate 
the origin of a common practice is theory resorted to. You’ll find 
this book as interesting to read as it is convenient to refer to. 
Interspersed in its 409 pages of meaty, authentically informative 
material you’ll find a large number of diagrams, charts, tables 
and illustrations to simplify the use of this book. The alrha- 
betical, ready reference index in the back of the book makés 
for even greater convenience when some particular plumbing 
problem is under consideration. 


Once you have your copy of PRACTICAL PLUMBING you’ll 
consider it an important business asset ... a book you can 
scarcely afford to be without. At $3.50 you’ll agree it’s a wise 
investment and an attractive addition to your trade library. 
We suggest that you order your copy today. 


DOMESTIC ENGINEERING CO., Book Dept. 
1801 PRAIRIE AVE. CHICAGO 16, ILLINOIS 


RETURN COUPON TODAY! 


DOMESTIC ENGINEERING CO. 850 
Book Dept., 1801 Prairie Ave., Chicago 16, Ill. 


[} 
Send me my copy of PRACTICAL PLUMBING by return mail, I 
postpaid. | am enclosing $3.50 in [] check [] money order | 
(1) cash to cover the cost of this book. | 
I 
| 
| 
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All These Features 
Make Selling Easier! 


GRAYSON UNITROL SENIOR controls 
gas flow. Shuts off all gas to burner 
and pilot light if pilot flame goes 
out. Provides external temper- 
ature control. - 

“IONODIC” SYSTEM helps prevent 
rust and corrosion. Tank is of 
extra-heavy carbon steel, heavily 
galvanized inside and out. 
IMPROVED EXTERNAL FLUE of alumi- 
nized steel draws hot gases over 
every inch of tank—no heat waste. 
FIBERGLAS INSULATED THROUGHOUT— 
even the top! Holds heat, protects 
inner and outer shell against con- 
densate moisture and rust. 
RAISED PORT BURNER is precision 
drilled. Guards against clogging — 
gives evenly distributed, economi- 
cal heat. 


5-YEAR SERVICE WARRANTY. fe 
APPROVED BY THE American Gas | 


Association. 
CAPACITIES: 20, 30, and 45 gallons. 











DEALERS! 
WRITE TODAY! 











FOR FULL DETAILS ON THE PROFITABLE 
SCOTCH KNIGHT WATER HEATER FRAN- 
.. CHISE, addr Sales Manager, McGraw 
>. <¢ Company, Clark Division, 5201 
s..W. 65th Street, Chicago 38, Ill. 
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(Continued from bottom of page 204) 


Winter Conditioner 

Dealers in small homes heat- 
ing equipment will take notice 
of this new series of gas-fired 
hi-boy Winter air conditioners 
in a range of sizes that includes 
units of 42,000, 55,000 and 70,- 
000 Btu capacity. A single port 
up-shot burner design allows 
units to be used with LP gases 
as well as with conventional 
city gases. Features of the con- 
ditioners include a multi-blade, rubber mounted 
blower and a box type draft converter. All steel 
construction. 

Cabinets in maroon crinkle finish have large 
service doors for easy access. 


Manufacturer: Thatcher Furnace Company, 
Garwood, N. J. 





Water Flow Safety Device 

Speaking of ingenuity, here’s a 
new unit, designed for use in hot 
water heaters, welding units, 
kitchen waste units and other ap- 
plications where it is desirable to 
actuate an electrical contact with 
a flow of water. Made so that it 
closes or opens an electrical con- 
tact when the preset amount of 
flow is reached, device can be ad- 
justed to control circuit for any 
flow from 1 to 4 gpm. Electric 
rating is 10 amp at 125v, 5 amp at 
250v and 3 amp at 460v, all a-c. 


Manufacturer: General Electric, Schenectady 
i a =: 





Shallow Gas Floor Furnace 

Right in line 
with trends in 
small home com- 
fort, is this line of 
gas floor furnaces, 
which come in 
four sizes: 33,500, 
50,000, 65,000 and 
80,000 Btu/hr. All 
sizes are only 24% in. in depth. Units are simply 
lowered through floor and suspended from joists. 
Units feature a large radiation surface, and are 
easily regulated. Pipe connections are easily 
made. 

Unit is shipped assembled, except for draft 
hood, ready to install. 

Manufacturer: Lawson Manufacturing Co.. 
300 N. Lexington Ave., Pittsburgh. 
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Cellar Drainer 

Made to be sold in an economical 
price range, this new all-brass cellar 
drainer has a capacity up to 3500 
gph. The motor is a % hp, 60ce, a-c, 
single phase unit, with an open type 
impeller of cast bronze. Base is also 
cast bronze, the large float is copper. 
Drainer diameter is 10% in. At this 
size, complete unit fits into tile as 
small as 12 in. in diameter. 

This model is now in productien 
and prompt shipments of all orders 
are being made, according to the 
manufacturer. 





Manufacturer: The Dayton 
Pump and Mfg. Company, Dayton, 
Ohio. 


Motor for Deep Well Turbine Pump 


Of interest is the announce- 
ment of these new _ type 
motors, especially designed 
for deep well turbine pumps. 
These motors, weather-resist- 
ant, with vertical, hollow 
shafts, can be furnished as a 
complete motdr, a motor with- 
out a base, or as a stator and 
rotor only. They are of the 
squirrel cage induction type 
and the manufacturer’s state- 
ment features its smooth operating characteristics, 
low maintenance and ease of installation. Units 
are furnished in a range of from 1 to 20 hp, 60, 50 
or 25 cycles, 208, 220, 440 or 550 v. 

Manufacturer: Westinghouse Electric Corp., 
306 Fourth Ave., Pittsburgh 30. 





Improved Pressure Oil Burner 
This improved 


model pressure oil 
burner carries sev- 
eral features. With 
a firing rate of 34 to 
3 gph, the unit is of 
inverted design to 
prevent annoying 
nozzle after-drip. A 
hinged transformer 
permits easy accessibility to nozzle assembly. A 
new electrode assembly is designed to eliminate 
high tension wire leads, and a streamlined blower- 
housing permits a smooth flow of air. Simplified 
electrical connection is provided. 

Construction: The blast tube is a separate part 
of the blower-housing, and various tube lengths 
are interchangeable without special fittings. 

Manufacturer: Delta Heating Corporation, 85- 
07 Northern Blvd., Jackson Heights, N. Y. 


(Please turn to top of page 208) 
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_ All These Features 
Make Selling Easier! 


“LIFE-BELT’* ELEMENT operates at 
gentle ‘‘black heat,”’ is practically 
burn-out proof. Saves your cus- 
tomers money. Cuts service ex- 
pense for you. 

“IONODIC’* SYSTEM prevents rust, 
stops corrosion. Internal tank 
protection that promotes long- 
term customer good will. 
SOMBRERO BAFFLE is a new develop- 
ment that prevents incoming cold 
water from cooling heated water 
in the tank. Another money saver! 


TEMPERATURE CONTROL gives easy 
regulation of water temperature 
between 120° and 170° F. Dial 
recessed for protection against 
damage. 

FIBERGLAS INSULATION is a more effi- 
cient, money-saving insulation 
that keeps heat in. Shell stays 
cool—even when water is 170° in- 
side! 

10-YEAR SERVICE WARRANTY. 

LISTED BY UNDERWRITERS’ LABORATORIES. 


CAPACITIES: Seven Standard Models 
—30 to 150 gallons. Five De Luxe 
Models—40 to 82 gallons. 


DEALERS! 
WRITE TODAY! 






FOR FULL DETAILS ON THE PROFITABLE 
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“TOASTMASTER"* WATER HEATER FRAN... 


CHISE, address: Sales Manager, McG 
Electric Company, Clark Divisiony. 
W. 65th Street, Chica 2 










" TOASTMASTER 
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(PATENTED) 
DESIGNED FOR ONE PIPE FORCED HOT WATER SYSTEMS 


>» 
—» 
op 
WEW WAY 


Requires only 6 
Master-Dual-Flow Fittings 
For 6-Radiator Job 


Yd 





WN 


Wy 


WN 


KK 





Requires 12 
Old-Type Fittings 
For 6-Radiator Job 


lb-ft 








\\ 


CROSS SECTION OF 
CAST IRON 
MASTER-DUAL-FLOW 





BRONZE 


1s 


Y @ 


A TYPICAL 
INSTALLATION 











ALWAYS INSTALLED 
CORRECTLY REGARDLESS 
OF POSITION OF FITTINGS 
OR RADIATOR LOCATION 


Master-Dual-Flow Fittings are engineered to operate on 
one main; are guaranteed to give perfect circulation of 
water in every radiator regardless of position. Master- 
Dual-Flow Fittings are universally used to cut threading 
and sweating time in half; to reduce costs of installations. 
Increase your profits per job . . . get your supply of Master- 
Dual-Flow Fittings from your jobber. If he cannot supply 
you, WRITE TODAY for literature and nearest jobber’s 
name, 


#MEL PRODUCTS 


4 CHAPEL STREET NEW HAVEN, CONN 
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Jet Pump Bulletin 


4 





Dealers will find the in- 
formation they need on a cy- 
cling jet pump designed to be 
operated by air, gas or steam 
pressure, in this new illus- 
trated release. Self-priming, 
clog-resistant pump is made to 
: = pump any liquid automatical- 
fees ly and is reported safe for 
many hazardous locations. Unit will discharge 
1380 gph against 30 psi discharge pressure with a 
gas, steam or air consumption of 24 to 30 cfm, 
according to bulletin. 

Issued by: Penberthy Injector Company, 1242 
Holden Ave., Detroit 2. 






vu 
oraroms 
S 


Have a lifesaver (candy), 
or have a lifesaver (in the 
fom of refrigeration or 
v-ater tube). The former is 
dispensed, the latter shown 
in this ingenious new dis- 
play, designed as a promo- 
tion for a new individual 
carton in which the tubes 
ere merchandised. By in- 
viting the spectator to have a candy, the manu- 
facturer wants to achieve the psychological result 
of making him do something for himself, thereby 
gaining a degree of concentrated attention to the 
sales message on the display. Display is built 
around the new individual cartons. The assembly 
rests on a one-piece corrugated paper easel. 

Issued by: Wolverine Tube Division, Calumet 
and Hecla Consolidated Copper Co., 1469 Central 
Ave., Detroit 9. 


Water Tube Display 





Plumber’s Brass Catalog 
No one’s file on plumber’s 


brass is complete if it does 
not contain this handsome 
new catalog which illustrates 
and describes a complete 
line of cast solder, flared 
and drainage fittings, valves 
and accessories. The release 
includes a good deal of en- 
gineering data slanted to the interests of archi- 
tects, engineers and contractors, as well as master 
plumbers. 

Issued by: Keystone Brass Works, 947 W. 12th 


St., Erie, Pa. 
(Please turn to top of page 211) 
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OILUX — GASLUX — HYDROLUX ~~ | 


a yr 


Bound Line 


v ‘3 


The Complete Year 
f EACH INSTALLATION SELLS ANOTHER aug 


‘e You’ll get more “easy” sales with this all- 


: 


Cellar season line of water and heating equip- Deep 

ment. You’ll get more competitive bid jobs “a'r. 
with full profit because Oilux Company prices gps 
are lowest in history. Your customers will be 

happier with Oilux quality backed by adver- 

tised factory warranty ... “guaranteed... $3 
AFTER installation.” There’s more PROFIT "8" Fumes 
with the Oilux Line. Write for details. Wer Conditio 


Winter Conditioners 2 
1950 National Magazine Advertising, Newspaper s 
: Advertising Service and Display Materials Help 
Boilers You Get More Oilux—Gaslux—Hydrolux Business. 
Water ‘| Licensed Contractors Qualify for Dealership. 


: Softeners 
Detacle 


Oil 
Jet Burners 


Gas and 
Electric 
ater Heaters 


EP Turbine 
mer Shallow 


Well Pumps & 
Water Systems 


,@ Condensate 
Return Systems 


Water 
Conditioner 





Write For 
— OILUX COMPAN 





Write for Catalogs 


2200 DWENGER AVENUE 
and Price Lists 


FORT WAYNE 4, INDIANA 














ae d srief! 
handle polished 
pipe with a 





with NEW, LARGER 


Capitol HYDROSTATIC 
TEST PUMP 


Forces water at av- 
erage 400-600 Ib. pres- 
sure rapidly through 
system disclosing any 
leaks. Permits econom- 
ical repair “before 
the concrete sets’. 
Single compact unit. 
Made of lightweight 
Aigh-tensile aluminum 
bar and precision en- 
gineered high-test 
metals. Each pump is 
tested in excess of its 
rated pressure. If city 
water is not on the 
job you can still test 
using other source. 
MODEL NO. 4-V still 
available for higher 
test pressures of av- 
erage 1000 Ib. 





STRAP WRENCH 


No man should handle 
chrome, brass or nickel- 
plated pipe without a strap 
wrench, The Warnock 
Simplex is the simplest of 
strap wrenches. Its flexible 
woven strap provides soft i 
contact but strong grip... 
scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplex wrenches 

-. see them do more work 
and waste less material. 





MODEL NO. 6-V 


WRITE FOR DETAILED INFORMATION speci- 
fying your average test pressures. Please give 
your local jobber’s name or direct your inquiry 


Order from your wholesaler today! | to your jobber. 


LOWELL WRENCH Co. 


CAPITOL MACHINE WORKS 


WORCESTER 8, MASS 424 SEVENTH STREET OAKLAND 7, CALIF. 
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L-1565°S AND L-1565-SP SINGLE “‘TY”’ FITTINGS 





Here is a typical Blake TY Fitting for 
wall hung closets, based on many years 
of study and field experience in the ap- 
plication of specialized plumbing fittings. 

Any make or type bowl will adjust 
itself to this flexible fitting. Heights are 
obtained by raising or lowering the 
waste line. This fitting is made for both 
soil pipe and screw pipe. Illustration also 
shows Blake Carrier support L-1695. 








BLAKE products have al. 
ways been made to high 
standards of quality and 
specification. You will find 
that BLAKE today is the 
same dependable line that 


plumbers have known and 
installed for over 35 years, 











Baltimore, Md......... McCrea Sales Company Indianapolis, Ind............ J. Edwin Aspinall Pittsburgh, Pa............. Keystone Sales Co. 
Wm. H. Gaskill, Jr. Kansas City, Kan............ W. J. Hebenstreit Rochester, N. Y.... ...J. A. Koehler, Jr 
Ib ace nwiceicck banem L. H. Hummel! Memphis, Vone eee eee Oliver Holmes Rock Island, Il William B Schuler 
CoP, GUND. o.oo ccvcccsces J. C. Murphy Milwaukee, Wis. George Washington, Jr. St. Loui M sniges shy A F Beck 
DEEN os scois scseas Toole & Litchfield Nashville, Tenn................... R. A. Potts + ROWS, MO... 0.2 see ee reese Me . Becker 
DUCES o.05:s5h 5 + sw eee once’ E. C. Fallein New Orleans, La...............- Dave Ebelin St. Paul, Minn............... George C. Rugg 
"Serer F. H. Patterson oS RRR S W. R. Mitche’ San Francisco, Cal............... E. B. Gogerty 
a eee George W. Herlin Philadelphia, Pa...... Blankin Equipment Corp. ES ee ere S. G. Anderson 








Micromet 


AND MICROMET 
FEEDERS 


Prevent 
Red Water 


Eliminate 
Lime Scale 


Control 
Corrosion 





No.6-G Micromet Pump Feeder Ne. 2 Micromet Feeder Commercial Micromet Feeder 




















WRITE FOR LITERATURE 
CALGON, INC. HAGAN BLDG. PITTSBURGH 





YOU CAN ORDER FOR 


IMMEDIATE 
DELIVERY 


THE POPULAR 


AWS 


MODEL No.7A 





Customer satisfaction with trouble-free service 
over many years has made the MODEL No. 7A the 
most demanded fountain in the HAWS line. 


Always order and install ... 


¢ HAWS Sanitary Drinking Fountains 
¢ HAWS Electric Water Coolers 


¢ HAWS Drinking Faucets, Equipment, 
Filters and Accessories 


A reputation for reliability since 1909! 
Write for complete HAWS catalog, today! 


HAWS DRINKING FAUCET CO. 


1441 FOURTH STREET (Since 1909) BERKELEY 10, CALIFORNIA 


Agents and Sales Representatives in All Principal Cities 
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(Continued from bottom of page 208) 
Water Heater Catalog Insert 


This handsome, durable 
folder for insertion into a cata- 
log contains information on an 
, oil-fired water heater, avail- 
! able in a range of 12 models. 
* : Recovery capacities, at a 100 
' deg rise for the units range 
from 90 to 360 gph. Auxiliary 
tank units have capacities of 
from 100 to 720 gal. Relief 
valve and pressure gage connections for the unit 
are conveniently placed at eye level. The stack is 
easily detachable to permit cleaning of flues, stack 
switch is an automatic safety control. Burner 
unit is high pressure atomizing type. Tempera- 
ture and safety controls are completely installed 
at the factory. Installation is simple. 

Issued by: National Steel Construction Co., 301 
Water St., Logansport, Ind. 





Industrial Pumps Catalog 


Any question you have 
BURKS 


about this manufacturer’s line 
of condensation return units 
and industrial pumps are sure 
to be answered in this recent 
illustrated catalog on the sub- 
ject. Typical condensation 
return unit is a factory as- 
sembled, completely auto- 
matic job with 1725 rpm 
motor. Among reported features are resistance to 
steam binding and operation without metal-to- 
metal contact. Units are available for pressures 
of from 40 to 80 Ibs. A typical pumping unit is a 
self-priming turbine which has only one moving 
part. Operating diagrams are given on most units. 

Issued by: Decatur Pump Company, Decatur, 
Il. 


pa Be 
retern units 


industrial 





Floor Drain Bulletin 
Presented so that dealers 


can have the information they 
need about floor drains at 
their fingertips, this recent re- 
lease contains specific in- 
formation on 20-odd drains, 
and some general information 
on thé design and operation of 
efficient floor drains. Typical 
unit illustrated is a backwater sewer valve, adapt- 
able for use with many types of side outlet floor 
drains. Reports indicate that unit provides an 
integral trap drain with backwater control. Bronze 
valve assembly screws into trap, trap screws into 
drain. 
Issued by: J. A. Zurn Mfg. Co., Erie, Pa. 
(Please turn to top of page 212) 
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For quick, easy pipe fitting on all plumbing and heating installations, 
standardize on this superior line of wrought and cast fittings up to 2” 


Prompt delivery. Illustrated catalog on request. 


it costs no more to sell the best—always specify American Sanitary. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


AMERICAN SANITARY, 





, ILLINOIS 
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For Today's Best Value 


COMPARE 


v FEATURES 
/ PERFORMANCE 


¥ REPUTATION 
¥ SALES HELP 
“gabe | 






—— 


then finally price 
and you'll 
settle on 





OIL BURNERS 


Because they are built by one of the world’s oldest and 
leading oil burner manufacturers. 

Because they are endorsed and specified by architects, engi- 
neers, builders, realty managers, Federal, State and Ci 
departments, everywhere. 

Because they are used by banks, schools, churches, institu- 
tions, apartment houses, commercial buildings and thou- 
sands and thousands of satisfied home owners to whom 
operation of Sun-Ray burners has meant years of care- 
free, economical heating. 

Because with our sales literature, newspaper mats, displays 
and signs we help you sell more Sun-Ray Burners more 
profitably. 


Inquiries Invited from Furnace and Boiler Manufacturers 


Sun-Ray Models from 0.7 to 25 g.p.h. 


CORP. 


SUN-RAY BURNER MFG. 





139-28 Queens Blvd., Jamaica 2, N. Y. 
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Lavatory-Dressing Table 
! Keep a supply of these 
bulletins on hand to show to 


SSS 


{jf tomers. Designed to catch 
ugly ae ot 
OM GY anyone’s eye and hold it, the 
mailed release describes a series of 
wee 3 lavatory-dressing table units 
’ 2 


iG hewn available either in ready- 
hen made styles, or with custom- 
aati built cabinets. One unit fea- 
tures a 16 in. pastel green lavatory in a white 
dressing table with simulated blond wood top. All 
models have double door cabinets as well as 
drawers. Faucets and other fittings for the com- 
bination units can be supplied. Specifications and 
dimensions are given. 

Issued by: American Radiator and Standard 
Sanitary Corporation, Pittsburgh 30. 


Globe and Angle Valves 

This circular describes a 
line of globe and angle valves 
with renewable composition 
discs. The folder is illustrated 
with photographs of all the 
important construction fea- 
tures. Valves are recommend- 
ed for services up to 150 Ibs 
steam or 300 Ibs cold water, 
oil, air or gas. 

Details: A large blow-up 
of a sectional drawing of one 
valve in the line gives a good visual reference and 
explanation of the complete valve. 

Also included is a table of available sizes and 
dimensions. 

Issued by: The Kennedy Valve Mfg. Co., El- 
mira, N.Y. 


Recomrmnnted ter services op 
0 180 Ton. eww w 900 tee. 
told water wil, whe, or ges. 





a” te 2° stuns eveiiahle 


Temperature Regulator Folder 
accurate Small enough to be used as 
an envelope stuffer, but packed 

: with information, this new 6- 
page folder describes the con- 
struction and operation of this 
manufacturer’s temperature 
regulator. Illustrations show 
the regulator to be especially 
adaptable for storage heaters 
and instantaneous heaters be- 
cause it varies steam pressure 
in definite steps with very small 
temperature changes at the thermostat bulb. 
Other characteristics of the regulator device are 
also explained. 

Issued by: Spence Engineering Company, Inc. 
Walden, N.Y. 


(Please turn to top of page 215) 
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A filter for every Oil Burner Service | 
SPARKLER FUEL OIL FILTER 


Mm THREE SIZES OB-2 OB-4 OB-8 
You get 


% A nice profit item 

% Easily stocked refill element. One type 
filter dise used on all filter sizes. 

% Reduction in service calls due to clogged 
nozzle screens. 

* Customer satisfaction — no burner trouble 
when filling of tanks stirs up sediment. 





The positive seal prevents by-passing of unfiltered 
oil, this eliminates trouble due to clogged nozzle 
screens. All oil that reaches the burner is filtered 
through the rayon element that removes minute 
particles down to .002 and any water in the oil. This 
is particularly important with small size burners 
used in the average home. 

Three sizes—OB-2 for average home size burners. 
OB-4 for larger burners or unusually dirty tanks. 
OB-8 has four times the capacity of OB-2. 


Onder from your jobber 


SPARKLER MANUFACTURING CO., Mundelein, Ill. 


Makers of industrial filters for the Food, Chemical, and Oil Processing industries 
for over a quarter of a century. 


Member, Oil Heat Institute of America 













Model OB-2 
actual size 


Approved by 
L Underwriters’ Laboratories 








A 











Another Money Maker For You 
The New ) 


CONCO 


PORTABLE 
Electric 
RADIATOR 


RETAILS 


Regularly at 


$22.95 


4500 BTU 


For Hard Service and High Pressure 
Use SARCO Inverted Bucket 
| Steam Traps 




















| 
| 
| 
| 
| 
} 
| 





Thése traps are of simple 
but sturdy construction re- 
quiring minimum mainte- 
| nance. Straight through con- 
| nections with inlet and outlet on same level. All mechanism 
| 





OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. No liquids used. Consumes 
1320 watts, A.C. or D.C., emitting 4500 BTU's per hour, the 
equivalent to 1834 sq. ft. of steam radiation. 


FAST Starts heating as soon as plugged in. Radiation and 
convection heating provide warmth to all parts of the room. 


LIGHT Easily portable. Weighs only 2845 pounds. Carrying 
handle doubles as drying rack. 


ECONOMICAL Heats for one hour for approximately 


2 cents, average U. S. rate. 
Write far complete infarmatian. 


CONCO ENGINEERING WORKS, Division 
of H. D. Conkey & Co., Mendota, Illinois 


« Conco Materiais Handling Division, C - Hoist 
AFFILIATES: Conco Building tredinda tae. Brick nTile - Stone 


attached to cover. Can be inspected or cleaned without 
disturbing piping. Since 1936 equipped with integral 
strainer. No separate strainer necessary. Sizes 12” to 2”. 
Pressures to 900 p.s.i. Catalog No. 350. 








SARCO COMPANY, INC. 


Represented in Principal Cities 


Empire State Building, New York 1, N. Y. 


SARCO CANADA, LTD., TORONTO 5, ONTARIO 






oN :uere) 


I SAVES STEAM 















IMPROVES PRODUCT QUALITY AND OUTPUT 
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Therere aa MANY OKAYS 





WILSHIRE 
HEATERS 


Every day more and more satisfied 
customers put their okays on WIL- 
SHIRE Water Heaters. Home own- 
ers, commercial and industrial users 
who need a maximum output of hot 
water know WILSHIRES meet every 
requirement. 


WILSHIRE is one of the finest water 
heaters available. Designed not only 
for outstanding good looks, but 
built for y of operation, long 
lasting service and equipped with 
dependable safety features. 


Strong, durable construction. Fibre 
glass insulation. Baked-on enamel 
finish with chrome trim. Snap ac- 
tion adjustment thermostat. 100% 
tic pilot . 
ere only a few of the many features 
which keep the demand for WIL- 
SHIRE high. 


Dealers and master plumbers profit 
by customer demand for WILSHIRE. 
Increase your sales . . . stock and 
sell WILSHIRE! 
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THERN 


CORPORATION 


COMPTON, CALIF. 





xy | Se 


133 PALMER AVE. 


@00000060068 SEND FOR FREE CATALOG @9 ©0808 88C888 


. 
SOUTHERN HEATER CORPORATION : 
133 Palmer Avenue e 
Compton, California. e 
# 
e 
© 


Gentlemen: Please send full illustrated catalog with helpful tables 
and information. 
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| Write for your 
— Copy of this 
new catalog 


This newly published, 64-page catalog shows 
faucets for every need—in homes, commer- 
cial buildings, hospitals, restaurants, etc. It 
covers a line that has held a distinctive posi- 
tion among all fine plumbing products for 
more than 35 years. Let this new catalog 
show the way to more profit per job for you, 
plus more value and more satisfaction for 
your customers. A copy will.be sent gladly 
at your request. 


THE CHICAGO FAUCET COMPANY 
2712 N. Pulaski Rd. Chicago 39, Ill. 


Chicago Faucet Products are distributed iq 
through the plumbing trade exclusively. i 


* Sdlewbos™ 
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Copper and Brass Fittings 
With the publication of 


this new catalog, this 

{ | American Sanitary manufacturer announces 

lone the marketing of a com- 

plete line of copper and 

brass fittings. Included 

in the line are couplings, 

male and female adapters, 

curved fittings, elbows 

and tees. Illustrations and 

, specifications are given. 

Issued by: American Sanitary Manufacturing 
Co., Abingdon, II. 








Plumber’s Supplies Price List 
Here’s up to date informa- 


tion on the prices on this 

manufacturer’s large line. 

Items covered include flexible 

lavatory, closet and sink sup- 

plies, iron pipe size lavatory, 

closet and bath supplies, 

chrome brass nipples, pipe 

_ and tubing, chrome stops, 

flanges and accessories. 

Issued by: Pittsburgh Nipple Works, Inc., 1455 


Spring Garden Ave., Pittsburgh 12. GIVE THEM THIS EXTRA SHOWER SAFETY 
... AT NO EXTRA COST! 




































/ 


Boiler-Stoker Bulletin 
To bring dealer’s files on his 
products up to date this manu- 
facturer has released a bul- SHOWER 
letin describing his line of SAFETY ... No scalds . .. no chills. Protects against 
boiler-stoker combination un- both sudden scalds and chills. Even with 
: bi ° il pressure fluctuations up to 85%, Safetymix 
its. Combinations are avail- keeps shower temperature constant. Auto- 
able in 10 sizes, with steam matically shuts down flow when either hot 
i il : A Id fails. 
radiation ratings ranging from LIFETIME . ee 
2190 to 8500 sq ft; net ratings QUALITY . . « Only one moving port. Designed and 





: manufactured by engineers and approved 
for water from 3500 to 13,600 sq ft. Heating ca- by architects, pressure-actoated “og 
pacities range from 526,000 to 2,040,000 Btu. is the mosi rugged shower cuntrol valve 

Z made, Only Safetymix hus the patented 

Issued by: The Brownell Company, Dayton 1, Flow Control Spindle with but one moving 
Ohio. FREE FROM part to control all valve functions. 

: MAINTENANCE . . . Easy to fix as a faucet. Safetymix is 

Corrosion Control Brochure designed with self-cleaning action to pre- 

This easily-understood re l ease vent clogging. Saves. water. All parts acces- 


contains information ona chemical COSTS sible from front. Easy to fix as a faucet. 


substance used in water systems to NO MORE Because it costs no more than ordinary 


counteract the affects of “red shower valves and is guaranteed to be 
entirely as represented, architects specify 


” . . 
water , and other corrosive influ- Safetymix and engineers recommend it, 
ences. Substance is absorbed on Safetymix gives the extra safety and satis- 


. : faction that builds better reputations. Safety- 
most metals and metallic oxides. It mix is used in thousands of schools, colleges, 
controls corrosion, reports show, by hotels, industrial. plants, institutions and 


forming a protective coating over better homes fram coast to coast, 
P 8 See Sweets Architectural File or your Domes- 


all the metal surfaces in a water tic Engineering Catalog. 
system. Reported effective in very 

Pe ge A low concentrations. 
Issued by: Calgon, Inc., Hagan Bldg., Pitts- | 
burgh 30. | 
(Please turn to top of page 216) | 


Send for bulletin and prices. 
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You Are Always Safe in Recommending 


BARBER 
CONVERSION BURNERS 





No. 49-113B Barber Automatic Burner Assembly 


What are the principal requirements of a really satis- | 
factory gas conversion job? 


1. The burner must fit the heating unit. Barber has a 
sufficient range of sizes, for both round and oblong 
furnaces or boilers, plus special size adjustment fea- 
tures—to fit correctly all grate dimensions. 


2. You must have efficiency in operation. Only thorough 
combustion will get the most heat from the fuel con- 
sumed, at lowest operating cost. Barber's exclusive 
air-activated jets procure the highest intensity of 
heat, with a powerful “scrubbing” flame action ap- 
plied directly to walls of fire-box. “No other burner 
burns like a Barber.” 


3. The finest controls must be used. Barber employs the 
best precision automatic equipment available any- 
where. 

4. You must use a burner backed by a reputable organ- | 
ization. With a record covering many thousands of 
installations over a third of a century, The Barber 
Gas Burner Co. and Barber dealers stand ready to 
see to it that your customers get unfailing service 
and top performance from all Barber products. 












Barber 324-B round | 
Conversion Burner | 
with improved con- | 
trols, encased in | 
steamlined hood. | 
Tested and certified | 
by AGA _ Laboratory 
under new listing re- 
quirements. 


Besides conversion equipment, we also design, develop, test, and manufacture 
innumerable types and sizes of burner units for all sorts of - appliances, for 
industrial, commercial, and household use. We supply hundreds of appliance 
makers with these standard or special burners, for all kinds of gas. The inclusion 
of a Barber unit in any such appliance is an unmistakable symbol of QUALITY. 
Write for our complete Catalog. 


THE BARBER GAS BURNER CO. 
BARBER 42%%5 BURNERS | 


3704 Superior Ave., Cleveland 14, Ohio 


(Continued from bottom of page 215) 


dee. Fixture Display 
This enameled steel stand 
which presents eight popu- 
lar plumbing fixtures, is 
described as handsome and 
compact. Fixtures are two 
lavatory faucets, one cen- 
ter set unit, one deck faucet 
with spray and hose, a 
swing spout, a bath cock 
and two adjustable flange 
bibbs. Display features a three-tier design to 
permit each fixture to be mounted in normal 
operating position. The display is available to all 
jobbers and distributors of the issuer’s products. 
Jobbers names are imprinted on the stand if 50 
or more are ordered. 
Issued by: Glauber Brass, Inc., Kinsman, Ohio. 





Water Heater Bulletin 
sine i Domestic, industrial 
ete " and process installations 
See es requiring the instantane- 
OQ oTts | ous heating of water or 
® ” | other liquids as drawn, 
a or the heating of continu- 
=|} ous flowing fluids at 
their maximum rate of 


saat flow are many and var- 
- ied. A new illustrated 
a 6-page bulletin describes 


instantaneous U-tube 
heaters especially designed for these types of ap- 
plications. Included in this new release, desig- 
nated as Bulletin No. 70, Section 1, are detailed 
capacity and dimension tables for two-pass, four- 
pass and six-pass designs. 

Issued by: Davis Engineering Corporation, 
1064 E. Grand St., Elizabeth 4, N. J. 





Industrial Ventilation Guide 
Here is a guide designed to 
seg provide concise yet thorough 
siesta acon coverage of general industrial 
ventilation problems and their 
¥ economical solutions. Some of 
the important headings in the 
ne guide are “Types of Ventila- 
-— tion”, “System Pressure”, 
mess is “Duct Resistance Chart” and 
“Recommended Air Changes’. Certified rating 
tables on various types and makes of equipment 
are provided. The release also covers points to 
be taken into consideration on average industrial 
problems. 
Issued by: Propeller Fan Manufacturers’ Assn., 
2159 Guardian Bldg., Detroit 26. 
(Please turn to top of page 219) 
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THE STORAGE TANK 
WILL LAST LONGER WITH 


qf ” 





THE MAGIC WAND 


Now you can tell your customers that 
the storage tank will last longer, pro- 
viding you insert an “Elno”—the magic 
magnesium-alloy rod—into the storage 
tank. 


“Elno” is a great advance in water 
heating. It prevents corrosion of the 
storage tank, and eliminates rusty 
water caused by storage tank corrosion. 


“Elno” Protectors are made to fit all 
makes of Automatic Storage Water 
Heaters, Range Boilers, and Large Vol- 
ume Hot Water Storage Tanks. There is 
an “Elno” Protector made to fit the water 
heater you sell. 


They are easy to install. “Elno” Pro- 
tectors are made with a hot water fit- 
ting to match the fitting on the water 
heater you sell. Remove the hot water 
fitting and replace it with the “Elno” 
rod. Use a sectional “Elno” if the water 
heater is already installed. 





Cash in on this new selling feature: 
“Elno” Protection. Your supply house 
carries “Elno” Protectors in stock or 
send for catalog and prices. 





ee 33 THE ORIGINAL ANODIC ROD 
ELNO Look for the Trade Mark 


THE CLEVELAND HEATER CO. 
2310 Superior Avenue Cleveland 14, Ohio 
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IT} 4 
"Boauiliful 
LOW-COST FLUORESCENT 
LIGHTED CABINET... 














Model 2654-80 


with OUTSTANDING | 
QUALITY FEATURES! | 


* One-Piece Drawn Steel Body 
* Bonderized after Forming 


@ Baked White Enamel Finish 

@ First Quality Plate Glass Mirror 

@ Full Length Piano Type Hinge 

@ Snap-in (no screws) Electrical Inspection Plate 
@ Stainless Steel Mirror Frame 

@ Convenience Outlet for Electric Razor, etc. 

@ Bar-Type Door Stop 

@ Razor Blade Disposal Slot 

@ Underwriters’ Laboratories Inspection Label 


? 
Lau ‘SON 


BATHROOM 


Write for Catalog on Lawson Bath- 
room Cabinets, Lavatory Mirrors 
and Chrome Accessories .. . 


THE F. H. LAWSON CO. 


804 EVANS ST., CINCINNATI 4, OHIO 


WORLD’S LARGEST BUILDERS 
OF BATHROOM CABINETS 


CABINETS 
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‘(Continued from bottom of page 216) 


Commercial Heating Book 


Between residential heating 
and high pressure steam plants 
are the intermediate pressure 
systems classed as commercials. 
They furnish heat for buildings 
and processing equipment. This 
book tells the principles of 
steam performance, boiler oper- 
ation and rules for the installa- 

' tion of piping. Diagrams, tables 
and charts are used for illustration of practical 
problems given to clarify points made. Informa- 
tion is presented in such a way that no back- 
ground in the field is necessary for complete 
understanding, yet it furnishes a splendid review 
for those who are more familiar with the work. 

Price: $2.25. 

Published by: Domestic Engineering Com- 
pany, 1801 Prairie Ave., Chicago 16. 





Vat 
-—— ‘Iatarmediate Pressare 





Air Conditioning Folder 

— Details of a self-contained 

ilies ling single unit air conditioning 
Air Conditioners system, available in several 
sizes, aré furnished in one of 
two folders issued recently 
by this manufacturer. The 
second contains information 
on another self-contained 
unit air conditioner, and il- 
lustrates nine other pieces of 
air conditioning equipment, including ceiling 
units, vertical floor type conditioners. Also pic- 
tured is a water cooled central station type air 
conditioner which is available in 15 and 20 ton 
capacities. Specifications are provided on all 
models in both releases. 

Issued by: Sterling Air Conditioning Corpo- 
ration, 519 Bond Bldg., Washington 5, D.C. 





Oil Burner Bulletin 


Read up on oil burners. This 
new release gives you the 
pitch on a new, fully auto- 
matic oil burner, available in 
several different models. With 
one type, a basic chassis is 
used for two capacity ranges: 
0 to 3.gph, and 3 to 6 gph. 
Tube lengths are optional with 
units. Two mountings are made, flange or leg. 
Reports indicate that burners can be adapted to 
any existing furnace or boiler. Engineering data 
in charts. 

Issued by: Hart Heat, Division of Avery Farm 
Machinery Co., Peoria, III. 

(Please turn to top of page 220) 
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STEPPED-UP QUALITY CONTROL 


Pioneering in the use of a radical new system 
of clay handling and storage, gives M-S-P credit 
for an industrial "first." The mechanical storage 
and transfer system — the precision methods for 
“batch” mixtures — contribute greatly to the 
stepped-up quality controls of M-S-P Vitreous 
China. The result is "top quality" built to cus- 
tomer standards. Since your customers demand 
the best in Vitreous China — order "Customer 
Quality" Vitreous China from M-S-P. Write for 
catalog D8-121. 




















PICTURED THIS MONTH — The 
storage silos pictured above hold 
eight types of clays. The clays are 
withdrawn into a “batch” car in 
accurately measured quantities 
and transferred by enclosed con- 
veyor belt to the blungers or 
mixers in the factory. 











MANSFIELD 
SANITARY POTTERY, INC. 


121 First Street 
Perrysville, Ohio 
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SPEED UP 
PIPE HANGING 


ARBESCT HANGER 


SPECIALTIES 





WIRE HOOKS 
All Copper, Copper Clad Steel, 
and Steel Tempered Wire Hang- 
er Hooks. Made in 4”, 6”, 8” 
and 10” Lengths; in 12”, 34”, 
1”, 1%”, 1%”, and 2” Sizes. 





TUBING STRAPS 


Made of quality Copper, Copper 
Clad or Brass. Available in tube 
sizes 1%, 34, Va and 34”. 


ARBEST STRAPPING 


Copper perforated strapping avail- 
able in 10 ft., 25 ft., 50 ft., and 
100 ft. coils. 34” width by 16 oz. 


Also available in Steel and Copper 
Clad Steel in B G S Gages 20 to 14 
Ga. in widths from 34” to 1”. 


Hooks are Humped for easy 
driving. 


Comes in 10 ft. straight or coil 

lengths and in 100 ft. coil dispen- 

sing containers. 

Mfrs. of Flexible Supplies - Air Vents - Air Chambers 
Pipe Hanging Specialties 















G ~H Manufacturing Company 
3047-49 Amber St., Phila. 34, Pa. 








— E a 
ALLCRAFT HEATERS 


With Copper Tanks 
MEAN SALES 


FOR YOU 
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aim PRIZES FOR YOU! 
| We are participating in the “‘Court of Flame”’ 
program which makes you eligible “for big 


Write to us for c 





aan ogee prizes. 
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MANUFACTURING COMPANY, INC 


Cambridge, Mass 


27 Hayward St 
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Boiler Catalogs 
A Two revised catalogs 


on a line of cast iron 
boilers have recently 
q been published. One 
a ia presents a boiler for the 
small homes trade, made 
in models for automati¢ 
gas or coal firing, as well as for hand firing. They 
are for use with steam or hot water heating 
systems. The other catalog describes a larger 
boiler suitable for large homes and commercial 
buildings. Both releases illustrate the operating 
features of the boilers and present specifications, 
ratings, dimensions and operating data. 

Issued by: The National Radiator Company, 
Johnstown, Pa. 





ut 
2th) Series ff. 
The 24 OO Serio. 


Heat Radiation Dial 

Those who have used 
this ingenious dial for 
measuring radiation on 
steam and hot water 
radiation heating sys- 
tems will be pleased to 
know that the 1950 ad- 
dition is now available. 
Designed to eliminate 
the tedious figuring us- 
ually necessary to determine correct amounts of 





radiation, the manufacturer reports that the dial ” 


can be used by anyone, without previous technical 
training. Dial features such information as sizes, 
capacities and minimum and maximum heights of 
radiators, mains, returns, risers, chimneys, sec- 
tional boilers and other radiation equipment. Both 
old and new styles are covered. 

Issued by: Heat-O-Meter Company, 424 W. 
42nd St., New York City 18. 


Fan and Blower Catalog 


@a\ Dealers’ files are incom- 


plete without this illustrated 
catalog on a line of fan and 
== 
pn meg 


blower units. Models include 
horizontal and vertical cool- 
ers, window fans in a variety 

Ly a 
GoRSEA PROBOCTS «PANT nd Gaur 





of sizes, pedestal fans, panel 
fans, industrial fans, and 
several types of fans for farm 
and dairy use. Blowers described include a unit 
designed for permanent installation, to be used 
for crew welding or for a group of machines. It 
is furnished in three sizes of adapters. This type 
blower is also available in a portable unit for out- 
side use. Specifications on all items. 

Issued by: Chelsea Fan and Blower Co., Inc., 


1205 Grove St., Irvington 11, N. J. 
(Please turn to top of page 223) 
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ntee Satisfaction 
When You Install 


Scullery Sinks 


When you install a Scullery Sink, you want to be sure that your customer 
will be perfectly satisfied. You can guarantee satisfaction only if the Scullery 
Sink you install is electrically welded throughout and constructed of heavy 
gauge steel. JUST LINE Scullery Sinks are sturdily constructed 
or long time service and meet both these requirements. 


Scientifically constructed of either 14-gauge Stainless Steel or 12-gauge 


steel hot dipped Galvanized AFTER fabrication. This method of gal- 
vanizing protects all exposed seams and joints against corrosion and rust. 


24 Standard Types 


two and three compartments, with or without back splashers and with 
or without integral or detachable drainboards. Also furnished in any 
special sizes and shapes to meet individual requirements. 

Install JUST LINE Heavy Duty Scullery Sinks and you will have 
satisfied customers. 























Scullery Sinks meet every 
Sanitary Regulation 


JUST LINE Scullery Sinks are sup- 
plied in 24 standard types of one, 


Write for illustrated Literature D-850 or 
send us your specifications 


4610-20 W. 21st Street, Chicago 50, Illinois 











easy to stock 











| Oakum and Packing for 
every purpose. Made from 
carefully prepared mate- 
rials. Put up in clean 
convenient cartons. Every- 
one likes this handy 
package. Saves waste; 
| makes goods easy to handle; protects other merchandise. 
| Distributed by leading jobbers everywhere. 


Complete stocks carried at mill 
and ai all branches. 


THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869" 


XENIA, OHIO 


740 Washington Ave., N. 
MINNEAPOLIS, MINN. 


Sth G Douglas St. 
OMAHA, NEB. 


1322 West 13th St. 
KANSAS CITY, MO. 








handy to use— | 

















NOW-ASSURE YOUR CUSTOMERS 


YEAR-’ROUND OUTSIDE WATER 





INSTALL... 
WOODFORD FREEZELESS 
WALL HYDRANTS 


Outside handle turns valve inside building; 
wall pipe drains instantly. No more going 


to the basement to turn water on fo (-— ) _ 


and off in cold weather... ° 
STYLE 10 


a. hac 


time, trouble, 
STYLE 9 ~, 


costly repairs. 
PROTECTS 


(faa 
STYLE 8 against fire haz- 
ards, especially farm 
. and suburban. 
| BUILT to last longer, yet it costs 
pila alld little if any more than old-style out- 


lets. Brass castings. Key or wheel handle. 
6” to 24” lengths. 


Contact your wholesaler—or write ... 


WOODFORD HYDRANT 


co. 


DES MOINES 17, IOWA 


Manufacturers of the lowa Freereless Ground Hydrant 
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All Wool Felt for Greater Efficiency 


USE ONLY General Fetters CARTRIDGES 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 
cartridge at least once each season. 





Only General Filters gives you an all-wool cartridge which 
is impervious to water. Their “step back” design provides SINGLE CENTER 
far greater surface area and consequently faster dirt ab- BOLT FOR QUICK 
sorption. The chemically treated, CA*®7RIOCF 


















fine-mesh, wire-screen center core REPLACEMENT 
acts as a secondary filter and pre- 

vents any lint from getting to the STEP BACK CON- 
burner nozzle. The uniformity of STRUCTION PRO- 
the felt eliminates any chance of SURFACE AREA 


channeling. Designed especially 

for gravity or pressure fuel oil 

burners, only GENERAL Filters eget ag 
gives you all these features. Get SCREEN ACTS AS 


the best—they cost no more. SECONDARY FILTER 


GENERAL FILTERS SAYS: 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


GENERAL FILTERS 12890 WESTWOOD AVE 
INCORPORATED DETROIT 23, MICHIGAN 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD. 2679 DANFORTH AVE., TORONTO 





Air can be expensive 
in hot water 


heating systems 





Use Maid-O’-Mist No. 6/7 
Auto-Vent for automatical- 
ly venting the air from Hot 
Water Convectors and 
Baseboard Radiation. Elim- 
ination of the air in every 
hot water heating system is 
essential for efficient oper- 
ation. 


* Self-closing, float-controlled 
valve 

® Non-ferrous metals 

® Quick and easy to install 

®Small size — 3-3/16" x 114” 
with Ve” 1I.P. male connection 

® No air chamber required 

® For pressures up to 30 Ibs. 

® For vertical mounting only 


A.G.A. APPROVED 


Radiant and plain front fully vented models. 20,000 

to 60,000 B.T.U. sizes. Manual or Automatic Controls. No. 67 

NEW Silver-Tan finish, NEW Seam Welded gas’ AUTO-VENT Ask Your Jobber 

tight heating sections. Write NOW for complete w . 

NEW literature on the line that sells. 71. INC 
Forced air and gravity, Gas Circulators — Unit Heaters — MA| [) ( MI 9 fi 
Panel Heaters — Wall Heaters — Radiant Heaters. 


3219 N. PULASKI RD. 
CHICAGO 41, ILLINOIS 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY 
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Water Heater Mailing Piece 
Primarily a consumer piece, 
this attractive little envelope stuf- 
fer gives the lowdown on an auto- 
matic gas water heater in easy- 
to-understand layman’s language. 
Heater is made in 3 sizes, with ca- 
pacities of 20, 30 and 40 gal. Heat- 
ing capacities are 28, 35 and 40 
gph, at 60 deg rise. Release gives 
cutaway illustrations to show 

operational parts of heater. 

Issued by: Combustion Engineering-Super- 
heater Inc., P. O. Box 1749, Chattanooga 1, Tenn. 


Outdoor Temperature Regulator 
Sales aid: Dealers now 
can provide customers 
with a practical demon- 
stration of the action of 
an outdoor temperature 
regulator. The manufac- 
turer of such a product 
has prepared a_pocket- 
sized dummy which graphically illustrates its 
operation in controlling building temperatures 
from the outside. The device contains a movable 
slide on which is listed all necessary data. By 
moving the slide in and out, the dealer can 
show the customer how it operates. For technical- 
minded buyers, the reverse side of the device can 
be used to show how the regulator actually func- 
tions. An accompanying bulletin provides the 
dealer with a complete explanation of the opera- 
tion of the various parts illustrated. 
Issued by: Automatic Devices Company, 53 W. 
Jackson Blvd., Chicago 4. 


Heater Bulletin 
Here is a bulletin designed 
to bring dealers up to date on 
a line of direct gas or oil-fired 
heaters, made in floor, horizon- 
tal and inverted suspension 
models. Typical of units shown 
is an oil-fired heater which is 
fully automatic, has constant 
electric ignition, and is equipped 
with a pressure atomizing 
turner for No. 3 or lighter fuel. Units are avail- 
able in three series, with capacities of 10, 12 and 
18 gph, at 140,000 Btu/gal. Bulletin pictures 
installations of products, describes general fea- 

tures and gives engineering data in charts. 
Issued by: Airtherm Manufacturing Company, 

704 S. Spring Ave., St. Louis 10. 
(Please turn to top of page 224) 


AirTHERM 





"3 2 


i ME Wy 


OPPORTUNITY! 


MASTERFLAME! 


TODAY’S BUSINESS BUILDING BURNER! 








NCR VO GRIN 86 POLE ONE in Rie 


_ t 


Your a —, 


will like MASTERFLAME 
That’s Right! They will like the: 


4 Die-Cast Aluminum Alloy hous- 
ing — streamlined for beauty — 
designed for perfect alignment. 

4 General Electric Motor — with 
built in thermal overload and re- 
set button. 

+ Webster & Suridstrand fuel 
pumps—for powerful, silent op- 
eration. 

Super Electric 10,000 volt trans- 
former—with the Patented radio 
shielding and two year guaran- 
tee. 

Minneapolis-Honeywell controls 
for automatic dependability and 
economy of operation. 

Do your customers a favor... 
specify the Best! Specify MAS- 
TERFLAME for Original Low 
Installation Costs — in Service 
and Replacement parts. 








Burners furnished with Stand- 
Combustion Head unless 
bell Head specified. 


RB WINSTON CO. INCE 
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TEMCO’'S 
Gat 
WALL FURNACE 


Completes Home Planning 
Flexibility 


oY) 


V4) 
Za ITT) 7G Z 


ie 


2. CAZZZ 
ZZ. 


NORCG 











First — The TEMCO Gas Floor Furnace brought automatic heat 
within the reach of every home builder. Now — TEMCO offers a 
Gas Wall Furnace for installation with any type of construction. 
The TEMCO Gas Wall Furnace requires no basement, can be 
installed on first or second floors or where slab type foundation 
is used. 

Check the possibilities of a TEMCO Gas Furnace before you specify 
the heating system for any home. And-—weigh carefully these 
TEMCO Gas Wall Furnace Features: 


@ Easy to install — Fits Between Standard 16" o. ¢. stud 
construction. 





@ Lasting Porcelain E | Heat Chamber. 
@ Readily accessible control assembly. 


@ Cabinet finished in Hammer Tone and styled to Harmonize 
with Modern Home furnishings. 


GAS FLOOR FURNACES 





| vamco, Inc., Division B-116, Nashville 9, Tenn. 


Please forward complete specifications on TEMCO 
Gas Wall Furnaces. 





Address 
City 
ep State 
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Water Heater Catalog 
Patterson 


Information is the feature 
of this well-presented re- 
lease dealing with a line of 
instantaneous hot water 
heaters and heat exchangers, 
Subjects covered include: 
Typical piping arrangement; 
Instructions for selection of 
units; Tables of dimensions. 
Thirty-odd pages ot charts give complete engineer- 
ing data on all items in this line. 

Issued by: The Patterson-Kelley Co., Inc., East 
Stroudsburg, Pa. 


Water Systems Bulletin 
Customers will appreciate a 
look at this new release con- 
taining engineering data and 
descriptive details on a do- 
mestic fresh water system. 
System consists essentially of 
—s <== a pump, made in two models 
with % hp motors, and neces- 
— sary accessories. No tank. 
Pumps have capacities of 250 and 400 gph, against 
maximum suction lifts of 25 ft. Pump is made of 
naval bronze. Photographs show component parts. 
Issued by: Fadden Pump Company, Min- 
neapolis 15. 


_Jadden 
FRESH WATER SYSTEM 





Thermostat Regulator Bulletin 

A new bulletin gives deal- 
ers vital statistics on a ther- 
mostatic temperature regu- 
lator. Unit is available in sizes 
ranging from % in. to 5 in. 
Standard temperature ranges 
for units are adjustable over 
a spread of 40 deg. Tempera- 
ture ranges with an adjustable 
60 deg or more spread are available on request. 
Lever and weight type valves are made on moving 
weight adjustment principle. Release gives per- 
tinent data, and shows typical installations of 
units. 

Issued by: Lawler Automatic Controls, Inc., 


453 N. MacQuesten Pkway, Mt. Vernon, N. Y. 


e™ 





Sa i 
O New York Ciry Hovsing Projects! 


Dehumidification Bulletin 

Learn the facts about dehumidification. New 
release is concerned with too high humidity, its 
cause, the problems it brings, and what can be 
done to control it. The bulletin contains a good 
deal of information on the subject which has not 
been generally available heretofore. 

Issued by: Abbeon Supply Co., 58-08 41st Dr., 
Woodside, New York City. 

(Please turn to top of page 227) 
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CAN YOU ? 


---save time, money, 
chagrin and apologies? 


YES YOU CAN ! - 


... by installing Cash Acme 
valves for domestic hot 
water heating systems! 


Type CB-L. Pressure Control 
for Domestic Hot Water 
Heating Systems. 







6661 EAST WABASH AVENUE 


Wherever 


CONTROL 


e 

is vital 
A-100 Thermopilot 
Relay Manual Resei 


TX-5 Remote Bulb 
Package Set 
ANNA 


BX-69 Timer Thermostat 
Package Set 


MR-2-5 
Thermopilot Valve 


GENERAL CONTROLS 


810 Allen Avenue Glendale 1, California 


7 on 
Manufacturers of Automatic Pressure, ( emperature, 


Level and Flow Controls 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buf- 
fol cago 5, Cincinnati 2, Cleve 15, Dalles 1, Denver 4 
Detroit 8, Glerdale 1, Houston 6, Kansas City 2, Minneapolis 2 
Nework 6, New York 17, Philadelphia 23, Pittsburgh 22, St. Louis 
12, San Francisco 7, Seattle 1, Tulsa 6 
DISTRIBUTORS IN PRINCIPAL 
CITIES 
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By your choice of Cash Acme Pressure Control, a plumb- 
er’s time and money is saved through highest quality 
and because our exclusive inbuilt by-pass allows him 
to fill the system quickly, often saving nearly an hour's 
time. The By-Pass also sends any pipe cuttings or com- 
pound around (and not through) the sensitive seat of the 
pressure regulation. The CB-L valve illustrated at left is 
truly time-saving and money-saving. 


ASK YOUR JOBBER FOR CASH ACME AUTOMATIC VALVES 


A. W. CASH VALVE MANUFACTURING CORPORATION 
DECATUR, ILLINOIS, U.S.A. 















e_ 4a e 
inp BURNER FACTS _ 


THE SERVICEMAN’S BURNER 








ect work. 


2. Heavy soles are due to 
—low cost of upkeep 


—factory guarantee 
—national distribution in 


Write tor complete details protected territories 


New model equipped with shell head. 


RADIANT UTILITIES CORP. 
| 8817 18th AVE., BROOKLYN 14, N, Y. 





A nation-wide survey conducted by 
our advertising agency showed that 


' RADIANT burner performance is 
equal to the highest price burner. 
Yet they are priced to meet the 
lowest competition, even on proj- 


—ease of installation and servicing 
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(Guaumifeed To save 


TIME, WORK AND CASH 




















“The tougher the job, the tougher the 
tools have gotta be—for me that’s 


Rikaibs.” 












this Housing ever 
Breaks or Distorts we 
will replace it Free 






RiIBEID’s 
guarantee means no 
pipe wrench housing 

expense—at all, ever 





@ Workers everywhere like the work-saver 
features that make prima the world’s fa- | 
vorite. Housing is guaranteed against break- | 
age or distortion. Adjusting nut spins easily | 
in all sizes 6" to 60." Handy pipe scale on | 
hookjaw. Instant-action non-slip, non-lock 
jaws. Powerful comfort-grip I-beam handle 
with flared end that won’t let your hand | 
slip off. RimaiDs save your time and money. 
Buy them at your Supply House. 







— _ ee gee, 4 pe 
WORK-SAVER PIPE TOOLS 





THE RIDGE TOOL CO. © ELYRIA, OHIO 


| 
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Ls i 
Hydro-Pneumatic 
pressure system 


we <0) 


\ 


jue 


PEERLESS PUMPS OFFERS THIS 
NEW MANUAL FREE, TO HELP 
YOU SELECT PROPER PRESSURE 
SYSTEM FOR YOUR CUSTOMERS 


ALL YOU NEED TO KNOW, PRESENTED 
IN EASY-TO-UNDERSTAND LANGUAGE 


Now, for the first time, you can get in one complete 
bulletin all the information required to quickly solve the 
everyday problems presented by almost every type of hydro- 
pneumatic pressure system. This new Peerless bulletin 
contains four sections completely describing and 
illustrating hydro-pneumatic system design and layout, 
components, determinations and auxiliary equipment. 
Profusely illustrated with charts and diagrams you'll refer 
to frequently in your work. It’s one of the most helpful 
bulletins ever published on this subject. 


WRITE TODAY—ASK FOR BULLETIN B-579 

The supply is limited, so write today to the nearest office 
listed below for your free copy of this 30-page bulletin 
of engineering and practical information. No obligation, 
of course. 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 
Factories: Los Angeles, Calif. * Indianapolis, Ind. 
Offices: New York; Atlanta; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Dallas, Plainview 
and Lubbock, Texas. 
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. (Continued from bottom of page 224) 


Heating Equipment Catalog 
Heating equip- 


ment for most 
requirements is 
included in this 
new, profusely 
illustrated cata- 
log. The manu- 
facturers’ line of 
equipment from 
basic units to accessories and fittings of all kinds 
is shown. Included are units for gas, oil, coke or 
coal firing for hot water, steam or warm air. 
Issued by: Crane Co., 836 S. Michigan Ave., 


Chicago 5. 














pa 


Warm Air Heating Manuals 

The information contained 
in this series of warm air 
heating manuals, bound to- 
gether for convenience, is de- 
signed to help the warm air 
heating industry keep 
abreast of the latest happen- 
ings in the field and help 
them to sell their products. 
Included in the volume are 
nine manuals, worksheets and a number of articles 
on various phases of warm air heating problems. 

Issued by: National Warm Air Heating and Air 
Conditioning Assn., 145 Public Square, Cleve- 
land 14. 





Water Conditioning Bulletin 
Here is a new 20-page release with complete 
information on the design and application of water 
conditioning equipment. Treated are such topics 
as softeners, conditioning systems for boilers, taste 
and odor removers, aerators and many others. 
Issued by: Elgin Softener Corp., Elgin, Ill. 
(Please turn to top of page 229) 











PIPE 
NIPPLES 


Steel, Brass, Copper, Chrome 
Long Screws, Tank Nipples 
6 Gauge Siphons 


Pittsburgh NIPPLE WORKS, Inc. 


1455 Spring Gerden Ave.. PITTSBURGH 12, PA. 
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WATER 
. HEATER 
< 









@ Plenty of hot water at all 
times 

@ Precision engineering 

@ Fiberglas insulation to 
prevent heat loss 

@ Cathodic protection 
(optional) 

@ Triple extra-heavy zinc- 
clad tanks 

@ Adjustable thermostats 

@ Baffle for best efficiency 

@ Advance design 

@ Gleaming enameled 

casing 

Smart appearance 

Table-top or upright 

models 

SPECIAL FEATURES 

LECTRIC 
@ Chromalox immersion 





GAS 





@ Robertshaw Unitrol 
control 





@ 100% Automatic safety 
pilot 





@ 350-Ib. test tank 





Smart dealers win satis- 
fied customers time after 
time by featuring KOVEN. 
These outstanding water 
heaters cre precision 


engineered to insure all 
the latest advantages. A 
variety of models and 
sizes to help you fill every 
customer's requirement. 


gerUTY ECONOMy EFFICIENCY PERFORMAWc, 
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; 
This S1GN PACKS OND AIDEN so.2c.: «rev sgh inci co 


‘ structed in your trade territory, 
scores of farmers start thinking 
ail about water supply systems for 
wanes the first time. They will come to 
you as new customers if you carry 
DEMPSTER, America’s complete 
line of water supply equipment. 


DEMPSTER products have been 
the yardstick a quality for over 
70 years. They are backed by 
strong national advertising and 
a dealer-proved dealer program. 
With DEMPSTER your store can 
be “water supply headquarters” 
for your whole area! [Shallow Well 











OE ae 




















Deep Well 
® Reciprocating 
Pump 










When you handle DEMPSTER, you sell EVERYTHING for farm water 
systems! Shallow and Deep Well Reciprocating Pumps ¢ Shallow and : ee I 
Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks © Wind- “Pump . ggg 
mills © Irrigation Equipment © Distributors of pipe, fittings and S Pump 

plumbing supplies. 























DEMPSTER MILL MFG. CO. 


| Beatrice, Nebraska 


NOTT 


TELL CITY 
INDIANA 




















ROCKET TUBE CUTTER 


TRACKS PERFECTLY and Will Not Cut 
SPIRAL or THREAD TUBING! 


USE A ROCKET 


for Speed, Ease 
‘ and Accuracy 


Cuts Tubing from Vg" to 3 Ve" O.D. 
Modern Bathrooms Demand the Best! wim a rocker tube cutter you cut 


any tube quickly, easily, accurately, 
without cutting spiral or thread. 










WEIGHT 
No. 1—9 oz. 
No. 2—2 Ibs. 


MILLIONS OF KNOTT 
SEATS HAVE SOLD IN 
THE PAST 38 YEARS 
OPERATION. 





. . ° ' 
For Fine Quality and Design Select Knott! Tough Tungsten steel cutting wheels cut 
swiftly, cleanly. Cutter wheel can be 
Whether old hat bett drawn into frame for protection with 
en ee a — ~ RF way te Gres ap the 10 positive stop to prevent wheel from 
bathroom? Quality shows in the Knott seat. Great BEAUTIFUL touching rolls. 
i structi d fact di hi 
ne in ne ruction an a acture produces 08 Mother-o- TWO MODELS: 
sage quality seat. ~— of thoroughly eee ong Pearl Sizes: No. 1, 4%” to 1%” OD. 
dried hard wood. Will not warp, split, or chip. COLORS Sizes: No. 2, 114” to 3144” O.D. 
Guaranteed by replacement against faulty workmanship. Both models, 1 and 2, are made of light 
. a : White | durable aluminum alloy that does not 
— mpeg stay new looking for years longer. Black | distort under heavy pressure. 
Choice of either open or closed front. Booklet on a Pe No. 2 ROCKET Tube Cutter is the only 
request. Light Green cutter that cuts up to 34,” O.D. Throw 
Ivo | your old Hack Saw away! Get a 
Peac | ROCKET No. 2... it cuts 31,” tube 
Citrus Yellow | in 40 seconds flat! Get a ROCKET No. 1 
Tang Red | too! You save time, money, using both 


Rose | ROCKETS. 


MV NOANGRUL CMON ueniaTe SHIELDS MFG. CO. 


TELL CITY, INDIANA SHIPMENT 
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WEIGHT 
. 1—9 oz, 
. 2—2 Ibs. 
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Selling Attic Fans 
(Continued from page 108) 
comes in a rush. And the size of 
the demand is affected not only by 
the temperature, but by the con- 

tractor’s promotion as well. 

Because of the highly seasonal 
nature of attic fan sales, timing is 
of the utmost importance. The 
dealer should have adequate stocks 
on hand when the heat wave be- 
gins, and as these stocks are de- 
pleted they must be replenished 
for succeeding hot spells. 

To sell attic fans most effectively, 
the Domestic ENGINEERING dealer 
should emphasize the three main 
benefits of night cooling, which 
are comfort, health and preserva- 
tion of the dwelling. A complete 
discussion of these benefits should 
be presented at every opportun- 
ity—in advertising messages and 
in personal contacts. 

1—Comfort. By getting rid of 
concentrated heat in the attic and 
subsequently in the entire house, 
the attic fan allows cool night air 
to enter the home and lower the 
inside temperature to that of the 
outside. The result is a cool com- 
fortable home, even after the 
hottest of days. The attic fan 
creates an actual breeze which will 
dry perspiration from the skin. As 
a result, evenings spent in the home 
will be comfortable ones. When 
bedtime comes, sleep will come too 
—quickly. There will no longer 
be any tossing and turning for 
hours in sweltering inside heat. 
It will be easier to send children 
to bed early and they will fall 
asleep fast at a time when the house 
is ordinarily stifling. And the house 
will ke cooler during the follow- 
ing day. 


For Better Health 


2—Health. With a cool inside- 
the-home temperature before going 
to bed, residents will be in no 
danger of falling asleep hot and 
perspiring in a 95 degree tempera- 
ture and awakening in the morning 
with a cold due to exposure. Also, 
by falling asleep quickly in cool- 
ness, the attic fan owner will waken 
from a long, refreshing, healthful 
rest, ready to give his best during 
the day. 

3—Preservation of the Dwelling. 


During the summer months, the 
spread of moisture is accelerated 
and the resulting fungus growth 
causes deterioration of walls and 
ceilings. Because it sucks out the 
hot, high-humidity air, the attic 
fan removes the threat of rot and 
fungus growth. 

There are other specific advan- 
tages of the attic fan. It is ideal for 
large houses as it cools the entire 
house. Because it is in the attic 
away from the living quarters, the 
sound of operation is not heard at 
all, even though its sound near at 
hand is negligible when correctly 
installed. It is a permanent in- 
stallation giving long years of wear. 
It is relatively easy to install, does 
not require extensive remodeling 
of the living quarters. It can be 
financed under FHA terms of 10 
percent down and 12, 18, 24 or 36 
months to pay at 5 percent interest. 


Reaching the Customer 


In selling attic fans the dealer 
may find it advisable to focus on 
middle and upper income groups— 
reaching them through personal 
solicitation, direct mail, or both. 

Building contractors and archi- 
tects should be contacted in order 
to get them to install attic fans, 
since installation is so much easier 
while construction is underway. 
With 6% billion dollars of home 
construction going up this year, 
heating contractors should find that 
selling to the building trade is 
profitable. Convince the building 
trade that every truly modern 
home must have ventilating equip- 
ment and that the attic fan is a 
particularly good type for many 
situations. 

The added sales appeal of an attic 
fan will certainly outbalance the 
small added cost. Too, an attic 
fan installed in a model home will 
be seen by many people who just 
visit these homes to see the latest 
innovations, and they may become 
interested in having an attic fan 
for their own homes. Promotion to 
the public through builders and 
erchitects would be based upon the 
economic fact that installation in a 
home under construction is much 
lower in cost than when the fan 
must be installed in an existing 
structure. 
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Home Insulation 
(Continued from page 112) 

“General, mineral products are 
desireable because of their re- 
sistance to fire, electrical short 
circuits, moisture, termites, ver- 
min and decay.” 

An existing building is insu- 
lated by blowing the loose type 
through a pneumatic hose into 
all enclosed spaces, and fitting 
batts or blankets between studs, 
joists and rafters where there is 
space for a man to work. The 
work does not interrupt house- 
hold or business routine, be- 
cause it is done from the outside 
and can be done at any season 
of the year. 


Insulation Saves Money 


(Continued from page 113) 
the rest of the house. 

From the health standpoint, in- 
sulation noticeably decreases 
drafts, the U. S. Bureau of Mines 
states, making all areas of living 
quarters comfortable end reduc- 
ing the danger of colds caused by 
draughty conditions. The same 
barrier also brings about cooler in- 
terior temperatures in summer, 
providing year-around comfort. 

The saving in interior painting 
and redecorating costs is not in- 
considerable. R. A. Neilsen of the 
Westinghouse Research Labora- 
tcries discovered that dirt is de- 
posited more slowly and in smaller 
quantities on_a ceiling insulated 
with mineral wool. This is because 
dust-laden moisture has a natural 
affinity for surfaces colder than the 
air temperature of a room, and an 
uninsulated wall or ceiling is some- 
times 10 to 11 degrees below the 
interior air temperature, whereas 
insulation cuts the difference to 
only 2 or 3 degrees. The result is 
fewer, less frequent lath marks. 

The Bureau of Mines study states 
that there is such a wide-spread 
demand for insulated houses as 
living quarters, that in the event of 
a resale an insulated house is more 
easily marketed. It is also a better 
mortgage risk, because the bor- 
rower’s cash position is improved 
by decreased fuel expenditures, 
and because of the less frequent 
need for redecoration. 
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MERCOID 


- AUTOMATIC CONTROLS FOR HEATING, AIR CONDITIONING, | 


- REFRIGERATION AND VARIOUS Bnet em APPLICATIONS : | 

E ONLY 100% MERCURY Se 

swiTcH EQUIPPED CONTROLS | 

The distinguishing feature of Mercoid Controls = | 

is the exclusive use of rcoid hermetically . | 
sealed mercury switches. These switches are * 
not subject to dust, dirt or corrosion, thereby : 

assuring better performance and longer control + 

life. The items shown below are but a few ; | 















miscellaneous items. See Catalog No. 700 for + | 
the complete line. 4 


4 Oil Burner Safety 
: Low Voltage Thermostats Line Voltage Thermostats and ignition Controts 
If you heve a problem i ving the | tic control of pressure, 
temperature, liquid level, hani etc., it will pay 
you to consult Mercoid’s engineering staff — always et your service. 








Manvt of Dependable A ic Controls for Over A Quarter of A Century 





THE MERCOID CORPORATION - 


SUSPENDED OR FLOOR MODEL — 


——— 


| 
NUhaen Gane | y | 


4223 BELMONT AVE. CHICAGO 41] - ILL 





REZNOR 


GAS UNIT HEATER ~~ settined 


ee 


ASK FOR PROOF THAT REZNOR 
GETS BUSINESS FOR YOU! 





e Shout “'... more business’ just once, and Reznor 
is on the job with its highly salable, profitable 1950 
heaters and plenty of selling helps. Sold every day by 
thousands of dealers for stores, offices and industrial | 
plants. Write now for full information on Reznor 
heaters—the world’s best seller. 


Gas Unit Healers Since 1666 


REZNOR MANUFACTURING CO. 5 UNION ST., MERCER, PENNA. 
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How Joe Christner Sells 
(Continued from bottom of page 98) 


lasting and more beautiful lawns. 

By this time, the housewife is usually convinced, 
and invites Joe back at another time when her 
husband will be home. 

On the return call, if it appears that the prospect 
is on a budget, Joe will fortify the same sales story 
that was given earlier with a complete explana- 
tion of the FHA system of financing, which is 
available to all of Joe’s customers. 

This presentation, as well as the company’s 
newspaper advertisements (see typical ad, page 
97), is usually directed at mass, limited-income 
markets. 

When calling on prospects who are able to 
afford a deluxe job, without recoure to a budget, 
Joe simply explains that he is qualified by train- 
ing to make a top quality installation complete 
with timing devices, and so on. 

The best prospects in the mass market, Joe 
believes, are young employed couples. They gen- 
erally have little time to devote to caring for 
a lawn, and yet they are anxious to keep theirs 
on a par with others in the neighborhood. 

Many of the facts and figures from Joe’s presen- 
tation book, which can be used by other contrac- 
tors in their sales calls, will be listed in the second 
article in this series, scheduled for next month’s 
issue of Domestic ENGINEERING. 


WELSBACH. 
CIRCUTROL VALVES 
SUTROL VALN 


FORCED FLOW HOT WATER 
_ - HEATING SYSTEMS 







 bach-Kitson 


rugged, precision 





make. Completely 
machined regula- 


tor shutter. Easy 


#601 
SWEAT CONNECTIONS 


to install, easy to 


For adjusting flow rate 
in radiant floor, wall, 
and ceiling panels. 
Screw driver slot ad- 
justment. List: 2”’— 


adjust. 70 years 


experience in de- 





sign and manu- 


$1.50; 34”—$1.80 


SWEAT CONNECTION facture are your 





AND MALE UNION guarantee of 
WITH WHEEL HANDLE 1 
A quarter turn of handle toric 
opens valve smoothly. 
| For use with concealed “4 
or convector type radi- 
ators. List: 4g”—$2.50; 
3f92 80 THE 
#604 RIGHT ANGLE SWEAT 
CONNECTION AND CORPORATION 
MALE UNION 
Eliminates need for ori- : 
fices or adaptors. Screw 
driver slot adjustment KITSON DIVISION 
permits readjustment 
while system is in oper- 1500 WALNUT ST. 


ation, thus eliminating 
inconvenience of drain- 
ing. List: 4”—$1.90: 
%4"—$2.20 


PHILADELPHIA 2, PA. 
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Ps _ 
— «CC 33 — a 


* * 
Automatic Hot Water Air Vent 
@ Fast or Normal Venting @ Designed for pressures up 
@ No adjustments Necessary -tepplilenena 
@ Finest Quality Brass 
@ Easy to Install High Polish Chrome Fin- 
@ No Maintenance or In- ish 
spection 





@ Completely Safe... Rolled 
edge prevents venting plug 
from popping out when in 
fast venting position 


THE KEENEY «| SMO FOR HOT WATER HEATING SYSTEMS hummnnne 


MANUFACTURING = 
COMPANY 
Manufacturers of Plumbers’ Brass lj 
Goods and Heating Specialties 


“BASEBOARDS UNIT HEATERS CONVECTORS RADIATORS 


eas 







Complete information 





in Ventmaster Bulletin /) 
V-10. Write today ! 


PATENT 
APPLIED FOR 






Newington, Conn., U.S.A. 














a Winks 56 ; : ee Se 























OHNSON BURNERS 


cally SAVE 0; 


TER GAUGE 
RTERS 











In HOMES, Johnson Burners give or se The Swift 155 Water Gauge and Mh 
HOSPITALS ‘ a ee 08 pode maa 192 Tri Cock have been especially | 
HOTELS no tag h ners ee. gana designed for domestic heating | 
\ they capture and utilize an ex- , : 
FACTORIES ceptionally high percentage of boilers. They are standard equip- 
STORES 4 the heat generated in combustion. ment on many leading makes of 
\ This extra “efficiency” is the domestic boilers. | 
= \ product of 47 years of oil-burner Swift has a complete line of low | 
ee . en oe ee and high pressure water gauges for 











\ paying off in homes, skyscrapers 
- wherever | and industries all over the nation. 
dependable : It can save fuel oil and money 





all types of equipment. Swift Water 
Gauges can be supplied with any 
length, size, and style of Pyrex 





automatic heat for you. Let your Heating Engi- Ne. 155 ~ 
is needed! y weer or your nearest Johnson | gauge glass and guards. o. 

4 Dealer show you why and how. | Swift products are backed by a 

more than 60 years experience in (k= : 


“ | 
| the manufacture of quality brass 
S.T. JOHNSON co. goods. Write for latest catalog. No. 192 


940 Arlington Ave. 


Oakland 8, California | 
| LUBRICATOR CO., INC. 
Philadelphia 8, Pa. 20 East 14th Street 


ELMIRA, N. Y. 
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| I) PLUMBING SPECIALTIES U/ INN Ac 
— AIR INLETS « AREAWAY DRAINS © ASH PIT DOORS * BACKS, BATH TRAPS © BOILER = * 
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¢ DRAINAGE | 
FLANGES ¢ Fil 


GREASE TRAP 





e LADLES * 





Caulk or Screw Outlet. Sizes 2” to 6”. 


PEDESTALS * 
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I SEE CHUMLEY GOT THE 
MIDDLE SHOWER AGAIN- 
THATS THE. ONE WITH THE 


JOSAM MODERATOR ESIGNED for , 


MIXING VALVE, Any pitch of roof. 


c. 
as oth 
dures 
profit 


ctieetietietinnstnetinetintinatinestiess 





In 
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flow t 
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just a 

It’s 
easy Cc 
referr 
marie: 
it is iy 


OATEY Flashings fit any pitch of | 
roof, from flat to 45° .. . they’re | 
! | permanently leakproof because they | 
all fit right. Usable with all stand- 


a-d and extra heavy soil pipe. 









@ Oatey Flashings meet any 
code requirement. 








Descrii 

The 
signed 
out is 
the ste 
to ind 
form f 
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turer | 











@ Available in all sizes. 


@ Fit extra heavy as well as 
standard pipe without fitting 
or trimming. 


@ No buckling or breaking. 


@ Oatey Flashings in Aluminum, 
Galvanized, Copper; all icad 

















This situation may get a laugh, but it’s dangerous, 
and therefore represents a real selling opportunity 
for you. The Josam Moderator Shower Mixing Valve 
keeps hot and cold water “in balance’”’ . . . pre- 
vents scalding streams or icy blasts. It’s a “wanted” 
item. Get the full story by writing for literature 
today. 


JOSAM MANUFACTURING CO. 
304 Josam Building Cleveland 13, Ohio 


cast. 
@ Sold only thru JOBBERS. 
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Accounting . . . for Profits 

(Continued from bottom of page 103) 
maintained in a “current summaries” file. A sam- 
ple weekly report, marked “7”, can be seen in the 
illustration on page 101. 

The third step takes place at the end of the 
month. The four weekly reports are spread in the 
same manner and the figures are cross-added onto 
a fifth form (8). This form then becomes the 
monthly report, showing all the money spent and 
money taken in by the business over the complete 
period. 

An accumulation of these forms over any de- 
sired period, monthly, quarterly or semi-annually, 
then constitute the fourth and final step. These 
summaries flow into the balance sheet (9) and 
finally the profit and loss statement (10). These 
forms and how they are developed will be thor- 
oughly explained in a later article, but by way of 
illustration, the effect of this one purchase and 
payment of the invoice will be followed through. 
The actual steps are as follows: 


Affect on Inventory 

a. The purchase of goods would increase inven- 
tory. Therefore, $100.00, the amount of the in- 
voice, is transferred directly to the increase col- 
umn of the balance sheet on line 12, inventory. 

b. The net amount of the check, $99.00, line 37, 
represents a decrease in the bank account. There- 
fore, this is transferred directly to the decrease 
column, line 3, cash in bank. 

c. Cash discounts taken, line 38, being classed 
as other income in all standard accounting proce- 
dures, is transferred directly to line 38 of the 
profit and loss statement. 

In this illustration, for the purposes of simpli- 
fication, we’ve carried forward only a single pur- 
chase and payment by check to show how they 
flow to the cumulative figures on the statements. 
Normally, of course, many transactions would be 
handled, but essentially the procedure would be 
just as simple. 

It’s significant, too, insofar as saving time and 
easy operation is concerned, that the only records 
referred to were the summaries. Since the sum- 
maries are self-proving, if an error does occur, 
it is immediately discovered. 


Description of Statements 

The statements themselves are single sheets de- 
signed to be most easily understood. Filling them 
out is practically a mechanical proposition since 
the statements have numbers in the source column 
to indicate the line numbers on the summary 
form from which amounts are copied. When filed 
in a spread-out cover, available from the manufac- 
turer of the forms, the statements become a com- 

(Please turn to top of page 234) 
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All Around the Town... 
All Around the Clock... 


Oth. 
NEPTUNE 


SHOWER 
TIME! 


Yes, the NEPTUNE shower way is the choice 
of all who know shower bathing at its best. 
Any time, in any home, a NEPTUNE Shower 
Cabinet is a big hit! That’s why it’s smart to 
stock NEPTUNES . . . display them in a prominent 
spot .. . they really sell. 


Lightweight aluminum panels have baked-on white 
enamel that’s sanitary, easy to clean, waterproof. 
Shower heads and arm (plus all other brass fixtures) 
are chrome plated. Sill and crown in black enamel. 
Non-skid DEXITE receptor. Beautiful plastic shower 
curtain included. 








e Attractive 
e Efficient 
e Profitable 


Has only five pieces to assemble. 


Simple to instali. 
make a one piece, 


Parts fit together perfectly .. . 
leak-proof unit. All panels drilled for right or left 
hand installation. Two compact sizes: 30x30x77 and 
32x32x77 inches. Shipping weight 200 pounds. 


Write for 
Further Details 
Today 


THE DEXTONE COMPANY 


NEW HAVEN 3, (PLUMBING DIVISION) CONN. 








PLUMBING CONTRACTORS 


Make 


PROFIT 
Installing 
A. C. OUGHTON 
Scientifically 
















Engineered 


LAWN SPRINKLING SYSTEMS 
ROOF COOLING SYSTEMS 


—a profit making line fitting right into your 
regular business. Use your own personnel; 
A. C. OUGHTON CO., or any of their many 
representatives give you expert planning 
help. Cash in on the fast-growing demand 
among Residences, Churches, Hospitals, 
Parks, Cemeteries, Industrial Plants. Every 
installation sells others. Since 1922 OUGH- 
TON Sprinkling Systems have been known 
as the finest—trouble free, dependable. 
Write for Price Bulletin #107 and in- 
formation on how to profit from this 


lucrative, prestige-building business. _ 


A.C. OUGHTON CO. 


2312 TOUHY AVENUE 


WRITE TODAY CHICAGO 45 ILLINOIS 
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ARMSTRONG BROS. 


Better aaa’ TOOLS 





“ARMSTRONG BROS.” Three Wheel and Standard 
wheel and roller Pipe Cutters are quality cutters 
throughout . . . built to give years of good service. 
“ARMSTRONG BROS.” drop forged Pipe Cutters are 
built for lifetime service with 1-piece drop forged 
steel heat treated body and a repl 

steel nut to take up the weor and thrust of handle 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They cut rapidly 
and easily, hold their keen edge. 








Write for 
‘Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 











e IN ESTIMATING 
e IN BUYING 
e IN SELLING 
e IN BILLING 


e IN CHECKING 
INVOICES 


Let Bradfo 
be Your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


WRITE FOR COMPLETE INFORMATION TODAY 


The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
. J 
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| Accounting... for Profits 

(Continued from bottom of page 233) 

| parative report from which the story of the busi- 
| mess can be seen at a glance. 

The four forms in this system take the place of 
| the usual cash received record, check record, in- 
| voice record, sales record, general journal and 
| general ledger. Installation of this system is sim- 
ple regardless of the record-keeping method pre- 
| viously employed. Preparation of an opening bal- 
ance sheet in the same manner as an opening bal- 
ance sheet for any accounting system and inser- 
tion of verified bank balance on the first line of the 
check duplicate opens the system. 

There are many hidden advantages to manage- 
ment in this system in addition to simplicity of 
operation and the production of comparative 
financial reports. 

In the first place, nowhere in this system are 
debits and credits emphasized. No formal knowl- 
edge of bookkeeping is needed to fill out the daily 
reports, check duplicates or to complete and prove 
the summaries. 

Besides, the records which are easily main- 
tained by untrained office help, can then be turned 
| over to a competent professional accountant for 

compiling the final statements. This gives you the 
| advantage of economically having expert help 
without the expense of maintaining a full-time ac- 
countant when the work doesn’t warrant it. 








Tax Returns Simplified 

There is one other outstanding advantage in this 
simplified system. The preparation of an income 
tax return becomes a routine clerical operation. 
In several instances, accountants have attached 
carbon copies of the year-end financial statement 
to form 1040 in place of the usual voluminous 
schedules. To this they have added a copy of the 
schedule of depreciation which was prepared at 
the beginning of the year. In effect they have sub- 
| mitted a copy of their general ledger to the Inter- 








(Please turn to top of page 236) 


BRASS FITTINGS 


| $ FOR COPPER TUBING CONNECTIONS— 
| STRAIGHTS — ELBOWS — TEES — ETC. 
FAST MOVING ITEMS — EASY TO STOCK — EASY 10 SELL 


THE LORRELT FITTINGS (, 
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Roof Drainage Problem? 














place of 


Only 
ord, in- 


nal and 


| is sim- can offer so 


10d pre- 


ing bal- 4 
zh. | Many sizes 


come (IM SO Many : 
a MODELS ““@. | ...with Interchangeable Features 


No. 1148 


ALL PURPOSE DRAIN 











Fy . 
icity of 
sarative Mission Automatic Gas Storage Heaters geen Roof Drains —_ in coer advertisement are furnished 
de in a variety of models and sizes | wit t e Boosey patented clamping device which secures the roof 
oe mace Yy : ; | flashing material by means of 4 XH hex-head brass bolts. These 
ein ‘are to fill the water heating and storing needs | are tightened down into tappings provided for them in the drain 
of homes, large or small, and for every | body without coming in contact with the flashing, thus eliminat- 
knowl- e ial blish ing the piercing of flashing material and furnishing a dependable 
dally kind of commercial establishment. | water-tight connection. 
d No. 1148 ROOF DRAIN 
rove (Itlustrated at left) 
P 6 SIZES | ee ee upehde 
caulk or threaded out- 
Premium Water Heaters lets. Where expansion 
main- joints are required, 
specify Boosey No. 665 
turned 6 SIZE Ss cast iron expansion joint 
wit u iron pipe 
° diameter cast brass 
ant for Intermediate Water Heaters sleeve with octagon 
Ae shoulder for w h 
Aue the As well as a choice of Water Heaters suitable rip. (Furnished with 
rt help for competitive bid work and housing projects. lias Tutiat tae 
ime ac- CORONET specified.) 
t. 
The Boosey No. 1148-AC 
was designed se provide 
3 ° permanent, predetermine 
-In this depth —— on er 
. in accordance with the 
income soantes ments of some 
: types of air-conditioning 
ration. he t § © j 0 ke practices. Removable 
brass plug is furnished for 
‘tached draining the roof when 
necessary. (Illustrated at 
tement IA i Cc E right.) 
minous A p P L 





No. 1148-DC 
with Adjustable 
Deck Clamp 
Two-piece split cast-iron ring 
for anchoring drain to a roof 
deck (with thicknesses ranging 
from 1144’ minimum to 214” 
maximum) is secured by % 
heavy brass bolts which 2/e 
tightened into tappings pvo- 
vided for them in the drain 
body. This Deck Clamp secures 
the drain solidly to the roof 
deck, thus preventing damage 
to the roofing material due to 
expansion and contraction of 
the downspout. (Illustrated at 
a left.) 
No. 1148-DC (Specify No. 1148-A if con- 
crete anchorage flange is re- 
quired.) 


of th 

react | CORPORATION 
Moat HYDE PARK STATION 

| Los Angeles 43, California 
TINGS 
IONS— 


— ETC. 
TO SELL 





MISSION 
CRENSHAW 



















For No. 1148 Side Outlet type roof drain specify 
Boosey No. 1150. 


For Chicago Code Type drain with increaser specify 
Boosey No. 1148-B. 


SEND FOR COMPLETE BOOSEY CATALOG 


NORMAN BOOSEY MFG. CO. 


Division American Skein & Foundry Company 


















420 NORTH LA SALLE ST CHICAGO 10, ILLINOIS 





MISSION MISSION 


HI-RECOVERY 
BOOSTER RANGER 


CIRCULATOR 
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Don't Waste Time and Money 
Replacing Leaky Washers 


We guarantee ‘‘Good’’ Neoprene Concave-Cushion Wash- 
ers to last longer and wear better than any other washer 
regardless of make or price. 


In one of the largest housing projects 448 washers of 
10 different brands were installed and ‘‘Good’’ Washers 
out-lasted all of the others. 


“Good’”’ Washers last longer because of the superior 
material used and because their concave shape provides 


<> 


four times more sealing surface, 
which makes it unnecessary to use 
as much force to close. This means 
less friction and less wear. 





They withstand hot water with- 
out losing resilience. 





GOOD MFG. CO., INC. 
191-197 Lincoln Ave., New York 54, N. Y. 


ml CTololo MM N(-Xe) ola =Val= 
Washers 


COMPLETE INFORMATION 


CONCAVE 
CUSHION 












Mr. E. A. Oliver 
756 N. Milwaukee Street 
Milwaukee 2, Wisconsin 


A. H. Baker & Sons Company 
20 E. Front St. 
Media, Pennsylvania 


M. M. Bayard 
P. O. Box 2389 
Sarasota, Florida 


Grosberg & Rosenthal 
759 Venice Building 
Los Angeles 15, California 


The Schutze Sales Company 
1999 North Snelling Avenue 
Mr. George Berger St. Paul 8, Minnesota 
1027 Walton Avenue 
New York 52, New York 
Sneed Sales Company 
401 North Haskell Avenue 


Dallas 1, Texas 


Mr. C. N. Berkebile 
1924 Broadway 
Pittsburgh 16, Pennsylvania 


Blamo Associates Mr. Robert J. Kruse 
(Formerly Blackmore) 3605 Hemlock Avenue 
721 N. Sawtelle Avenue oe polis 5, Indi 
Tucson, Arizona 





Mr. Neil M. Walker 
5939 Clemens Avenue 
St. Louis 12, Missouri 


bh 4 
D. J. MURRAY MANUFACTURING CO. 


Mr. Jock C. Burns 
25 Highland Drive, West 
Seattie 99, Washington 
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Accounting . . . for Profits 

(Continued from center of page 234) 
nal Revenue Dept. in support of the income tax 
return. In every instance, the Department has 
welcomed this method of reporting. 


This article serves to introduce you to the sys- 
tem and gives you an over-all picture of how it 
works. Next month, a detailed account of how it 
works to improve your accounts receivable will be 
presented in Domestic ENGINEERING. 


But We Aim to Grow! 
(Continued from bottom of page 154) 

Mrs. Selle laughed slightly. 

“Well, I guess ours isn’t so bad as that, is it? 
This picture really shows how much room those 
old furnaces take up, doesn’t it? Why is that, 
anyway?” 

“Mostly, I suppose,” answered Bill, “because 
the furnaces were cylindrical in shape, and the 
round ducts, installed radially, hung too low. 
Nowadays, furnaces are usually rectangular, 
can be installed right next to the wall, and the 
duct work is mostly all flat and can be installed 
between the joist spaces. Here, take a look at 
this picture of the same place after we installed 
a new heating system.” 

He handed her a photograph of a gleaming 
new furnace with aluminum-sprayed flat ducts. 

“My goodness,” said Mrs. Selle, “Is that the 
same place? It doesn’t seem possible that a fur- , 
nace could make such a difference.” 

It was pretty obvious, after that, that Bill had 
convinced her that a new furnace was what she 
needed. He looked over the house a little more 
and told her he would be back the following eve- 
ning when her husband was home. In the mean- 
time, he would prepare a rough estimate of the 
cost of heating system improvements, which he 
would bring along with other pictures of his line 
and some colored slides in which they might be 
interested. 

(Please turn to top of page 239) 
BALL 


SHERWOOD 86-A Cocks 


for Quiet Action... Sanitation 


The SHERWOOD 86-A is__ that the 86-A prevents the 
nationally appreciated for contamination of water so 
its quiet, instant action; its often caused by back- 
contribution to safeguard- ayPhonnge: Sy ature Yee 


f 
ing the health and nerves of puctemere = tenele-“ee 


- “ag long lastin pert: cone 
its users. For it is known specify SHERWO 





SHERWOOD BRASS WORKS, 6331 East iaien, — 1 
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a TT 
Cooling Tower Service | 


Weer 
ASU 


~ PUMPS. 


AVAILABLE FROM STOCK 
PRICED TO SELL 








| 






LOW OPERATING COST 
PROVEN PERFORMANCE 


write for BULLETIN RU-5500-B 


The PUMP tor cooling towe, 


Ond other building service, 
approved by architects and engineers. 


| PUMP | 
WEIll company 1520. FREMONTST. CHICAGO 22, ILL. 


LOWER YOUR os, TO FIT i 
SERVICE COSTS 


SERVICE WORK NEEDS 

Compartments in the Service-Master are 
equipped vith shelves and parts bins . . . 
there’s a place for all tools, parts, and 

. .. speed up calls, reduce return trips, and be 

prepared for emergencies. It’s easy . . . when 

you carry a complete workshop to the job site in 

an efficient, “designed for service work”... 


supplies. 
@ 
see " 
OMTE ef 


FIG. 5O01A 











Doors are weathertight . . . have built-in 


locks. 
Service-Master is of all-steel construction 
. - . built to last. It can be remounted time 


and again on a new chassis. 


FOR ALL Ya, %, 
and 1-TON TRUCKS 










ca 






Gentlemen: Please send me complete information on the * — 








Service-Master Body and the name of my nearest distributor. i 
j 
NAME 1 
ADDRESS 
city STATE 1 OPTIONAL EQUIPMENT INCLUDES: 





@ Overhead ladder rack 

@ Side mounted pipe racks 

@ Vise bracket 

@ Rear bumper and safety step 

@ Telescopic steel roof and endgate enclosure 


COMMERCIAL BODY DIVISION 


McCABE-POWERS AUTO BODY CO. @POWabRS) 


TRAILERS 


5900 N. BROADWAY > ST. LOUIS VS, Mee 
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in service! 


Johns-Manville Transite* Flue Pipe has for nearly 
20 years enjoyed a reputation for dependable, eco- 
nomical service in thousands of installations. Proof 
of its many practical advantages is shown by the 
fact that there are more than 50,000,000 feet of 
this asbestos-cement pipe in use! 



















For complete details, write for folder TR-84A. Ad- 
dress Johns-Manville, Box 290, New York 16, N. Y. 








*Reg. U.S. Pat. Off. 
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§/¥| Johns-Manville TRANSITE FLUE PIPE’ | :.. 


PRODUCTS FOR VENTING DOMESTIC GAS-BURNING APPLIANCES nec 
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T HEATING EFFICy¢ 
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Most Accurate | GREATEST ECONOMY Con 



























































Mixer Made ) secon one oot “4 , 
= sno 
W idely used for X-Ray SAFETY VALVE STEAM OR WATER OUTLET h ' 
and Color Film develop- avi 
ers and other processes | Be ie ca ale W 
i requiring exact control; | d 
y 2 | To\ 
ee also for shower baths. | lian 
Cie Thermostatically mixes hot | Tae oa oe 
6 to 10 am and cold water and delivers a mixture FLAI 
per min. at any constant temperature required. | yo rags: at 
€ Outstanding for its quick acting re- | : i at 
Other Controls for sponse to any change in temperature | Sua, 10 NTE 
Capacities up to setting or changes in supply line - COM 
10,000 gals. per min. temperatures or pressures, ReTiMn CMAECTIONS 
Co 
Write for Bulletin 358-H 
Flares e 
The Powers Regulator Co. cuter OEY Par and co 
2716 GREENVIEW AVENUE, CHICAGO 14, ILLINOIS 3/16", 
. . 47 *ee ” 
Offices in Cities @ See your phone book 848 Flush Jackets Are 2’, 


Supplied on Sizes i 
6 _ on ane without 
vise and 


MANUFACTURERS OF efficient 
FIME BOILERS BUILT OF STEEL Dist 
FOR THE SMALL HOME, SHOP OR FACTORY ribu 


NORSE BOILER CO..INC. cuioNtoa>, mud 


ASME G 
FHA Approved 


$5 Yers CP QWERS 


OF 


WATER TEMPERATURE CONTROL 
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But We Aim to Grow! 
(Continued from center of page 236) 

As we were getting into the Ford, Bill told us 
that he would use essentially the same sales talk 
with her husband, the emphasis then being a 
little more on the convenience and economy 
angles. 

We asked Bill why he had shown Mrs. Selle 
a picture of an old furnace in worse shape than 
her own, instead of using the “people with a 
better unit than yours felt they needed something 
new” idea for a sales talk. 

“Well,” said Bill, as he signaled for a left turn, 
“that’s what you might call a merchandising odd- 
ity. People who realize that they need a new 
system still don’t like to feel embarrassed about 
the condition of the old one. By showing them a 
unit in worse condition, I save them that embar- 
rassment and also the bother of making excuses 
for their own unit’s condition. They seem to be 
grateful, and sales come easier. Besides, it’s al- 
ways better to use a positive approach than a 
negative one.” 

After the call-back, the rest of the Otwell mer- 
chandising program follows the usual lines except 
that there is more of an emphasis on quality serv- 
ice to promote repeat business and other leads. 
There is a demonstration in’ the showroom if it’s 
necessary, the closing of the sale, the installation, 
a service sticker on the unit, a follow-up call to 
take pictures and make adjustments. Then, after 
completion of the job, Bill notifies the fuel com- 
pany of the installation. 

At the railroad station, Bill helped us with our 
baggage and watched as we bought our ticket. 

“Well, it’s been nice seeing you,” he said. “I 
hope you have all the information you wanted. 
Come back in a few years, and maybe I'll be able 
to show you around a nice big showroom and 
shop. At any rate, I hope so. In the meantime, 
have a good trip.” 

We shook hands, and Bill got into the Ford and 
drove off. 


FLARING DIE 
WITH = 
COMPRESSOR 


Compact, Fast and Simple 


™ 


















Flares end of copper tubing quickly | 
and correctly. Seven flaring dies 
3/16”, 1/4”, 5/16”, 3/8”, 7/16", 
1/2”, 5/8”. It does a speedy job 
without the aid of loose dies or a [| 
vise and is compactly made for more |— 
efficient use. 


Distributors Wanted—Write Today 


ZOERMAN CLARK MFG. C 


‘Price $3.95 
JACKSON, 
“MICHIGAN 
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FOR THAT SUPERIOR “JAMECO” FINISH 
FOR GREATER STRENGTH 
FOR MAXIMUM CUSTOMER SATISFACTION 


All “Jameco” Tubular and Cast Brass Fittings Are Now Sup- 
plied With BRASS NUTS At No Extra Cost To You! Many 
plumbing contractors prefer brass nuts on all “Jameco” fittings— 
and customers like the superfine CHROME PLATE, SATIN 
NICKEL, or POLISHED BRASS finish that brass nuts make 
possible. JAMECO is always seeking better ways to make 
better products for you. See our BEST SELLER Catalog, the 
big guide to the “Jameco” complete line of tubular and cast 
brass products. 


USE JAMECO PRODUCTS FOR YOUR HOUSING JOBS 7 ~_N 
JAMAICA BRASS MFG. CO. 


150-20 SOUTH STREET, JAMAICA 4, NEW YORK 















Don't Get Your 
FINGERS BURNED! 











Get the Air-Cooled 1951 Model SUPER-SAW Air- 
Cooled, Pats. Pend. The saw with the “blower on the 
top” drives a cooling stream of air through the fool, 
making it comfortable to handle. The exhaust air blows 
sawdust and chips from the cutting line. You don’t need 
gloves or handles to run a SUPER-SAW! 


“Roughing in’ warm air heating, plumbing or air con- 
ditioning requires a tool that is built from the “inside 
out.” SUPER-SAW has that “built-in’’ toughness that 
gives you long wear and trouble-free service. SUPER- 
SAW is carried by better jobbers in U.S.A. or Canada, 
or, upon request, we'll send you free illustrated booklet. 


RCS TOOL SALES CORPORATION 


Dept. DE Chalstrom Bldg., Joliet, Ill. 
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San-O-Lite 
SEATS and COVERS 


NOW AVAILABLE FOR IMMEDIATE DELIVERY 





SEAMLESS — ONE PIECE — MOLDED 


San-O-Lite Seats and Covers. Well designed, properly engineered, 
expertly produced. San-O-Lite Seots will give a life-time of trouble- 
free service. Durable molded-core production with either enameled 
or sheet plastic finish, solid brass chrome-plated fittings combine 
to make a long-lasting product of absolute top quality. Write for 





prices and descriptive literature. 


SANITARY SEAT MFG. CORP. 


4220 OCEAN PARK AVE. VENICE, CALIF. 


A WINNING 
SHOWER CABINE 


[x]The Popular VOTE “Py [) ); 
Goes to *VOGT | oe 


FOR ALL YEAR ‘ROUND 
ACCESSIBILITY! 


Yes! For a business winning 
shower cabinet you will find the 
*“VOGT a sure winner. Your cus- 
tomers will recognize it as the... 


QUALITY STALL... 


they would elect to have included 
in their building or remodeling 
plans. 

*VOGT Shower Cabinets are avail- 
able in steel or aluminum. The 
aluminum shower cabine's are 
Rust-Proof, rigid, durable, heavy 
gauge special alloy aluminum with vitreous or stone base. If your 
customers prefer, “VOGT also supplies the steel shower cabinets, 
made of rust-resisting, durable, rigid, heavy Armco Zinc Grip Steel. 
Panels are white baked enameled. Glass and aluminum doors also 
available. 

















*VOGT, pronounced as VOTE 


VOGT BROTHERS MFG. CO. INCORPORATED 


LOUISVILLE 3 1404 W. MAIN ST. KENTUCKY 
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Oil Burner Servicing 
(Continued from bottom of page 140) 

Combustion safety controls are designed to al- 
low the oil burner to run for a short time in order 
to establish whether or not it is operating with 
fire. This type of control allows the burner to 
continue to operate in the presence of fire, but 
shuts off the burner in the absence of fire within 
a short time from the initial burner start. Com- 
bustion safety controls have a built-in safety 
switch that shuts off all power to the burner in 
the absence of fire in a short time. This switch 
is usually the lockout type, preventing burner 
action until it is reset manually. Since combus- 
tion safety controls must be sensitive to the fire, 
one might conclude that the best location for it 
would be close to the fire, where the control could 
detect the presence or absence of flame quickly 
in order to bring about rapid shutdown if neces- 
sary. This is a good idea, but the catch is in find- 
ing heat-sensitive materials that would stand up 
under the 2000 or more degree temperature in 
that region. The most common practice has been 
to use bimetal that can withstand 1000 or more 
degrees without damage and then placing the 
combustion safety control element at a point 
somewhat remote from the fire. For convenience, 
the control is usually located on the smokepipe 
close to the furnace, where the temperature may 
vary from 400 to 1000 degrees with different in- 
stallations. This location has caused combustion 
safety devices to become known as stack con- 
trols. Where the stack is too cool for good opera- 
tion, or for other reasons, combustion safety 
controls are sometimes mounted on a clean-out 
door or plate closer to the fire. 


Stack Control Operation 


Because of the necessarily remote location of 
the stack control, it requires some time for the 
control element to “feel” the fire. The safety 
switch must allow for this, and not shut off the 
burner until the element is sure there is no fire. 
A 90 second starting period is allowed in most 
stack controls before safety shutdown occurs. 


While clocks have been used for this 90 second 
timing purpose, the timing device need not be a 
clock. Instead, it is generally a small strip of 
bimetal set close to an electrical resistance. Dur- 
ing the starting period this resistance heats up, 
warping the nearby bi-metal, and causing it to 
move toward the lockout position. The action 
of the stack bi-metal causes the safety timer to 
be removed from the electrical circuit. That is, 
as electrical current goes to the oil burner motor 
and ignition, the stack switch timing device starts 
to trip to break this electrical current to the 
burner unless within 90 seconds firing occurs. If 
within this time the oil burner safely ignites, the 


(Please turn to top of page 243) 
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made to order 
to fit any space 


When you order an Alberene sink, you don’t have to 
alter your laboratory to fit a stock size. Alberene 
sinks are made to your order . . . in any dimensions 
...to fit any space. Just send us complete dimensions 
(ask us for our easy-to-use order forms) and we'll 
ship you the sinks. There are nine types you may 
choose from. If you have any trouble in design, call 
up our trained specialists, or write to — 


ALBERENE STONE CORP. 
OF VIRGINIA 
419 — 4th Ave., New York 16, N. Y. 











__ FOR FIBRE 
_ PIPE..... 


_ All the superiority of cast iron fittings, now taper- 
~ made for fibre pipelines. Economy plus permanence. 


« Root-proof, leak-proof installations at far less cost. | 
Hadco fittings pass all building codes. 19 different _ 
__ fittings for all needs. 


FREE BOOKLET — WRITE TODAY 
DEPARTMENT Q 


DY-S Rclslomeen Glch Eaton aii 
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You can do better 


with this great mew 


low-priced HOUERD 
Water Softener: 






Better in sales—better in profits! 

Designed, built and priced for 

you to get business now going 

to rental units. 

© Compact single tank -with single control. 

¢ Exclusive Regenetrol Dial Control Valve 

© Single operation—takes just a few minutes 

to regenerate. 

© Provides soft water forless than apenny a day. 

© Sizes from 20,000 to 100,000 grain capacity. 

e Easy to install—just two connections 
Mail Coupon for Full Details 


MODERN 


WATER EQUIPMENT COMPANY, WEST CHICAGO, ILLINOIS 





DEPT. DE 

Rush details and prices on the following: 
Water rc Water rc) Water 

L_} Softeners L_| Heaters L_} Filters 


Name 


Also complete line of Auto- i 
matic Electric Water heaters : Address 
i 


from 5 to 82-gal capacity. ae ia 
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Adaptability 





labor saving and profitable. 








_ INVESTIGATE AUTO-RAD 





ADAPTABLE TO ANY ROOM CONTOUR 


AUTO-RAD BASEBOARD CONVECTORS are easily adapted to any shape room by simple 
installation methods. Investigate AUTO-RAD for your next installation. You will find them 


Photo shows AUTO-RAD enclosure accessories; ends, weighted door, front grill, rear enclosure, 
hangers, inside corner, etc. with matched punched holes, resulting in continuity of design. 


WRITE FOR BULLETIN No. 50 
Manufacturers of Heat Transfer Equipment Since 1920 


3535 Fillmore Street, Chicago 24, Ill. 


a 














39 Carroll St., B y N.Y. 
REIF-REXOIL y Inc. Mtigrs. of — —, ov 





The Standard of 


QUALITY 


for over 30 years 
There’s always less selling effort 
needed when you sell KAINER... 
the name that for over 30 years 
has signified the best in heating 
specialties. 
New folder on Governors 
sent upon request . 


KAINER & CO. 





HEATING SPECIALTIES 





7Ot LEXINGTON. SPR ees 
Li tno rs 


Coit ahG oO 7 














Contractors bhai 


CARTY-MOORE 


No. 44 CONCRETE INSERTS 


because: They are strong, adjustable 
and dependable . . . have wide wing 
spread and allow a deep imbedded con- 
crete insertion. The travel slot permits 
wide adjustment . . . prevents nuts from 
pulling out. Available in sizes for %, 
Yo, 56, and 34” nuts 


CARTY & MOORE 


Makers of C & M Radiator 
Brackets 
More than a million in use. 


ENGINEERING CO. 


1150 W. Baltimore Ave. Detroit 2, Mich 












with a HOLSCLAW 
Handy TUBE 
BENDER 


Light weight, easy to=—=—== 
carry, handy to use on 
the job. Makes smooth 
bends in practically all 
grades of iron pipe, 
steel tube, conduit, or hard and soft copper, brass, and 
aluminum tubing. Available in sizes to bend pipe or 
tubing of % in. O.D. to 1 Ye in. O.D. Shown above, model 
B4-10 for % in. O.D. tube, $11.25 F.0.B. Evansville, Ind. 


HOLSCLAW BROS., INC. 


424 Willow Road Evansville 11, Indiane 
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Oil Burner Servicing 

(Continued from bottom of page 240) 
action of the stack bi-metal removes the safety 
timing device from the circuit so that the safety 
timer cannot shut off the oil burner. 

The serviceman can consider this operation of 
the stack control to be a race between two sep- 
arate timing devices which are both operated by 
heat. The only difference here being that the 
timing device is furnished heat from an electrical 
resistance, which is set into operation by the 
electric current flow to the oil burner upon call 
of heat from either the room thermostat or an 
aquastat in the boiler. In the second case, the 
stack bi-metal receives heat from the flame of 
the oil burner itself. If the stack timer reaches its 
hot position first, the burner is allowed to remain 
in operation. However, if the safety timer wins 
the race, the burner is stopped. 

Fig. 1 on page 139 illustrates what may look like 
an oversimplified version of the principle used in 
stack controls; it actually resembles a combustion 
safety circuit used with some oil burners. Line 
voltage enters the panel at terminal “L,” travels 
through the lockout switch “LS,” through the 
timer resistance “TR,” to terminal “M” feeding 
the burner motor. Heat generated by this resist- 
ance warps the bimetal. If heat is applied for 90 
seconds, the bimetal bends to a point where the 
lockout switch “LS” is released. 

On a normal burner operation, fire heat will 
be detected by the stack element closing the stack 
switch “SS.” When the stack element switch is 
closed, the timing device is by-passed so that 
current can flow to the motor. Since the resist- 
ance is no longer energized, it cools off; the 
safety bi-metal goes back to its cool position, and 
the burner operation is allowed to continue. If 
for some reason the fire should be extinguished, 
the stack element will cool off and again open its 
switch “SS.” The current again flows through 
the timer resistance, recreating the current for 
the safety shutdown. 

(Please turn to top of page 244) 





Radiant Heating Installation 
(Continued from bottom of page 146) 

“Another method we generally try to adhere 
to in laying out coils is to keep all supply lines 
to individual circuits along the outside wall (Fig. 
5). This gives the cold wall some extra heat gain 
and counter-balances the cold air mass that hugs 
the floor at this point. That reminds me, we also 
usually ask for reflective sheetrock or other re- 
flective insulation in the walls. Also, the insulat- 
ing concrete slab should bevel down, beginning 
one foot in from the footing, to a depth of 12 in. 
at the footing, to offset edge loss at the footing. 


(See detail drawing of footing on page 146). 
“We usually set coils on 9 in. centers in floor 
panel jobs, except that coils near the perimeter 
of exposed walls or in bathrooms are usually on 
6 in. centers. From experience we have also 
found that costs can be reduged by not laying 
coils in the center section of rooms, but concen- 
trating heat output along edges and surfaces 
nearer outside walls. (See Fig. 6). On boiler 
sizing, we prefer to be om the safe side. For 
example, for a house that requires a total heat 
output from floor slabs of 67,000 Btu/hr, we 
specify a 90,000 Btu/hr output boiler, unless we 
know the job is going to be tough to get; then 
we match up the boiler and heat load more 
closely: It’s been our experience that the home- 
owner appreciates having a slightly oversized 
boiler, as it can be set to provide extra heat 
during cold spells, and in our opinion lasts longer 
if seldom subjected to top output or overload. 
“Over several heating seasons, we have found 
in homes where floor coils were laid over insulat- 
ing concrete, that override and lag was much less 
of a problem then when coils were laid over 
cinders or other insulation was used. In our 
check on installations during operating periods, 
we seldom found water temperatures had reached 
the limit setting, though this setting is undoubt- 
edly reached during a period of sudden or severe 
cold drop. We have also found that panels with- 
out an insulating concrete base required much 
higher water temperatures in the coils to main- 
tain comfortable living conditions in the homes. 
“I’d like to make one more point. We’ve ex- 
perimented with the use of several types of 
copper tube soldering and brazing methods, and 
have found that faster and better results are 
obtainable with a high melting point brazing rod, 
one that melts about 1270 deg. With the higher 
melting point rod the tube does not have to be 
cleaned or shined, because a welding action takes 
place. That is, we get a metal-to-metal fusion, 
instead of a sweating action that gives only mole- 
cular adhesion. We just flare one end, slip 
the other into it, heat up the joint to a cherry 
red, apply the rod around just as a welder ap- 
plies welding rod (no flow, but a rather a build- 
up around the joint). It doesn’t take any longer 
to join tube this way, and we think it works fine.” 
Editor’s note: Mr. Westerbrook’s opinions about 
wet heat and soldering methods are his own— 
although we feel he does a good job of designing 
and installing radiant heating, we are by no 
means convinced that one method is better than 
any other method of heating—or of installation 
technique. This is merely an objective report of 
one contractor’s experiences in the field of heat- 
ing he has selected as his specialty. 
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Oil Burner Servicing 
(Continued from center of page 243) 


The same pattern is followed in most present 
day stack controls, even though these are more 
complex for various reasons. Controls of this 
type require all the burner current to flow 
through the thermostat. The modern trend to- 
ward more sensitivity has lightened parts and 
contacts so that they are unable to handle the 
entire burner load. These controls are instead de- 
signed to operate in pilot circuits of about 24 volts 
and merely switch cn or off a relay-coil (solenoid) 
which closes heavier switches energizing the 
burner. 

The principle of the transformer which reduces 
the line voltage to the 24 volts mentioned above 
have been adequately described in the refresher 
course on heating controls on page 104 of the 
March issue, and page 146 of the April issue. For 
our purpose, it is only necessary to realize that 
this low voltage circuit is a complete circuit in 
itself, constituting an entirely separate electrical 
system, depending upon the main power source 
for its motivation, through the transformer. These 
units of the control panel are so dependable that 
they seldom fail. 

Figure 2 on page 139 is a simplified version of 
a circuit similar to Figure 1 but using low voltage. 
A transformer powered from the hot and ground 
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1 above : and rough nickel Presto 
running. head. Wall bracket fur- 
fresher nished for riser. Y2” 1.P.S. 






After C is closed, drive-shaft continues to move 















of the through Clutch E which remains stationary, held ean . : 
1e. For against C.  —— ” 
~ that Drive-shaft moves clutch D, breaking starting vy ” GLAUBER BRASS INC. 
cuit in anata’ o2 ain om KINSMAN, OHIO 
ectrical Clutch D continues to back away from contact " | iF 
—ee A, allowing it to break. This breaks ignition. \' 9 4 
. These Drive-shaft continues to move through clutch 
le that D after it comes to rest against adjustable stop F. N F |, A |] i k i 
: f Position of this stop determines amount of back- ‘3 
sion o ‘ ae ‘ 
oltage. travel on tire ee sats a period. {eee Plumbing Brass that’s Made to Last 
sround paced ' 











ce aa | PERFORATED |cgg:.: 

~ WN WESCO ‘‘‘strae Efficient Gas Operated Valve 
SN Solid Copper Varied Sizes | has tough synthetic rubber diaphragm and 
WS STURDY e¢ NEAT e_ TIME-SAVING | valve disc! . 


\ 
\ NN Comes in five different widths and weights to meet the require- | Used with natural, manufactured 
\ \ ments of any copper installations. and Liquid Petroleum gas. ON 


\ 
















Square Hole #1, 34” Medium Punched 4” and OFF valve controlled by ther- 
n "#2, ” Heavy Punched 14” mostat or valve in bleed line. 
#3, 11” Extra heavy Punched 4 SAFE h diaph 
Round Hole #4, V2” Light Punched 1” - «+» even when diaphragm | 


#5, 34” Light Punched 1” ruptures. A.G.A. approved. Used 


Wesco manufactures a complete line of solid copper hangers for by manufacturers in water heat- | 
copper tubing—Wesco two hole Tit strap; a strap that snaps on | ers over 75,000 B.T.Us, deep fat | 





the tube, leaving plumber’s hands free to nail — Wesco Solid < " 
Copper Ring Hangers—Wesco Solid Copper Boitless Hangers— fryers and all heavy B.T.U. heat 
Wesco Chaps; the combination hanger. and perforated strap— | Ng equipment. 





Write for com- FOR ALL GAS CONTROL 





Copper specialties. plete data today! 
WESCO MANUFACTURING CO, | Pacific Specialty Manufacturing Company 
P. 0. BOX 175 WELLSVILLE, OHIO | 799 so. PALM AVE. ALHAMBRA, CALIF. 








/ 8 or facts about the 
VAGER'S | oe eicin 


The name that sticks sae ss 
with those who know America’s finest line of 


THE BEST IN..... || WATER SOFTENERS 
SOLDERING SALTS @ Simplified Automatic Control 


NG 2 @ oui 4, hie), motema |, [on @ Up to 44% Greater Capacity 
HUDSON Se YO RE 

@ A plan that spells PROFITS! 
ELGIN SOFTENER CORP., 131 N. GROVE AVE., ELGIN, ILL. 





NO FUMES NO ACIDS 
NO CORROSION 


AVAILABLE IN 14, 1, 5, AND 
50 POUND CANS 


t distributors im McRacs Blue 














246 





YOUR | 
CUSTOMERS 





TOPS IN: 


@ BEAUTY! 
@ PERFORMANCE! 
@ SALES! 





Royal Vented Gas Circulators 
have sales appeal proven in 
every market. This fast- 
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Oil Burner Servicing 
(Continued from center of page 245) 

On a flame failure a temperature drop in stack 
would break contact C quickly, shutting down 
relay and burner. Relay will not start burner 
until Clutch D returned contact B to closed posi- 
tion. Interval between operations is called scav- 
enger period. 

G is ignition time adjustment, determining 
back-travel of clutch D to starting position to 
starting point. 

When the stack element feels the resulting 
fire it moves a rod closing stack switch (SS). 
This by-passes current around the safety-timer, 
allowing it to cool and preventing the safety- 
lockout from breaking. 

If there is no fire the stack element does not 
move, and the stack contact stays open. Further 
flow of current through the safety timer causes 
enough heat to be generated to break the safety 
lockout switch (LS). This cuts off current to 
the relay coil, which releases the clapper, cut- 
ting off current to the burner. 

It can be seen from this that the low voltage 
operation is similar to the high voltage opera- 
tion in Fig. 1, the only difference being that it 
operates a pilot circuit instead of the main cir- 
cuit to the burner. While there is no combus- 
tion safety control exactly like this, most of 
them contain some equivalent of these ele- 
ments. 

Most stack controls have the added feature 
of ignition-cut-off, often erroneously called in- 
termittent ignition. The use of this results in 
some saving of power in small installations. It 
is based on the: fact that once the fire is estab- 
lished it can sustain itself. In most cases an 
extra switching arrangement is added to the 
stack element, so that further movement result- 
ing from the heat of the fire breaks the circuit 
to the transformer or other ignition device. 
Some controls have timed ignition, operated 
from within the relay by a separate timer, 

(Please turn to top of page 249) 
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For a Small, Localized Supply of Warm or 





(Continued from center of page 246) 
usually set for about 60 seconds. 

A panel with ignition cut-off has to be some- 
what more complex than the constant ignition 
type. There must be incorporated in the de- 
sign a method to prevent the ignition from com- 
ing back on during the same burner operation. — 
Ignition must not be intermittent. In the event 
the fire should go out while the burner is run- 
ning it must not be possible for the spray to be 
ignited by the re-closing of the ignition circuit. 
The hazard would be the same as with delayed 
ignition at the start. Certain controls shut the 
burner off quickly after a flame-failure, and 
give it a second chance to start. During the in- 
tervening period any accumulated oil particles 
or vapors are allowed to be drawn up from the 
firebox area by chimney-draft. This is some- 
times called the scavenger-period. 

The bi-metal element in the stack control, 
used for flame detection, is often a spiral coil 
extending into the smoke-pipe or into the flue 
passages. There are other shapes; one popular 
control) has a W-shaped element. Some flame 
detectors are not bi-metal, but depend on the 
expansion differential of two substances; a slow- 
expanding quartz rod inside a fast-expanding 
nichrome-steel tube in one case. 

In all cases the chief requisite is speed; a fast 
reaction to the fire heat is necessary to get the 
control from the starting to ‘the running position 
before the safety timer causes shutdown. 

In cases of slow response the serviceman 
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looks for a dirty stack element. An accumu- 
lation of carbon will cause a false safety shut- 
down. It is not only necessary to clean the ele- 
ment but to determine the cause. Any cause of 
dirty burning must be corrected not only to 
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Oil Burner Servicing 
(Continued from center of page 249) 
high (over 1000 degrees) stack elements often 


burn out. Before becoming completely des- 
troyed they become less and less sensitive to the 
heat and cause frequent false lockouts. If in the 
stack the indication is that much of the fire heat 
is being lost up the chimney, the owner would 
be well off to install a more efficient furnace 
or boiler. 

With a very efficient, or underfired furnace, 
the fire heat moves the element slowly, also 
causing false shutdown. The control should be 
moved closer to the fire if possible; it is some- 
times necessary to cut an opening for it into 
a cast-iron flue door. 

Many modern furnaces and boilers designed 
for oil have a mounting for the stack control 
on a flue plate to provide faster action than can 
be obtained at the stack. This location is not 
always the best in some installations because 
the surrounding temperature is too hot, causing 
burnout. In other cases the mounting point is 
at a dead spot in the gas travel, and response 
is too slow. In this case the serviceman should 
select a better location. 

The stack control should not only be at the 
right point in the gas travel, but the element 
should be as closely centered in’ the moving 
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gases as possible. Fig. 5 on page 140 shows nor- 
mal stack centering for speedy action. 

Because of the large variations in temperature 
surrounding the stack element, the contacts it 
controls cannot be permanently attached to it. 
The contacts must be made or broken quickly 
and provision must be made for further heating 
after completing this action. 

This is done in most cases with one or more 
clutches, which provide slippage between the 
element and the contacts. If the control rod ro- 
tates these clutches are circular discs, holding 
the switch-moving devices by spring tension. 
Fig. 3 on page 139 illustrates a lengthwise mov- 
ing drive-shaft passing through the clutches actu- 
ating the hot and cold contacts. 

Some clutch systems, such as this one, are pro- 
vided with adjustments for changing the time of 
switching operations. It is possible to keep ignition 
on for a longer time by making its clutch travel 
longer, and to increase the re-cycle time by in- 
creasing the distance traveled by the clutch dur- 
ing operation. 

On first installing a combustion control, or after 
removing for inspecting or cleaning the element, 
clutches often get out of cycle. There is a simple 
rule for re-cycling that works for most controls. 

(Please turn to top of page 253) 
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Say GEE For Fine Fittings! 


Guarantees + Ennuring + Economical 


Master plumbers who say “GEE” every- 
time they order pipe fittings are smart. 
Gee Slip Joint Unions, Tees, and Heater 
Couplings are not ordinary pipe fittings. 
Gees are made for seal-fast grip .. . 
long lasting service. 








The Slip Joint Feature of GEE Fittings is 
ca time and money saver. Simply slip fit- 
ting over two ends of threadless pipe 
and tighten nuts. The special gasket is 
pressed against the pipe, making a 
tight, non-leaking connection. Valuable 
for repairing frozen or broken pipe. 





GEE Fittings are used extensively by 
Plumbers and Pipe Fitters for both per- 
manent and temporary installations. Buy 
them from your Wholesale Plumbing 
Supply and Hardware trade. 


GEE Slip Joint Union 
Cross-section of GEE Slip Joint 
Union. Note Seal-Fast grip. 
"= 
GEE 


Heater 
Coupling 





GEE Slip Joint 
Union Tee 














Here's a heavy-duty, smooth-working power tool that cuts hours off installation 
time. The SAW-GUN quickly cuts through all the materials you meet on the 
job—sheet metal, piping, metal lath, conduit, walls, wood flooring—even steel 


work. Cuts 10 times faster than hand-sawing . . . makes an easy 





job of those hard-to-reach places . . . saws neat open- 
ings . . . an ideal tool for around the shop, too. You'll 
make money with a SAW-GUN on the job! The 
SAW-GUN attaches to any electric or pneumatic drill— 











ONLY 
$3875 
or a flexible shaft. If your jobber hasn't one to show 
you, write us for immediate delivery. 








MID-STATES WELDER MFG. CO. 
, 6025 SO. ASHLAND AVE., CHICAGO 36, ILLINOIS 















Ynsist on HINDLEY'S 


PLUMBERS’ SPECIALTIES 
to meet the difficult job 


O=—srmn- 


For many years Master Plumbers 
have used HINDLEY’S Plumbers 
Specialties to meet unexpected 
turns on the job . . . to help solve 
1,000 and 1 troublesome situations. 
Keep a good supply of HINDLEY 
Specialties on hand. Be prepared for 
every emergency. Contact your job- 
ber today. 


HINDLEY MFG. CO., Valley Falls, R. 1. 









COPPER BOILERS 


INDIRECT HEATERS OIL HEATERS 
INSTANTANEOUS HEATERS COPPER BOILERS 


KAM WATER HEATER 








MEG. CO.. INC. 


239-249 Alabama Ave. 


CONTRACTORS & PLUMBERS CALL FOR 


“BASELINE” Baseboard Convectors 


Brooalyn 7, N. Y. 








pelle ae % .. because of 
their many 





advantages 

















4 
AND HIGH 
k ret 3 CONSUMER 
| nT ~ ACCEPTANCE 


If you want to win the praises of your 
customers, do as thousands of Contractors 
and Plumbers; install ‘BASELINE’ on 
every job! 


— fYreMFG. CORP. 

r a ache Ter 
2M - 2137 K STREET, N. W 
# WASHINGTON 7, D.C 


Variable capacities @ Adaptable for 
individual room temperature control 
@ Pivot type brackets allow core to 
expand and contract; stops noises 
@ Extra capacity can be added 
@ Easy to install in recess or along 
baseboard @ Economically priced. 
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THE NEW UNITED ELECTRIC'Y®®'*® pump im * 
tes 

. the 

Operation “as quiet as your refrigerator” the 
and compact design makes the new United d 
turbine pumps popular and fast-selling. | the 
Only one moving part, a perfectly balanced | the 
turbine blade mounted directly on the mo- to 
tor shaft, assures long trouble-free operation. sm 
| the 

United Model T pumps (illustrated) are made for sm 
either high- or low-pressure service. Model TJ ! 
turbine jet pumps assure excellent col 
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R Co. |e 


DECATUR, ILLINOIS 


WAIN OFFICE AND FACTORY 
OTHER FACTORIES 


LE 


dagrirs ops Tran. Sormin, Ont Canada 


DEPENDABLE|| ° 


Cast Iron of 
Soil Pipe “a 
Soil Fittings oe 
Plumbing Specialties 

More Income for Plumbers Grey Iron Castings 


Plumbers: Get into profitable lawn sprinkler 
installation with your present men, tools 


and trucks. We furnish engineering service, KKK * 
if desired. Our Exectro-matic Systems are 























Waatever you require 


years ahead of the field in engineering and . + please get in touch with us. does 
convenience features. Also we offer equip- ‘ with 
ment in two lower price ranges. Installations OR| 
can be sold on FHA terms through local banks. 


Catalogs and literature on request. Write For 


today for our Dealership Plan for Plumbers. SANITARY COMPANY OF AMERICA Typ 
TEXAS LAWN SPRINKLER CO., INC. Linfell, Pa ~ 


5422 RED FIELD STREET DALLAS, TEXAS 
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Oil Burner Servicing 
(Continued from center of page 251) 

To set the control in the starting position the 
drive-shaft is moved to the running position; it | 
will spring back to starting when released. For 
testing purposes it is sometimes necessary to set 
the clutches to the running position; in that case | 
the procedure is reversed. | 

Another advantage in using a clutch is the fact | 


that the response to flame-failure is more rapid | § 


than if the switches were permanently connected 
to the stack element. Because it requires only a 
small temperature rise to move the switches to 
the running position, it takes a correspondingly 
small drop to return them to the starting point. 

Because there are so many variations of stack 
controls it is impossible for the serviceman to 
know all about each of them. The best advice that | 
can be given is that all package information should 
be saved and studied at leisure. Some of this 
material can be obtained from the control com- 
panies for binder collection. On older controls 
this is harder to get; therefore any specialized 
information that can be accumulated is valuable. 

Special circuits for various purposes are often 
found; such as accelerated safety shutdown in 
flame failure. Controls for the heavier oils have 
time-delay switches for oil valves, pre-heater con- 
trol switches, and many other features. In general 
these controls are based on principles used for 
light oils, but are more complex. As a rule the 
fire-detecting element is not part of the main 
panel, which is usually mounted on the boiler- 
room wall. 

Servicemen are not expected to memorize elec- 
trical circuits, unless they are very simple and uni- 
versal. Except as a mental exercise it is a waste 
of time. It is only necessary to know what the cir- 
cuit is expected to do. Any testing can be done 
with the schematic diagram in hand. If testing 
shows current is not getting through the panel it 
is usually necessary to change it. Combustion con- 
trols are so necessary for safety that it would be 


(Please turn to top of page 256) 


Registered U.S. Pat. Off. and Canada 



















does the job better and quicker 
without muss or waste... The 


ORIGINAL WAX GASKET 


For Setting All Wall and Floor > 
Type Toilet Bowls. 





Used by PLUMBERS from Coast-to-Coast 
Ask your jobber for BOL-WAX by name 


wees bp = gee co. 


NEBI 





OMAHA 
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FRICK & 


EASIER TO SELL..... 
EASIER TO INVENTORY 
At No Extra Cost to You! 


To pep up your sales and simplify your inventory 
we are offering CHALLENGE STEEL NIPPLES in 
standard cartons labeled for quick 
Sizes included are from '/g 
from close to 6”. 
in carton lots. 
jobber. 


identification. 
* to 2", and in lengths 
Make it ae for yourself. Specify 
For complete details contact your 





Our complete range red 
nipple sizes are '” 
12” dia., and in ‘nats 
from close to 12” 











117 SANDUSKY ST. 
PITTSBURGH 12, PA. 


SWEAT 
FITTINGS. 






LINDSAY COMPANY 





EAGLE COPPER PRODUCTS CO.,INC. 


28-32 LOCUST ST BROOKLYN 6,N.Y 








IF CUSTOMER SATISFACTION 


COUNTS 
eh oe 


““KUPFERLE” is your best buy in Hydrants. 
A full line of outdoor hydrants proven over 
many, many yeors under all weother condi- 
tions . . . they always work. Send for New 
Hydrant Catalog. 


John C. Kupferle Foundry Co. | Ss 
ST. LOUIS — 
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SITUATIONS OPEN 





OLDEST HEATING, VENTILATING 

and air conditioning firm on Florida’s 
west coast desires sales manager cap- 
able of organizing a superior sales force 
with thorough knowledge of sales pro- 
motion. Company is exclusive G-E and 
Coleman area distributor of heating 
and air conditioning equipment. This 
is a marvelous opportunity for the right 
man. Combination salary and commis- 
sion deal. Give full details, personal 
and occupational, in first letter to com- 
pany’s advertising agency. ALFRED L. 
LINO AND ASSOCIATES, Florida The- 
atre Building, St. Petersburg, Florida. 





PLUMBER WANTED: EXCELLENT 
opportunity for a capable man to be- 
come associated with an old established 
Chicago plumbing and heating firm, 
catering to remodeling work. Invest- 
ment no object. Give full particulars 
and references. Address Key 182-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


SALESMAN WANTED CALLING ON 

jobbers to handle sideline of plumb- 
ing and heating specialties. Commis- 
sion. Address Key 162-D, “DOMESTIC 
INGINEERING”, 1801 Prairie Avenue, 
Chicago 16, Illinois. 








FIFTY YEAR OLD LINE OF BRASS 
fixtures open New England, St. Louis, 
Detroit and Pittsburgh. Give list of 
lines carried. Address Key  981-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SALESMEN WANTED — INDUSTRIAL 

sales engineer calling on power and 
steam engineers in large industries, 
railroads, steel mills, etc., to sell a line 
of high grade unit heaters that have 
been on the market since 1929 with wide 
acceptance in these industries. All 
present sales representatives know of 
this advertisement. Write complete de- 
tails in first letter to R. C. BRETH, 
INC., Advertising-Merchandising Coun- 
sel, Green Bay, Wisconsin. 





PRODUCT DEVELOPER WANTED 

for plumbing specialty item. Must be 
familiar with plumbing codes, and be 
able to contact plumbing inspectors 
and city officials. This product has 
been in use for the past three years and 
meets with all the requirements of the 
Detroit Plumbing Code. Interested in 
promoting sales on this patented 
plumbing specialty in United States 
and Canada. Write qualifications: 
FERNCO JOINT SEALER COMPANY, 
2638 Hilton Road, Ferndale 20, Michi- 
gan. 





PLUMBING SPECIALTY MANUFAC- 

turing executive. A leading plumbing 
specialty firm in Chicago has attractive 
position for man with experience and 
“know how” to operate a manufactur- 
ing concern. Must know manufactyring 
costs, procedures, details, ete. irm 
employs 55 people and does national 
business. State experience, age, qualifi- 
cations and references. Write us in 
confidence. Address Key 193-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





SALES MANAGERS WANTED: MUST 

have experience in organizing sales. 
Experience or following with plumbing 
supply houses essential. Give full de- 
tails and references. Excellent oppor- 
tunity with well-established manufac- 
turer located in the 
Address Key 189-D, 
GINEERING,” 1801 Prairie Ave., Chi- 
eago 16, Illinois. 











SITUATIONS OPEN 


REPRESENTATIVES WANTED 








SALES ENGINEER 


To handle Chicago and Mid-west sales for well 
established manu-acturer of high quality base- 
board radiation on salary or commission basis. 
Must have previous sales and technical ex- 
perience. Write giving full details. All cor- 
resposndence held in strictest confidence. Ad- 
dress Key 198-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


SITUATIONS WANTED 





SALESMEN CALLING ON PLUMBING 

contractors to handle complete qual- 
ity line of plumbers’ cast and tubular 
brass goods. Excellent opportunity for 
qualified men who have been seeking a 
sound dependable line which produces 
steady repeat business and returns sub- 
stantial earnings. Liberal commission 
arrangement. No objection to non-con- 
flicting line. Please furnish full partic- 
ulars in strict confidence to Sales Man- 
ager, Key 170-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave, Chicago 
16, Illinois. 





SALES MANAGER OR SALESMAN, 43 

years old, 20 years experience with 
leading manufacturer and jobber. Pre- 
fer southwest territory, available at 
once. Address Key 185-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


PART - TIME SALES ADVERTISING 

manager. Five figure executive seeks 
medium sized plumbing and heating 
manufacturer on commission basis. Over 
twenty years experience directing sales 
for leading firms. Especially success- 
ful in introducing and developing new 
products. Address Key 172-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 














AGENT TO HANDLE THREE ADDI- 

tional lines to plumbing’ supply 
wholesalers for the Carolinas, Virginia 
and Tennessee on a split commission 
basis. Address Key 197-D. “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVE WANTED 


Aggressive representative to handle 
outstanding line of baseboard and fin 
radiation. Must understand heating 
and enjoy good will of jobbers. Ad- 
vise full information in reply. Address 
Key 113-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 
cago 16, IIl. 
MANUFACTURERS’ REPRESENTA- 

tives: Various territories open for a 
complete line of solders and lead to be 
sold direct to plumbers and contractors. 
Write, furnishing complete information. 
Address Key 192-D. “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chica- 
go 16, Illinois. 


MANUFACTURERS' 
REPRESENTATIVES WANTED 
Established line of steel boilers, sec- 
tional and one piece styles. Will sup- 
port with direct advertising mail cam- 
paign in your territory. CENTRAL 
STATES STEEL BOILER CO., 4649 
W. Harrison St., Chicago 44, Illinois. 


WANTED: MANUFACTURERS’ 

agents calling on plumbing, heating 
and hardware jobbers to represent 
manufacturer of laundry tray stands, 
hanger iron, and pipe straps. Commis- 
sion basis only. Territories open: Michi- 
gan, Illinois and New England. State 
experience and outline territory. - 
dress Key 191-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 

















A GOOD ITEM TO HANDLE 


Adjustable Upper Tank 
Ball Lift Rod 
Representatives wanted to handle this much 
desired tank ball lift rod. Address Key 171-D, 


“DOMESTIC ENGINEERING,” 1881 Prairie 
ve., Chicago 16, Illinois. 





ESTABLISHED MANUFACTURER OF 

complete line of plumbers cast brass 
and tubular goods, desires competent 
manufacturers’ representatives calling 
on wholesale jobbing trade. Most ter- 
ritories open. State in detail all qualifi- 
cations. Address Key 190-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








REPRESENTaTIVES WANTED FOR 

flexible lavatory, closet and sink sup- 
Plies in states of Alabama, Arizony 
Arkansas, Louisiana, Mississippi, New 
Mexico, New York and Oklahoma. Ad- 
dress Key 169-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 736, 221 West 41st St. 
New York 18, N. Y. 








MANUFACTURER OF' QUALITY QUICK 
vent air valves desires representa- 
tion in many territories. Liberal com- 
mission. State lines now handled, and 
territory covered. Address Key 199-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





LINES WANTED 





SALESMAN, CALLING ON ALL WELL 

rated New Jersey plumbing supply 
jobbers, seeking an additional major 
line. Can devote full time, as lines now 
carried are well established. Many years 
of experience and personal following 
assures your product of an entrée to 
the best outlets. If interested give de- 
tailed information as to your proposi- 
tion and products in your first letter. 
Address Key 177-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





LINES WANTED 


Young aggressive representative, well-acquaint- 
ed with plumbing supply jobbers in the Mid- 
West, seeks to represent one or two manu- 
facturers with products of special merit. SEY- 
MOUR W. CUTLER, 4065 Milwaukee Avemue, 
Chicago 41, Illinois. 
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THE WEST SALES COMPANY 


621 Queen Avenue North 
Minneapolis 11, Minnesota 
Reputable and aggressive manufactur- 
ers’ agent desires good additional line. 
Covers North and South Dakota, Min- 

nesota and part of Wisconsin. 





TO COVER NEW ENGLAND. MAN IN 

mid-thirties with successful record as 
sales manager of well known manu- 
facturer of top quality line of plumbing 
goods needs two more lines for New 
England territory. Only one other line, 
heating specialties, presently handled. 
Fully understands pit-falls of excess 
number of lines and is interested only 
in firms with reputations of delivering 
quality at a fair, not a_ low, price. 
Recommendations available. Address 
Key 196-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois, 





West Virginia & Virginia 


CLARKE SALES COMPANY 
Air Conditioning, Plumbing & Heating 
Representing the Manufacturers 
1210 Grant St., Charleston, W. Va. 








MANUFACTURERS’ AGENTS LO- 
cated Miami, covering Florida, look- 
ing for quality plumbing specialties, to 
promote through architects and engi- 
neers and to sell through jobbers. Ad- 
dress Key 188-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LINES WANTED 


Established sales organization in the 
home equipment field seeks kindred 
lines . . . to be sold through our own 
distributors and dealers under our own 
name. Give full particulars. Address 
Key 187-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 








MANUFACTURERS’ REPRESENTA- 
tive with salesman wants lines for 
Washington, Oregon, Idaho and Mon- 
tana. Plumbing or heating. W. A. MUR- 
RAY, 614 Peyton Building, Spokane, 
Washington. 





THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





REPUTABLE MANUFACTUREBS’ 
_agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, Baltimore, 
Washington. Address Key 741-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





LINES WANTED—MANUFACTURERYS’ 
_ representative to cover Florida call- 
ing on all plumbing and heating jobbers 
located at Miami. ALFRED J. HOFF- 
MANN, 34 Heck Avenue, Ocean Grove, 
New Jersey. 











RATES FOR CLASSIFIED ADVERTISEMENTS 


Eight cents per word, including heading and address. 
keyed address count seven words. 


For 
Minimum advertisement, 


$2.00 per insertion. Cash must accompany order. For rates on 


bold face advertisements in this section write to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave, Chicago 16, Illinois. Ali] Classified Advertise- 
ments are payable in advance! 








LINES WANTED 


| 


BUSINESS OPPORTUNITIES 





PETER DLOOGATCH 
4611 N. Ravenswood Ave. 


Chicago 40, II. 


MANUFACTURERS’ AGENT COVER- 

ing the metropolitan New York terri- 
tory with warehouse facilities is inter- 
ested in taking on additional lines. Have 
particular desires for drainage and 
steam fittings, gate valves, gas cocks, 
copper tubing, gas and electric water 
heaters. Address Key 194-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive wants lines for wholesale plumb- 
ing supply trade; New Jersey. Address 
Key 160-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 16, 
Illinois. 


MANUFACTURERS’ AGENT 
Has actively covered Brookiyn and 
Long Island for twenty-five years. In- 
terested in complete line sweat fittings; 
also copper tubing, valves, both steam 
and malleable fittings and pottery. Ad- 
dress Key 176-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 
tive established in the state of Flori- 
da calling on all plumbing and heating 


jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 183-D, “DO- 


MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





OKLAHOMA AND ARKANSAS. REP- 

resentative covering Oklahoma and 
Arkansas with Tulsa headquarters 
wants lines to jobbers or trade. Twenty 
years experience calling on jobbers, 
architects, engineers and trade. Address 


Key 184-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Tllinois. 


BUSINESS OPPORTUNITIES 








NEW PRODUCTS WANTED 


Nationally-known manufacturer seeks 
new patented products suitable for 
manufacture by high production 


methods. Write P. O. Box #7312, Chi- 


cago, Illinois. 





FOR SALE 





PLUMBING, HEATING, COOLING AND 

sheet metal business, well established, 
in Arizona, city of 17,000, large trade 
area. Purpose of selling, ill health and 


retiring from business. NORTH & 
THILL, 59 S. Macdonald Street, Mesa, 
Arizona, 





EXTRA 


A THRIVING PLUMBING, 
HEATING AND HARDWARE 
SUPPLY BUSINESS 
FOR SALE 


Well established organization doing 
gross annual business of $67,500. Sit- 
uated in densely populated area on 
southwest side of Chicago. Includes 
modernized brick building, inventory 
and all necessary equipment as well as 
two 1949 Dodge trucks. Splendid oppor- 
tunity. For complete descriptive infor- 
mation write CENTRAL SERVICE 
BUREAU, 5129 South Ashland Ave., 
Chicago 9, Illinois. . 


PLUMBING AND HEATING BUSINESS, 

owner retiring, growing city of 45,000 
in northwestern Ohio. Business room 
2400 sq. ft. with full drive in basement, 
10 year lease to responsible party. Lo- 
cation close to heart of business center 
on main highway, best retail and serv- 
ice plumbing store within 50 mile 
radius of city. Over 45 years of service. 
Can be bought as going business at 
cost. No mark-up for good will, excel- 
lent buying connections, sell about 15% 
of volume to plumbers for resale, work 
in process with business at cost, our 
name may be continued by buyer. Ad- 
dress Key 186-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





MANUFACTURERS - INVENTORS 
PRODUCT DEVELOPERS 


Long established plumbing specialty company 
seeks new products for naticn-wide promotion. 
Will consider products or development. Address 
Key 972-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





PLUMBING AND HEATING BUSINESS 

in Brooklyn, New York, well estab- 
lished. Small inventory. Local ana 
recommended trade. Available with pur- 
chase of corner building consisting of 
large store, four flats, three garages 
Selling account illness, RALPH 
MOORE, 389 Central Avenue, Brooklyn, 
New York. 
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ASK YOUR JOBBER FOR 


Peerless 


L2V1K-ON 


WHEN ORDERING 
SUPPLIES. 
TRIED, TESTED AND j 
APPROVED BY THE 
MASTER PLUMBERS 


~~. 


Gi 3 
Bt 


PLATED FLEXIBLE 
LAVATORY AND TANK 
SUPPLIES 
PLUS FITTINGS 
AND STOPS 
ANGLE AND d 





STRAIGHT 


MANUFACTURED BY 


Peerless 


INDUSTRIES 


PLYMOUTH, MICH. 
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SUPERIOR 
ALUMINUM SHOWERS 


Greater Shower Value 
For Your 
Customer's Dollar 


wyoor 
sign ' 

owrodel ; 

minute _ 
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SUPERIOR 
SHOWER COMPANY 


* Long Island City 1, N. Y 


47-05 Fifth St 
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Oil Burner Servicing 

(Continued from center of page 253) 
foolish to attempt to repair them on the job. If 
the manufacturer’s literature states that certain 
adjustments can be made these should be made 
with care. Be sure no other operating component 
is upset. 

If panel contacts are found to be burned it is 
necessary to learn what caused the damage. Some- 
times it will be the result of an overloaded or de- 
fective motor. Such contacts can weld themselves 
together and keep the motor running when it 
should be off. Saturation can result. 

Most servicemen develop a method of trouble- 
shooting using the combustion panel as the central 
testing point. Fig. 4 on page 139 illustrates a 
control panel with terminals designated by stan- 
dard numbers. Low voltage terminals are indi- 
cated by (T); if series 10 these stand for “blue” 
and “white”. 

Using a jumper of several inches of insulated 
wire with skinned ends, and a 110 volt test lamp, 
the following tests can be made and conclusions 
drawn. 

Panel not operating check if safety switch is off, 
starting contacts made. 

Safety switch off indicates burner trouble re- 


| sulting in no-fire. Dirty nozzle or ignition trouble 


are the commonest causes. Pump trouble, regu- 
lating valve trouble, dry tank, stalled motor, dirty 
or burned out stack element are some of the many 
possibilities. 

Jumper across terminals (T) .. . clapper pulls in. 
Trouble is in low voltage circuit outside panel. 
Could be dirty thermostat contacts, broken wire, 
loose connection. 

Clapper does not pull in . . . trouble is else- 
where, in high or low voltage. 

Test-lamp across 1 and 2, if light, high voltage 
into panel is OK. if no light, test 1 to case (ground) 

If light, indicates broken ground wire. 

If no light, interrupted power supply in hot 
wire. 

Check limit control, low water cut-off, remote 
switch, fuse, in that order. Standard wiring prac- 
tice places all these in hot wire. 

With clapper in test lamp across 3 and 2. If light, 
and no motor operation, motor is interrupted, pos- 
sibly by own overload switch. If no light, circuit 
interrupted inside panel; perhaps bad contacts. 

Further check on this can be made with jumper 
from 1 to 3; if motor runs, shows trouble in 
panel. 

Similar tests can be made with terminal 4, if 
ignition trouble. Safety switch would have been 
found off in both cases, because there would have 
been relay action without fire. 
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YOU GO 


APCOQ 


when you know 
it's the Dependable 
Buy in 
CAST IRON SOIL 
PIPE & FITTINGS 


LEXIBLE" 


NO. 5 
PLUMBER'S 


























Ten years ago, “Tapes” 
were the rule. Now 
Flexibles’’ have re-_ | 
placed them in most 
sections in the country. 





“STRINGER” and “APCO” 
Waste and Revent Fittings 


ALABAMA PIPE COMPANY 
ANNISTON, ALABAMA 












Your Plumb- 
ing Jobber Sells 
the “Flexible” 
Tools the Trade 
Banks on! 










$+ Mclea Court 


San Fran 





FLEXIBLE SEWER-ROD EQUIPMENT CO. 


Plumbing Division 
1059 VENICE ROULEVARD tos 
FRANK DONOVAN COMPANY. 9 S. CLINTON STREET 


ANGELES 34, CALIFORNIA 
CHICAGO ¢ ILLINOI 
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ROYAL 
Quality 














TO ANY SIZE | POLISHED 
Overflow Tube CHROME 
or Center Set 
Flush Valve! Lavatory 
This is a new we — Faucet & 
bn alah teh 
teb quien, Web with- Pop-Up 
stood every known test Drain 
for such a device. Easily 
and quickly installed. No H-705 
tools needed. Cannot 
work out of alignment. Center-Set Lava- 
Lower wire operates with- tory Faucet, 4” 
in channel and cylindrical c p 
BACK VIEW< bearing, forcing it to enters, Fop- 





Up - Drain with 











OF GUIDE properly reseat, and it 
cannot bend. Fits all size 1%” O.D. 17 B. 
overflow: pipes. Adjust- & S. gauge Tail 


able toward or from the 
overflow. Stocked by 
nearly all supply houses 
in U.S.A. and some for- 
eign. 


FREE DISPLAY STAND WITH THE FIRST ORDER 


FULTON PRODUCTS CO. iar Royal Brass Mfg. Co. 


BERNARDSVILLE NEW JERSEY 1420 East 43rd Street Cleveland 3, Ohio 


Piece, Bronze 
Renewable Seats, 
Non-siphon 
Spout, 134” ele- 
vation. 
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You Sell BOTH Markets 
with ALDRICH 


HEAT-PAK BOILER-BURNERS 



















Expand your market to 90% of new home construction 
with Aldrich. Sell more, with less inventory . . . cash in 
with oil units, cash in again with gas burners. 
Mounting plates are similar; installation is fast and 
simple. And you can convert from one fuel to another 
without changing boiler set-up or performance. 


7 makes 14 


Aldrich Heat-Pak boilers come in 7 sizes, from 100,000 
to 808,000 BTU/hr. With both oil and gas, you have 14 
compact heating plants to sell everything from modern 
small homes to big commercial installations. Vertical- 
type, compact and efficient; shipped crated fully assem- 
bled, ready to set in place and connect. 





Available Available 
Oil-Fired Gas-Fired 


Burners Interchangeable 0 LD eB | C Hi 
jug) The Al L mlGin Company 


Profit with ALDRICH — Get Details 
Today. Write or wire for Heat-Pak 113 Williams Street, Wyoming, Ill. PRODUCT 


facts. full specifications AR A Subsidiary of Breeze Corporations, Inc. 











BROWN | 
BAYCE-HEET 








The New Aluminum 
Fin Baseboard 








AIR CONDITIONING 


Tudusing— 


Protrudes only 1!/," from Wall A 

e oar looking, protrudes vie We". EROFIN FIN-TYPE 
@ 615 .B.T.U. per lineal foot with 170° water temperature. a 
@ Fins have amazing heat area due to exclusive beading process HEAT-TRANSFER UNITS 

which provides greater radiation surface and durability. do the job Better, 
© 5 ft. standard unit weighs only 12 Ibs. . . . requires only 3 

simple wall brackets to install. Easily cut to any desired length. Faster, Cheaper 
® Closed top and open front prevent streaking wall. 
®@ Removable front for easy cleaning. 

Illustrated Brochure 40 on Request 

















AEROFIN CORPORATION 








BROWN PRODUCTS COMPANY FOREST HILLS, NEW YORK 


410 South Geddes St., Syracuse 1, N. Y 
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PROFIT-MAKING 
PRECISION into Their 
PRODUCTS for YOU! 


There is a distinguishing element about BEATON 
& CADWELL Pressure Relief Valves that speaks 
of quality workmanship, breadth of experience 
and long lasting dependability. When you order 
relief valves . . . be sure to specify BEATON 
& CADWELL. 








Cuda NO. 25 E 


SELF-CLOSING 
TEMPERATURE AND 
PRESSURE RELIEF VALVE 
Diaphragm operated . . . ther- 
mostatic element out of water 
at all times with exception of 
during discharge period. With 
6” extension. Available in male 
Y2”, 34” and 1”. Female drain 

¥,” in all cases. 


NO. 35 , NO. 105 
Pressure Relief Adjustable Poppet Poppet Type 
Valve. Diaphragm Type Pressure Pressure Relief 
operated. 2” or Relief Valve. Valve. Cc fl Vd 
a” 1.8.5. %” 1. PS. ue" 4.0. S. adwell wo. 25 
Same as No. 25E 


Types Nos. 35, 75 & 105 can be furnished with fusible plug for 
temperature relief. (Not self-closing on temperature relief.) without extension. 


Cobalt SAFETY RELIEF VALVE 


For low pressure heating boilers. May be used 
for release of various liquids or gases. Has 
1” 1. P. S. Steam capacity of 597,000 B.T.U. 
This valve is ASME Standard. 


<@ - 


Cadwell wo, 50 


PRESSURE REDUCING VALVE 

For HOT or COLD LIQUIDS G AIR 34” Inlet 
and Outlet. High capacity all bronze valve. 
Provided with a balanced seat member. 3 
pounds up to 100 pounds reduced pressure. 





Cubed NO. 10 AIR VALVE 


Assures maximum efficiency. Available in either ad;ustable 
or non-adjustable type. 


P. erfection 


FLOOR AND CEILING PLATES 


Neat appearance to all piping 
jobs. Supplied in nickel-plated 
and chromium plated. 
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